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Successtul Secretaries are sou on micromerric CARBON PAPER 





"FASTER, NEATER WORK-—-—AND 
NEVER A SMUDGE WITH THAT 
NUMBERED SCALE," 

Says LORENE BOLT of Austin, Texas 
"NATIONAL SECRETARY OF THE YEAR —- 1951" 











When top secretaries have a strong 
brand preference, the purchasing of- 
fice is sure to hear about it. Make sure 
that everybody hears about you as a 
supplier of Webster's carbon papers, 
ribbons and duplicating supplies. To 
increase your repeat business, display 
and promote the Webster line to 
those who know it and swear by it 

. and to the new customers who 
are hearing about it through Web- 
ster’s national advertising. 


Here's the line with that extra appeal... 


Duplicating Supplies Micrometric Carbon Paper Webster Typewriter Ribbons 


phe 
WEBSTER'S LINE 1S COMPLETE WEBSTER'S MICROMETRIC CARBON SMART PACKAGING, in pull- 
for both Spirit or Direct Process type PAPER, with the famous numbered drawer boxes for easy access. Web- 


and Gelatin or Indirect Process type scale, is unique. Webster researc! ster's STAR, MULTIKOPY, O.K. anc 


Materials are carefully matched, which pioneered the first non-filling HUB brands provide top quality rib- 
| 


designed to turn out clean, clear ribbon still 
copies. tures. Throughout the ' 
you'll.find special features for faster quality helps you meet and | 


leads in ¢ us! fea- bons in four price levels all 
able for prompt delivery 


selling competion. 
et Webster's merchandising specialists help you to 
more Webster's products with attractive displays, ne 
mats, folders, mailers, blotters and catalogs 


tore name imprinted free). Materials and 


* itt 
Stock th xperien ty Bugteadl ebster organization are Bors 
stock , 
sein: + Typewriter WON® F.S. WEBSTER COMPANY 


Carbon Pa 
Duplicating Supplies 13 Amherst St., Cambridge 42, Massachusetts 
Webster's warehouses in 


New York, Philadelphia, Pittsburgh, Detroit, Chicago, San Francisco, Cambridge 
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(To the World's Principal Market Places) 





Office Appliances is a news and technical trade 
journal, serving the entire industry of office 
equipment. It covers the manufacture and dis- 
tribution of office machinery, office devices, office 
furniture, office supplies and the complete range 
of commercial stationery. Its comprehensive news 
reports of the industry and its valuable special 
articles upon subjects germane to its field have 
given it unusual prestige. It serves a clientele 
composed of managers and agents for the vari- 
ous office machines, devices and supplies, com- 
mercial stationery dealers and many of the 
largest corporations in the United States. It also 
reaches some dealers in forty-eight other coun- 
tries who deal in American office equipment. 


No person, firm or corporation either directly or 
indirectly connected with the industry the journal 
represents has any share in its ownership or 
voice in shaping its policy, which has in view at 
all times the best interests of the field it serves. 
it will answer any questions germane to its field 
to the best of its ability. 


Copyright. Contents covered by copyright, 1952. 
by the Office Appliance Company. 


Subscription Rates in the United States and its 
possessions—one year, $3.00; two years, $5.00; 
three years, $6.00. Canada and Pan American 
countries—one year, $3.50; two years, $6.00; 
three years, $7.50. Other countries—one year, 
$4.00; two years, $7.00; three years, $9.00. 
Single copies, thirty-five cents in the U. S. and 
its territories; 50c in all other countries. 


Change of Address. Subscribers may have their 
mailing address changed as often as desired. 
Both old and new addresses must be given. 


Advertising Rates upon application. 


Entered as second-class matter, July 8, 1905, at 
the post office at Chicago, Ill., under Act of 
March 3, 1879. 


“Office Appliances” is registered in the United 
States Patent Office, Washington, D. C. 
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For the benefit of the subscribers the lines 
advertised this issue are here classified. 
Many of the requirements of the modern busi- 
ness office are represented. Should subscribers 
be interest any article of office equip- 
ment not listed here, they are invited to com- 
municate with the service bureau, through 
which ft formation w be promptly and 
heer? jive by letter without obligation. 


Imperial Desk Company 
Invineible Metal Purn. Co 
jasper Desk Company 
Lincoln Desks 
Mayfair Company, The 
Metal Office Furniture Co 
Myrtle Desk Co. 
Peerless Steel Equipment Co 
Security Steel Equipment Co 
Shaw-Walker Co. 
Standard Furniture Co. 
Victor Safe & Equipment Co 
Wells Chair Corp 
Yawman & Erbe Mfg. Co 
Diaries 
See Memo Books) 
Dietating Machines, Used 
Shipman-Ward Mfg. Co 
Typewriter Distributors, Inc 


Drafting Instruments & Equipment 
C-Thru Ruler Co. 
Cardinell Corp 
Haskell Mfg. Co. 

Drafting Tables 
Stacor Equipment Corp 

Drafts, Notes & Receipts 
Duplicate Receipt Book Co 


Duplicating Machines & Supplies 
Addo Machine Co., Inc 
Ames Supply Co 
tainbridge, Kimpton & Haupt 
Buckeye Ribbon & Carbon Co 
Code Mfg. Corp 
Colonial Carbon Co 
Columbia Ribbon & 

Ine 

Harding 
Hart Mfg. Co. 
Heyer Corp., The 
Ink Specialties Co 
Manifold Supplies Co 
Multistamp Company 
Old Town Corp 
Peerless- Imperial Co 
Print-O-Matie Co., The 
Queen Ribbon & Carbon Co 
Rose Ribbon & Carbon Mfg. Co 
Smith, L. C., & Corona Twos 
Technygraph Co., The 
Victor Safe & Equipment Co 
Wolber Duplicator & Supply Co 
Wri Dupl. Div. Hart 


ight 
Duplicating Stencil Files 


Atlas Stencil Files Co 


Ine 


Carbon Mfg. Co., 


Milo, Co 


In 


Envelopes 
Northern 
Qualit 
Smead 
W ilsor 


States Envelope Co 
Park Envelope (« 
Mfg. Co 
Jones Co 


Envelopes, Plastic 
Aigner, G. J., ¢ 
Markilo Company 
Meier, Joshua, Co 


Eradicators, Ink 
Sanford Ink Co 

Erasers, Rubber 
Ames Supply Co 
Roberts, Weldon 


Expense Books 
Beach Publishing (« 


ompany 


Rubber C¢ 


Eyelets & Eyelet Fasteners 
Rates Mig. Co 

File Boxes, Fibre Collapsible 
tankers Box Co 
Giobe-Wernicke Co 
Guide System & Supply ( 


Filing Cabinets, Insulated 
¢-Hall-Marvin Safe C« 
Meilink Steel Safe Co 

Mosler Safe Co. 

Walker Co 

y r Safe & Equipment Co 


Filing Cabinets, Metal 
Advance Pred. Div. ASB 
All-Steel Equipment Inc 
Art Steel Sales Corp 
Ker Mfg. Co., The 
Br Morse Co 
Cardinal Sales, Ine 

Cole Steel Equipment 

‘ imbia Steel Equipment 

Corry-Jamestown Mfg. Cort 

General Fireproofing (« 

‘ 

‘ 








teor 


wre 


Wernicke Co 
suardsman Safe Co 

! neible Me Furn. Co 
Keystone Steel Equipment (« 
Metal Office Furniture Co 
Parker Steel Products. Inc 
Peerless Steel Equipment (<¢ 
Remington Rand, Inc 
Rockwell-Barnes Co 

Security Steel Equipment ( 
Walker Co 

Top-Flight Products Co 

V r Safe & Equipment (o 
Watson Mfg. Company, Inc 
Wels Mfg. Company 
Yawman & Erbe Mfg. Co 


Cabinets, Wood 
ridge, Kimpton & 
Wernicke Co 
Imperial Methods ¢ 

Wells Chair Corp 





Shaw 


al 





Haupt, Ine 





(Continued on page 6) 








(Continued from page 5) 
Filing Supplies 
Acco Products, Inc. 
Advanco Prod. Div. ASB 
Aigner, G. J., Company 
Amberg File & Index Co 
Art Steel Sales Corp 
Barkley, C. L., & Co 
Browne-Morse Co. 
Corry-Jamestown Mfg. Corp 
Globe-Wernicke Co. 
Guide System & Supply Co 
Imperial Methods Co 
Metal Office Furniture Co 
Northern States Envelope Co 
Oxford Filing Supply Co 
Parker Steel Products 
Quality Park Envelope Co 
Rockwell-Barnes Co 
Security Steel Equipment Co 
Sell Corp 
Shaw-Walker Co. 
Smead Mfg. Co., The 
Victor Safe & Equipment ( 
Warshaw Mfg. Co. 
Weis Mfg. Co 
Yawman & Erbe Mfg. Co 


Fountain Pens (incl. Ball Pt.) 
All-Rite Pen Inc. 
Esterbrook Pen Co., The 
Gummed Cellulose Tape 
Minnesota Mining & Mfg. Co 
Gummed Cloth Rings 
Reyburn Mfg. Co., Inc 
Gummed Tape & Sealing Machines 
Minnesota Mining & Mfg. «« 
Reyburn Mfg. Co., Inc 
Hardware, Office Desk 
National Lock Company 
Index Card Signals 
(See Signals, Index Card 
Index Tabs 
Aigner, G. J., Company 
Amberg File & Index Co 
Barkley, C. L., & Co 
Globe-Wernicke Co 
Graff, George B., & Co 
Guide System & Supply Co 
Markilo Company 
Master-Craft Corp 
Reyburn Mfg. Co., Inc 
Shaw-Walker Co 
Sheppard, C. E., Co 
Victor Safe & Equipment ¢ 
Warshaw Mfg. Co 
Inks, Adhesives, Ete. 
Colonial Carbon Co 
Fulton Marking Equipment Co 
Ink Specialties Co., Inc 
Sanford Ink Co 


Inkstands 

Sengbusch Self-Clos. Inkstand (« 
Label Holders 

Chicago Card Holder Co 
Labels 


Imperial Methods Co. 
Oxford Filing Supply Co 
Reyburn Mfg. Co., Ine 
Warshaw Mfg. Co. 

Weis Mfg. Co 


Ladders, Library, Store & Vauit 
Cotterman, I. D 

Leads for Mechanical Pencils 
Listo Pencil Corp 

Leather Goods 
Chicago Saddlery Co 


Letter Trays 
(See Correspondence Trays 


Library Equipment 
All-Steel Equipment Inc 
Browne-Morse Co 
Corry-Jamestown Mfg. Corp 


Lockers & Storage Cabinets 
All-Steel Equipment Inc 
Browne-Morse Co 
Corry-Jamestown Mfg. Corp 
Globe-Wernicke Co 
Invincible Metal Furn. Co 
Keystone Steel Equipment Co 
Lyon Metal Products, Inc 
Parker Steel Products, Inc 
Security Steel Equipment Co 
Shaw-Walker Co 
Yawman & Erbe Mfg. Co 


Loose Leaf Books & Devices 
Amberg File & Index Co 
Free Hand Binder Co 
Master-Craft Corp 
National Blank Book Co. 
Neiman Loose Leaf & Bary. (: 
Sheppard, €. E., Co 
Wilson Jones Co 


Loose Leaf Books & Systems 
Aigner, G. J., Company 
Ideal System Co., The 
National Blank Book Co 
Wilson Jones Co 


Loose Leaf Metals 
National Biank Book Co 
Sheppard, C. E., Go 
Wilson Jones Co 


Leose name, Shost Covers, Plastic 
Al J., Company 

Markllo rs empeny 

Meier, Joshua, Company 

Neiman Loose Leaf & Bary. ( 

Wilson Jones Co 


Loose Leaf Tray Binders 
National Blank Book Co 
Posting Equipment Corp 
Sheppard, C. E., Co 
Wilson Jones Co 

Mail Distributors 
Advanco Prod. Div. ASB 
Globe-Wernicke Co. 

Victor Safe & Equipment (« 


Map Tacks 
Graff, George B.. Co 
Moore Push Pin Company 
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Maps, Globes, Ete 
American ap « 
Marking Devices 
Force, Wi ar 4 & ( 
Multistamp Company 
Matched Office Suites 
andard irniture 
Memorandum Books 
Master-Craft nT 
Na nal Blank Book ‘ 
tockwell- Barnes ¢ 
Wilson J r 
“Eo Devices 


} 


Mending cual 
Mins ta M 


& Mfg. ‘ 
Reyburn Mfg. ‘ Ir 
Metal Badges, Checks, Tokens 
D n Ster Work 
Moisteners 
Mayfair ¢ Tt 
Seng! Self .< Inkstand ( 
Name Plate Labels 
v; raft It 
Numbering Machines 
Bates Mfg. ¢ 
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OFFICE APPLIANCES, January, 1952 





SITUATIONS WANTED 


The rate for classified advertise- 
ments is fifteen cents a word, mini- 
mum charge $3.00, payable with 
order. Add six words if box address 


is used. 





MECHANICS & REPAIRMEN WANTED 








STEEL EQUIPMENT SALESMAN with long experience calling upon deal 
ers il iwest area is available for new connection in similar capacity. 
Stands hig n esteem of leading retailers. Good sales producer, expert in 

perating th dealers in sales training and special! sales opportunities 
Promine ! try men as references. Address A-108, care Office Appli- 


‘ | t 





SALESMAN, WELL ACQUAINTED among stationers, drug and depart- 
ent store buyers in Metropolitan New York area for the past 17 years 





pen for new connection with manufacturer. Will sell for one com- 
pany r er handling two or three lines as representative. Reply 
Box A-95 Office Appliances, 100 East 42nd Street, New York 17, N. Y. 
POSITION WANTED by couple: Husband 18 years’ experience service 
epartment fe 7 years’ sales and store management. Prefer salary 
i t setup. Do not reply unless your offer is good. Can 
sh A-l references and proof of past production. Present employer 
knows of tentions. Box A-99, care Office Appliances, Chicago 6 





\GGRESSIVE, EXPERIENCED MAN desires connection as outside sales 
an for t rganization. Can handle large or small accounts. Excel- 
Producer. Replies appreciated. Box A-100, care Office 
Appliance { go 6 
SALESMAN EXPERIENCED OUTSIDE, all office machines, now working 
for | i er, would like similar position in Southern California or 
Southern Tex Box A-101, care Office Appliances, Chicago 6 








rYPEWRITER & ADDING MACHINE MECHANIC, 22 years’ experience, 
ale ib gency management experience, now shop foreman in Cali 

tomed to responsibility and work. Prefer Western area 
Box A ire Office Appliances, Chicago 6 





MECHANI( 4 Makes—10 years’ experience, married, age 28. Veteran 
emp ed, d res position in Mid-West. Capable as service foreman. Box 
\ Off Appliances, Chicago 6. 





r'YPEWRITER MECHANIC—fourteen years’ experience, one year adding 
achine trait In reply, give full particulars. Box A-104, care Office 


Appliance (} u f 








EXECUTIVES WANTED 


SALES M AN \GER WANTED for Chicago display regional sales office of 
eta hairs to service needs of midwest dealers. Commission 
si I portunity for man financially able carry himself for few 
ntl Write fully enclosing snapshot for appointment. Box N-48, care 

Chicago 6 








OFFICE MA‘ HINE S STORE MANAGER-—Broad experience on typewrit 

t adding s, and calculators. Excellent salary and percentage 
tt \ in capable take complete charge store's office machine 
M. D ! » W. 44th Street, N. Y. C 





OFFIK SUPPLY AND STATIONERY STORE Manager—by an estab 
she tat and office outfitter in the Southwest. Good Opportunity 

real ability, to handle the sales and the merchandise 
g ed store. Give full details of your experience in first 


\ : N-74, care Office Appliances, Chicago 6 
WANT A MAN who has had experience in furniture factory in the fol 
g accounting, production, cost work and management 
Factor ted in southwest area near two large metropolitan centers 


Ir ey . f details and qualifications. Box N-75, care Office Appli 


SALESMEN WANTED 





WANTED—COMBINATION TYPEWRITER MECHANIC with sales and 
management ability. Must be married, to operate and build up with 
wife an independent branch of an office machine and supply business in 
a small Western town near Los Angeles. Possibilities have been studied 
and proven to be excellent. You will share on the profits. Must have 
first class references and Saahesanen that will stand scrutiny, picture 
desired, car necessary. Reply Box N-53, care Office Appliances, jcago 6. 


ACCOUNTING MACHINE SERVICEMAN. Sundstrand, Elliott Fisher or 
Underwood Bookkeeping experience only. Exclusive Underwood Sundstrand 
Agency located Metropolitan Detroit area. Must be capable of handling 
all accounting machine sales installations and service. State service train- 
ing, where and when, and total experience. Excellent pay and working 
conditions. 38962 Fort Street, Lincoln Park 25, Michigan. 


WANTED: TRAINED UNDERWOOD typewriter service man, for ae old 
established Agency in North Carolina. Permanent job, ood pa Only 
applicants with broad experience and A-1 references consi a a ive 1 
information in first letter, including salary, etc. Box N-54, care 
Appliances, Chicago 6. 


TWO TYPEWRITER AND OFFICE MACHINES MECHANICS wanted for 
an old establishment in the Southwest. Only applicants with broad ex- 
perience and A-1 references will be considered. Give full information with 
references, salary, etc., in first letter. Box N-55, care Office Appliances, 
Chicago 6. 

WANTED SERVICE MAN that knows Underwood Products, Underwood 
Typewriters and Sundstrand Adding Machines. Also need a good man for 
Sundstrand Class A & D Models Posting Machines. Good pay and Pleas- 
ant Climate. Office Equipment Co., Augusta, Georgia. 


CAPABLE, EXPERIENCED ADDING MACHINE AND TYPEWRITER 
Mechanic with sales ability. Permanent only. Give experience, references, 
salary expected, health. Leon W. White, 406% E. San Antonio &t., 
El Paso, Texas. 


COMBINATION TYPEWRITER AND ADDING MACHINE Service Man 
with sales ih Henderson Typewriter Supply, Cor. First and Green 
St., Henderson y. 


























SALES REPRESENTATIVES AVAILABLE 


EXECUTIVE SALESMAN WITH 20 YEARS’ Experience in the Contract, 
Office and Household Furniture field both steel and wood, desires to 
represent a manufacturer in the Middle West with headquarters = 
ably in Chicago. At present have headquarters in the East. Well 

in the East and Middle West by the entire dealer organization. Have 
negotiated and procured extensive contracts with the government and 
top contract organizations. Highest type of references. Box A-102, care 
Office Appliances, 100 East 42d St., New York 17, N. Y. 


MANUFACTURERS’ REPRESENTATIVE—Concentrating Missouri, Kan- 
sas, Iowa, Nebraska, wants additional items sold to commercial station- 
ery-office equipment dealers. Experienced. TeeJay Sales Associates, 511 
R. A. Long Building, Kansas City 6, Missouri. 











SALESMAN WITH EIGHT YEARS experience selling stationery in Fifth 
and Sixth Districts is establishing himself as a manufacturers’ repre- 
sentative. Operating in Chicago area. Might include two or three states. 
Young. Active. A successful producer. Convincing references. Has one 
good line requiring part time. Interested in one or two others, commer- 
cial stationery preferred. Address A-109, care Office Appliances, Chicago 6. 





THOROUGHLY EXPERIENCED AND SUCCESSFUL manufacturer's rep- 
resentative seeks lines for New York State (except New York City) and 
Canada. Known personally to all stationery and office equipment dealers 
in that territory. Write Box A-110, care Office Appliances, 100 East 42d 
Street, New York 17, N. Y. 








EXCELLENT OP POR TUNITY for salesmen for cities in Oklahoma or 

West 7 : W feature le ading brand Dictating Machines and other 

ffice 1 hine This is a reai opportunity for a man with initiative and 

ul nt ability. Must have successful experience selling office equip 

t. Rat f mmission and drawing account very liberal, and earn 

4 ‘ betantial. Write immediately in strict confidence giving 
let s t Box N-49, Office Appliances, Chicago 6 





IF YOU WANT A FUTURE selling commercial stationery and office 
ipment re is your opportunity to locate in sunny Southern Cali 

W need a man to handle our machine section of Elliott and 
Rex-O-gr ‘ h are exclusive; with the latter, a distributors’ set up 
Must ‘ ' t time outside with consumers and sub-dedlers. Salary 
r State age, experience and references on both applica- 
PARRON H ALL CORPORATION, 648 “E” Street, San Diego, Calif 





-E AND SUPPLY FIRM in growing Spokane area has 
nity for capable, experienced salesman. Guarantee, com- 
haring. When writing, give full details and references 
Appliances, Chicago 6 





OUTSIDE SALESMAN—Experienced in Office Supplies, and Office Furni 
t tablished territory in large city in northern Ohio. State 


ed, experience and references N-51, care Office A ppli- 





SALESMEN WANTED to sell well-known office chair cushions. Good side 
ne S ritories open and fully protected. Box N-52, care Office 


Apr ( ago ¢ 





ALESMEN W ANTE D for excellent line of Office Desks. We have some 
it for salesmen who call on office supply dealers. L. Ber 
W. Eichel Ave., Evansville 7, Indiana 


OFFICE APPLIANCES, January, 1952 


LINES WANTED—We are set up to warehouse, ship, and do our own 
billing. Want lines for exclusive New England distribution to office 
equipment, stationery and department stores. Well known to New Eng- 
land trade. Write to B. Sacks, 94 Athelstane Road, Newton, Massachusetts. 


MINNESOTA and surrounding territory. Steel equiment or Major line 
only. Can accept one additional line. Minimum number lines carried. Ad- 
dress A-105, care Office Appliances, Chicago 6. 








EXCELLENT OPPORTUNITY FOR MANUFACTURER to get good rep- 
resentation in Colorado, Utah, Idaho, Montana, Wyoming, Oregon and 
Washington, or part of territory. Now carrying one line—seek another. 
Highest type of references. Box A-106, care Office Appliances, Chicago 6. 





JOBBER ITEMS WANTED: Smaller office supply items and supplies 
wanted to distribute along with the Print-O-Matic machines and sup- 
plies in Minnesota, Dakotas and surrounding territory. Donald F. Rossin 
Co., 423 So. 5th St., Minneapolis 15, Minn 





MANUFACTURER'S REPRESENTATIVE desiring additional lines of wood 
or metal office furniture and equipment for the southwestern territory 
Know the trade and will give the proper representation. Box A-111, care 
Office Appliances, — Chicago 6. 


SALES R EPR ESENTATIV ES WANTED 


PROMINENT METAL CHAIR MANUFACTURER seeks representative 
with strong following among commercial stationers and Office Equipment 
dealers in Minnesota, North and South Dakota, Wisconsin, Iowa, Illinois 
and City of Chicago. Excellent opportunity for right man to serve exist- 
ing dealer accounts and set up new accounts on commission basis. Leads 
furnished. Box N-57, care of Office Appliances, 100 East 42nd Street, 
New York 17, N. Y. 


WANTS AND FOR SALE, Continued on Page & 
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WANTS AND FOR SALE, Continued from page 7 
SALES REPRESENTATIVES WANTED, Continued 








NEW, MODERN CASH REGISTER AND ADDING MACHINE will be 


introduced on the American market. Fantasti t f the machines ar: 
sold in Europe. Factory's representative wants t ntact general agents 
for the different states, as well a b-agent trave g agents and sales 
men. Write Box N-58, “Combine Cash Registe nd Adding Machine 
care Office Appliances, 100 E. 4 t., New York 1 we will contact 
you. 





SUCCESSFUL MANUFACTURERS AGENTS 


now contacting retail Commercial > I Machine D 
ete., various open territories, especia Centr i Pacific Coa 
Contacts have heretofore been principa by ersonal solicitati 
should double or triple the volume if 1 have time to handle add 
tional line on commission basis, representing Manufacturer of Nationa 
known office device, please writ« 

Box N-59, care O. A., 600 W. Jack Bivd.. Chiecag 





WELL ESTABLISHED MANUFACTURER'S REPRESENTATIVE 


additional lines of merit, including desk } tt equipt 
Territory Chicago and State of Illir Indiana, Michigan and Wisconsi 
Aggressive, with good following among Comme " Stationers. Off 
Furniture and Equipment Dealer Addre N-at P f Office Apy 


ances, Chicago 6. 





MANUFACTURER’S AGENT, prese 


nt Llling { n ia Stationer 
to handle old established line of | e leaf binde nd forms. including 
posting board equipment, visible record book et System background 
preferred. Various territories available. Give f nf ation and line 
now handled. Box N-61, care Office Appliat ( igo ¢ 





BE IN BUSINESS FOR YOURSELI 


Make $8.75 on every sale A telep) ' ler that AUTO 
MATICALLY connects and disconnects the phon N mpetition the 
only one of its kind. Write for ey e ager Box N-62 are Offic 


Appliances, Chicago 6 





MANUFACTURER'S OUTSTANDING LINE, Latex Off Cushior pel 
ing new territories. Want Sideline rey entative ti ghly acquainte 
Stationers and Office Furniture é ‘ t car 
Office Appliances, Chicago ¢ 


= 
4 








WANTED MANUFACTURERS’ REPRESENTATIV! FOR COMME! 
CIAL STATIONERY LIN} PLEASE STATE TERRITORY COVERED 
AND LINES NOW HANDLING. ADDRESS N-64, CARE OFFICE APPLI 
ANCES, CHICAGO 6 








NEED SMALLER Office Supply ite: flice f { wood 
for Texas and Oklahoma Box N- e Office Appliance Chicago ¢ 








EUROPEAN REPRESENTATIVE 





MANUFACTURERS 


Well established German office equi; t | flies ine trib 
seeks representation of Americar fhice achine Germany Ha 
large, prosperous business in office ¢ ent and é e! izal 
volume, Has large sales force Ow I : D I 
January. For further information writ h \ jieseler N. B 


ford Drive, Beverly Hills, Calif 





PRODUCTS WANTED FOR RE-SALE 








_~aAaAra&l I) 


by long established Distributor a Manufact Office Speci 
Now selling Commercial Stationers and Office Equi; t Dealers throug 
out United States and in many foreigr nt W f a dditior 
saleable, essential, low-price office ite ferab with epeat « nent 
to be sold under own label. Must be establist ity. Will 1 
pioneer. If you have such an article and nee toy teh distribut 
facilities in the stationery, typewriter fl pment flelds, writ 
fully to Box N-66, care Office Appliance Chiea f 








RETAIL BUSINESS FOR SALE 





OUTSTANDING OPPORTUNITY , rtified CPA ! R 
office appliance-furniture-machines-stationer) pp t profitable 
pair department; outside sales org stior My ga tence , 
expanding industrial center on easter urd. \ y half 1 
lion; about one-fourth potential. B N- Office Appliance 


East 42d Street, New York 17, N. \ 





FOR SALE, TYPEWRITERS—STATIONERY STORI Fast ving Nort 
ern Illinois community. Operating at profit. G g every mont 
Owner, who will retire, unable ft after " e mat 

double volume within year. Priced t Ad N- ire Office A} 


pliances, Chicago 6 





LARGE EASTERN CITY TYPEWRITER AND OFFICE MACHINE b 


ness located in heart of downtow! i we 
years. $25,000 Stock. Good repair el j 0 ‘ . . 
or part and help buyer finance Ca t " t esired Box 
N-69, care Office Appliances, 100 East 4 Street, N York YN. ¥ 


WANTED TO BUY RETAIL BUSINESS 











IN THE SOUTHWEST~ Office sup; r typewrit ' rdding 


business—Cash deal. Box N-70 ire Office Apy Chicago ¢ 





COMMERCIAL STATIONERY STORE a : t f itic wante 


in New York City. Will purchase t. Pref itown Manhatt 
All communications confidential. W f eta B N-7 ire Off 
Appliances, 100 East 42nd Street, N j . 


PATENTS 





PATENTS, Tool ind Dies For Sale; Ami ard and abe holder for 
typewriter plater Enables typist to write at extreme bottom edge or 
sides of card, and on a narrow slip of paper Equipment to make four 
lifferent size for various standard and portable typewriters. Also have 
new spring steel type follower block, rea for productior Apply N-72 


ire Office Appliances, Chicago 6 











i Aa Lists ‘ 
WILL SELL CHEAP list of 5 m commercial stationers and office appli 





ce dealers. A list of app. 5 m typewriter and adding machine dealers 
Names not duplicated. The Kraus Co ‘3-02 43d St W oodside N y 











' _FOUNTAIN PEN REPAIRING 
WELTY'S REPAIR ALL MAKES FOUNTAIN PENS. Desk Pens, Pencils 
t Repaired at tandard prices—time now averages t 21 dave and 
iproving We especially feature CONKLIN SWAN WATERMAN 
WAHL, PARKER, WELTY, SHEAFFER, MOORE, et but can repair 

other makes, We feature gold pen points and repairing Mail all 
ikes to ONE place for better service ASK ABOUT NEW WELTY 
PENS, $1.50 t $10.00 list. Welty Pen and Repair C Est. 1904) 38 S 


State St Chica 











: ADDING MACHINE PARTS, TYPE, ETC. 
LARGE STOCKS of new and used Adding and Calculating Machine Parts 
vailable Quotations furnished on specific parts upor equest & 2 
Dehn, Jt 64 Olst Ave Oakland, ( lif 


rYPEWRITER AND ADDING MACHINE PARTS—Inventoried at $1200 
Make offer rw trade for late Model typewriters. W. S. Breedlove, 312 
Roscoe Avenue Muscatine, lowa 


___FOR SALE AND WANTED TO BUY, USED EQUIPMENT 


ELLIOTT-FISHER Burroughs, Moon Hopkins, Adding and Calculating 



























































Machines, Compt eters, Electromatic Typewriters, and fanfold machines 
ight and sold. Chicago Office Appliance ¢ 1930 West 2Ist St Chi 
ago & 
BURROUGHS BOOKKEEPING MACHINES, All Models, Bought and Sold 
Give serial number and model in request for quotation Business Equip 
ent Co., 160 W. Larned, Detroit 26, Mic} 
WANTED TO BUY Late model Elliott-Fisher bookkeeping and billing 
hine Must be over 250,000 serial numb Accounting Machine Service 
( 605 W. Washington St., Chicago f 
ELLIOTT-FISHER AND SUNDSTRAND achines Comptometers, Bu 
s, Friden, Marchant, Monroe Calculator Electromat typewriters 
machine ind all office machine bought sold ented, rebuilt 
Ie Warsh Co 849 N id St., Milwaukee Wis 
NATIONAL BOOKKEEPING MACHINES, all makes of itors, comy 
mete! 1dding ichines. Advise serial number, style number, for our 
ghest price Office Machines Inc., 619 Pine Street, St. Louis 1, Missouri 
NATIONAT 00 & 38000 Class, Burroug! Bookkeeper Ca ators Ad 
dressing Machine Bot & sold Send f description Pan-American 
S. Olive I Angeles 
ELLIOTT-FISHER machines, calculating machines, adding machines—al 
fice equipment bought and sold Ww I. Crowley Company 106-908 N 


Water St Mi waukee 2, Wis : 
BURROUGHS, MOON HOPKINS, ELLIOTT-FISHER Bookkeeping Ma 
ym p rs t 











hines, ptometers, all makes calculat bough and» «sold Dorre 
Office Machi C (Inc.), 98 So. llth, Minneapolis, Minr 
BURROUGHS PRODUCTS our specialty, get r higher sh prices for 
ilators b kkeepers billers, compt eters \ I Steer 47 
Dearborn, Cl ig », Ill res 
WANTED B ighs or N.C.R. Bookkeeping and Billing Machines, Cal 
ilators, ¢ ptometers, Adding Machine et iny styl Quote con 


ete description and best price AMERICAN BUSINESS MACHINES 








| 7 Broadwa New York 12, N. ¥ 

WANTED ALL MAKES ealeulators and adding machine State make 
del, serial number and adding capacit I rnational Office Appliances 

26 Br way, New York 7, N. Y¥ 

WANTED TO BUY—Sundstrand bookkeeping «chines, Models C and D 

liive plete number, serial, size irriage and whether front feed 
back feed International Office Appliance In 26 Broadway, New 

York 7, N. ¥ 

BURROUGHS, MOON HOPKINS, Elliott-Fisher, Remington Accounting 

Machine ind everything in the office machinery line State model, seria 
mber and we WwW quote highest cash | ¢ International Office Ap 
ince Ir 6 Broadway, New York VY. ¥ 


DISPOSING VICTOR PORTABLES, STANDARDS, BURROUGHS, R. ¢ 
ALLEN Adae ed Corona Portables irg juantity M ey, 251 West 
stl New Y . 
WANTED TYPEWRITERS, Select Rougt vy Remingt five to ter 
I nufacturers’ regular allow é Eskay Office Equip. (« 
Flushing A Brooklyn 6, N. ¥ 


BURROUGHS ACCOUNTING MACHINES Bought and Sold Dearbor 


irs ove 





Equipment ¢ bal Inc., 301 West Lake Street Chicago ¢ lil 
EXCLUSIV} COMPTOMETERS, BURROUGHS Calculator Bought 
‘ ! Rebuilt WHOLESALI Gormal Ser es 7 8 Dearbort St 
‘ - 
KARDEX, ACME, all makes used visible f g equipment. Thousands 
litioned binets, panels, books ’ n hand Special servic 
nd pri to dealers for purchase or ‘ Get our quotations Chas 
Ss. Nathar l is Broadway, New York se 
VISIBLE EQUIPMENT bought, sold and exchanged. We ecialize in re 
t Kardex Acn ind International Visible Factograpl ibinets, as 
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Photograph Album 


of the Office Equipment Indus- 
try and some observations it 
calls to 


mind. 


HE BOUND VOLUMES of OFFICE 
y get IANCES are not only an *en- 
cyclopedia of the Office Equipment 
Industry but are also a photograph 
album of the industry personnel 
But the difference between the 
family oup of the industry and 
the family album of other days, 
r is spread through 94 vol- 
ynsiderable weight, which 
their use for search of 
particular information. But 
ts out upon such search 
will find his objective delayed Dy 
headline, illustration or 
Maybe the two-page head- 
inch type, “HERE THEN 
EVIDENCE.” Below it was 
of a story in Printers Ink 
typewriter company having 
rders for a half million 
from dealers in countries 
throughout the world and encour- 
aged the hopes for acceptance of 
other dealers totaling 
million dollars, the 
13 page advertisements in 
this journal 
Or an illustration drawing inter- 
a sizable print of Leo 
laughter taking dictation 
from her father, direct to the ma- 
chine. It might have been some part 
of the great story “War and Peace.” 
a letter to Mark Twain 
with whom he had some corre- 


the forme 
umes ol 
confines 


one wht Sé 


challenging 
portralt 

line in one 
IS THE 
a reprint 
o! a 

booked 


ee 
qaolars 


orders from 
another half 


result 


est might be 


Tolstoi's 


Or the searcher for some 
nformation might have 
portrait of a Lord 
f London in his robes of of- 
raits of three lord mayors 
the high office, reminis- 
days of London’s lead- 
world commerce, have 
journal’s frontispage, 
membership in Sta- 
ioners Association of Great Britain 
& Ireland, the oldest organization 
n the industry 

With the portraits came messages 
through OFFICE APPLI- 
good will to the (then) 
National Stationers Association, 
which appeared elsewhere in the is- 
sue and with it an expression of 
and a sentiment in 


par- 


paused al a 


; ‘ ‘ 
‘eY } 
CeCil it 


adorned the 


eacn |! ving 


eriber 
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Being a review. of some 


events at the start and 


in the progress of the 


OFFICE EQUIPMENT 
INDUSTRY 
and its trade journal 
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kind by the president of NSA. 

One long engaged in the industry 
viewing portraits in single, in pairs 
(advertising manager and sales 
manager) and in two or four page 
groups of branch managers (any 
city) would be impressed with the 
age variety, youth, middle life and 
wearers of “the gray livery of time.” 
But he who leaves the work he liked 
so much to do by compulsion of 
custom or by lime in the bones is 
likely to think of being driven out 
by youth. The phrase “a younger 
generation has taken over” is heard 
frequently. But the generation in 
function at any period is of similar 
age variety to that of the genera- 
tion preceding and of the genera- 
tion to follow. 

Or one may wander from the 
path or search for the particular 
something to find profit in the fea- 
ture 

MINTINGS 


from which the following is quoted: 

“No man can learn what he has 
no preparation for learning, how- 
ever near to his eyes is the object. 
A chemist may tell his most pre- 
cious secrets to a carpenter, and he 
shall be never the wiser—the secrets 
he would not utter to a chemist for 
an estate. God screens us evermore 
from premature ideas. Our eyes are 
holden that we cannot see things 
that stare us in the face, until the 
hour arrives when the mind is ri- 
pened—then we behold them, and 
the time when we saw them not, 
is like a dream 

“Not in nature but in man is all 
the beauty and worth he sees. The 
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world is very empty, and is in- 
debted to this gilding, exalting soul 
for all its pride. ‘Earth fills her lap 
with splendors’ not her own. The 
vale of Tempe, Tivoli, and Rome are 
earth and water, rocks and sky. 
There are as good earth and water 
in a thousand places, yet how un- 
affecting! 

“People are not the better for the 
sun and moon, the horizon and the 
trees; as it is not observed that the 
keepers of Roman galleries, or the 
valets of painters have any eleva- 
tion of thought, or that librarians 
are wiser men than others. There 
are graces in the demeanor of a 
polished and noble person which 
are lost upon the eye of a churl. 
These are like the stars whose light 
has not yet reached us. 

“He may see what he maketh. 
Our dreams are the sequel of our 
waking knowledge. The visions of 
the night always bear some propor- 
tion to the visions of the day. Hid- 
eous dreams are only exaggerations 
of the sins of the day. We see our 
own evil affections embodied in bad 
physiognomies. On the Alps, the 
traveler sometimes sees his own 
shadow magnified to a giant, so 
that every gesture of his hand is 
terrific. ‘My children,’ said an old 
man to his boys scared by a figure 
in the dark entry, ‘my children, you 
will never see anything worse than 
yourselves.’ As in dreams, so in the 
scarcely less fluid events of the 
world, every man sees himself in 
colossal, without knowing that it is 
himself that he sees. The good 
which he sees, compared to the evil 
which he sees, is as his own good 
to his own evil.”—‘Spiritual Laws” 


Emerson 
a - . 
Portrait sections and pictorial 


features of industry news have 
made OFFICE APPLIANCES unique in 
the service of the industry. Another 
feature has contributed to make 
the publication “without a like” but 
can be of interest in retrospect only 
to certain staff members of the 
journal. It is 


THE GUEST BOOK 


Turning the pages of the several 
volumes brings recollection of the 
pleasure in greeting friends and 
strangers at the threshold. Guests 


from nearly every state of our 
country and from 35 or 40 other 
countries.—E. J. 











The State of the Industry 


NPA Liberalizes 
CMP Regulations 


NSOEA Finds Sales 
Are Up for Dealers 


Confer on Tailored 
Office Machines CPR 
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Brief interpretations of significant facts and trends 


e A BULLETIN from the Fountain Pen & Mechanical Pencil Manufac- 
turers Association, Inc., points out that NPA has liberalized 
its CMP regulations or small users of scarce materials. It is not 
necessary to apply to NPA for a second-quarter allotment if your 
quarterly needs do not exceed the following: 


GCRPROM BEGGA cc cccncoccescesecccoecccocscecesa tons. 
ALLOY SUOOClccccccccccccccccccccesccccecs & CONS. 
Stainless SteOle. cccccccsccccccccccet, COU pounds. 
Copper and copper-base alloy.......3,000 pounds. 
REUMEBUM ccccccccccccccecccccececees, CUU pounds. 


Many who could not qualify as small users under former rules 
can now find it possible to do so under NPA‘'s second-quarter 
limitations, and, if so, you no longer need apply for allot- 
ments to NPA but you can certify your own orders for second- 
quarter delivery in accordance with Direction 1 to CMP Regu- 
lations l, as amended. 


e A RECENT release from the National Stationery & Office 
Equipment Association shows that sales for dealer members are 
up for all sections, both for 1951 compared with 1950 and for 
October, 1951, as compared with September in the preceding 
year. 

Here's the picture for the nation: 


October 1951 October 1951 1951 year to date 


compared with compared with compared with 
October 1950 September 1951 1950 year to date 
Total SaleS cccoceee + L4 - 13h t 23% 
Office Furniture, 
Equipment, Supplies + 17% + L4&% + 28% 
Printing Sales ..... + 4% +t 14% r 11% 


e MEMBERS of the Office Machines Industry Advisory Committee 
met on November 20 with OPS officials to discuss a proposed 
tailored ceiling price regulation for the industry. This pro- 
posal was taken under consideration but the members were 
divided in opinion as to whether a tailored regulation is neces- 
Sary at this time. They agreed that they would file their prices 
in accordance with Ceiling Price Regulation 22, the general 
manufacturers' regulation, on or before its mandatory effec- 
tive date, December 19, 195l. 

In the meantime, committee members said, they will study the 
application of Supplementary Regulation 17, CPR 22, to their 
requirements. SR 17 would permit the manufacturers to calcu- 
late adjustment of their ceilings under the Capehart Amendment, 
taking into account almost all cost changes from pre-Korea to 
July 26, 1951. Currently, the industry is pricing either under 
the General Ceiling Price Regulation or CPR No. 22. 

Manufacturers represented at the meeting produce a wide 
variety of items, including cash registers, adding and cal- 
culating machines, typewriters, dictaphones, addressing ma- 
chines, duplicating machines and bookkeeping systems. 
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Defense Impact e CURRENT expenditures in the mobilization program are ex- 

Greater in ‘52 pected to increase to a peak by the end of 1952. At that time 
they will represent about 20% of the gross national production 
as compared with 45% of the peak of World War II expenditures 
in the last quarter of 1944, reports the United States Depart- 
ment of Commerce. 


At the end of 1950 the proportion of gross national product 
devoted to defense was 8%. By the end of 1951 the proportion 
was expected to be 15%; by the end of 1952 up to 20%. 


Under the present plans for the military mobilization pro- 
gram as a whole, the maximum impact of manpower demands will 
be reached late in 1952 or early 1953. 


Cutbacks in civilian goods output, under the combined. in- 
fluence of diminished consumer demand of the Government re- 
strictions, have been for several months about as large as the 
expansion in defense and related industries. 


Truman Sets Record, e THE CHAMBER of Commerce of the United States reports that 

Collect and Spend President Truman has collected more taxes from the American 
people than all other presidents combined. His administration 
has spent more than one-third of all the money ever spent by 
the United States Government, the report said. 


Broken down into totals, this means that of the $770 billions 
collected in its entire history, well over a third of this 
amount, ($282 billions) has been spent under Truman. 


At the same time while total receipts in our entire history 
have amounted to $516 billions, the Truman administration has 
collected 50.8% of this total. 





Good Reading This Month 


" e A POPULAR feature of other years tells how the store personnel becomes the 
— has been revived in the form of the I.Q. of its business. 
<7 Old Timers’ Party. For the opening 

sketch the subject is Harold C. McPike of 


Weis Manufacturing Company. There'll be ° REACHING tec fer cam» ieeoeal 


tan subeoeratneea,” reading highlight — delivery costs out of proportion 
a. ; to the benefits. David Markstein 

" : advises the store owner to check the map 

PACE ° FOR YOUR own protection, main- and also to investigate the possibility of 
93 tain a cash reserve. Harold J. renting delivery service instead of main- 


Ashe tells why this is important taining his own fleet of trucks. 
when Government tax claims can exact heavy 
penalties. Tax obligations should not cre- 
ate periodic financial stresses for the 
businessman. e THE NEW YEAR is a good time to 

PAGE investigate better methods of dis- 

34 play. George D. Taylor's section 

on modern display gives helpful advice for 

the office equipment dealer. Pictures and 
sketches aid to easy understanding. 


.,.. © FRED MERISH, business analyst 
PAGE and financial counselor, calls at- 
29 tention to the dangers of doing 
business “in the blind," bad enough in 
peacetime, but dynamite in this war econ- 
omy. The monthly profit and loss state- 


ment should be used. e AFTERMATH of the flood. Here's 
PAGE an interesting article, with pic- 
_ ss EMPLOYEES are the basis of a 40 tures, telling how the office 
PAGE store's popularity, concludes Vic- equipment industry helped to service of- 
Sl tor Vetromile, one of Office Ap- fices of the flood-stricken firms in the 
pliances' best known feature writers. He Kansas City area. 
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& ‘The longer I live, the more con- 
vincing proofs I see of this truth, that 
God governs in the affairs of men. And if 
a sparrow cannot fall to the ground with- 
out His notice, is it probable that an 
empire can rise without His aid? We have 
been assured, Sir, in the Sacred Writings, 
that ‘except the Lord build the house, they 
labor in vain that build it!’ I firmly be- 
lieve this; and I also believe, that, without 
His concurring aid, we shall succeed in 
this political building no better than the 
builders of Babel.” 


- 




















— Excerpt from a Motion for Prayers 
made by Benjamin Franklin at the 
Constitutional Convention in Philadelphia 


(Reprinted from a folder printed by 
A. Pomerantz & Company, Philadelphia.) 
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GRATITUDE 


With each passing year we are more deeply grateful at the 
Christmas season for the many expressions of good will that come 
to us in the form of cards, letters, calendars and personal com- 
ment from friends at home and in other lands. The well spring of 
gratitude is loosed and we search for an adequate means of ex- 
pressing appreciation. Perhaps there is no better way than to re- 
solve to be of greater use to our fellow man in the coming year. 
For a pattern we read the inspiring words of A. B. Hegeman, 
written long ago: “I expect to pass through this life but once. If 
therefore, there is any kindness | can show, or any good | can do 
to any fellow-being, let me do it now. Let me not defer nor neg- 
lect it, for | shall not pass this way again.” 


THE NEW YEAR 


January is well named for Janus, the Roman god of doorway, 
who, with two faces, looked in and out, backward and forward 
at the same time. Thus the first month of the year is traditionally 
a time for attempting to pierce the future, to see the shadow of 
coming events so as to formulate plans and determine courses of 
action. But retrospect is of equal importance with prospect, two 
faces of the same coin. The past is the only assured foundation 
on which to build the future. The planner and the builder are one 
—each individual person. The future depends upon you! 


27TH ANNUAL OFFICE SPECIALTIES SECTION 


The true test of adaptions from basic principles in selling is the 
success thereof. Once again Office Appliances has used results as 
a criterion of office specialties merchandising and has called 
upon enterprising dealers to describe their own sales techniques 
in selling machines and systems. Elaborated upon by sales and 
pictures these tried, and found successful, methods are set forth 
in the 27th annual section beginning on page 14. It’s “must” read- 
ing for this first month of 1952. 
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27th annual 
feature section 





For 26 years OFFICE APPLIANCES has advocated 
specialization as a goal to larger sales volumes and 
more satisfied customers. Each year at this time the 
specialties section is devoted to ideas and suggestions 
out of the experience of dealers in various parts of 
the country. In selling machines and systems they find 
the specialty sales technique mandatory. Application 
of the same promotion methods to other products 


has met with equal success. 


Salesmon Must. 'Spocializo 





selling success depends upon 
knowledge and concentration 


by R. W. STUTLER 


secretary-treasurer, 
The James & Law Company, 
Clarksburg, W. Va. 


gw WE HAVE SPECIALISTS in every 
field of endeavor. For a salesman 
to make a success of selling he must 
specialize. The expected procedure 
a few years ago was for a man to 
know his line and how it was con- 





R. W. STUTLER 
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structed. We still believe that it is 
a good idea for a salesman to have 
this knowledge so that if the cus- 
tomer asks, the salesman can tell 
him. 

Under existing conditions in most 
cities office space is limited and the 
customer is interested in saving 
money, saving time and saving 
space 

The salesman must know what 
his equipment will do so that he 
can impart this information to the 
prospect. 

If you have a prospect who wants 
to equip an office for a special job, 
to do a real job of selling the sales- 
man must know or find out from 
the customer what is required as an 
ultimate goal, take his blue prints 
or his building plans and make a 
layout showing where every piece of 
equipment would go, and what the 
function of that piece of equipment 
would be, the utility and comfort, 
also the color scheme. 

Our men have gone so far as to 
recommend the type of color of the 
floor covering and drapes 

We have been very successful in 
advertising the fact that we have 
an office specialty man who is 
trained and equipped to go into 


offices already equipped. He makes 
recommendations for the _ rear- 
rangement of the office so that the 
work can be done more efficiently 

We have recommended the re- 
moval of partitions, hallways and 
also the installation of a central 
heating plant in some instances, 
although we do not sell heating 
plants. For efficient operation you, 
of course, must know that what you 
are recommending will do what you 
are saying it will do 

We sometimes find that in mak- 
ing a survey of this type the cus- 
tomer’s equipment is sufficient to 
take care of the job by perhaps just 
moving it to a new location 

To be successful in this type of 
survey you must be absolutely hon- 
est with your customer and not 
recommend a lot of new equipment 
unless it is absolutely necessary and 
needed 

The best advertising in the world 
is a satisfied customer. The most 
injurious advertising is a dissatis- 
fied customer. This is especially 
true in our size market where most 
business men know the majority of 
the other business executives. We 
realize this because we have had it 
happen both ways 
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EASY ACCESS—Display room of the James & Law Co., Clarksburg. — 


The thing that is in your mind 
right now is, “Yes, our men could 
go out and make this survey, make 
a layout and our customer would 
show this to the first competitor 
that came along, and he would get 
the business, and we would do a lot 
of work and lose the business.” 


This is always a possibility, and 
perhaps some day it will happen 
to us. Up to the present time we 
have batted 1000%. We are keeping 
our fingers crossed. 

The successful salesman today 
not only has to have a knowledge 
of his own equipment and what it 


Stationon Finds. Now, 
Profitable Way. to Soll Ink 





will do, but have a smattering of 
interior decorating, architecture 
and the competitors’ equipment. 

If you are selling a visible system 
you are not just selling a file, you 
are selling a service. If you make 
the wrong guess and the equpiment 
does not do the job that the cus- 
tomer is expecting, you have lost a 
customer or money in making the 
adjustment. 

If you are selling a duplicator you 
must know what the customer has 
in mind to use it for and be in 
position to suggest better, quicker 
and more economical uses to do 
the job. 

If you are selling a filing cabinet, 
in that customer’s mind you are 
not selling him something to put his 
correspondence in, you are selling 
him a system whereby he can go 
to that file and find that one piece 
of paper that he wants quickly and 
without a lot of fumbling. So, I 
maintain that the stationer of today 
is not selling equipment, he is sell- 
ing service. 

I would like to end this article 
with a Biblical quotation: “He who 
serves best shall be the greatest 
among you.” 


breaking from tradition can be wise 


by WILLIAM DANO 

manager, 

Pritchard Stationery Company, 
Chicago, Ill. 





WILLIAM DANO 
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g@ TWENTY YEARS in the commer- 
cial stationery business .. . selling 
to business both large and small, is 
bound to reveal many interesting 
avenues of profit for the stationer. 
But I’ve come to the conclusion that 
producing business and profit-mak- 
ing should be classified under the 
following two headings: 

1. Improved salesmanship. 

2. Analysis of profit opportuni- 
ties 

I have spent many years contact- 
ing buyers of office supplies. I have 
spent many years working with our 
salesmen who call on buyers of office 
equipment. I’ve spent years trying 
to help our men serve customers 
better and—at the same time— 
make money for our company. 

My experience leads me to make 
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what I think is a significant obser- 
vation. Salesmen are prone to wear 
a “beaten path” to the buyer’s door 
and follow that same path week 
after week—year after year. This 
situation seems to be truer of the 
stationery business than almost any 
other line that I am familiar with. 

Many of the best examples of 
effective selling in the wholesale 
stationery field result from the 
salesmen treading away from the 
“beaten path”—breaking away from 
tradition to present something new 
to their customers. 

As an illustration: A few years 
ago, Norbert Burgess of the Sanford 
Ink Company called on me with a 
new item. It was a commercial- 
sized bottle of ink—a 5th gallon bot- 
tle. My first reaction was to say 
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I have plenty of ink in quarts and 
pints and do not want additional 
items of this type. Luckily I did 
not follow the “beaten path’’—the 
line of least resistance in this case 
—because if I had, I would have 
passed up an excellent sales oppor- 
tunity as subsequent experience has 
proven. 

The enthusiasm of the Sanford 
Ink representative for this new size 
ink bottle was accompanied by facts 
and evidence in many forms. I was 
shown the results of a survey in 
which the manufacturer found that 
the average office girl who refills 
the ink bottles has a hand so small 
that she cannot get it around the 
diameter of the average quart bot 
tle of ink. 

I was introduced to the 5th-sized 
bottle and I was impressed with the 
new design combining narrow di- 
ameter and fluted sides. This new 
bottle achieved greater structural 
strength and permitted using less 
glass. As a result, it weighed three- 
fourths of a pound lighter than av- 
erage quarts of ink 


Today, what I foresaw has come 
true. Our salesmen are taking a 
big percentage of their ink orders 
for Sanford’s 26-ounce 5th bottle. 
We have discontinued selling quarts 
and pints except under special cir- 
cumstances. Selling 5-fifths of ink 
makes more money for us than sell- 
ing 4-quarts and cuts our inventory 
by one-sixth or more. 

We have found that the 5th-sized 
bottle actually gives our customer 
a full measure of value. It is con- 
venient to use—yet costs 1/6 less 
than quarts and repeats 20% faster. 
In this faster turnover alone, we 
have materially benefited. 

Reduction of inventory has al- 
ways appealed to me. I’ve been par- 
ticularly sensitive to the subject 
for years. The subject has been 
stressed in our trade journal and 
at convention meetings. I have seen 
a given investment in warehouse 
stock produce more net profit or a 
smaller investment produce the 
same. Moreover, I have seen our 
salesmen switch buyers from the 
quart-sized bottles to this more con- 


venient and economical package. 

Thus, our ambition to further re- 
duce our stock investment is being 
aided and abetted by reason of the 
5th-sized bottle. 

Premiums have been used by our 
supplier with excellent results. They 
have helped to encourage our sales- 
men to take orders in larger quanti- 
ties. Interestingly enough, some of 
our salesmen have given’ these 
worthwhile premium gifts to their 
better customers instead of taking 
them home 

All in all, this 5th bottle has given 
us an opportunity of attaining two 
important objectives in profit-mak- 
ing and business getting: 

1. It has improved our selling 
techniques. 

2. It has created new profit possi- 
bilities. 

In our business this Sanford 5th 
bottle is getting our salesmen off the 
“beaten bath” with improved sales- 
manship and helping increase our 
profits by using turnover and stock 
investment mathematics in our 
sales planning 


specialized selling pays profits 


by ALVIN B. BRESLER 
Gulf State Sales Corporation, 


Birmingham, Ala. 


@ IN A HUMBLE WAY I will try 
to explain my observations and ex- 
periences at specialty selling 

First of all, the specialty item 
must have merit. 

My own organization is a mixture 
of specialties, regular office supply 
and equipment items. The sales- 
men who have the best earning 
records are those who, by nature, 
can identify themselves as special- 
ists in various specialized items 
The above experience substantiates 
this premise. 

Being a specialist, selling special- 
ized items actually is a result of full 
understanding of the product, the 
integral parts of the article, and 
the application and limitations of 
the usages. A specialist has a full 
understanding of the competitive 
lines and in turn has the knowledge 
of their applications and limita- 
tions. 

When equipped with the full 
knowledge of the product, concen 


16 


tration of efforts in marketing the 
item will develop more usages and 
applications. The salesman then 
graduates out of the “run of the 
mill class,” because he can excite 
within the user a real interest, at- 
tract attention to the product, win 
that confidence that the buyer has 
in the salesman, and then eventu- 
ally get the order 

For example, watch a barker at 
the carnival, the hawker on the 
streets in the big cities and now 
those of you who have television 
can get a real lesson in your own 
home. 

This premise is not a lesson in 
salesmanship but an experience of 
specialty selling. Today in every 
field of products, the trend is 
towards the specialist 

The office supply industry follows 
the pattern. Regardless of the size 
of your community, look in the 
classified section of the telephone 
book. There, you have the answer 
Perhaps the phone book publishers 
started the trend, so as to sell ad- 
vertising in the directory, or maybe 
when the phone company turned 
over the publishing of the directory 
to a specialist they realized that it 
was a specialist’s job. Their spe- 
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cialty is communication only. The 
specialist sells the advertising, pub- 
lishes and edits the directory. 

After a salesman has sold his 
specialty, the door of the customer 
is always open to him. The sales- 
man, through his knowledge of the 
specialized item, makes successful 
installations and friends. If your 
company is a general stationery 
house other types of orders will 
follow because of the confidence 
established. If your company sells 
only the specialty item then your 
repeat orders will follow 

Being the specialist is an iden- 
tification of product knowledge 
The specialist is often invited by 
the user to assist in solving prob- 
lems of production, increasing of- 
fice efficiency, or many other serv- 
ices within the scope of his knowl- 
edge. 

Many shortcuts to efficiency have 
been made by the specialist. He can 
intelligently recommend applica- 
tions of the product because of the 
knowledge gained with concentra- 
tion marketing efforts. The sales- 
man entrenches himself within the 
customer’s operation by proving his 
ability to serve and proper adaption 
of the item 
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Hidden. Sales Resistance 





how to overcome secret objections 


by A. C. De NAPOLI, Jr. 


product engineer 





The dictation machine has had a 
hard, uphill battle for acceptance. 
Traditional obstacles have made 
progress slow. Exposing and over- 
coming these factors should open 
up a large new market. Part I 


of a two-part article. 





g@ EVEN THOUGH resistance fac- 
tors on the part of the bosses are 
fairly important, a much more 
serious and less justified resistance 
is to be found in the secretaries 
and stenographers themselves. 
Perhaps this has some real foun- 
dation, for it wasn’t too many 


years ago that the quality of re- 
cording and reproduction on the 
old-fashioned, and now obsolete, 
acoustical wax cylinder machines 


was very poor indeed, particularly if 
the equipment was used without 


the dictator adhering rigidly to 
exacting operating instructions. 
Most of you undoubtedly recall 


the old massive speaking-tube type 
talking machines and their wax 
cylinder records, which were dis- 
carded from the phonograph field 
back prior to the ’20’s. In spite of 
the fact that this system of record- 
ing and reproduction was dropped 
by the public many many years 
obsolete, it was only a few 
years ago that the manufacturers 
of this type equipment for dictation 
purposes saw fit to replace it with 


ago as 


more modern equipment which of- 
fered tremendous advantages. 

Many secretaries vividly remem- 
ber the harrowing experiences of 
using the old cylinder equipment. 
Sound reproduction was indistinct, 
weak, and noisy 
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The head gear which had to be 
worn by the transcribing secretary 
gave her the appearance of some 
creature from Mars, to say nothing 
of the fact that her hairdo was 
ruined each time she put on or re- 
moved the clumsy earphones. She 
could not enjoy any real freedom 
of movement, for the acoustic tube 
that connected her headphones to 
the transcribing machine had to be, 
of necessity, short. This equipment 
was certainly clumsy and heavy. 

Such conditions undoubtedly de- 
veloped tremendous resistance on 
the part of secretaries and it will 
be a slow long-term job to convince 
the “old timers” that the modern 
dictation machine has none of these 
bad characteristics. 

Such devices on today’s machines 
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as “soft speakers,” which are not 
attached to the head or ear in any 
way at all, unnoticeable feather- 
weight ear receivers, together with 
high quality electronic sound re- 
production and up-to-the-minute 
convenient operating features on 
the machine, should bring about an 
evolution in the secretaries’ think- 
ing and eliminate the former tech- 
nical obstacles. 

If the total solution consisted in 
merely selling the girls on these 
improvements, the job would be 
reasonably easy, but there are other 
resistance factors on the part of 
the secretary that are neither dis- 
cussed nor admitted and therefore 
are most difficult to counteract. 

Several of these factors could be 
classified as psychological objec- 








CHANGING TIMES— Secretaries once had excellent grounds for resisting the use 
of old-fashioned dictation machines. With today’s modern streamlined equipment, no 


grounds exist for technical objections. 
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tions and others fall more in the 
class of strictly selfish motives 
wherein the interest of the business 
as a whole is not considered, but 
rather, specific personal benefits 
are paramount in the girl’s mind. 
The psychological factors may be 
classified as: 
Hearsay objections from others. 
Fear of prestige loss. 
Fear of losing shorthand tech- 
nique. 

Only too often the secretary or 
stenographer who is consulted re- 
garding the use of dictation equip- 
ment will be very much upset and 
condemn the whole procedure with- 
out having even the slightest up-to- 
date knowledge of the system. 

She is being motivated entirely 
by hearsay accumulated over a 
period of years from other girls, 
usually the older type, who perhaps 
formed their opinion either as a 
result of using the old-fashioned 
objectionable equipment described 
before, or are victims of loose hear- 
say themselves. 


Easily Learned 

The girl with any initiative 
should learn the facts regarding 
dictation equipment firsthand. Af- 
ter all, here is an instrument that 
was created to assist her in her 
work. The least that she should do 
is to investigate thoroughly the pros 
and cons of this equipment after a 
complete demonstration and a suit- 
able test period. The chances are 
that if she were to make her own 
evaluation and kept an open mind 
on the subject, she would find that 
her own scope of performance 
would be enlarged and her value to 
her employer enhanced through the 
use of such equipment. 

It is a sad reality that many girls 
approach this subject with com- 
pletely closed minds and are de- 
termined to resist any change, even 
though they may inwardly feel that 
the change is for the best. 

The objection is often stated by 
a girl that associating her talents 
with a dictation machine puts her 
too much in the class of the girl on 
the assembly line, rather than the 
white cuff class. She feels that she 
suffers loss of prestige. This again 
is a fallacious conclusion, for it is 
an obvious fact that modern effi- 
ciency and progress is definitely 
based on mechanization of routine 
tasks. 

It is difficult to reconcile the fact 
that this same girl who so avidly 
welcomes such mechanical time 
savers as automatic toasters, elec- 
tric irons, hair driers, automatic 
cookers, and numerous other task 
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SCENE I—An atfter-business-hours view 
of the boss’ office before dictation machines 
were used. 


savers, will put her fur up at the 
suggestion of dictation equipment. 

She has readily accepted the 
mechanical writer, otherwise known 
as the typewriter—why does she re- 
sist the mechanical dictator? It 
simply doesn’t make logic. 

The argument is often heard that 
a girl objects to using dictation 
equipment because she is convinced 
her knowledge of shorthand will 
suffer. 


Can Remember 

While it is true that a girl may 
become somewhat rusty on her 
shorthand from prolonged lack of 
usage, she will never lose her 
knowledge of it. Should circum- 
stances require the girl to renew 
her dexterity at speedy shorthand, 
it would normally be only a ques- 
tion of a week or two of concen- 
trated effort to restore her original 
speed. After all, one does not forget 
to swim just because one stays out 
of water for a few years and the 
same logic exists for many other 
accomplishments in which we are 
trained and which we may not 
utilize for a period of time. 

Actually, the use of dictation 
equipment does not necessarily re- 
quire that the girls stop using their 
shorthand completely. There are 
numerous occasions during the 
business day where the girl pro- 
ficient in shorthand will find it of 
considerable value in jotting down 
telephone messages, verbal instruc- 
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SCENE II—Atfter-business-hours view of 
the office when dictation machines were 
profitably used 


tions, and for making various nota- 
tions of items fired at her from 
various sources. 

In short, it would appear that 
here again the objection is really 
psychological rather than real and 
is merely used as subterfuge to hide 
some of the more personal objec- 
tions that exist in the girl’s mind 
when she is offered the use of dic- 
tation equipment. 

Perhaps the most important re- 
sistance factor defies exact defini- 
tion, but can be bluntly described 
as the desire on the part of the 
secretary to retain as much as 
possible of the constant close asso- 
ciation with her boss that the use 
of the notebook and pencil requires. 


Likes Importance 

The feeling of importance and 
grandeur in spending the greater 
part of the day in the boss’ office 
while he attempts to wade through 
his dictation, being constantly in- 
terrupted by the telephone and by 
visitors, is one that she does not 
want to give up in a hurry. 

In the dictation machine she sees 
an able adversary that will elim- 
inate the need of her spending 
the greater part of her time in the 
boss’ office while he works 

It is far more efficient and far 
less distracting to have the dicta- 
tion machine standing by for tele- 
phone conversations and personal 
interruptions than it is to have a 
well-paid secretary standing by 
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when she could be accomplishing a 
great deal more in the outer offices. 


A really competent and honest 
secretary welcomes the use of a 
dictation machine. She immediately 
gains a great deal of relief in her 
schedule because of the fact that 
she is free to handle the real secre- 
tarial duties instead of sitting 
around waiting in the boss’ office. 

She also finds that she can tran- 
scribe a much better letter from a 
good recorded disc than when the 


dictation is erratically grumbled to 
her between many telephone calls. 
Unfortunately, a good many secre- 
taries are not efficiency-minded and 
a lot of them aren’t really capable 
of playing the important role of the 
real secretary who can be of tre- 
mendous assistance by getting a 
lot of confidential and important 
work analyzed and prepared for her 
boss, instead of merely filling the 
job as a stenographer. 


The secretary who is more inter- 
ested in the human side of her 
privileged job than the business side 
will not listen to the idea of using 
dictation equipment. 


— 
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As mentioned above, she looks 
forward to the frequent and steady 
calls to the inner office—she looks 
forward to the in-between bits of 
informal conversation that are 
bound to develop when a versatile 
boss has numerous telephone calls 
and outside activities to discuss in 
his office—she prefers to grace her 
boss’ office with femininity — she 
prefers to play the role of the 
anxious little helper who is always 
ready and willing to be on hand 
even during the lonesome overtime 
hours, which probably would not 
be needed if dictation machines 
were employed—she prefers to 
dream romantically of the big day 
when the boss sympathetically sug- 
gests that the hour is late and 
that she must be starved, and 
therefore cocktails and dinner are 
in order. 


The thought furthest away from 
her mind is what can she do to 
improve her efficiency, improve her 
boss’ efficiency, and put this re- 
lationship on a strictly businesslike 
basis. 


The next question is, “Who should 
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TIME LOST —The rea! obstructionist to efficiency. 
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take the initiative to remedy this 
situation and introduce the more 
efficient methods of operation that 
can be realized through the use of 
dictation machines?” 

It should be the top boss who 
should certainly take the time to 
analyze his company’s operation 
as well as that of his personal office 
and make the necessary decisions 
that will insure the most efficient 
type of operation. Too many times 
the boss considers his secretary 
fully competent to make final 
decisions regarding the use of dic- 
tation equipment and, because of 
the secretary's resistance as dis- 
cussed above, her decision is often 
badly biased. 


Takes Wife's Role 


Just who then is left to protect 
the boss from his own weakness? 
Should it be the boss’ wife? No, 
we don’t expect her to be a member 
of the company’s staff, nor even a 
frequent visitor to the office, but 
if she would reflect for a moment 
and duly consider the unfair ad- 
vantage held by her husband's 
secretary through the daily close 
association brought about through 
her notebook and pencil, she would 
not only be contributing to the 
financial success of her husband’s 
business (but contributing to her 
own personal happiness as well) in 
seeing to it that her husband's 
office is well equipped with dictation 
equipment. 

The waking hours spent by a man 
at his office are usually far more 
than those which he spends at 
home with his wife. As a result, 
the private secretary enjoys an 
advantage against which the wife 
is powerless. 

Only too often a boss and his 
ambitious secretary become a 
“success team” with all the attend- 
ant excitement that goes with a 
successful business. Such a picture 
is pretty attractive to a gullible 
executive when he compares it to 
the less glamorous situation of 
being a dutiful husband and arbi- 
trating the daily household prob- 
lems that are associated with his 
wife and family. 

Perhaps the dictation machine 
salesman should take a broad hint 
and work through the boss’ wife 
in those cases where the selfish 
secretary poses insurmountable 
obstacles. If the wife knew the 
facts, she could be a most helpful 
influence in assisting the boss in 
making up his mind. 

The dictation machine salesman 
is faced with a difficult task, due 
to the bias and hidden objections 
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noted above. However, as a note 
of encouragement he should bear 
in mind that our industrial history 
has proven that any invention 
created for the purpose of increas- 
ing efficiency and reducing opera- 
ting costs has eventually won out, 
even though in some cases it has 


taken many years to eliminate 
personal objections and hidden 
resistance. 


He should realize that he is 
dealing in a field which is in its 
relative infancy. Many hard years 


of educational activity have been 
put in by the pioneers of this 
industry, conditioning and en- 
lightening the business world as 
to the wonders that can be realized 
through the intelligent application 
of modern dictation equipment. 
The harvest is being reaped at a 
steady and slowly accelerating 
rate 

However, much more remains to 
be done in the way of enlightening 
the business public. It is hoped 
that, by exposing and intelligently 





discussing the resistance factors 
mentioned above which have such 
flimsy foundation, the dictation 
machine can find its adequate and 
just level in the business equip- 
ment market 

It is not beyond reason to state 
that the annual sales volume 
should approach that of typewriters 
within the next 10 years if a con- 
centrated, effective, and co-opera- 
tive educational campaign is 
undertaken by the major manu- 
facturers in this field. 





A GOOD FRONT FORWARD — The attractive store front of New Jersey Office Supply Co. at Newark, N. Y 


Brung Buyor 


to Your Sales Office 





dealer creates custom by invitation 


by A. S. KESHEN 


special writer 


@ EVERY OUTSIDE SALESMAN 
must bring his key buying account 
to the sales office for a tour of the 
premises and a chance to personally 
meet the men and women he is or- 
dering his office specialties from. 
Such is a standing rule at New Jer- 
sey Office Supply Company of New- 
ark, N. J. On that occasion, the 
buyer is virtually the guest of the 
house and has a chance to look 
around the expansive sales floor 
and stock rooms to widen his knowl- 
edge of office supply equipment 
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“It is mandatory for our six out- 
side salesmen to invite their man 
into our office at least once a year,” 
explains Edward S. Mack, president 

“At that time our representative 
will devote even the entire day to 
showing him around, introducing 
him to our staff, taking him out to 
luncheon and acting as the com- 
plete host. It has proven sound 
policy since it shows the buyer that 
we are completely equipped to fur- 
nish all his needs and work with 
him more closely and intimately 
than straight telephone conversa- 
tions permit.” 

This procedure has proven bene- 
ficial to both buyer and supplier 
because while the outside salesman 
is familiar with the key executives 
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who order office specialties, the 
home office is not acquainted with 
the whole buying set-up there. 

Reversely, while the buyer may 
know the outside salesman he sees 
almost daily, he is personally un- 
familiar with the organization he 
represents. Thus, a lengthy personal 
visit provides both parties with a 
chance to get better mutually ac- 
quainted and work out business 
relations therefore on a friendlier 
basis. 

This invitation is likewise extend- 
ed to minor office personnel such as 
the office manager, executive clerks 
and secretaries and other employees 
of buying concerns. 

They are granted the same cour- 
tesies as their overhead executives 
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ften show a Keen interest in 

nachines and equipment which 

is operated for a demonstration 
hould they so request 

These visitors to the company’s 

ne juarters have an opportunity 

ver an Office specialty house 

which has an instantaneous eye 

appeal because of its modern con- 

struction, expansiveness and effi- 


cient layout 


Ample Display Areas 
Covering an area of 30,000 square 
the one-story structure has 
feet of building space, 10,000 
feet for parking and 4,000 feet of 
The brick and window 
stands out prominently be- 
cause there are no adjacent struc- 
ires to mar the view. The three 
window sections, moreover, provide 
an excellent chance to display the 


16.000 


This one-story layout is almost 
with the owners because 

they had occupied the 

second story of a building in the 
area of Newark. They 
trouble and difficulty of 

bri ! and delivering merchan- 
d down a flight of stairs 

wed that henceforth there 

ve no more upper stories to 


with 


T) ivantageous location at 401 


Frelinghuysen Ave. in the heart 
of the city’s industrial location has 
been responsible for almost a 30% 
uplift in volume soon after the 
move was made in August, 1950. 

The small volume of transient 
business lost because of the down- 
town location was more than made 
up by this adjacency to the large 
commercial buyers. Another factor 
was the opportunity furnished to 
passing motorists to see the struc- 
ture and this physical appearance 
alone proved one of the best pro- 
motion means available. 

The selling force follows a care- 
fully guided program both in train- 
ing and in sales procedure. 


Training Needed 


A new man is required to confine 
himself to the home office for at 
least two months. He is not even 
permitted to make a business phone 
call, but must thoroughly familiar- 
ize himself with the stock and office 
routine. Then, to start him off, he 
is given several transient accounts, 
that is buyers who give occasional 
orders. These persons are told that 
their needs could be better supplied 
if they were on the salesman’s call- 
ing list and received the benefit of 
personal guidance rather than rely 
on phone orders alone. 

When the man is ready to go out 





DESIGNED FOR SELLING. Two displays by New Jersey Office Supply Co. 
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on calls he is provided with a port- 
folio which besides the usual speci- 
fication sheets, catalogs and order 
blanks contains a description of one 
new product on the market at least 
every two weeks. 

Photographs are used liberally, 
but it has been found best to have 
the salesman take along with him 
a sample or several samples of items 
he is pushing. These are kept in 
his car and when a prospect shows 
sufficient interest, then they are 
brought out for inspection. 

The men are paid a minimum 
drawing account, but in practice it 
has been found that even an aver- 
age salesman will soon exceed this 
amount 


Meet on Saturdays 


Sales meetings are usually held 
on Saturday mornings, except dur- 
ing July and August. These affairs 
are informal get-togethers in which 
the group has a chance to hold an 
open forum on selling problems that 
have come up, familiarize them- 
selves with new products, get new 
company literature, and so on. 

Chief “inside man” of the organ- 
ization is Arthur Wishengrad, vice- 
president, who is confined largely 
to the phone taking orders, with 
Mr. Mack managing the entire set- 
up. This arrangement is one of the 
main reasons why the company en- 
courages their buyers to come in 
and get acquainted, since the two 
executives are limited by time from 
meeting most of the people they 
are supplying. 

The third member of the corpo- 
ration, Gerald Weiner, is a former 
salesman who has been admitted 
into the firm and is usually on out- 
side calls 

Through this close-working or- 
ganization and efficiently operated 
staff, the firm has been able to con- 
sistently increase volume in office 
specialties. For example, 80% of 
the calendar refill orders are in the 
office before November 1 since the 
men are out reminding customers 
of them right after Labor Day. 

Business map sales have risen 
sharply. This item is in strong de- 
mand particularly by sales manag- 
ers who map out territories to cover, 
and for traffic control and export 
markets. Maps considered adequate 
a few years ago are sadly out of 
date and it is estimated that only 
25% of the country is adequately 
mapped at present, according to the 
U. S. Department of Commerce. 

To fill this need, the outside sales- 
man making calls to industrials and 
other users are briefed on maps. 
Although maps is not a seasonal 
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item, the selling drive is concen- 
trated, often one month of the year 
being devoted toward hammering 
away on them. 

For inside display there is a file 
cabinet with a map surface fixed up 
with pins and lighted to attract at- 
tention of visitors. Every month, at 
least one new type of map is added 
to the stock. 

Concentration on maps also de- 
velops sales for jobs requiring 
mounting, map pins and inquiries 
for other services. These sales have 
mounted as the service became 
known. These services embrace 
many forms of map murals, flow 
charts, traffic flow maps, operations 
charts, advertising maps, map cab- 
inets, map brochures, map calen- 
dars, production charts and map 
wing fixtures. 


Such heavy repeat items as car- 
bon paper, typewriter ribbons, du- 
plicating units and duplicating 
master forms form a_ substantial 
part of the volume because sales- 
men always mention them on their 
calls and the firm is prepared to 
supply them immediately. 

Special printed forms are fur- 
nished through the extensive print- 
ing department which occupies one 
entire section of the building. 

The firm does not go into outside 
commercial job printing, but has 
found that these press facilities for 
its customers have rounded out the 
business by furnishing a complete 
service which has drawn in orders 
for office supplies as well. 

All of this procedure and cus- 
tomer servicing has been respon- 
sible for a volume of more than a 


million a year, so that the company 
considers itself the largest office 
supply house in the state, although 
operations are confined to a 15 to 
20-mile radius. 

To keep things working smoothly 
is a staff of 52, paid a wage scale 
much higher comparatively than is 
generally afforded in that area. 
Employees are afforded every op- 
portunity to advance as their effi- 
ciency and conditions warrant. 

For delivery there are five trucks, 
nominally housed in the adjacent 
garage. But orders have increased 
so fast in the past few months that 
it has been found necessary to con- 
vert this garage space into a heav- 
ily packed storage area, keeping the 
trucks in the enclosed driveway 
overnight. 


“Knocking. Our Way into Business.” 





how a dealer became a specialist 


by J]. W. HALL 
manager, 

ZCMI, 

Salt Lake City, Utah 


@ WHEN WE ACTIVELY ENTERED 
the wood office furniture business 
it soon became apparent that desk 
sales were for the most part made 
on a price basis. In order that we 
might insure sales which we created 
and remove them from the price 





J. W. HALL 
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category, we realized that we must 
develop a specialized sales effort. 

With this thought in mind, we 
selected a medium-priced series 
which we thought afforded the 
most sales features and after care- 
ful consideration as to the finish 
which would offer the most in cus- 
tomer-appeal, specialized. The re- 
sult was that we have increased our 
sales 500%, over 80% of which is in 
one series and in one finish 


Met Complaints 

We selected an island base series 
which offered a complete selection 
of models, tables, and accessories. 
We had found that the three most 
common complaints on wood desks 
were due to the splitting and sliver- 
ing of legs and corner posts, the 
chipping of the plywood, and 
drawer construction. 

Since the series we selected over- 
came all three of these complaints, 
we used these three features as the 
basis of our sales demonstration, 
believing that most customers were 
not interested in too much tech- 
nical information 

We secured pieces of desk legs, 
both densified and regular, and be- 
gan our demonstration by “knock- 
ing” the two pieces together, thus 
demonstrating the superiority of 
the densified product. We then ask 
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the customer to do the knocking on 
a desk leg in order that he might 
be further convinced. This “knock- 
ing” process has been retained in 
the mind of the customer far more 


than anything we have said or 
done. 
Our salesmen have performed 


this “knocking” over their entire 
territory with the result that many 
customers have entered our store 
requesting that they can be shown 
a desk that was made of wood like 
that which our men had demon- 
strated in their office. 

The new method of manufactur- 
ing plywood has practically elim- 
inated the chipping or peeling 
which was the secondmost prev- 
alent complaint. We have a glass 
bow! filled with water on the sales 
floor and immersed a section of the 
new type plywood and a section of 
the old in the water. 

The old type separated in about 
a week and the new type has now 
been in the water for almost two 
years with no separation whatever 
of the plywood. This has deeply 
impressed many of our customers. 

We then proceed to the drawer 
construction and show that the 
drawer in our desk is full width and 
height from front to back, which 
eliminated any chance of the edges 
of the drawer coming into contact 
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with the body of the desk. We dem- 
onstrate this by removing a drawer, 
turning the drawer upside down 
and reinserting it into the opening, 
thus showing a perfect fit. We have 
retained a model of a desk which 
does not have this type of construc- 
tion and this quickly shows what 
happens with inferior drawer con- 
struction or drawers which taper 
slightly from front to back. 

This is usually sufficient technical 
information but for those custom- 
ers who desire more detail, we have 
a cutaway pedestal which permits 
us to show the inside construction. 


Like Light Finish 

Next comes the finish, and like 
most dealers we realize the merits 
of the light finishes. We demon- 
strate the advantages of light re- 
flectance, the diminishing of the 
contrast between paper and desk 
top, and the fact that it is much 
better adapted to color harmony. 

Color has helped us materially, 
particularly on replacement sales 
where the old furniture is not badly 
worn and also in the sales of uphol- 


stered chairs. We utilize the serv- 
ices of a decorator who has access 
to carpeting, draperies and pictures 
and who consults with the customer 
in his office and makes recom- 
mendations as to color. This en- 
ables us to sell a complete package 
deal and one which is best suited 
for the customer’s office. There is 
no charge to the customer for the 
decorator’s service, his fee coming 
from the commission on the sales 
of carpeting, and so forth. 


Office Pictured 


The construction of a modern 
office on our sales floor quickly 
demonstrated the fact that the 
small expenditure was definitely 
warranted. We furnished this office 
with the series on which we spe- 
cialize and have made many sales 
as a result. The addition of car- 
peting in this room and on part of 
our sales floor considerably en- 
hanced the appearance of the fur- 
niture which is highly recom- 
mended. 

When the initial contact with the 
customer is made, we always ask 


Specializing on Posture Chara 





paves way to 


by ROBERT L. VALLANCE 
graduate, Posture Research 
Institute, and store manager 
]. Andrew Smith Company 


San Antonio, Tex 


m@ THE POSTURE CHAIR, to the 
J. Andrew Smith Company, is not 
merely another item of office furni- 
ture to be sold at a profit. 

It is a service item. 

For, once a posture chair is in- 
stalled in an office, we assume the 
responsibility of seeing to it that 
the chair is properly “fitted” to the 
person who is to use it. 

If a posture chair is sold, a com- 
pany representative adjusts it as 
soon as it arrives in the office, and 
calls back at the end of two weeks 
to see if it still is properly fitted. 

If the chair is put into an office 
on trial,” the same procedure is 
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other sales 


followed. Then, a _ representative 
calls every 60 days to make sure 
that the chair is still properly ad- 
justed. 

The reason for this is that, very 
often, a change in personnel may 
have been made, so that the person 
to whom it was originally adapted 
is no longer using it. It rarely 
occurs to an official or office mana- 
ger to make a note of this and 
call the office furniture firm. As a 
result, the chair does not always 
give the satisfaction which it 
should—and future sales to that 
firm are, accordingly, jeopardized. 

There is another point to be 
considered in pushing the sale of 
posture chairs. 

It provides an excuse for return 
visits. 

A stationer finds many excuses 
to pay a return visit to a firm after 
he has once made a sale. 

He “follows up” his initial sale by 
returning to check on his cus- 
tomer’s supply of stationery, carbon 
paper or typewriter ribbons. Thus 
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permission to make a survey of 
the office in order that we may 
properly recommend the right desks 
for the job, drawer arrangements, 
layout, and color. 


Remember Wife 


All quotations are submitted as 
proposals similar to those recom- 
mended by the office furniture mer- 
chandiser, emphasizing such mat- 
ters as low cost, employee morale 
and prestige. 

One word of caution—don’t over- 
look the wife. We have found that 
when remodeling, color, carpeting, 
or draperies are considered, the 
wife enters the picture and can be 
of material help. We recently com- 
pleted the furnishing of a new 
medical building and the wives 
helped in many instances to sell 
more color, modern furniture, and 
added more pieces, thus increasing 
the sale. 

This simple demonstration com- 
bined with sample proposals have 
enabled our new men to quickly 
become furniture salesmen who are 
not worried about price. 


he keeps himself in the customer's 
mind—and secures reveat business 
which, as is well-known, is much 
easier to secure than the initial 
order. 

But how often does the average 
office furniture salesman pay a 
customer a return visit? 

Not often—unless something goes 
wrong. And that is not, by any 
means, the sort of a visit he would 
like to make. Servicing posture 
chairs, however, provides him with 
a “re-entry” in the same manner 
that pencils provide return visits 
for the stationer. 

And every time he goes back, he 
has an opportunity to get better 
acquainted with that customer and 
more of a chance to make a repeat 
sale. 

While we do some posture chair 
advertising, our main “line of at- 
tack” on a prospect is to induce 
him to take a posture chair “on 
trial.” 

If we can put just one such 
chair in an office in which the 
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staff is not familiar with its ad- 
vantages, that one chair will do a 
better job of selling than all the 
advertising we could do, all the 
literature we could send out, and 
all the high-pressure arguments a 
salesman could think up 

But, to do its selling job properly, 
that posture chair must be proper- 
ly adjusted. 

Hence the care taken to see that 
every chair put out on a trial basis 
is properly adjusted to the person 
who is to use it—re-adjusted if 
necessary—and kept adjusted as 
long as it is in use. 

A lot of trouble over one chair? 

Perhaps. 

Yet it can lead—and often does 
lead—to complete posture chair 
equipment for an office, not- to 
mention the sale of such other 
items as desks, safes and filing 
cabinets. 


In handling posture chairs on a 
trial basis, the company runs little, 
if any, risk. Posture chairs are 
not easily lost, strayed or stolen. 
Nor, once properly adjusted, do they 
»ften come back for repairs 


Make Allowance 

When a “trial” chair is accepted, 
an allowance is made for the old 
chair to be taken in, based on its 
make, age and “condition of ser- 
vitude.” This is deducted from the 
price charged for the posture chair 
And the old chair is brought in to 
the company to be put in shape 
for resale. 

Incidentally, we have little dif- 
ficulty in disposing of traded-in 
office chairs 

Our policy is to buy carefully, 
considering the time and material 
required to put the old chair in 
saleable shape and then to sell it 


Bookkeoping Supplics 
Segregated on Balcony 





at a reasonable margin of profit. 
As a result, our trouble does not 
consist in ‘clearing’ second-hand 
chairs, but in getting enough sec- 
ond-hand chairs to meet the de- 
mand. 

We always keep some posture 
chairs on display on the main floor, 
with one or two actually at desks, 
so we can demonstrate them to in- 
terested buyers 

But the big thing is to sell that 
first chair. 

The rest may then be easy. 

For one chair, properly installed 
and adjusted, will help you sell an 
officeful. 

The important thing to remember 
is that the posture chair offers the 
office furniture man a key—the Key 
which, properly used, will admit 
him to business offices time and 
again to strengthen initial friend- 
ships and multiply initial sales 


systems department steps up sales 


by BERT MERRILL 


feature writer 


@ PROVIDING A QUIET, out-of- 
the-way bay where many types of 
bookkeeping, stock control, records- 
keeping and other systems can be 
demonstrated in semi-privacy, has 
considerably expedited sales in this 
bracket for the S. G. Adams Com- 
pany, stationers of St. Louis, Mo 

The “systems department’, as 
illustrated, is located on a rear 
mezzanine balcony of the _ store, 
well away from the busy traffic of 
the sales floor, and conveniently 
reached by stairways at the right 
and left walls of the store, near 
the front. 

Here, where there is very little 
traffic, a “display room" 20 feet 
wide, has been set up, consisting of 
a U-shaped enclosure of blonde- 
wood shadowbox display fixtures 
Here, ready-for-operation supplies 
and equipment for every type of 
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system have been gathered to- 
gether. 

“While the sale of such systems 
is normally in the hands of an 
outside salesman who brings the 
samples and equipment to his pros- 
pect’s office, there is a heavy 
percentage of drop-in traffic, in- 
terested in the same type of 


service,’ Walter Ruedy, general 
manager of the firm, indicated. 

“For that reason, we have con- 
sidered it absolutely necessary to 
arrange for extreme quiet, lack of 
distraction, and a thorough con- 
centration of merchandise, to 
facilitate selling 


“No purchasing agent, or office 





SYSTEMS ON BALCONY 
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The completely-equipped systems department on 
the mezzanine balcony of the S. G. Adams Co., St. Louis, Mo. 
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manager, enjoys being elbowed or 
distracted by other customers 
while talking over a system which 
requires a great deal of explana- 
tion and understanding. Therefore, 
the balcony proved ideal.” 


Sales Speeded 


Set up in the center of the sys- 
tems department is a steel desk, 
used for working out the details 
of a businessman’s problems, and 
then the solution. On the table is 
a typical address file, portable 
typewriter, marking devices, and 
so forth 

Flanking it on either side are 
large rotary card files, which can 
be worked into various combina- 
tions with the desk, to illustrate 
their compactness and efficiency 
in handling many thousands of 
names or records simultaneously. 

In the shadowbox wallcases sur- 
rounding, are a wide choice of 
records-keeping equipment, begin- 
ning with a ledger book type, 
displayed in the right-front corner. 

Here, 12 heavy leather ring- 
binders, with a variety of printed, 
tab-equipped forms, are shown for 
the benefit of businesses which 
utilize many classifications in rec- 
ord keeping, and must segregate 
them into separate binders. 


In the shadowbox below this is 
a huge selection of pocket binders 
for the use of salesmen or traveling 
executives, in neatly entering rec- 
ords for permanent retention. 

In the next shadowbox, and one 
of the most interesting sections of 
the department from the customer's 
standpoint, are all new develop- 
ments in rotary files of table-top 
size, selling for as low as $8.95. 

“The salesman can point out here 
that setting up a complete records 
keeping system need not necessarily 
require a large amount of space,” 
Mr. Ruedy indicated. “For example, 
the smallest of our rotary card files 
occupies only 6x3% inches of desk 
space.” 


Show Systems 


Along the rear wall of the sys- 
tems department, are the products 
of many top, nationally-known 
manufacturers, including steel-tray, 
flip-over card visible record sys- 
tems, transfer systems, parallel 
prong binders, bound catalog forms, 
multiple drawer card files, and so 
forth. 

One full bin is devoted entirely 
to visible record cards, which have 
grown sharply in popularity in 
midwestern business during recent 
years. 


Good. Records are “Wust” 





bookkeeping system 


On a table, incorporated into 
the display at the right, is a com- 
pletely worked out visible record, 
card index system, which has been 
designed by the Adams store to fit 
into the typical insurance office, 
sales office or bank, with a mini- 
mum amount of time and effort. 


Executives Aided 


Along the rail which separates 
the systems department from the 
first floor, are a wide choice of 
posting equipment, portable files, 
more ring binders, more visible 
record systems, and new innova- 
tions as they are received. 

Many executives of prominent 
St. Louis business firms are “gradu- 
ates” of a short, intensified edu- 
cational program in the systems 
department, according to Mr. 
Ruedy. 

Because of the huge number of 
facilities gathered together at this 
point, and the fact that it is pos- 
sible, within a few minutes, to set 
up a practical bookkeeping system 
which the customer can readily 
comprehend. Many sales involving 
“big ticket” purchases have been 
worked out in much less time than 
would be required to transport 
samples to the prospect's office, and 
go through the same process there. 


that simplifies typewriter rentals 


by ROBERT LATIMER 


special writer 


m= ACCURATE, EASILY-HANDLED 
records on typewriter, adding ma- 


chine and calculator rentals, which 
give complete details on every ma- 
chine at a moment’s notice, have 
proven a constant asset in this field 


for J. S. Stahl & Company, 60-year- 
old typewriter dealership in down- 
town Denver, Colo. 


With more than 39 years of type- 
writer rentals, sales and repairs be- 
hind, Louis Santangelo, head of the 
firm, feels that good record-keeping 
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is an absolute “must” in all three 
fields, but is particularly important 
where rentals are concerned. 

Therefore, starting with an out- 
moded system some 15 years ago, 
he has developed streamlined, effec- 
tive “paperwork” on every rental 
which requires the minimum 
amount of time and effort from 
every standpoint. 

The first form utilized by the 
Denver office machine dealer is his 
“reference blank,” which all new 
rental customers must fill out when 
making their first visit to the store. 
Printed on a 9 x 5-inch pink sheet, 
the reference form contains spaces 
for usual name, address and tele- 
phone number, as well as for name 
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of employer, relatives, charge ac- 
counts held, automobile owned, and 
personal references. 

It requires an average of three 
minutes only to fill this out, accord- 
ing to Mr. Santangelo. “It’s chief 
advantage is maintaining good 
will,” he smiled. “Nobody likes to 
be questioned verbally on credit 
references and employment, par- 
ticularly when there are strangers 
around. Therefore, we simply ask 
them to sit down and fill out the 
form, using a conveniently-dis- 
played typewriter if they wish, 
which of course likewise indicates 
how well the prospective customer 
types, and how hard he is likely to 
use the machine. Both men and 
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women are grateful for the privacy 
which the use of this form permits.” 

When the rental customer is 
“cleared” and has chosen the ma- 
chine, a second type of form comes 
into use. This is a rental contract 
card, 6 x 4 inches, printed on yellow 
cardboard. For real simplicity, the 
card is headed (SALE) (RENTAL) 
CONTRACT. The clerk merely 
crossing out whichever word is not 
applicable. 


Dual Purpose 

Similarly, the words “buy” and 
“rent” appear in the wordage be- 
low, likewise crossed out, so that the 
card serves equally well for rental 
or sales operations. Spaces are pro- 
vided for the name, address, amount 
of monthly payment, and so forth, 
as well as the renter’s signature 

Only two short paragraphs are 
required for the usual guarantee to 
pay for damage, and warning as to 
theft or mishandling of the ma- 
chine. Thus, the customer can read 
through the card quickly, and there 
are no ominous-sounding legal 
terms to “scare off” a prospective 
customer. 

One of the greatest virtues of the 
contract card is that it immediately 


becomes a file card to serve as a 
permanent record. The card is 
clipped into left type file drawers, 
where the top side remains as the 
original contract, while on the bot- 
tom side, printed on the reverse, is 
a complete history of that specific 
rental. 

At the top are spaces for model 
number, serial number, and “re- 
marks” identifying the use and lo- 
cation of the machine. Below, a 
series of columns are headed “date 
due” — “debit” “credit” “date 
paid” and “balance,” with a final 
section for “memorandum.” 

As each payment is made, hori- 
zontal columns for the 12 months of 
the year are used to enter all cash 
details, and the “memorandum” 
column for the remarks of the sales- 
person, customer, and so forth, as 
to the machine’s condition. 


Speedy Method 

Filed alphabetically, it requires 
only a few seconds to slip out the 
drawer, flip over the card and 
make the entry, with the 
original contract neatly there as 
well to cover any questions which 
may come up. Backs of cards serve 
to credit the customer quickly with 
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Machine record card used by J. S. Stahl & Co 


any payment or refund. Most of 
Stahl’s machines, incidentally, show 
by card reference that they average 
six months per year of earning a $4 
return. 

The third form used is the slight- 
ly-larger “machine record” card 
likewise shown herewith. One of 
these cards is made out whenever 
J. S. Stahl Company’ purchases a 
new machine for its rental depart- 
ments, and is in permanent use as 
long as the machine belongs to the 
dealer. 

These cards are filed by manu- 
facturer’s name, in small metal 
drawers built into the customer 
service counter at the front of the 
store. As shown, the top of each 
card gives a full set of details on 
the machine, with all dates, service 
work done, and so forth, included. 
Below, are 16 horizontal columns 
under which are listed “date rented” 
with customer name and address, 
date returned, and the rental 
charged. 

All payments on each machine are 
entered on the cards as the No. 2 
record card described above is 
posted, as well as all service work 
performed and costs 


A “Case History” 

Over a period of as long as 10 
years, the cards compactly present 
a “case history” on the life of the 
machine, show quickly the amount 
earned, the time at which the ma- 
chine should be depreciated off and 
sold, and any undesirable tendency 
toward too-frequent repair costs. 

This file is gone over twice a year 
under close scrutiny, and has con- 
stantly proven useful in weeding out 
undesirable machines, or detecting 
trends toward particular types of 
machines. 

“First and last, the system’s ad- 
vantage are high speed in servicing 
the customer, quick reference when 
a renter phones in, and an accurate, 
easily-handling record of the prof- 
its earned,” Mr. Santangelo summed 
up. 

“There are many instances daily 
in which use of these cards save 
anywhere from five to 10 minutes, 
time which is translated into more 
production in the service shop.” 
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Old. Jumers’ Party 





Scotsman H. C. McPike once 


gave away silver dollars 


mg IN THE CLOSING of a tough sale 
or the sinking of a downhill putt, 
Harold C. McPike of the Weis Man- 
ufacturing Company has never lost 
his zest for life. 

His fountain pen has closed or- 
ders from London to Spokane and 
clubs have never grown 
rusty from disuse 


his golf 


And between times he has been 
as the tight Scotsman who 
t willingly lose a dime to an 
opponent on the golf course but 
who would give away many silver 
the stationers’ conven- 
tions in Chicago prior to 1951 
While the Weis wheel of fortune 
spun around Harold was a constant 


knowl! 


wouildl 


dollars at 


He has been part and parcel of 
ng supplies industry long and 
enough to appropri- 
ately lead this revival of OFFICE 
APPLIANCES’ Old Timers Party 

Few have attended the national 
stationers’ conventions more faith- 
Harold says that his first 

portunity came at Omaha. 

The next year found the conven- 
tion at Buffalo, and I do not believe 
I have missed a convention since 
that time 

With such a wealth of friends 
spread over some 40 years, all of 
whom would be more or less actively 

ted with the commercial sta- 
tionery business, one can appreciate 
ow much I enjoy to still meet a 


prominently 


frillx , 
Tully and 


A Sportsman— 


goodly number of such friends every 
year at the Chicago convention.” 

Of his industry he says quite fer- 
vently: 

“It is a great bunch of people to 
be associated with and I wouldn’t 
trade it for the same opportunity in 
the automobile industry or the mo- 
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OLD FEATURE REVIVED 

The late Hobart W. Martin, then as- 

sociate editor of “Office Appliances,” 

initiated the Old Timers’ Party in Octo- 

ber of 1921. For many months it was a 

round table of discussion about good 

fellows long identified with the indus- 
try. ‘Office Appliances” now is happy 
to revive this feature, to be continued 
monthly. 

tion picture industry for, while 
these industries have their royal 
highnesses, we still have our Rose 
Cushman.” 

Harold C. McPike was born in 
Chicago on the North Side and lived 
there until he was about 16 years 
old. It was. there that he started to 
caddy at the Edgewater Golf Club 
when about 13 years of age and at 
a time when Chick Evans and his 
brother, Elliott, lived in the same 
neighborhood and also haunted the 
links. 

Small wonder that McPike and 
golf have been synonymous and 
that he has played with practically 
every commercial stationer who is 
a golfer in every section of this 
country 





¢ He once played golf 21 times on a sales trip with 
Lionel Colomb. The trip, starting at New Orleans 
and swinging through Texas and up through 
Oklahoma, Kansas and Missouri lasted 20 days— 


« He won the golf championship of his country 
club at Monroe, Mich., six times— 


¢ He fractured finger joints six times playing base- 


ball— 


« He has bowled, fished, hunted and played in- 


door baseball— 


THAT'S HAROLD C. McPIKE. 
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HAROLD C. McPIKE 


His father, Curtis McPike, was 
quite active in the filing cabinet 
industry and he became part of the 
original Rockwell-Rupel Company 


-in the early 1890s. This firm later 


split up into the Rockwell-Barnes 
Company (the typewriter end of 
the business) and into the Rock- 
well-Wabash Company (the filing 
end of it). 


Graduating from high school at 
Wabash, Harold worked a few 
months in the supply department 
of the Wabash Cabinet Company, 
and then took off for London, Eng- 
land. 


Returning to the United States 
after two years in England, he went 
to work for the Wabash Cabinet 
Company in Wabash, travelling the 
entire United States. 


Selling the commercial stationer 
throughout the country, he per- 
suaded The General Fireproofing 
Company to buy Wabash supplies 
under its own imprint to sell whole- 
Sale to steel commercial accounts 
over the country. 


This business finally became so 
large in filing supplies that G-F 
decided to build a plant of its own 
for their manufacture. G-F per- 
suaded Mr. McPike to leave the 
Wabash Company to take over this 
new job of building a plant, buying 
the equipment, making the catalog 
and teaching the sales force some- 
thing of the art and profit in the 
sale cf filing supplies. 


It was at that time that he had 
the first opportunity to do a certain 
amount of platform speaking which 
took the form of classes on the 
manufacture and sale of indexes 
and filing equipment. 


He was with the G-F Company 
for two years in this sort of work 
and then came to the Weis Manu- 
facturing Company to repeat about 
what he had done at Youngstown, 
Ohio 
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PELLET renee 


soeensereeecitt 


by HAROLD J. ASHE 


tax counselor 


@ WITH INCOME TAXES as well as 
practically all other taxes due to 
rise sharply it becomes more imper- 
ative than ever before that the office 
appliance dealer maintain adequate 
tax reserves out of which tax obli- 
gations of all kinds can be promptly 
met when due, and without creating 
periodic financial stresses 


Not long ago a dealer in another 
trade experienced disastrous diffi- 
culties due to his failure to meet 
his tax obligations. He dipped into 
funds that should have been re- 
served for taxes and used them for 
other purposes 


He’s Wiser Now 


He knew he would have to make 
an accounting eventually. His atti- 
tude was: the Government can’t 
collect it if I haven’t got the money 
It will just have to wait until I am 
able to pay. 

Today this dealer is a wiser, if 
sadder, man. Finding that his fail- 
ure to pay taxes promptly was by 
deliberate and calculated plan, the 
Government moved in on him, and 
fast. First, it padlocked his store 
Later, the business was reopened 
under management selected by the 
Government for the sole purpose of 
realizing enough out of the business 
to satisfy Government tax claims 
including heavy penalties 

When this was accomplished the 
business was turned back to its 
owner. Immediately he went into 
involuntary bankruptcy. He lost 
everything because he played 
around with money owed the Gov- 
ernment for income, unemployment 
and old-age insurance taxes. While 
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For Your Own Protection 





maintain a cash reserve 


this erstwhile dealer shall remain 
nameless, the case is a matter of 
record. It should serve as a timely 
warning to others. Even uninten- 
tional tax delinquency should be 
guarded against 

Often the harassed dealer tries 
not always with success—to meet 
tax obligations on past business 
from current income. This is a dan- 
gerous management policy. The 
funds with which to meet all tax 
charges should be accumulated as 
taxes are incurred, and coincident 
with the income being taxed 

For example there is a time lag 
between the period for which in- 
come taxes are assessed and the 
final due date. Many dealers on De- 
cember 31 do not have funds avail- 
able from the year’s net income 
with which to pay the balance due 
on their income tax 

Yet it is obvious the income tax 
should be available from the income 
already earned and taxed. It should 
not be dependent on future income 
not yet earned—and which may 
never be earned. Nevertheless, many 
dealers count on earnings from 
January 1 to March 15 of the fol- 
lowing year to provide them with 
funds to settle the previous year’s 
tax balance 


Ides of March 


This accounts, in part, for the 
loud cry that goes’ up around 
March 15 each year. Aside from the 
tax burden itself, taxpayers must 
scratch around to replace tax funds 
for the previous year which, in fact, 
have been appropriated for other 
purposes. 

The office appliance dealer is han- 
dling more different kinds of taxes 

and is paying more taxes—than 
ever before, and the end is not in 
sight 

As time goes on, the percentage 
of funds that pass through his hands 
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which are ear-marked for Govern- 
ment will become greater and 
greater. Some of these taxes are 
assessed directly against him. Other 
taxes pass through his hands in 
his capacity as tax collector for 
State, city and Federal Govern- 
ment. He collects from employees 
and customers even while worrying 
about his own tax assessments. 

If tax liabilities, as they accrue, 
are not segregated, the dealer may 
have a false sense of security as he 
studies his bank balance. Not in- 
frequently, accumuated tax liabili- 
ties (even though not due and pay- 
able) may greatly exceed cash on 
hand. 

If it is not practical to keep tax 
funds entirely separate, at least the 
dealer should keep a running, and 
constantly revised, record of tax 
liabilities. Cash should never be per- 
mitted to drop below the total of 
such current tax liabilities 


Are You Ready 
To Pay These? 


AS A DEALER: 


Income tax. 

e Unemployment insurance tax, 
employer's share. 

e Old-age insurance tax, 
employer's share. 

e Old-age insurance tax, your 
own. 

e Business tax and licenses. 
Real estate property tax. 

e Property tax on stock inventory, 
fixtures and equipment. 


HOLD IN TRUST: 

e State and/or county and city 
sales taxes. 

e Unemployment insurance tax, 
employees’ share. 

e Old-age insurance tax, 
employee's share. 

e Income tax withholding from 
employees. 
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put the monthly profit and loss 
statement on the agenda now 


m@ DURING THE PAST YEAR we 
queried an even 200 office appliance 
about the preparation of 
profit and loss statements and got 
the following results: 

62 prepared statements 


aeaiers 


quarterly 31% 
72 prepared statements 
semi-annually 39 
44 prepared statements 
annually 22 
16 prepared statements 
monthly 8 
200 dealers queried 100% 
Only 8 of these dealers are 
playing safe today; 92% are doing 
business “in the blind,” bad enough 


in peacetime, 
nomy 
If this poll is a reasonable test- 
the remaining dealers in 
and from many years’ 
contacting them, this 
might well be so, it indicates that 
there of trouble ahead for 


them 


but dynamite in this 


War ec 


check for 
this field 


experience 


Inte 
1OUS 


Road to Loss 


A lot of money will go down the 
rain if dealers space their operat- 
statements too far apart in this 
onomy, operating costs and 

mount as time goes on, 
many irritations from without and 
from within will beset businessmen 
the going won’t be easy for the 


aii 


deals who lets his figures play 
possum too long 
I ose the gap and stop the 


oss-leaks, the dealer should prepare 
1 profit and loss statement monthly 
find out if he has earned the 
he considers he needs to 
as a going concern 
With costs on the up, the dealer 
ose money even though the 
or margin he uses when 
he prices current sales agrees with 
reentage of mark-up or mar- 
the last statement, if it goes 
more than a month, be- 
this ratio, for various reasons, 
ve changed since the last 
statement was prepared 
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by FRED MERISH 


business analyst and 
financial counselor 


Many dealers do not realize this 
and they are perplexed because the 
net profit shown on the current 
statement is not up to anticipation. 

There are a number of reasons 
why a dealer can price his wares 
for a certain profit and find little 
or no profit on his operating state- 
ment. His overhead expense may 
have increased since the last state- 
ment was prepared, management 
may have become lax during the 
period, or volume may have dropped 
because of shortages or for other 


reasons. These automatically in- 
crease the overhead ratio even 
though the dealer keeps his ex- 


penses at the same dollar figure. 

Add to this the possibility of an 
inflationary spiral taking off and 
more business restrictions going on, 
and the dealer must keep his hand 
on the throttle all the time if he 
is to survive 


Monthly Task 


It is impracticable from an ac- 
counting standpoint to check profits 
daily because the dealer’s books are 
so arrenged that the month is 
the shortest accounting period for 
which he can calculate a profit and 
he is remiss if he keeps himself in 
the dark about operating results 
longer than this 

From now on, business must be 
conducted on a month-to-month 
basis, not a year-to-year basis. 
Since the end of World War II, 


1952 


there has been much_ instability, 
but in the hectic period that lies 
ahead, our economy will experience 
far more violent fluctuations than 
ever before, which makes it neces- 
sary to find out what the effects of 
these changes are as soon as pos- 
sible and this means monthly profit 
and loss statements from now on. 

In discussing this matter with 
dealers, we have discovered certain 
reasons why they by-pass the 
monthly statement and we will ex- 
plore these objections here. 

One main reason, say the dealers, 
is the necessity for taking inven- 
tory once a month. They look on 
this as too big a job, and where 
stocks are large, this is true. 


The majority of dealers who talk 
this way have no stock control sys- 
tem, which is needed more than 
ever today to keep a management 
appraised of changing prices and 
give a quick figure on inventory 
valuation without taking a monthly 
count. However, the dealer should 
take more than an annual inven- 
tory from now on, he should take 
the count at least twice yearly. 


Good Procedure 


But, even without stock control, 
the dealer can prepare a monthly 
statement. Although the result will 
not be so accurate, it will provide 
a fairly good “guesstimate” of the 
net profit for comparative purposes. 

The procedure involves going 
back to the last operating state- 
ment and using the cost of sales 
ratio shown there as a percentage 
of sales on the current statement. 

For example, if sales for a prior 
month were $10,000 and the cost of 
sales ratio 60%, he can use this per- 
centage on the current month's 
sales. Say sales were $12,000, then 
the cost of sales would be $7,200, 
the margin earned, $4,800. 

Although this will not give the 
profit to the dollar, the result will 
be accurate enough to show com- 
parative profit trends monthly. 
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When the inventory is taken sub- 
sequently, the books can be ad- 
justed to agree with the count. 
However, we advise the dealer to 
install a stock control system. It 
will pay him to do it in this war 
economy. 

Another reason why dealers do 
not prepare monthly statements is 
that they assume that it will in- 
volve their pricing practices. It will 
simplify them and assure greater 
accuracy. 


Word of Warning 


In pricing or costing sales, the 
overhead is a percentage calculation 
based upon prior-period figures. If 
the prior period goes back six 
months or a year, the overhead 
ratio used in costing or pricing sales 
may be “off the beam” because the 
burden may have increased or de- 
creased since then. By means of 
a monthly statement, the overhead 
ratio for the prior month may be 
used on current operations 


For example, suppose the dealer 
prepared a statement in June of 
this year, finding overhead 30% of 
his sales, he uses this ratio in 
pricing sales in December. Then 
he prepares another profit and loss 
statement and finds that overhead 
is 35% of his sales. He short-priced 
his sales 5% during December and 
perhaps some months before then 

In stable times, such a rapid in- 
crease in ratio is less likely. But 
today it is a hazard. Hence, the 
dealer can no longer take chances 
with long-term operating state- 
ments. 

Under price control and other re- 
strictions, the dealer may be asked 
to file data frequently, no one 
knows how often. It all depends 
upon circumstances, nevertheless 
he should have the latest figures 
available for ready review so that 
he need not spend a lot of time 
preparing them. 


On War Basis 


As in World War II, if a business 
could justify an increase in price, 
it was sometimes authorized under 
the price control existent at that 
time, if not on all items, on certain 
classifications of items. But the 
businessman had to present proof 
and this meant accurate recordings 
and a knowledge of the business 
facts on a monthly basis, not on a 
yearly basis because of the rapid 
change in the economic tide at 
that time. If he did not have the 
current proof, he lost out and suf- 
fered a cut in profit. With price 
control on the agenda again, the 
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Good 
Business Tips: 


e Failure to find profit in the oper- 
ating statement may come from 
several sources: 

—1. Overhead expenses may 
have increased. 


—2. Management may have 
become lax. 

—3. Volume may have been 
reduced because of short- 
ages, thus automatically 
increasing the overhead 
ratio even though the 
dealer keeps his expenses 
at the same dollar figure. 


e Business must be conducted on a 
month-to-month basis, not a 
year-to-year basis. 


e Bad debts written off, unless the 
amount is small, should not be 
charged to the current month. 


e Social security taxes should be 
pro-rated on the basis of month- 
ly payroll. 

e Income tax should not be placed 
under overhead. The dealer 
should deduct the estimated in- 
come tax from the net profit and 
open a liability for the amount 
due the tax collector. 


e The pocket-profit, what you have 
left after the tax is deducted, is 
the figure to keep your eye on in 
this war economy. 


dealer who has his figures compiled 
monthly is playing safe. 

Another reason dealers give for 
not preparing statements monthly 
is that their expenses vary from 
month to month and this creates 
such variations in the profit that 
they do not find the figure of value 
for future guidance, hence they 
wait until the end of the year when 
all variances have been eliminated 

They can overcome this by sim- 
ple means of pro-rating. Overhead 
must be pro-rated monthly to get 
an accurate net profit. Some deal- 
ers pro-rate only fixed expense, 
such as mortgage interest and de- 
preciation, not realizing that cer- 
tain variable items also should be 
pro-rated, particularly salaries and 
commissions. 

If the month ends Wednesday 
and pay day is the following Sat- 
urday, the outgoing month should 
be charged with payroll up to 
Wednesday. Otherwise, the net for 
that month will be inflated with 
the three-day payroll figure not 
charged up. 

For some dealers, this may in- 
crease the monthly net quite sub- 





such expenses as 
light, water, rent, delivery expense, 
heat and office expense, the charges 


stantially. On 


are made “as is” monthly. Taxes, 
mortgage interest and other interest 
paid, insurance and depreciation 
are pro-rated 1/12 of the yearly ex- 
pense per month. Salaries and 
commissions are pro-rated accord- 
ing to the amount due to the date 
of the statement, but not yet paid. 
Legal and accounting service, if 
high or paid for on a yearly. basis, 
should be pro-rated monthly. Ad- 
vertising should be charged to the 
month used, or spread out over a 
period if an extended advertising 
campaign is under way and some 
payments made in advance. 


Must Be Analyzed 

Repairs are usually charged to 
the month incurred, but if high and 
effecting a big cut in net profit, 
this expense should be taken into 
consideration when analyzing re- 
sults. It is difficult to pro-rate re- 
pairs because, unlike insurance and 
taxes, they do not cover any set 
period. 

Extraordinary expenses are some- 
times charged directly to net worth. 
For example, if a dealer is insured 
for $10,000 and fire causes a $11,000 
loss, it would be unfair to charge 
net profit with the $1,000 shortage 
in any month or over the year. The 
charge should be to net worth. 

Bad debts written off, unless the 
amount is small, should not be 
charged to the current month. As 
with other extraordinary expenses, 
this would distort comparison of re- 
sults from month to month. The 
method of pro-rating bad debts is 
to set up a reserve for this expense, 
computed as a percentage of credit 
sales, the usual percentage being 
the average bad debt loss to credit 
sales for the past three years. 


Can‘t Take Chances 

In this way, this expense is 
divided evenly over the months. 
Bad debt losses are then charged to 
the reserve, not to profit and loss. 

The banks and the government 
are cracking down on credit. The 
pocket-profit, what you have left 
after the tax is deducted, is the 
figure to keep your eye on. 

The office appliance dealer can 
no longer afford to take chances 
with long-term statements, with 
faulty compilation of the figures, 
with defective analysis of results. 

The counsel given in this article 
will help him prepare his monthly 
statements properly and keep him 


out of the Russian Zone—red, that 
is. 
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Do some stationery businesses grow 
to greater stature in fewer years than 
other stationery outlets that were 
opened with approximately the same 
capital, at about the same time, in 
the same general trade areas? 

Do some stationers employing from 
two to four fewer men than their 
nearby rivals actually transact from 
20 to 35% more business, and ‘more 
profitable business? 

The answer can lie in good person- 
nel. The proprietor of three large 
hardware stores recently told his work- 
ers at a luncheon and sales-boosting 
rally 

The buyers who enter our store 
come in because they believe that 
they can purchase something from us 
better than somewhere else, or that 
they will receive some incidental ad- 
vantage in the way of price or service. 

Naturally, it depends upon every 
one of our employees whether these 
buyers leave our store disappointed 
or pleased. 

| urge you all, therefore, to impress 
upon every person who comes into 
our stores the good fellowship—the 
humanness—the company spirit—of our 
organization. 

seem too 
or too hurried. 


Never important, too 

pungent 

Be courteous in customer contacts 
and be careful. 

We never can afford to affect an 
attitude of superiority, over-independ- 
discrimination toward any 
patron of our stores. The trick is to 
make a friend tor the business even 
when you fail to make a sale. 


ence or 


Please have every buyer feel that 
for his or her money we want to give 
more sincere service than they have 
ever received at the hands of any of 
our competitors.” 
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Basis of a Stores Popularity 





your employees are the 
“1.Q.” of your business 


by VICTOR VETROMILE 
feature writer 


@ ALTHOUGH NOT usually spoken 
of in exactly this way, even by some 
stationers who have a glint of the 
truth of the idea, the fact is that 
the intelligence-quotient of any re- 
tail store—its very personality as a 
mercantile entity and its human 
embodiment as an instrument of 
service to the public—lies in its 
Sales personnel. They don’t merely 
represent that personality and in- 
telligence—they ARE those things. 

Here’s something to meditate as 
you relax some evening and blow 
smoke rings from the favorite cigar 
or the old meerschaum! 

All exerienced advertising men 
agree that, given adequate capital, 
the necessary equipment for service 
and a properly-selected stock of 
goods, the working organization of 
a retail business is the foundation- 
stone of its prospects for enduring 
success. 


Employees Count 

This should not be difficult to un- 
derstand because the best advertis- 
ing techniques, the best display 
strategy—even the best location— 
can not counterbalance the busi- 
ness-killing blight of haphazardly 
selected, negligently trained, or ac- 
tually indifferent employees in the 
salesroom of the retail stationery 
establishment. 

The “old-timers” in all kinds of 
retail business never gave any 
thought to so-called “good looks” 
or an “interesting” personality in 
appraising persons for employment 
as retail sales personnel. 

Those personal attributes seemed 
foreign to business—relevant only 
to the moving picture industry, so 
it seemed. Not so today, however. 

It is realized now that attractive 
employees, no less than modern 
store furniture and fittings, can 
make a very valuable contribution 
to that sum-total of influence and 
atmospheric effects which beget for 
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reputation of being an appealing 
store in which to buy goods. 

These attractive physical attri- 
butes must, however, be simply the 
setting, so to speak, for intelligence 
and mercantile aptitude; otherwise, 
they are without value in the retail 
salesroom or the wholesale show- 
room. 

More than some stationers realize, 
their stores are known and ap- 
praised by the sales personnel even 
more than by the merchandise and 


‘the mechanical service facilities. 


One Culprit 


From an authentic source several 
years ago, I heard the story about 
a Minneapolis druggist—owner of a 
rather large store that was long 
established—that, in a piece of 
direct-mail advertising written in 
rather personal, chatty style, he 
asked his customers to tell him can- 
didly what, if anything, they dis- 
liked about his store or its service. 

To this merchandiser’s surprise 
(but also to his profitable enlighten- 
ment) no fewer than 150 of his cus- 
tomers named one clerk as the sole 
and entire cause of their dissatis- 
faction with the service of that 
store! Now three or four, or even 
half a dozen, of those customers 
might have had some vindictive mo- 
tive to injure that clerk, but cer- 
tainly 150 would not cherish any 
spiteful personal purpose to make 
untruthful reports against him. 

Doubtless the principal dereliction 
of management in all types of retail 
operations, so far as personnel are 
concerned, is the failure to give 
sufficient intensive instruction and 
training. That should follow rea- 
sonable care and judgment in se- 
lecting employees. 

As always, there are some out- 
standing exceptions. For example, 
there is a very successful stationer 
who always requires a new employee 
to convince him that he has learned, 
during the first 10 days in the store, 
the correct answers to the following 
practical questions: 

What are the main sections in 
this store? 

Where are the principal appli- 
ances—the ones most commonly 
the modern store in all lines the 
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sold—located in the merchandising 
layout? 

What kinds of merchandise are 
there in my own section or depart- 
ment? How are the articles ar- 
ranged—by size, by price, by brand- 
labels, by grade of merchandise, or 
how? 

What is the office telephone num- 


ber? The order-taking telephone 
numbers? 
What are the most-profitable 


items in a stationery business and 
why? 


Know Stock 


Where are the surplus or reserve 
stocks kept, and at what minimum 
of stock-on-hand should I present 
a requisition slip to the store man- 
ager for replenishment of my stock 
section? 

What do I, as a rule, have to do, 
and how long should it require to 
get needed stock items from the 
surplus or reserve in the basement 
or the back-room? 

What aids are currently being 
supplied by manufacturers, whole- 
sale houses, or jobbers, to help me 
to understand, to display, to ar- 
range effectively, and to sell my 
goods? 

Do I know how to use these sell- 
ing helps correctly—all of them 
and am I so using them? 

Where is the price marked on my 
merchandise—on tags, labels or on 
the article itself? Am I sure that I 
know all these prices? 

(This is simply another way this 
shrewd stationer has of checking 
up on the new clerk as to whether 
he is one of those self-professed 
wizards who sometimes boast that 
they can carry all prices in their 
heads—often leaving a buyer with 
the feeling that he is only guessing 
as to whether he has paid the cor- 
rect current price or not.) 


More Questions 


What could I probably do to make 
my displays more attractive, more 
“alive,” more fresh looking—in other 
words to increase the eye-appeal 
and the buy-appeal of what I have 
been assigned to sell? 

What have I been instructed to 
do should I receive a serious com- 
plaint that I don’t know how to 
adjust? 

Have I sufficient respect for what 
I am trying to sell to other persons 
—sufficient confidence in it—so that 
I would buy this merchandise if I 
were needing such appliances or fix- 
tures myself? What must I do about 
caring for these appliances—dust- 
ing them off, covering them at 
night, and so forth? 
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Are my own dress and my man- 
ners such as to make me a credit- 
able representative of this store to 


the business men of the commu- 
nity? 
There was never before a time 


when customers’ good will for and 
confidence in the stationer’s busi- 
ness and methods counted for so 
much as now. 

It is up to the sales personnel 
the final point of contact and the 
living spirit of the business, so far 
as the buyers are concerned—to un- 
derstand that it is quite as impor- 
tant to clinch the customer’s busi- 
ness as it is to sell goods 

A stationer may have a thorough- 
ly modern store of the “stand out” 
kind; he may have merchandise 
that is right and is priced right, 
and he may spend a lot of money 
in advertising, but certainly some 
of his competitors also have these 
things. 

Therefore, unless his employees 
who represent the business to the 
community understand and appre- 
ciate their responsibility, some 
more-alert competitor may still 
make inroads upon his clientele 


Eagerness Pays 

The right caliber of clerk, even 
though he be, comparatively, a nov- 
ice in the stationery trade, is always 
eager to learn 

Once such a young man demon- 
strates to himself that he really has 
some selling aptitude and ability, 
he becomes quickly enthusiastic 
and keenly interested 

I believe that offering some small 
prize or commission to the junior 
salesman who sells the most of a 
certain item or class of wares dur- 
ing one or two weeks will have far- 
reaching power for the development 
of that young salesman into a genu- 
ine asset to the sales organization 
of the store 

Speaking of intensive training for 
improved sales production, leads up 
to mention of the rather surprising 
fact that only about one retailer out 
of eight, in the retail domain gen- 
erally, maintains any systematic 
tabulation to determine the com- 
parative efficiency of salespersons 
with regard to total sales, and espe- 
cially, profitable selling 

At least this is true, if dependence 
may be placed in statistics compiled 
from surveys made a few years ago 
by the Graduate School of Business 
Administration of Harvard Univer- 
SIty 

The majority of the merchants 
questioned kept no records of this 
kind, but one-third of the inde- 
pendent merchants operating more 
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than one store did keep such records 
from day to day. Not more than 
7% of all the stores investigated 
were able to produce weekly or 
monthly summaries of the sales 
made by each employee 

Strange to reflect, the _ stores 
which did maintain such records 
were mainly large stores in which 
the work of recording the sales of 
each employee was made more dif- 
ficult by the large number of em- 
ployees. 


Keep Records 


It would certainly seem, there- 
fore, that there can be no excuse 
for the proprietors of relatively 


small “independent” stores failing 
to make use of such records, once 
they become aware of the practical 
importance of the information ob- 
tained thereby 

The information thus recorded is, 
incidentally, the most reliable and 
impartial basis for judgment that 
any stationer could possibly have in 
passing upon requests for advance- 
ments or increases in wages. Pay, 
in my opinion, should always be 
determined primarily by ability as 
certified by fact-records of results 
produced for the business—not on 
the blind preferential basis of mere 
seniority and wholly without recog- 
nition of comparative ability 

One good thing about the station- 
ery business is that the chance for 
success necessitates at least a “re- 
spectable” sum as starting capital, 
and that a complete stationery and 
appliance business involves so many 
technical and special-service fea- 
tures that anyone can not “just 
tumble into it.” That is different 
than so many misguided “investors” 
traditionally do in the garage busi- 
ness, the neighborhood’ grocery 
store, so called, or the small-city 
restaurant business 


Brains Needed 


While it is true that dunderheads 
do not progress very far in any sec- 
tion of the world of retail merchan- 
dising, I believe it is probably a 
reasonable statement to that 
maximum success as a salesman in 
the modern full-line stationery and 
office machine establishment re- 
quires a higher intelligence-quotient 
than is required in almost any other 
retail business 

What might be called occupation- 
al maturity can not be attained in 
two or three years in any business 
such as the office machine and of- 
fice equipment business because it 
involves so many technical service 
features as distinguished from the 
mere selling of commodities 


Say 
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by DAVID MARKSTEIN 
special writer 





CHECK THE MAP 


A fundamental question in the discussion of deliv- 


ery costs is: 
Are you over-extending your delivery territory? 


Since the object of a delivery service is to build 
sales volume and profits, it is useless if each sale it 
puts into your cash register results in a net loss. 

You must study the records. 


Find out how much each delivered parcel costs 
you 

Then, delve further into the records to discover 
whether it isn’t true that some of the outlying deliv- 


eries actually result in losses on the sale instead of 


profit 


r delivery area is over-extended (in terms 
f profits), then you can do one of three things: 


Refuse to deliver except within a certain area. 


Deliver only purchase of a larger amount out- 
side the “profitable ring’ where delivery doesn’t 
cost foo much. 


mpose a small service charge for outlying 
deliveries to make these pay you. 
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Reaching. too Far? 
how to reduce 
delivery costs 





@ As IS THE caSE with many of their other costs, 
office equipment dealers are finding that it takes a 
bigger percentage of the sales dollar to pay for de- 
livering purchases than it did before the war. Delivery 
costs have risen out of the pre-war line. What can 
be done about it? How can you cut your delivery costs? 

“It didn’t matter too much when the costs soared 
last year and the year before,” one office equipment 
dealer said recently. “But it matters now. Because 
now my sales are tending to level off. The buyer's 
market is truly here. 

“A year ago,” he continued, “I didn’t worry when 
I saw that the delivery costs were up, because my 
sales volume was constantly going up toc. But my 
sales volume isn’t jumping so quickly any more. 
And my increased delivery cost is eating into the 
percentage of net profit on my profit and loss state- 
ment.” 

That is the situation facing a great many office 
equipment dealers today. The sales are leveling off, 
where a year or two ago they continued the wild 
wartime upward spiral. It has become imperative 
to hold down all costs. The cost of delivering a 
customer’s purchases can be cut. 


Can You Answer These Questions 


Cutting delivery costs calls for getting the answers 
to several important questions. Ask yourself these 
questions, and with the answers you'll find that 
you have a blueprint for cutting delivery costs: 

1. Should I operate my own delivery equipment, or 
would it cost me less to have it done by a commercial 
delivery service? 

There are many factors to consider in arriving at 
an answer to this question. Often, the commercial 
delivery service, because it has businesses of all sorts 
for its customers, can handle your packages for less 
money than you can do it yourself. 

Sometimes, the figures seem stacked in favor of 
operating your own equipment when in reality the 
cost of hiring the delivery out is lower than the 
cost of operating a delivery service. This is because 
not all office equipment dealers remember to count 
in the invisible cost of running a delivery service—the 
overhead involved in repair and upkeep, maintaining 
delivery records, supervising the delivery operations, 
laying out routes, and scheduling deliveries. Too 
many consider only the direct costs, such as the price 
of the equipment, the deliveryman’s salary, and the 
cost of gasoline and oil. 

Balanced against the sometimes lower cost of de- 

(Turn to page 177, please) 
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MOVED 
DisPliy 


for the 
OFFICE EQUIPMENT DEALER 


conducted by 


George Bs. Taylor 


P.O. Box 542, Long Beach, Calif. 


Pinates. Stop Jraffic., 
Gather Gold. for Dealer 





Yo ho, ho and a Smith Corona 


@ AL SOUSONG, MANAGER of the L. C 
Smith & Corona Typewriters, Inc., 
533 S. Spring St., Los Angeles, Calif., 
is aware of up-to-date sales meth- 
ods which can be applied to his 
window display. His displays are 
often very different and frequently 
cause favorable discussion in down- 
town Los Angeles. 

One of the most recent and most 
attractive displays used was the 
pirate motif shown in the accom- 
panying photograph. By means of 
rented props, Mr. Sousong was able 
to create a miniature pirate scene, 
a traffic-stopper which helped to 
advertise the Smith-Corona port- 
able typewriter. 


Here’s How 


The floor was covered to simulate 
the good earth and cut-out pirates 
were dispersed throughout’ the 
display. The center of attraction 
was the chest of gold and the 
Smith-Corona typewriter compared 
to the riches imitated in the 
display. A large, framed sign served 
as the reader in this dramatic 
presentation. The caption, “This 
can be your treasure for years to 
come,” was displayed in large bold 
lettering. 

Colorful displays such as this 
have a maximum pulling power 
There would be no other basis upon 
which the extra effort could be 
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CAN BE YOUR 


TREASURE 


FOR YEARS TO COME 


SMITH=CORONA 


»PORTABLE 








TREASURE TROVE ..... Pirates provide the motif for L. C. Smith & Corona Type- 


writers, Inc., display in Los Angeles, Calif. 


justified. Ordinary offerings of that if they support nationally- 
merchandise, no matter how ar- advertised products with proper 
tistically they are handled, do not and exciting local presentation, not 
appeal to the public fancy as do only does the manufacturer stand 
the dramatic displays which are to gain but the dealer also increases 
now so evident all over the country. his profits as he increases his sales. 
There is a lot of room for the ap- The importance of this statement 
plication of drama in the office is overlooked by the man who 
supply and office furniture windows thinks that national advertising 
throughout the nation. Dealers alone will do the maximum job. 
are gradually awakening to the fact This is not so and the Smith- 
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Corona representatives in Los An- 
geles realize this and are backing 
up the national advertising with 
outstanding displays, wherever and 
whenever this is at all possible. 
They realize that only by pushing 
these products to the limit can they 
make a deep enough impression in 
this modern age. 

Mr. Sousong is to be congratu- 


lated for a very progressive job 
carried out in a very modern man- 
ner. We are grateful to him for 
the privilege of reproducing the 
display in these columns. It will 
serve as an example to those dealers 
who are always looking for up-to- 
date ideas in display and no doubt 
will be preserved in many display 
libraries throughout the country. 
The pirate idea will help to em- 


OA ad display for January 


@ OUR O. A. AD display for Jan- 
uary is one of utmost simplicity 
within the capabilities of anyone 
desiring to use it. It is suggested 
by the advertising of the Cole Steel 
Equipment Company, 285 Madison 
Ave., New York City. This adver- 
tisement is to be found on pages 
103 and 104 of the October issue of 
OFFICE APPLIANCES and once again 
we have a situation where the ad- 
vertisement serves as a perfect blue 
print for the window display 

All that is needed for this display 
are two of the Cole Double Safe- 
guard cabinets, one letter-size and 
one legal-size. The emphasis for 
this display is to be placed on the 
fact that the dial locks all four 
drawers, making them a safe place 
in which to file and keep “top secret 
papers.” 

The arrangement of the display is 
a very simple matter. The two files 
centered in the window about 54 
inches apart. The letter file should 
be raised, by means of a neat plat- 
form, to about one-drawer depth 
higher than the other. A circle of 
red cardboard about 9 inches in 
diameter should be placed over the 
combination, revealing the dial 
through a hole in the center. Next, 
14-inch red ribbons should be run, 
just as shown in the advertisement, 
from the circle to each drawer in 
the other filing cabinet. 

Tie the ends to the handle and 
scotch tape the other ends to the 
cardboard circle. So much for the 
arrangement 

To complete the display, use read- 
ers such as shown in the ad. Red 
cardboard would be suitable for this 
type of presentation. One reader 
should have the message, “Dial 
Locks All Four Drawers Automatic- 
ally.” A second reader should carry 
the word, “For Top Secret Papers.” 
A third reader should use the mes- 
sage of the advertisement: “Your 
records are safe in a Cole Double 
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Safeguard” cabinet. Only YOU 
know the combination. A heavy- 
duty grade ‘A’ cabinet with a pro- 
gressive ball bearing suspension 
within a suspension cradle. An out- 
standing achievement in engineer- 
ing skill and design. Equipped with 
safety latches and positive side lock 
compressors. Because of the struc- 
tural strength of the case work and 
ease of drawer operation, Cole cab- 
inets will last a lifetime.” 

As mentioned from time to time, 
the completion of the window dis- 
play demands prominent showing 
of your store name and the name of 


phasize the importance of proper 
display to the many dealers 
throughout the country. It is to be 
hoped that many dealers who are 
readers of this column will be 
prompted to go and do likewise in 
their own display windows. This is 
one way in which they can put 
that expensive front to profitable 
use, something necessary in these 
expensive days. 


the manufacturer. These two fea- 
tures are very important. They can- 
not be over emphasized. A perman- 
ent store name sign should be used 
at all times right in the front of 
the display and the name of the 
manufacturer included in all unit 
trims. 

We want to express our thanks 
to the Cole Steel Equipment Com- 
pany, 285 Madison Ave., New York 
17, N. Y., for a splendid contribution 
to this display column. They have 
given us a simple idea, easy to carry 
out, that will sell their product for 
us, if we but make use of it. 
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Window Suggestion . . . Inspired by the recent OFFICE APPLIANCES advertising 


of the Cole Steel Equipment Company. 
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Window Prox and. Cons 





fo price or not to price? 


@ THE QUESTION OF PRICE tick 
ets or no price tickets has been con 
troversial for as long as I can re- 
member. In the office furniture 
business there is always a feeling 
that revealing the prices in the 
window tips the hand so that a 
competitor can go just a little bit 
lower in competitive bidding and 
so steal the sale. There is food for 
thought in this. Although in the 
opinion of the writer, a really good 
bargain should be revealed as such 
by means of a plainly-marked win 
dow price, there may be many sit- 
uations, especially in the larger 
cities where competition is keen, 
when prices should be omitted in 
the window and submitted in the 
store upon request. 


Why Be Unsightly? 


Many stores make a point of leav- 
ing the price tags attached to mer- 
chandise displayed in the window 
Of course, if left to hang in plain 
sight, they are easily read from the 
street. Not only does this defeat the 
idea of concealed prices but it is 
very unsightly and detracts to a 
great extent from the neat appear- 
ance of the merchandise displayed 
The best plan is to leave the tickets 
attached wherever possible but to 
hide them by tucking them out of 
sight under the seat of the chairs 
or to fasten them in the desk and 
file drawers by means of drafting 
tape. 


The small town merchant should 
hide the price tags to achieve that 
smart appearance so desirable in 
modern display, but there is no rea- 
son why he should not have neatly- 
printed price tickets telling of his 
values. 


In the stationery business the 
problem is entirely different. We 
can learn from the department 
stores, who have made a study of 
customer habits for many years 
They have come to this conclusion 
The customer stops in front of the 
window with prices for a 15% longer 
time than he does the one without 
prices and if this is not a distinct 
advantage from a standpoint of 
individual sales, then I don’t know 
what an advantage is. In a mass 
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display of small items neatly ar- 
ranged, a small price ticket on each 
item is an attention getter. I think 
a reminder would be in order here 
not to save tickets that have been 
used before, but to make them as 
you go along on pre-cut blanks 
with a speedball pen. If you find 
it hard to use a speedball pen, then 
use your fountain pen if necessary 
to achieve your objective. White 
cards and black ink are best unless 
you are carrying out a harmonious 
color scheme, in which case the 
color of your cards and ink should 
blend in with the scheme. Red ink 
should only be used for sales and 
then discarded until the next sale. 


In this manner your special event 
days become apparent to the shop- 
per. 

By careful planning and extra 
research you will find those things 
which, if applied to your own dis- 
play problem, will add sales to your 
volume. By all means work out a 
price ticket and sign program for 
your display that will present the 
subject continually in an intelli- 
gent manner. Don’t use old dirty 
cards or price tickets. Keep a smart 
appearance by using clean ones 
In this way, the overall appearance 
of your merchandise will be greatly 
enhanced and profitably so 


new year miscellany 


by GEORGE D. TAYLOR 
display specialist 


@ IT HAS BEEN our practice right 
from the inception of this column 
to welcome the New Year with 
helpful suggestions for the dealer. 
I have heard employers complain 
for months at a time that business 
is bad. If they own more than one 
store they complain that business 
should be better at “A” store, or 
there should be more business at 
“B” store. 


In a Rut 


The thing that has impressed me 
more than anything else in my as- 
sociation with these gentlemen is 
that even as they complain, they 
do nothing about it. They leave 
“A” or “B” in the rut and for the 
life of me I cannot see how any 
improvement is to be shown unless 
there is an improvement in policy 
and procedure. 

If a business runs along in the 
same fashion year after year with 
no new innovations on the part of 
the management, how in the world 
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can that management expect any 
improvement except in_ spurts 
caused by unusual circumstances? 

Where a business is in a rut there 
is definite need for some drastic 
measures to revive it. By drastic 
measures I do not mean impulsive 
actions that will make it necessary 
for a new start. 

I would not advocate for instance 
the firing of a manager who has 
been with you for a long time or 
the clearing out of an entire staff 
now listless and indifferent. I 
would study the individual and do 
my best to educate him to the new 
methods before I would take any 
such actions. A lot of indifference 
and lack of pep can be placed at 
the door of the manager who has 
been indifferent for so long himself, 
and has spent most of his time 
complaining instead of doing. 

Monotony is the killer of en- 
thusiasm. Something new is always 
welcomed by red-blooded ambitious 
employees who have a pride in their 
organization and want to see it 
succeed to the fullest degree 

Lack of enthusiasm does not 
necessarily mean that enthusiasm 
is dead within the breast of an in- 
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dividual. Quite often it means that 
it is late and is just waiting the 
spark that will bring it from its 
hiding place and start it on the 
road to new conquests and new 
profits for the organization. Dol- 
drums in all too many cases can 
be attributed to management. 
Employers have had no time for 
their help. They have failed to 
realize that you cannot number a 
red-bloodes ambitious employee 
and make him like it. No, in this 
modern age, employer and employee 


rk together. 


must Ww 


Can’‘t be Strangers 


They must become better ac- 
quainted and working side by side 
they can accomplish twice as much 
as they can when they work as 
strange and with divergent aims. 

In no department is the truth of 


More Eye Appeal 





this statement so apparent to the 
eye as it is in the display window. 
I have seen miracles performed 
when management and display staff 
get together and study out the in- 
dividual problems of the depart- 
ment. 

A district manager once used to 
greet me with, “Mr. Taylor, I want 
you to know that your windows 
look like sewers.” This short- 
sighted individual was not con- 
scious of the fact that the store 
policy through the years was 
responsible for this statement 
which, unkind as it was, had a 
vestige of truth in it. The thing 
he did not know was that I had 
been beaten down and discouraged 
for so long by an immovable 
shortsighted policy of “thrift” that 
I had almost reached the point 


use jewelry store methods 


m APPLYING JEWELRY STORE window 


display methods to the promotion 
of small office machines is a novel 
policy which has helped to increase 
sales at Roberts Printing & Station- 
ery Company, office supply dealers 
of Hutchinson, Kans. 

The ystem was developed by 
John Robinson, display manager, 
and Leonard B. Wilcox, general 
manager of the store, as a means 
of getting attention for new de- 
velopments in small office machines, 
as well as building up “gift appeal” 
ot sucl items 


New Approach 
Two large display windows, fac- 
Hutchinson’s heavily- 


ing ? ? 
Lil i 0 


traveled Main St., are utilized under 
the program, and each has shown 
far more eye-appeal” since the 
system went into effect 


Under the plan, instead of the 

displays” which are 
with office supply re- 
tallers, Roberts Printing & Station- 
ery C pany shows only a few 
items per window, and only one 


S } macs 
A Acad Liao 


Moreover, instead of displaying 
tapling machines atop a 
pyramid of cartons, only one sta- 
pler will appear, this laid out on 
omely-draped circlet of 

yell itin display cloth 
Similarly, one pencil sharpener 
on a platform con- 
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where I was ready to quit at the 
next explosion within the depart- 
ment. Fortunately, it was not too 
long before a new manager took 
over who sensed the situation and 
working co-operatively we were able 
to improve the display, both in the 
windows and in the store, until they 
were the talk of that town. 


Be Different 


In this new year of 1952, if your 
business is in a rut, or if you feel 
you are not doing all that might 
be done, why not try something 
new? Why not do some of the 
things which up until now you have 
so vigorously opposed? You might 
be wrong, you know. Do a little 
exploring in 1952. Get away from 
the beaten path. You could be 
surprised at the profitable results 





GIFT APPEAL... The jewelry store window display method is used by Roberts 
Ptg. & Staty. Co., Hutchinson, Kans., for a display window. 


cealed under folds of heavy red 
velvet. At the opposite side of the 
window, a punch, stapler remover, 
or another small office machine, 
may appear contrasted against the 
folds of a runner of white satin. 
“The display cloths are the se- 
cret,” Mr. Wilcox said. “People are 
accustomed to seeing expensive 
gift items, such as those handled 
by jewelry stores, displayed opu- 
lently against a background of eye- 
appealing display cloths. Such a 
background invests the item shown 
with a certain amount of glamor, 
and more particularly, gift appeal. 
“Through showing only a few 
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items in our windows in this way, 
spacing them out well, and giving 
each the benefit of an artistic 
setting, we have found sales visibly 
increased.” 

Not the least important factor of 
the display program is the number 
of women who are “stopped” while 
shopping down the avenue daily. 
There are many gift sales made 
every week of chrome-plated pencil 
sharpeners, hand-staplers, dip pen 
sets and calendar pads, entirely be- 
cause a display cloth background 
pleased a feminine eye—and the 
gift was purchased for a husband, 
or relative in business 
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Power and. Light 





you can stimulate thoughtful action 
with dramatic displays 


by GEORGE D. TAYLOR 
display specialist 


@ A POWER AND LIGHT company in 
Los Angeles consistently installs 
some very ingenious and outstand- 
ing window displays. They are 
designed by a very clever artist and 
the most noticeable thing about 
them is their seeming disrelation to 
the utilities business. 

One outstanding example was a 
recent installation in the Long 
Beach show windows. As one ar- 
rived at the window he first noticed 
a jungle scene depicting a professor 
endeavoring to catch a ferocious 
lion with, of all things, a butterfly 
net. The display was mechanized 
and the mechanism was instrumen- 
tal in arriving at a very laughable 
effect. 


Stopped Everything 


Hardly anyone passed that dis- 
play. The window shoppers all 
stopped to see what it was all about 
People catching a glimpse of the 
display from passing cars parked 
and came to the window to see, and 
to laugh. 

Now how did this display tie in 
with the light and power business? 
It did, in a very simple and com- 
pelling fashion. Naturally, the 
artist had one view in mind when 
he created this display, and that 
was to stop the public cold. This 
he did, by the use of one word so 
plainly incorporated in the display 
as to be missed by no one. The 
word was “INADEQUATE” 

The whole effect aroused curios- 
ity in the mind of the viewer and 
his eyes followed the arrangement 
of the props. Then, his gaze fell 
upon the sign announcing the in- 
adequacy of poor wiring and the 
advisability of consulting the elec- 
trical experts who would help him 
with his problem. 

Such a window as this would bs 
right up the alley of the office 
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furniture dealer. There is no reason 
in the world why a _ progressive 
furniture dealer should not produce 
this window in detail, either mech- 
anically or by picture, and use a 
reader such as this, “Is your office 
furniture ADEQUATE for your 
needs?” 

A bucket of coal dumped into the 
center of the window with an ap- 
propriate sign would be far more 
effective than the majority of office 
furniture displays as we see them 
today 


Unusual Does It 


The coal certainly would stop the 
passerby in his tracks and his 
thoughts could be directed to the 
idea that “without the spark there 
can be no fire” and that your or- 
ganization is ready with the spark 
of good office arrangement which 
will help to get the profit fires 
started. 

Yes, it is the unusual that does 
the best job in this modern age. 
People are tired of looking at the 
same things and if you want to get 
the most out of your valuable win- 
dow space it is advisable that you 
plan a few unusual window presen- 
tations, even if it does cost you a 
little money from time to time. 
We have shown several ideas in the 
display section from time to time 
and we shall show more of these 
unusual presentations of which we 
speak. Of course it would be impos- 
sible to present a change weekly, 
year in and year out, of clever un- 
usual displays. But there is no rea- 
son in the world why at least four 
times a year your regular window 
schedule and program should not 
include a little variety in the form 
of a smart, unusual and clever pre- 
sentation 

One of the cleverest ideas run 
across by the writer lately was an 
idea on school promotion in Los An- 
geles. I forget whose it was and 
therefore I cannot give credit to the 
company using it. The idea stuck, 
however, and that is a pretty good 
criterion of its effectiveness 
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Instead of the usual “Back to 
school” caption which has become 
so common, this firm’s entire pro- 
motion used “TEACHER SAYS.” 
The inference of a recommendation 
by the teacher, herself, was a very 
clever way of presenting the mer- 
chandise 

A little reflection and action on 
your part will stimulate action on 
the part of the customers you are 
anxious to sell. You are stuck with 
that window space. You are paying 
plenty for the frontage, so why 
waste it? 

Get the wheels rolling now that 
will modernize your merchandise 
presentation and call attention to 
your store and your merchandise 
There is no good reason for hiding 
one’s light under a bushel in the 
merchandising game where there 
are sO many competitors. Let’s be 
as smart as they are. In fact, let’s 
be smarter, and see if in a short 
time we cannot gain an enviable 
reputation of having the smartest 
and most attractive windows in 
town 


Bells Used 


This is no idle talk. One of the 
most successful promotions at 
Christmastime ever put over by the 
writer was done with no merchan- 
dise at all in the windows 

Huge bells (used in that famous 
New York display) were used, these 
swaying back and forth in a Christ- 
mas greenery setting and synchro- 
nized with a loud speaker. The 
effect was so beautiful that the 
name of that midwestern store was 
on everyone's lips during that en- 
tire Christmas season 

You can do the same with your 
promotions. All it takes is the de- 
sire and the action to accompany 
the desire. Your latent originality 
will come to life if you talk over 
your plans and give that originality 
a chance. It may well be that some 
of your employees have original 
ideas also that may be put to use 
It is up to you as an executive to 
get the ball rolling towards new 
ideas, new displays and new profits. 
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by Irving Settel, authority on retail advertising 


16. Advertising signs can prom >ie sales 


OFFICE 


HE LOCAL OFFICE appliance retailer must 

always strive to keep his name before the 
public. The standard advertising media, of 
course, can do this job effectively. Newspaper, 
radio and direct mail reach a large audience 
both within and outside the town. However, an 
excellent supplementary medium for promoting 
your store is the sign. With it, the local dealer 
can hit hard at the street passerby trade within 
the confines of the limited shopping areas. 


Store Name Featured 

This type of advertising is not new. The car 
card, the outdoor sign, the sandwich sign and 
others have been used successfully for many 
years. Generally, they have been used to pro- 
mote the store as an institution rather than to 
promote iems of merchandise in a sale. In 
either case, they effectively display before the 
public the name of the seller of office ap- 
pliances. 


Naturally, the office appliance retailer desires 
to reach the potential customer with as many 
Sales messages as possible. He gets to his au- 
dience in the home, at the radio at his job, 
with signs he can reach these people on the 
move. 


One of the most ideal of all sign media is the 
outdoor sign. Good positions can do a fine job 
of promoting. For example, a preferred place 
is on the building which precedes the store so 
that people will see the name as they approach. 
Local sign painters can be employed to create 
a sign of distinction at a very nominal rate. 
Color can be effectively utilized. The sign, if 
carefully made, can accomplish a great deal in 
the securing of additional traffic in the store. 


Outdoor Posters 

There are two kind of outdoor posters. The 
24-sheet poster which measures 8 feet, 10 inches 
by 19 feet, 8 inches is generally used along high- 
ways having considerable car traffic. They may 
be used also on streets with large passerby 
traffic. This type of sign advertising is usually 
restricted to national advertisers because of 
price and cost considerations. Nevertheless, 
many office appliance retailers using it insist 
that results justify the cost. It is claimed that 
many out-of-town visitors have been attracted 
to stores which publicize their names. The signs 
located within the limits of the town, in empty 
lots, atop buildings, and so forth, influence the 
local public 

The other kind of outdoor poster is more 
popular with the small merchant. It is the 
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three-sheet poster and covers an area of 4 feet, 
16 inches by 8 feet, 7 inches. Such a poster 
makes an effective “point of purchase” display 
when attached to the building in which the store 
is located. It serves to remind passer-by trade 
that you “are ready to serve” them. 


Car Cards 

One of the most popular of the advertising 
signs is the car card. The car card is usually 
displayed in buses, trolley cars, subways, eleva- 
tors and other types of public conveyances. It 
serves as a diversion to riders who do not have 
newspapers to keep their attention. At the same 
time, if attractively created, it can successfully 
promote your store either institutionally or pro- 
motionally. For the office appliance retailer, 
there is nothing quite like the car card. He 
can advertise his merchandise in cars carrying 
customers into the shopping districts. It serves 
to remind the buying public to stop, when in 
need of office supplies, at the store. These people 
are in a “buying mood” and results can be ex- 
cellent. 


The Sandwich Sign 

The sandwich sign is not quite as popular as 
the others. Nevertheless, there are many local 
retailers who restrict their promotion to sand- 
wich signs exclusively. This type of sign involves 
the carrying of a front and back sign ‘(about 
27 inches by 40 inches), by a man. As he walks 
up and down the street, potential customers are 
attracted to a short, colorful and powerful sales 
message. The man may hand out small cards 
which contain the store name or sale offering. 


The Tent Sign 
The tent sign, which is a sandwich sign with- 
out an occupant, is another popular sign me- 
dium. Many office appliance retailers employ 
the use of this tent sign: two signs hinged at 
the top and hooked together. They are placed 
in front of the store where a colorful message 
can bring in business. The sign will attract the 
attention of the person who may have otherwise 
hurriedly gone by. It is especially effective on 
broad streets with heavy pedestrian traffic. Some 
small towns have local ordinances against the 
use of this type of advertising. So consult your 
local police before getting a tent sign built. 
Most office appliance dealers already possess 
large attractive store signs. This is usually one 
of the first advertising projects accomplished. 
However, some retailers allow their signs to 
(Turn to Page 181, Please) 


39 











Clean-up Job Came Furst 





aftermath of the big flood 


by ROBERT M. MATHEWS 


Sturgis Posture Chair Company 


@ YOU CAN'T POSSIBLY visualize the 
terrible destruction left by the 
Kansas City flood until you see it 
with your own eyes. Disaster struck 
when the levees holding back the 
swollen Missouri and Kaw rivers 
broke on Black Friday, July 13 
letting an avalanche of ‘water 
smash into one of the richest in 
dustrial areas in the country 


Three months later, a tour of ths 
Central industrial area, the Armin 
trout and the Fairfax districts will 
appall you. It will actually make 
you sick way down deep. Ruin is 
everywhere—not in the hit-and 
miss pattern of the bombed-out 
cities of World War II—but every 
where. Nothing escaped if located 
in the path of the flood 


In spite of the bewildering, heart- 
breaking aftermath, when thou- 
sands of businessmen realized that 
the work and savings of a lifetime 
had been carried away, the im- 
mense job of digging out, cleaning 
up and rebuilding began at once 


The business offices, nerve cen- 
ters of the flood-stricken firms, had 
to be restored to efficiency first 
There was no time to lose, and the 
office-equipment dealers of Kansas 
City responded magnificently. As 
a group they offered their entire 
facilities and resources 


Working often around the clock 
they patched up every piece of 
furniture and every office tool that 
could be saved, and replaced the 
pieces that were a total loss 


Actually, the entire office equip 
ment industry worked as a team 
They worked in a spirit of unselfish 
co-operation to help fellow business 
men who were in trouble. Officials 
of both NOSEA and NOFA, quick 
to sense the need for action, sent 
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SURPRISE 


Chambers were astonished when they washed the mud from the Sturgis 1225 executive 
guest chair. Although the chair had been under water for several days in the Colgate 
Palmolive-Peet Co.'s Kansas City, Mo., plant, the steel chair frame showed no finish 
damage or rust 


representatives to consult with the 
local dealers 

Through the efforts of the as- 
sociations, office equipment items 
for flood damaged offices were as- 
signed high priority through the 
extension of DO-U-9 ratings 
Manufacturers, too, gave every co- 
operation, diverting scarce products 


William J. Evans (right) of Central Desk & Safe Co., and Jake 


and making shipments to the flood 
area. 

William J. Evans, owner of the 
Central Desk & Safe Company, 
tells a story typical of the salvaging 
operations undertaken by Kansas 
City dealers 

“Believe me, it was one gigantic. 
horrible mess,” said Evans. “We 
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picked up files and chairs and 
desks by the hundreds and brought 
them into our shop. Customers 
hauled truckloads of rusting, rot- 
ting equipment caked with mud 
and slime to us. The stuff was 


dumped off into a big pile behind 
our store 

The flood wasn’t like any mix- 
ture of water you can imagine. It 
was a revolting, corrosive solution 
acid and pollution. Ten 
cattle, drowned when the 
t through acres of stock- 
yards, rotted in the flood waters. 
Oil and gasoline from a huge oil 
coated the surface. Acid 
and chemicals were absorbed from 
hundred factories.” 
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One Bright Spot 


Observed Mr. Evans, 
the furniture was ruined or had 
floated off down the river. You 
couldn't tell the condition of the 
until the layers of 
mud were scraped and washed off. 
Most of the stuff was badly rusted; 
some beyond any hope of saving.” 

One bright spot in the Central 
Desk & Safe salvage operations was 
tallation of Sturgis steel 
sent in by Colgate-Palm- 
Company. Its Kansas 
all under water during 
one of the world’s 
cosmetic plants. The chairs, 
d in a conference room, had 
been under water for a week and 
then had stood several more days, 
heavily coated with a _ corrosive 
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Finish Preserved 


According to Mr. Evans, when 
the mud was scraped and cleaned 
finish came out hard and 
clear with no sign of rust. The 

naturally, had to be 
The original finish, how- 
ever, came out good as new because 
all of the metal parts had been 
i with Bonderizing during 
the manufacturing process 
Kansas City will carry the scars 
f reat flood for many years. 
However, aS a 
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De result of bulldog 
} determination and close teamwork, 
industry is again producing. No 
small part of the credit for the 


is recovery is due the office- 

industry, which made 
office tools required 
to put devastated factories back 


iilable the 
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Promote Neutral Jones 





one way to secure 
extra furniture sales 


@ PuTTING A Lot of emphasis upon 
the importance of choosing a 
neutral color which will blend with 
all surroundings has resulted in a 
much heavier annual office furni- 
ture sales volume for the Price 
Company, Inc., office furniture 
retailers at 35 S. Gay St., Balti- 
more, Md. 

The Price Company has divided 
office furniture displays into an 
“executive office furniture section” 
and a “departmental equipment 
section.” In each, the store has 
put much emphasis on neutral gray 
tones, particularly in steel furni- 
ture, which, it has been found, will 
answer the needs of most offices. 
This is possible at moderate expense 


without the usual “color worries” 
attending 
Typical Price Company, Inc., 


office furniture newspaper adver- 
tising indicates “Neutra-tone gray 
color successfully blends with all 


interiors. Every item particularly 
designed for office efficiency.” Each 
ad shows steel chairs, desks, files 
and tables reproduced photo- 
graphically, in the same gray finish. 

Likewise, salesmen calling upon 
Baltimore office-holders invariably 
carry samples of finished steel in 


.the same grade finish. These are 


effective in pointing out to the 
prospect that whether office walls 
are finished in light pastels, in 
dark colors, or in old-fashioned 
wallpaper, a moderate tone of gray 
has shown best results. 

Every window display set up by 
the firm invariably is built around 
gray colors, with signs explaining 
the same points. 

As a result, the Baltimore office 
furniture organization is reasonably 
sure that its name is bound to be 
mentioned whenever the subject of 
office furniture and office decora- 
tion comes up. 
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BACK IN SERVICE... Returned to the conference room at Colgate-Palmolive-Peet 


Co., these Sturgis steel chairs are ready for many more years of service. 


Bonderized 


metal parts and the infra-red baked enamel finishes were undamaged by the flood. They 
were given a thorough cleaning and upholsteries were replaced. 
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That Lighter Jouch 





humor in postcard mailing 


attracts furniture buyers 


@ IN THESE DAyYs of intensive mail- 
ing campaigns by all forms of 
business enterprise, it is the un- 
usual with a bit of showmanship 
which invariably attracts attention 

People are too blase or pre- 
occupied at present to pay much 
attention to lengthy promotion 
pieces—but inject a light touch of 
humor to enliven the proceedings 
and then watch the results 

Acting on this psychological 
principle, Stern Office Furniture 
1236-20th St., N.W., Washington, 
D.C., always freshens up its mailing 
literature with an unusual sketch, 
bizarre characterization or a 
sprightly quip or two 


Response Tells 

That the recipients like it, is well 
indicated by the favorable response 
in the form of mail inquiries, tele- 
phone calls or visits to the store 
after each barrage. It is not un- 
usual to have a man walk in 
clutching one of these postcards 
and ask for the particular item 
mentioned. 

Illustrated are two examples of 
the ingenious postcards prepared 
by this dealer’s organization and 
his advertising agencies 

“Are You a Stickler for Order? 
was designed to push supply cabi- 
nets. The card is illustrated with a 


rer 


on. Ae 


A STERN TASK... A 


Washington, D. C., is constantly at work 
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an office orderly: - - 
— > . 
a place for —— 


everything and 
everything in ¢- 


its place. { 


54 
SUPPLY 


CABINET) | = 


gray or green finish 


VW) 











79 


a roomy 36” x 18" x 
with lock and 2 keys 





You'll find whatever you need in office 
oe at our cir-conditioned store 


ree parking across the street 


STERN "unt 


EXTRA APPEAL... With a bit 
of humor such as this, Stern Office 
Furniture sells supply cabinets. 


porcupine whose quills stick out 
prominently. 

Another card headed “An Office 
Orderly” also emphasizing supply 
cabinets carries a sketch of a salut- 
ing uniformed man behind an 
opened cabinet An attention- 
getting card announcing office files 
was built around the theme, “Are 
Your Office Records Under One 





draftsman in his basement office of Stern Office Furniture 
on office layout plans 


OFFICE APPLIANCES, 


are 
you 


stickler 








Heavy gauge steel 


SUPPLY 


CABINET 


Baked enamel finish 
im groy or green 

4 adjustable shelves 
Yale lock 

36” x 18" x 78 
Phone for yours 
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Free perking ecross the street 


STER 


PORCUPINE MOTIF .... Another 
example of the showmanship in Stern 
Office Furniture postcard mailings. 

















OFFICE FURNITURE 


1236 20th St., N.W 
Tr. 1 


Roof?” and showed a sitting hen 
spread out to protect her choicest 
valuables 

When the company moved to its 
present larger quarters, the an- 
nouncement card broadcast that 
“we've gotten too big for our 
breeches” and showed a drawing of 
a fat boy whose pants’ seams were 
crackling 

But humor is only one of the 
many principles involved in work- 
ing out a Stern mailing campaign. 
Next in importance comes selec- 
tivity in addressing 


Approach Varies 


Specialized customer markets 
require different treatment in 
approach. There’s no _ sense in 


trying to sell a professional man 
like a lawyer or doctor steel office 
furniture for example, when he’s 
more favorable to wood 

On the other hand, the larger 
steel users like the insurance com- 
panies and garages prefer metal 
equipment. So each is wooed on 
the basis of their specialized needs 
and merchandising designed to 
meet their select requirements are 
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played up in the cards sent to them. 

In preparing the copy the “shot- 
gun” approach is used rather than 
the general, across-the-boards story 
which attempts to list too many 
things in too little space. Each 
card hammers away on only one 
item at a time, a comfortable type 
of chair, convenient desk, type- 
writer table, and so on. Price is 
always given with a detailed de- 
enough to excite 
interest and lead the reader to ask 


tor more 


scription or 


Use Realism 


A realistic approach is sometimes 
used, such as the leather imitation 
card in red to emphasize leather 
ipholstered office furniture 

Interspersed with this type of 
mailing which goes out about once 
a month is the general merchandise 
card (with three cards folded into 
one This serves as an introduc- 
tion to new accounts or to remind 
old ones of what they can expect 
from this dealer. This over-all 
and inclusive form is headed, “Try 
It Before You Buy It.” It offers a 
trial installation without cost or 
obligatior Experience has shown 
that in practically every instance 
when a delivery is made on this 
basis a sale invariably follows. 
Trade-in allowance is also men- 
tioned prominently. 

This three-form card contains a 
return prepaid postcard with 


squares to check off any type of 
office furniture in which a prospect 
is interested, and serves as an 


effective lead for salesmen 

In the Christmas season, the 
company sends out a small bro- 
chure listing gifts of prestige, and 
suggestions that make Christmas 
last all through the year. All of 
the items are illustrated and priced 


Advance Notice 
To pave the way for a salesman’s 
special card is prepared and 
captioned “The Stern Man Is On 
His Way and announces that 
within a day or two he will call 
on the person addressed. This is 
d with a sketch of a hurry- 
ing man carrying a brief case 
Planning behind this effort calls 
for the mailing of at least one 
type of card a month. Usually they 
are sent out in a barrage of about 
2,000 at a time 
Names are set up from profes- 
mailing lists which are 


Call, a 


edite: telephone directories, ac- 


counts receivables, inquiries that 
come in, visitors to the office, sales- 
me! lists and so on. The entire 
job is left with the advertising 
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BROTHER ACT... 


agency which handles the distribu- 
tion as well as the preparation of 
copy. 

Postcard mailings, however, are 
only one vigorous horse in the team 
that pulls the Stern organization on 
to greater volume. Allied with it is 
a consistent newspaper campaign 
in the local dailies with space 
averaging at least five inches, 
single-column twice a week. 

These insertions also plug away 
on a specialized item and appear 
on the financial page of the Wash- 
ington Star or Washington Post. 
Occasionally a larger 72-inch, 
double-column ad is used to list 
several items, all of which are 
priced 


Stress Quality 

Stern’s staff of five outside sales- 
men is well imbued with these 
principles of dignified customer 
approach which emphasize quality 
rather than price. 

The men have regular assigned 
territories with two of them spend- 
ing their time exclusively on 
contacting Federal Government 
business 

All of these men are qualified to 
give interior decorating and plan- 
ning service, and are well trained 
in office layouts. Stern’s believes 
in doing a thorough office selling 
job and is prepared to offer an 
account a well-rounded installation 
which includes accessories such as 
drapes, lamps and lighting. Plan- 
ning here is to outfit the complete 
office from floor to ceiling. 

For that reason the draftsman’s 
office in the basement plays an 
important part in the sales pro- 
cedure A competent artist is 
always at work there turning out 
sketches and color renderings. 
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Partners in Stern Office Furniture, Washington, D. C., are 
brothers Saul I. Stern (left) and Samson B. Stern. 


Salesmen are paid a fixed salary 
with progressive commissions on 
amount of sales. Training pro- 
cedure calls for a new man to work 
around the store for a couple of 
weeks to get his bearings, then to 
accompany a trained salesman on 
his route and eventually to work 
on his own 


Keep Up-to-date 

The men are kept abreast of the 
latest developments in their mar- 
kets and new products at periodic 
sales meetings. An occasional get- 
together dinner is held at which 
manufacturers’ representatives are 
invited to talk on their products. 


These aggressive policies have 
been responsible for the rapid 
growth of a business which had its 
inception only comparatively re- 
cently. In 1946 the Stern brothers, 
Saul I. and Samson B., had 
returned to their home in Wash- 
ington, D.C., after nearly four years 
in the armed service. Dividing 
their office duties, with Saul han- 
dling the general administrative 
details and Samson in charge of 
sales and purchasing, the brother 
partners revitalized their small 
office furniture business which they 
had established a year before going 
into uniform. 

Pooling their service savings, they 
leased a run-down grocery store, 
tore out the walls and partitions 
and began setting up a limited 
stock. The organization grew so 
fast that in 1949 it was necessary 
to move into the present expansive 
quarters. 

The new location has a com- 
manding modern stone front with 
an expansive showroom of 3,000 
square feet of display space behind 
which is a mezzanine for the execu- 
tive offices. 
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Business Builders 


Broadcast over Station S-A-L-E-S 
Operating on a wave length of:—- 
CONFIDENCE .. . COUR. 
AGE ... CO-OPERATION 


gm ON NEW YEAR’S ADVENT and 
every day in 1952 it is our most 
resolute resolution to make each 
and every monthly televised release 
of BUSINESS BUILDERS very 
much a part of your business-plan- 
ning party! . In fact, here ap- 
pears our genial co-worker, Mr. I 
Will Pepper Upper, with his opening 
message designed as an important 
greeting of the new year; and if 
you like it, rush us your messages 
for forthcoming releases in his de- 
partment: 


“Real 
supervision is 
vision for the 
super quali- 

ties in 
others.”’ 





Thank you, Miss Assistant Adver 
tising Manager of a large office out- 
fitter in the grand state of Texas, 
who won this month’s special award 
for above important 10 words Mr. I 
Will Pepper Upper is holding up for 
your very own tele-viewer and 
thanks to the veritable scores of 
other factual material in this 
month’s daily mail-bags. We assure 
you we will use each and every 
piece relayed to us; in fact we 
treasure each item and will follow 
your precise suggestions for pre- 
sentation. 

+ . * > * 

Announcing a new department 
in November, 1951, was good timing 
for it brought a snowstorm of en 
tries and we have selected the fol- 


dd 


TELE-INSPIRA- 


lowing for 
TION: 
HERE’S AN IDEA FROM UNDER 
MY VERY OWN HAT: 


your 






— 


ae _ 





“I don’t brag about my of- 
fice equipment sales; I save 
that steam for future sales I 
have in the make!” 

(Kansas stationer). 











and many, many thanks to 
you, our earnest friend from the 


important mid-western state of 
Kansas . and thanks, too, for the 


other entries to this department 
and likewise to the appreciated 
comments of T. T. Beach, chief of 
current records’ branch of The 
Records Management Division, of 
The General Services Administra- 
tion of The National Archives and 
Records Service of Washington, 
D. C. Your appreciation of OFFICE 
APPLIANCES’ contribution to better 
business sales helps in graphic pre- 
sentation; gives us added incentive 
to keep right on KEEPING ON with 
this pleasureful mission via the op- 
portunities this page presents 

And this brings us right on to the 
next important department that 
follows immediately, after our com- 
ment: “Let us put the study of our 
eustomers and associates ahead of 
mere Statistics for a change—let us 
ever remember it is individuals we 
have to influence and serve if we 
want to make a success of our re- 
spective office outfitting enter- 
prises.” 


SOVUOEDEDEROEOEDEDOONON EO HOREE LAVEDEOUOAUEOAUOREAOROEOEOEOEOROEOONOEDOOOREONGEDORURONOO DORN ONE 


The following formula is credited to Andrew 
Carnegie as the way to manage any kind of 
business: 


1. Organize—which means to have the right 
man in the right place 

2. Deputize—which is to give the man full 
authority to do the job you hired him for 

3. Supervise—which means to keep after 
the whole gang to see that they do what they 
are supposed fo do 

Personnel Journal 
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MODERN EQUIPMENT 














I-D-E-A E-X-C-H-A-N-G-E 


Presented 
each month to 
give your dol- 
lars CENTS- 
INSURED 
plus SENSE- 
ASSURED! 
Remember 
the price 
ONE IDEA FROM YOU FOR EACH 
IDEA ORDERED BY 
YOU!!! (Always men- 
tion idea number, and 
address the co-ordinator 
of this page, Care of Shaw and 
Borden Co., Box 2153, Spokane 10, 
Wash. Use this same address in 
sending in your thoughts for our 
Mr. I Will Pepper-Upper and Terse 
Trailer Departments of BUSINESS 
BUILDERS Telecast.) 





*Ask immediately for Business 
Builder No. 1-52-1 from a New Eng 
land stationer who aptly heads his 
contribution: “Seven major points 
we use in training new salespeople 
in our stationery business.” 

*Ask immediately for Business 
Builder No. 1-52-2 from an Oregon 
exponent of our profession who put 
it this way: “Perhaps you’d like 
to look at our reason-why outline of 
contemplated direct mail pieces for 
this year at hand!” 


*Ask immediately for Business 
Builder No. 1-52-3 from way down 
in that grand southern state of 


Mississippi and this southern 
veteran stationer pens this thought 
for you: “Better themes for better 
window display efforts this coming 
year as we have projected them!” 


Again we emphasize: 
“TERSE TRAILERS 
PRODUCE FOR YOU!” 
So send in your TERSE TRAILERS 
and there’s a prize for each one 
used and now look closely at 
what this South Carolina stationer 
gives us Take responsibility on 
your shoulders and it leaves no 
room for chips.” 


& & & 
s 


Office-efficiently yours! 
RALPH B. ORTEL 
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1958 .... clark & Gibby, Inc., New York City, 


creates the office of tomorrow today 


NOFA top window displays 


gw A COMMITTEE of three judges of the window display contest that 
was one of the features of the recently-celebrated National Office 
Furniture Week has named the winners of the first, second and 
third prizes 

Clark & Gibby, Inc., New York City office furniture dealers, placed 
first. Awarded the second prize was Lucas Brothers, Baltimore, Md. 
Winner of the third prize was the entry of Hanson-Flotte Company, 
New Orleans, La 

rhe committee was made up of authorities in the field of display 
and commercial art and they admitted after making their choices 
that selection of three winners from the great number of entries 


submitte vas “an exceedingly difficult task.” 

The ntest was open to all NOFA dealer members who had put 1928 . . » This office was in 
n a special window display featuring National Office Furniture Week vogue for flappers 

mot material during the period of NOFA’s observance, Sep- 


> Le) 


Clark & Gibby’s prize-winning display was a real traffic-stopper. 
It took up three entire windows and dealt with Clark & Gibby’s 
Wl entury of office furniture service, dating back all the way 
to 1908, skipping on to 1928, the height of the flapper era, and then 
0 tl ffice of the future. The theme of the window display was by 
Miss M. Farrell of Clark & Gibby, Inc., and it was designed and 
xecuted by F. J. Meigel and R. Shortmeyer 

Lucas Brothers runner-up entry pictured the “horrible example,” 
the inefficiently-planned and poorly-furnished office. A window 
vited passersby to check their offices to make sure that 
h pictured wasn’t their own. A prominent place in the 
window display was held by the now famous 10-point office check- 
ist rized by NOFA coast to coast during NOFA week. 


NOFA Winners 
‘lark & Gibby, Inc., New York, N. Y. 


s Brothers, Baltimore, Md. 
n-Flotte Company, New Orleans, La. 1908. . . Era of eye-shieid, 
sleeve protectors 
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GUNLOCKE CHAIRS . Stewart 
Office Supply Co., Dallas, Tex., utilized 
W. H. Gunlocke Chair Co. Signers’ chairs 
in this installation. Equipped is the board 
of directors’ room of Southwestern Asso- 
ciated Telephone Co., in Dallas 
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recent 
installations 


MILWAUKEE SEATING ... The 
First Bank & Trust Co., South Bend, Ind., 
selected seating by Milwaukee Chair Co. 
for this installation which was made by 
Business Systems, Inc., South Bend. 





IMPERIAL CHOSEN . An instal- 
lation of Wiltshire modern walnut desks 
manufactured by Imperial Desk Co. Office 
Supply Co., Jackson, Miss., furnished the 
trust department of the First National Bank 
in Jackson as pictured here. 
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S CHAIRS BY TAYLOR .... A Taylor 


Chair 





JASPER 
the Ce 

1 subDul 
surface 
esks 

ffice 

the 


lank 


installation in comfortable offices 


American Airlines, New 
These chairs, with club chair 


1re the No. 4813 model and were 


D. LeBlanc 


TABLE IN USE ..... Tots of 


r Heights kindergarten, located in 


Sedar Falls, lowa, play on the 
1 table made by Jasper Table 


This scene appears on the cover 


y J. S. Latta & Son, Cedar Falls. 
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UTILITY AND BEAUTY ... The 
Chicago dealer, Spitzer's Office Furniture 
House, Inc., was identified with this im- 
pressive installation for the Greenbaum 
Investment Co. The offices use 35 Jackson 
desks by Jasper Office Furniture Co. and 
100 chairs by Milwaukee Chair Co. 
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Editorial 





OA 


The Case Against Controls 


@@ PRICE and wage controls should be 
abolished immediately in the public interest, 
argues the United States Chamber of Commerce. 
And it’s a pretty strong case that this organiza- 


tion sets up in 10 points, namely: 

1. Price controls have never worked for any 
length of time. They broke down in World 
War II. 

2. Price controls exact a heavy toll on our re- 
sources and exact costs both measurable and 
non-measurable. 

3. Price control machinery necessitates an or- 
ganization that drains manpower from pro- 
ductive channels 

4. Price controls put heavy burdens on business 
and industry through regulations, often con- 
fusing and conflicting that add to the work 
load. 

5. Price controls delude the consumer, guaran- 
teeing no adequate amounts of material and, 
in fact, creating supply shortages. 

6. Price controls curtail production and other- 
wise disrupt legitimate functions of distribu- 
tion. 

7. Price controls lead to lowering of moral 
standards. Many businesses ignore regula- 
tions to remain in business, and consumers 
resort to illegal black markets 

8. Price controls are largely ineffectual in fight- 
ing inflation. They deal with symptoms, not 
causes. 

9. After effects of price controls are a potential 
danger to the national economy. They tend 
to create an after-the-war boom-bust situa- 
tion. 

10. Price controls do far more harm than good, 
especially during a long defense or mobiliza- 
tion period when patriotic appeal is lacking 

The prosecution rests 





When a Dollar Isn't That 


@@ DOLLAR FIGURES aren’t a reliable barom- 
eter these days as a basis for conclusions con- 
cerning sales and production. Making a dollar 
by dollar comparison ignores the fact that price 
increases have inflated sales figures in many 
lines, obviously distorting comparison of cur- 
rent dollar sales with prior periods. 

New yardsticks must be found because any 
comparisons with 1950 and the earlier months 
of 1951 were made unreliable because of ab- 
normal price changes that followed the out- 
break of the Korean war. 

It must be remembered that prices shot up 
in the second half of 1950 and then levelled. off 
or declined in 1951, depending on the line. 

Now is the time to use physical sales and out- 
put as the basis of comparison rather than the 


48 


dollar. dollar chameleon-like in its 


changes. 


Today's 





A Bargain in Reading 


@® MR. BUSINESSMAN drawing up his easy 
chair and sitting down to a reflective evening 
of reading might have to pay more in the fu- 
ture for this privilege. 

Coupled with increasing costs of both the 
machinery for printing and the labor involved 
in setting up the finished product are the new 
increased postal rates. 

These rates for a publication such as this 
trade journal go up an extra 10‘ April 1, 1952, 
another 10% April 1, 1953, and a third 10% 
April 1, 1954. 

But even in the light of these increases Or- 
FICE APPLIANCES for the time being intends to 
pay the piper and will not boost its circulation 
rates. Your trade journal of the stationery and 
office equipment industry will remain one of 
your best reading bargains. 





The Time is Now 


&@ MOST MEMBERS of Congress are home 
now prior to reconvening of that body in Jan- 
uary. There is no better time than the present 
to set up a volume of protest in order that, as 
Senator Harry Byrd suggests, “The steady prog- 
ress of this country toward financial ruin may 
be arrested.” 

A definite protest by the taxpayers to their 
elected representatives can well take this form: 

1. Amendments to the Constitution that will 
limit taxes for the non-military functions of 
Government, including interest on the debt, to 
not more than 5‘. of the national income. 

2. Limit taxation on the income of individ- 
uals or corporation to a maximum of 25%. 

When Congress convenes in January there 
may be an additional confiscatory tax bill, tak- 
ing $6 to $10 billion more, deficit spending of 
$12 to $16 billion during the next fiscal year, 
with further inflation, or elimination of waste 
and non-military spending 

Unless the volume of protest is great, there 
undoubtedly will be no deviation from the old 
Harry Hopkins formula of “Tax and tax; spend 
and spend, elect and elect.” 

The time is now to be mindful of the warnings 
issued by Thomas Jefferson more than a century 
ago when he said: “We must make our selection 
between economy and liberty, or profusion and 
servitude.”’ 
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“FILING CABINET’ PROPOSED 
FOR AUTOMOBILE STORAGE 

A “filing cabinet’ for automobiles has 
been developed by the Sorter-Graf Com- 
pany of Detroit, a firm whose specialty 
really is office equipment. 

According to the Chicago Tribune, one 
model, 30 feet high, files away 15 autos 
in a structure occupying the same ground 
area as a two-car garage. The cars ride 
up and down on platforms attached to 
a giant endless belt. A battery of such 
units on the alley side of a building 20 
stories high and 140 feet wide could 
store 350 vehicles, the inventor says. 





MARCH OF DIMES APPEAL 
DOUBLES ITS EFFORTS 


The new concept of “normalcy” for 
incidence of polio has made it necessary 
for the 1952 March of Dimes campaign, 
sponsored by the National Foundation for 
Infantile Paralysis, to be extended from 
a two to a four-week period this year. 

The devastating impact and aftermath 
of polio in the last three years of record- 
breaking incidence found the National 
Foundation, at the beginning of 1951, 
pledged to care for a cumulative case 


meee Tne 


JOIN THE MARCH OF DIMES 





load of an estimated 45,000 patients. 
During the year, four out of five polio 
victims sought the help of the National 
Foundat while cases edged ahead of 
the previous year’s total. Thus, it is hardly 
surprising that the National Foundation 
ended 1951 about $5,000,000 in debt, 
for patient care expenditure alone 

50 it becomes more and more appar- 
ent th T Fight Is Yours’, that the 
co-operation of the industry is needed 
more than ever: for as is well known, 
polio respecter of person nor fam- 
y. For your own sake, your family’s 
and friends’, give a little more this year 


a lot more if you can, is the organ- 
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ARMED SERVICES APPRECIATE 
DUNCAN’S AID IN RECRUITING 


John Duncan of Newark, Ohio, man- 
ager of The Advocate Store, prominent 
in the stationery industry, was recently 
honored by the armed services for his 
aid as a civilian in recruiting. 

Col. Carl S. Brander of Columbus, Ohio, 
commanding officer of the Ohio-Kentucky 
Army and Air Force Recruiting District, 





WELL DONE .... Col. Brander (left) 
presents award to John Duncan for 
advancement of recruiting. 


presented Mr. Duncan, chairman of the 
Newark Military Manpower Committee, 
with a certificate of appreciation. This 
was for services performed in the ad- 
vancement of USA and USAF recruiting. 

“From an educational, security and 
retirement standpoint there isn’t anything 
comparable to our present times in mili- 
tary life,’ declared Col. Brander. 





ANDRASICK HEADS OFFICE 
FURNITURE DIVISION FOR 
UNITED HOSPITAL EFFORT 


Adam Andrasick of Macey-Fowler, Inc., 
accepted the chairmanship of the Office 
Furniture Division in the United Hospital 
Fund’s 1951 campaign. 

This current appeal for $3,500,000 is 
being made on behalf of 82 member, 
non-profit hospitals to help them meet 
expenses incurred through dispensing free 
and part-pay care to thousands of po- 
tients. 

Since its founding, the Fund has dis- 
tributed more than $40,000,000 to its 
member hospitals and medical social serv- 
ice committees associated with them. 

These institutions dispensed free care 
last year to 9,563 ward patients and 
209,968 ward patients received care at 
less than cost. In addition, out-patient or 
clinic visits totalled 3,441,787, the larger 
portion of which were treated entirely free 
of charge. Those who did pay, did so 
at rates far below actual cost to the hos- 
pital. 
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In January of 1882, When: 
A new price list was announced for 
McGill's single stroke staple-press. 
. Van Antwerp, Bragg & Com- 
pany, Cincinnati, Ohio, issued a new 
list of blank books. . . . A leading 
tag manufacturer was Dennison Man- 
ufacturing Company. It was 
claimed that Chicago used a barrel 
of ink to each bottle sold in Boston. 
. . « (From files of the American 
Stationer). 


In Jan of 1892, When: 

Henry Bainbridge & Company 
manufactured walnut and board 
letter clips. . John F. Diemer 
offered a metal bound filing case. 
. . . Willard Ross was an enterpris- 
ing salesman of the Hammond ma- 
chine. . Emry Davis introduced 
new styles of his automatic inkstand. 
... R. H. Ingersoll & Brother, New 
York City, advertised a typewriter 
for $1.00 and claimed it would write 
20 words a minute. . . . [From files 
of the American Stationer). 


In January of 1902, When: 

Yawman and Erbe Company of- 
fered the Shannon system of biting 
.. . Irving P. Favor withdrew from 
the firm of Favor, Ruhl & Company 
to devote all of his attention to the 
business of L. & C. Hardtmuth in the 
United States. . . . Introduced was 
the Laughlin New Departure fountain 
pen. .. . W. W. Stewart was the 
inventor and patentee of the Swan 
fountain pen. . . . (From files of the 
American Stationer). 


In January of 1912, When: 

Mr. and Mrs. Frank E. Tupper wel- 
comed the birth of John Borden Tup- 
per (the day before Christmas, 1911). 

. Weis Manufacturing Company 
erected a substantial new building to 
house its printing and binding eet 
at Monroe, Mich. .. . A new model 
of the Fox typewriter was shipped to 
dealers. . . . Fletcher B. Gibbs was 
elected president of the Chicago 
Stationers Association. (From 
files of Office Appliances). 


In January of 1922, When: 

Arrangements were being com- 
pleted for the St. Louis business show. 
.. . The Ideal Stencil Machine Com- 
pany of Belleville, Ill., opened New 
York City offices. . . . Ink-Eau copy 
pencil returned to the American Pen- 
cil Company's line. . Ashton P. 
Derby was elected president of the 
National Association of Chair Man- 
ufacturers. lvan Allen-Marshall 
Company succeeded the Fielder & 
Allen Company in Atlanta, Ga., with 
lvan Allen as president. . . . (From 
files of Office Appliances). 
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more copies. 


10 pressure control 
tabulator, 


carbon paper. 


METAL POSTURE CHAIR 
Milwaukee Metal Furniture Company, 
120 S. LaSalle St., Chicago 3, Ill. 


Many construction claimed for the 
new Metal-Lux clerical posture chairs. The all-steel chassis 
is made of one-inch, 16-gauge cold-rolled tubing, elec- 
trically welded. The Cush-O-Just curved backrest, up- 
holstered in latex rubber, adjusts automatically to body 


developments are 


position. The seat is box-girdered of double, electrically- 
welded 20-gauge steel, upholstered in latex rubber. 
Both back and seat have two rubber inner guards 


between cloth and steel. Fingertip adjustments at three 
points adjust seat height, back height and seat depth 
easily. The seat has a rubber outer guard to protect 
other furniture and the casters are two-inch full floating 
ball bearing with soft rubber treads. The seat height 
of both models adjusts from 171 inches to 21'2 inches 
in %4-inch steps 


book has detachable 
personalized imprint. 


pivoting transparent form cutting knife, 
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FANFOLD WRITING MACHINE 
Underwood Corporation, 
] Park Ave., New York 16, N.Y. 


Ten-key keyset decimal tabulation is featured in this new writing machine 
The tabulator is claimed to make possible rapid positioning of the carriage 
to predetermined deeimal 
immediately above the keyboard. 
non-productive operations in the preparation of forms that require one or 
The operator has 
standard typewriter keyboard. Uniform type impressions are automatic and 
settings give any desired number of 
Features include electric intermediate and full carriage return control, palm 
adjustable form measuring gauge for 


located in the normal area 
to eliminate all 


and is 
The designers planned 


locations 


only to touch the keys of the familiar 


carbon copies 


accurate form removal, 


and choice of floating sheet or roll 





MOORE REGISTER 
Moore Business Forms, Inc., 
900 Buffalo Ave., Niagara Falls, N. Y. 


A new Moore register is finished in attractive two 
tone gray. Improvements added include a new 
carbon roll holder and clamping bar for more 
efficient carbon operation; an improved writing plate 
for better carbon copies; long-life bearings for 
smoothness of operation and durability; and a 
feature permitting reloading while the file copy 
compartment remains locked. The register is avail 
able for a wide variety of form sizes from 4 x 6 


inches to 8% x 11 inches. Inquiries may be directed 


to Moore’s offices in Niagara Falls, N. Y., Emery- 
ville, Calif., Denton, Tex., and St. Paul, Minn 
TRAVEL EXPENSE BOOKS 
Melton Publishing Company, 
4554 Broadway, Chicago 14, Ill. 
This company has introduced two new simplified income tax record and 
travel expense books with detachable summary pages. They are designed 


to provide for a complete breakdown of each expense item, with space to 
record names of guests, customers and so forth 
of referring to receipts when making income tax returns 
be purchased at stationery stores in yearly unit 
books and 52 weekly books. 
plastic cover and a display carton in which to store completed books. 
summary pages 
The monthly book retails for $.25 each, or $3.00 per 
unit. The weekly book retails for $.10 each or $5.20 per unit 


They eliminate the necessity 
These books can 
packages of 12 monthly 
Included in each unit are a durable transparent 
Each 
front may have a 


and the cover 
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MULTISTAMP 
The Multistamp Company, 
Norfolk, Va. 





Pre-cut or prepared stencils are now available for use on the Multistamp hand 
stamp stencil duplicators, in addition to the regular stencils. This makes it 
possible to have borders and complete “TO” and “FROM” forms already 
pre-cut into the stencil and only need to have the information for individual 
orders filled in before printing—replacing in many instances both tags and 
labels when the marking is done directly on the box or package. Multistamp 
outfits range in size from the small No. 1 for reproducing signatures, 
addresses, and so forth, to the large No. 7 for reproducing bulletins, office 
forms or anything up to letter size. 
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wir FILE CABINET 
ser Keystone Steel Equipment Company, Inc., 
‘ 15 Lombard St., Philadelphia 47, Pa. 
An addition to this company’s line is a new 
four-drawer steel “C” grade full-suspension 
file cabinet, made of heavy gauge furniture 
y steel. Features of this file include 10 rollers 
to each drawer, 16-gauge steel tracks and 
q channels welded to cabinet frame, com- 
pressor type finger-tip control, cross rail 
: construction and reinforced drawers. The 
7 appearance of these files is enhanced by fine 
quality hardware with long lasting bright 
i metal finish. They can be secured in olive 
green or modern gray baked enamel finishes 
and are shipped individually packed in sturdy 
cushioned cartons. 
TABLET ARM CHAIR 
Clarin Manufacturing Company, 
4640 W. Harrison St., Dept. 33, Chicago, Ill. 
In this new tablet arm chair that folds to three 
inches the arm is declared to be an integral part 
wo of the chair, not an attachment. It may be adjusted 
ew to several positions—1. Raised upright to permit free 
we ngress and egress; 2. Completely lowered to the 
ate side; 3. Folded flat against the seat for compact 
for storage. No. 2317WTA has a doubly reinforced steel 
a frame with plywood seat and solid wood arm. It is 
PY available with the seat only or seat and back 
aN sph 
6 
PERFECT TYPEWRITER PAD 
THT TT | Perfect Rubber Seat Cushion Company, 
| yl | | | | | | | | | | 6435 Edmund St., Philadelphia 35, Pa. 
5 6 The new Perfect typewriter pad made of molded 
= sponge rubber is a recent addition to this company’s 
™ate | line. Scientifically built for silent operation and 
SENCO bs) RULER finished with ior Fro corners for neat appearance, 
it is said to be non-skid both top and bottom. 
ed Designated as No. 17 in size 14% x 16% x % inches, 
' , a it will fit Remington Rand electric typewriters and 
ity SENCO RULER adding machines, according to the manufacturers. 
or Seneca Novelty Company, Inc The smaller model No. 10 size, 11 x 14 x % inches, 
ily eca Falls, N. Y is also available. The company also makes an 
nt extensive line of foam rubber office chair cushions in 
ch These manufacturers of Senco school and office rulers are o variety of styles and sizes to fit every situation in 
) 1ga placing in production a metal edge ruler retailing for the office, in addition to a line of Sofseat stool cush- 
$.05. Th s declared to be possible due to the volume on ions. All cushions are now wrapped in cellophane 
and increase of production facilities. for shipping protection. 
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OSOKLEEN SPIRIT CARBON 
Heyer Corporation, 
1856 S. Kostner Ave., Chicago 23, Ill. 


A new master unit and spirit carbon, which is claimed to have a longer 
shelf life and to produce longer runs than other carbons, is now being marketed 
by the Heyer Corporation. Called Osokleen, it is offered in two grades, 
economy and intense. It is clean and will not discolor the hands, say the 
manufacturers. Unlike the conventional wax-coated spirit carbons, Osokleen 
has a metallic block that separates the carbon from the paper. The impact 
of the typewriter keys breaks this block, releasing the carbon. The metallic 
block serves to prevent the carbon from bleeding into the master paper on 
the completed master copy, thus, it is said, giving a longer file life to masters. 
No special storage precautions are claimed to be necessary. 








NUMBERING MACHINE ae oun oveves 


Wm. A. Force & Company, Inc., ——— 
64 White St., New York 13, N. Y. ——_— 


rat) 
The company has announced the addition of a five _ 
movement model to its line of numbering machines. The 
new machine contains two extra movements for triplicate 
and quadruplicate in addition to the standard consecutive, 
duplicate and repeat movements. It will be made in 
the two popular styles, ““W" (Roman) and ‘P” (Gothic 
in the six-figure wheel capacity. The guarantee period RECORD KEEPING FILE 
on the hand numbering machines ond metal daters has Jantig Products Company, 


been increased from one year to five years 4412 W. Madison St., 
Chicago 24, Ill. 


This new style record keeping file for small busi- 
nesses comprises a file and record in one container 
The cash book, journal, sales record and cash paid 
out have been combined with a file envelope in a 
handsome brown box file. There are 52 record- 
keeping envelopes that act as a weekly journal and 
a permanent file for supporting papers. One set of 
five file folders is used for weekly totals, bills to be 
paid, customer charges, other reports and a miscel- 
laneous folder. Included also are forms for payroll, 
insurance, depreciation, profit and loss and balance 
sheet. The producers of the record keeping file com- 
plete for one year’s entries claim that no bookkeeping 
experience is needed as confusing terms such as “debit 
and credit’’ and “double entries’ have been elimi- 
nated. Covered by a patent pending application, 
the complete file retails for $8.95 





ALL PURPOSE FILING STOOL 
Maso Steel Products, 

81 W. Van Buren St., 
Chicago 5, Ill. 


A new, No. 3000 all-steel filing 
stool with Masonite seat is now 
offered by this company. The 14- 
inch seat is perforated for comfort 
and all-metal edges are rolled under 
to prevent damage to hosiery, cloth 





ing and fingers. The steel legs are 
made of 7% -inch steel tubing and 
curved for greater leg room, while 
the footring and legs are electro 
welded for greater strength and 
durability All-metal, easy rolling 
casters are claimed to assure easier 
operation and portability. The metal 
is finished in smooth baked enamel 
in either office green or gray. Height 
to top of the seat is 14 inches; the 
foot spread is 16'4 inches. The stool 
is packed set-up, one to a carton, 
with a shipping weight of nine 
pounds 


PHONOMATIC 
Phonomatic, 

159 New Montgomery St., 
San Francisco 5, Calif. 


This device was designed to provide a more convenient way 
of holding the telephone receiver to permit the free use of both 
hands while phoning. The phone may be set on the left or right, 
or even in the middle of a double desk, and its convenience 
is claimed not to be altered in any way. The manufacturers 
claim that an exclusive feature of Phonomatic is that, in addi 
tion to holding the telephone receiver, it automatically connects 
the phone when the receiver is pulled into speaking position, 
and automatically disconnects it when it is pushed away 
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RIBBONS 
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CARBON 
PAPERS 





for 


Each 
PANAMA-BEAVER | 
quality, weight and 


surfacing is RIGHT E TIE ) 
=a LETTER pecfox 


purpose. You simply 





cannot procure more 


for your money. ... 


production 





OV. stoutly insist that PANAMA-BEAVER 


Typewriter Ribbons are best for superior letter 
production . . . because of their fine inking, re- 
cuperative property and sustained perfection 


on the job. Short cut to office efficiency. .. 





and unmatched for ultimate economy! 


Va z? 

PANAMA-BEAVER 

Git Wie 

MANIFOLD SUPPLIES CO., 188 3rd Ave., Brooklyn 17, N. Y. 
Coast to Coast Distribution 
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NIEMAN, INC., 


a variety of colors. 





EAZY-VISION LAMP 
Bainbridge, Kimpton & Haupt, Inc., 
218 Greenwich St., New York 8, N. Y. 


Various models of the newly introduced 
Eazy-Vision lamp, for office desk or table, 
are styled to match traditional or modern 
office decorative schemes. Three-way sock- 
ets permit selection of the degree of light 
desired. Solid unbreakable cast metal bases, 
and triple plated finishes, protected by 
high-baked lacquers that do not chip, peel, 
or tarnish, are features of the lamp. Models 
include straight, extension swing-arm and 
flexible arm lamps, also a two-tone torchier 
and an adjustable bridge lamp. 


330 East Ohio St., Chicago, Ill. 


A handsome new style sofa, featuring an island base, has been designed 
by this firm to harmonize with modern tempo in office furniture. The outside 
back is vertical so that two sofas may be used back-to-back in lobby or recep- 
tion room. It is available upholstered in leather or Dupont Fabrilite, and in 
Dimensions of the sofa illustrated, No. 280, are: width, 
overall, 81 inches; width between arms, 73 inches; height, overall, 31 inches; 
height inside back, 15 inches; depth of seat, 22 inches. 





. . NEW Continued 





RAP-A-COIN 
Henderize, Inc., 
5667 Freeport Bivd., 
Sacramento, Calif. 


Measuring only six inches long and three inches high, 
Rap-A-Coin is a hand-operated machine which zips pen 
nies, nickels and dimes into tubular paper wrappers 
According to the manufacturer, Rap-A-Coin cuts coin 
handling time in half and quickly pays for itself not 
only in time saved, but also in helping to eliminate 
miscounting shortages. The item retails for $7.50. In 
operating Rap-A-Coin, the user simply inserts the desired 
tubular wrapper for pennies, nickels or dimes into the 
end of a corresponding tube. Coins are stacked on edge 
in the tube until it’s filled—which gives the user the 
correct count automatically—and are then zipped into 
the wrapper with a plunger 


JUNIOR PERSONAL FILE 
Amberg File & Index Company, 
Kankakee, III. 


A growing demand for a small personal file has been 
met by this firm with a new file which measures 7/2 x 7% 
x 5 inches and which can be conveniently put into a 
bureau drawer or on a small shelf. The Amfile is 
equipped with 24 patented “cushion type” folders, includ- 
ing alphabetical, monthly and nine plain ones, to which 
may be affixed any of the 73 special gummed labels that 
are furnished. The insides of the folders are ruled for 
use as budget, expense or other records. The files come 
in two sizes. Style 775 is of steel and sells for $5.40. 
Style 705 is furnished in mottled leatherette, selling for 
$2.70. 
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STENOSAVER 

W. R. Winston, 

105 Glenridge Place 
Cincinnati 17, Ohio. 


This typewriter kit contains type cleaning 
fluid, typewriter oil, type brush, typewriter 
dusting brush and cleaning cloths. The 
brushes are made of nylon and the cloths 
are lint-free. The kit comes neatly boxed 
with simple directions for use 
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Smith-Gorona 


Worlds FIRST portable...Worlds FASTEST portable 









CARRYING CASE 


in THE MEW 
SULVER BIRCH 
COLOR 


The s0-0h writing 
portable...with the Zowch and action of an office typewriter ! 


The greatest success story in portable history! In a recent 
survey, typewriter dealers were asked which portable is best, 
The answer was Smith-Corona—2 tol over any other. 


Exclusive features—top performance. 








See it demonstratec SK ¢ as 
QUICKSET MARGINS TYPEBAR SPEED BOOSTER SUPER-SPEED ESCAPEMENT ~*~ ee if le monstrate 1. A k about easy terms. 
Easiest syst n any Stee! spring snaps Permits fastest type- 4 a » ° 
write Jepartme 
portable typewriter typebar back faster bar action of any At Type riter, I par ment, 
Simply pre wn of after every printing portable. Incorrect ly M ° 
Jew : Ss one 
pointers and se speeds up returt rhythm, key action is Jewe ry and tatrone ry 
them to desired ¢ stroke. Less chance smooth and in perfect stores every where 9 lb. baby brother! 
tion of jamming synchronization : : - ‘ Full-size keyboard! 


Fine for traveling! 


LC SMITH & CORONA TYPEWRITERS INC SYRACUSE 1 NY Canadian factory and offices, Toronto, Ontario. Makers 
also of famous Smith-Corona Office Typewriters, Adding Machines, Vivid Duplicators, Ribbons and Carbons, 
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WHITEX SMOOTH PENCIL CLOTH 
The Frederick Post Company, 
3650 N. Avondale Ave., Chicago 18, Il 


A pencil cloth, with qualities permitting the use of a companion liquid 
eradicator on large pencil areas, has been made available by this 
company. It is claimed that pencil marks may be removed cleanly and 
quickly without disturbing the tooth of the original cloth. The surface 
permits a sharp, black detail from a 2H pencil. For a free demonstra 
tion kit dealers should write to the firm 
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NO. 3 “AUTOGRAPHS 
Metalcraft iInc., 
Mason City, lowa 


In response to numerous requests from manufacturers and dealers 
for larger “Autographs” suitable for use on large office equipment 
items, the Mason City firm has announced a No. 3 size. The new 
“Autographs” measure 3'2 x 27/32 inches (slightly larger than illus 
tration). Like the No. 1 size, 154 x 7/16 inches, and the No. 2 size, 
2% x 9/16 inches, they are lithographed in sparkling red and black 
on chrome metal and are adhesive-backed for easy, permanent mount 
ing on any clean surface. These are used by manufacturers and dealers 
to identify their firm names with equipment they sell and service. Cre 
ation of a design which is submitted in sketch form for the customer's 
approval is the first step in producing an “Autographs” order. Samples 
prices and descriptive literature are available 


TOPFLIGHT NYLON FABRIC 
Remington Rand Inc. 
315 Fourth Ave., New York 10, N. Y 


A new Topflight heavy duty nylon fabric for use where machine re 
quirements need exceedingly strong fabric, yet will not sacrifice quality 
of printwork, is announced. The new Topflight heavy duty nylon is 
recommended specifically for electric office machines that have hard 
platens or where there is excessive fabric wear. Available in black and 
black and red, in % inch x 12 yards and in 9/16 inch x 14 yards, the 
new Topflight ribbon has inking degrees ranging from executive elite 
executive pica and intense. Further information may be obtained direct 
from dealer sales division or the nearest Remington Rand branch office 
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Continued 


NEW CESCO LINES 
C. E. Sheppard Company, 
44-01 21st St., Long Island City 1, N. Y 


Recently introduced are a new line of Economy post binders and a 
new line of Litho-Ruled ledger leaves and columnar forms under the 
Cesco brand name. The Economy post binders are declared by A. A. 
Goldstein, vice-president, to be economical in price only and are of 
good quality. These are available in two grades, one with piano 
type metal hinges, the other with reinforced fabric hinges, all in popular 
sizes. They may also be purchased in end lock and dual top lock 
styles. The Litho-Ruled ledger leaves and columnar forms are declared 
to represent a new advance in business form of printing, because they 
are a printed reproduction of pen ruling, thus making their use more 
economcial. Circulars No. 147 and No. 157R, respectively, offer infor 
mation on the Economy line of post binders and Litho-Ruled columnar 
forms and ledger sheets. 





Haskell Manufacturing Streamlines Operations 
In keeping with its current program of expansion, 
the Haskell Manufacturing Company, Inc., Pittsburgh, 
Pa., has announced several important personnel ap- 
pointments and promotions 
As Pittsburgh’s only manufacturer of steel desks 
and tables, S. K. Haskell, president of the company, 


L. A. NEWCASTLE 





stated that the firm is serving many special as well as 
standard needs of our armed forces here and abroad 
To keep pace with new and increasing demands of 
government and business, the firm has created several 
new offices 

The company has named Lloyd A. Newcastle as vice- 
president in charge of engineering; Edward E. Sohn 
as vice-president in charge of production and William 
Kohl as supervisor of the sheet metal fabrication de- 
partment. 

Mr. Newcastle brings with him many years of valu- 
able experience in his field. Previously he has served 
such nationally known manufacturers as Remington 
Rand Inc., The General Fireproofing Company, and 
Yawman and Erbe Company. His most recent con- 
nection was with the Interior Steel Equipment Com- 
pany of Cleveland where he was chief engineer. Mr 
Newcastle is a graduate of Rochester Institute of 
Technology, architectural engineering (1925) and of 
Fenn College, production engineering (1941). In his 
new affiliations_Mr. Newcastle is primarily concerned 
with new designs as well as with the re-designing of 
the company’s present products 

As former plant superintendent, Mr. Sohn has made 
many valuable contributions to the firm’s growth. He 
has been with the company since its inception in 1947 

Mr. Kohl, too, has been with the company for sev- 
eral years and has been placed in complete charge of 
all fabricating operations 
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LONG-TERM INVESTMENT 
IN BETTER OFFICE TOOLS 


Office Tools are an Investment 


| . costs a minimum of $3,500 a year per employee 


to operate an office today. 


This $3,500 covers salary, floor space cost and 
general expenses. Therefore, anyone charged with 
the operation of an office is faced with the expendi- 
ture over the next ten vears of at least $35.000 per 
employee. This is a big investment, and the man- 
ager of a business is naturally interested in getting 
the best possible return on it. 

For tax purposes, metal business furniture can 
be written off in no less than ten years. It should 
be bought on the basis of how much it can increase 
the return on this fixed expense of $35,000 per em- 
ployee over a ten-vear period. 

Obsolete, out-of-date office furniture can be re- 
placed with GF metal business furniture for as 
little as 3°) of the fixed expense per employee over 
a ten-vear period. Yet this relatively small invest- 
ment in better office tools will be repaid many times 
over by the increased productivity, improved morale, 
and greater prestige and confidence resulting from 
having a modern, well-equipped office. 

GF distributors will be performing a real service 
to their customers and prospects in convincing 
them of the wisdom of buying office equipment on 
the basis of what it will produce rather than on the 
basis of first cost alone. The General Fireproofing 


Company, Youngstown, Ohio. 


GENERAL 
FIREPROOFING 


Foremost in Metal Business Furniture 
DEALERS THROUGHOUT THE WORLD 


There is a complete line of GF metal furniture— 
desks, tables, chairs, files and shelving. 
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nomda 
news 


National Office Machine Dealers Association 


Harold W. Mann, Executive Secretary, 1267 North Wilton Place, Los Angeles 38, California 











Top Figures in NOMDA Convention 


Robert Craig, vice-general chairman; D. L. 
Keeney, Jr., general chairman; Ralph Nelson, 
entertainment. 


NOMDA convention leaders here pictured are: 
STANDING—Roy C. Malone, registration; Al- 
bert Nelson, program; Fred Johnson, trans- 
portation; Harold Ulrick, publicity; SEATED— 


NOMDA’‘s 1952 Convention Dates Are Set 
June 16, 17, 18 in Baker Hotel, Dallas 

The dates of June 16, 17 and 18 have been estab- 
lished for the National Office Machine Association's 
1952 convention in Dallas, Tex. The Baker Hotel, 100% 
air-conditioned, has been chosen as headquarters for 
this event. 

In this hotel, all exhibits will be shown and here 
luncheons, committee meetings, board of directors’ 
sessions, panel discussions and the banquet will be held 

The arrangement of the rooms at the Baker Hotel 
is such that all of the events of the convention can 
be held on one floor. 

Speaking about the convention, General Chairman 
D. L. Keeney, Jr., said, “My job right now is to hold 
down my boys. They are rarin’ to go like no bunch 
I have ever seen before. If that spirit keeps up to con- 
vention time, I predict that the Dallas affair will be 
the doggonest convention NOMDA has ever held and 
everyone will go home happy and well-informed. 

“There will not be a dull moment from the opening 
gun to the last gasp of barber shop harmony after the 
banquet. 

“The dealers will be here for a good time to be sure, 
and they will have it, but first we will present them 
a corker of a business program. Good speakers, great 
panels, old fashioned bull sessions (that we can do in 
Texas), interesting business meetings, plus the finest 
batch of exhibits ever seen at a NOMDA gathering 
all will be provided. 

“Yep, we’re going after the record of the finest of 
all our association convention.” 
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NOMDA Convention Committee 


Chairmen Named 

All committee chairmen for the 1952 NOMDA con- 
vention to be held in Dallas, Tex., next June have been 
appointed and some have already started carrying out 
their assignments. 

The appointments were made by General Chairman 
D. L. Keeney, Jr., of Dallas 

The members, with their duties, are as follows: Roy 
Malone, registration; Albert Nelson, program; Fred 
Johnson, transportation; Harold Ulrich, publicity; 
Robert Craig, vice general chairman; Ralph Nelson, 
entertainment; Mrs. Betty Nelson, ladies’ committee; 
Cecil Rugger, hospitality, and George Payne, finance 


NOMDA 1952 “Who's Who” Being Prepared 


Work on the National Office Machine Dealers Asso- 
ciation biennial publication, ““Who’s Who in the Office 
Machine Industry,’ has started and publication date 
is set for early spring. This 1952 edition is expected 
to be a larger book than the 1950 one due to an increase 
in membership of NOMDA 

Gathering information for the manufacturers’ sec- 
tion of the publication is a project of considerable 
proportions and will soon be under way. Information 
from dealer members will be requested in the January 
issue of the NOMDA Spokesman when a blank will be 
published enabling the members to indicate any 
changes in their operations since the 1950 edition. 

In order to set apart the new issue from those which 
have been printed previously, it is planned to use a 
distinctive ink for the cover. Preceding issues have 
been printed in red. Alternating the colors every two 
years will give a quick distinction between issues. 
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ACE 


STAPLING EQUIPMENT 


WORLD'S FINEST 
FOR A QUARTER pba 


ACE CLIPPER ACE PILOT 





CENTURY 





ACE STANDARD 


CE has shipped the world’s TOP QUALITY LINE of 


Fs Stapling Equipment to dealers exclusively for a quarter 

of a century! There has never been the slightest deviation 
from this rigid sales policy! Merchants know they can feature 
ACE Stapling Equipment with confidence, for their own best 


interests are always fully protected. ACELINER 





Year after year rapidly increasing demand has been created for 


this leading line. All products have proved fast, profitable 
sellers. And no matter which ACE Stapler you recommend you 


know that it will give the greatest value, the most service and 





itisfaction the stapling machine dollar has ever bought! 
ACE STAPLES 


SOLD THROUGH DEALERS EXCLUSIVELY 





sap. 
Ow THE ACE PROCESS MAKES ACE STAPLES STRONGER 
neers have developed o process which gives ACE Stoples the exoct ° 
degree of | ness ond rigidity needed to insure greoter tensile penetroting 
, h. f 1: Shows o cross-section of an ALL-ROUND steel wire. Ace uses ; 
pre nm, precision-mode, occurotely drown-to-size steel wire. FIG. 2 ee ae 
round steel wire after being treated by the ACE PROCESS. This 
strength on the outer edge where if is needed most FIG. 1 FIG. 2 


ACE STAPLE 
REMOVER 








ACE FASTENER CORPORATION 3415 NORTH ASHLAND AVENUE + CHICAGO 
IN CANADA @ ACE FASTENER (CANADA) LTD., 1 NOTRE DAME ST., WEST MONTREAL 
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personality 


CLARENCE E. REYN- 
OLDS—tThe subject of th 
sketch is known by his fellov 
industrymen as an indefa 
able worker, as was refle 
in his diligent conduct 
the governorship of Dist: 
No. 6, NSOEA, during the 
term which recently expired 
His ambition was reflecte 
in his determination to set 
up a new business of his ow 
Reynolds Office Supply & 
Equipment Company, Lan 
sing, Ill., after having spent 
30 years in the industry. That period included 18 yea 
with Horder's, Inc., Chicago, and seven years as vi 
president of Globe Furnit 
also of Chicago. Now Mr. Rey 
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fidence of his fellow townsmen in supplying them wit! 
their stationery needs just as he has served as the 

sing police magistrate since 194 He is a member 
the National Associatior f Cost A intants an 
tended the University of Indiana and Central Y.M.C.A 
College. The fam j M ~ r j ind ne 
daughter, residing in Sar ‘ f There are 


grandchildren. 





Zac Smith of Birmingham, Ala., last year’s president 
of NSOEA, visited with Orrice AppLIANces by telephone 
November 14. He had come to Chicago to participate 
in the meeting of the executive committee which was 
held two days earlier. Zac has the double satisfaction 
of having led the association through its most success- 
ful year and having as a successor Grant Howard, a 
man capable of maintaining the high standard of 
association performance 

Kenneth Pangburn of Ken-Add Machines Company 
Duluth, visited us on November 15. He was on a busi- 
ness trip which was to take him as far as New York 
City. He expressed satisfaction at the reception ac- 
corded his new, small adding machine and repeat 
orders received shortly after original orders were 
shipped. 

Jose Leon Flores of Jose Leon Flores & Company, 
San Salvador, El Salvador, favored OFrriceE APPLIANCES 
with a visit November 15. He was in Chicago for several 
days and went on to New York. An important dealer 
in office supplies, he left sizable orders with Wilson 
Jones Company and Boorum & Pease Company 

Baron A. F. deGerliczy, publicity manager, Contina, 
Ltd., Mauren, Liechtenstein, signed the Guest Book on 
Monday, November 19. Baron Gerliczy’s firm manufac- 
tures office machines, specializing in calculating equip- 
ment. His visit to the United States was in the 
interests of distribution of the Curta, eight-ounce cal- 
culating machine, precision built and hardly any large: 
than a package of cigarettes. Leaving Europe early in 
November, Baron Gerliczy planned to return home by 
the middle of December. Speaking English, French 
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and German fluently, he can make language contacts 
in most parts of the world. 


Merrill Hasty, Wayzata, Minn., manufacturers’ rep- 
resentative and long time news correspondent for Or- 
FICE APPLIANCES, was a welcome Guest Book signer on 
Thursday, November 29. On his way east to visit the 
headquarters of some of the firms he represents, Mr. 
Hasty had just come from the Pacific Northwest. Cov- 
ering a large territory in the northern part of the 
United States from the Mississippi west, he also finds 
time to call on dealers in the western half of Canada. 
Although we have known Merrill for more years than 
he or any of us is willing to admit, this occasion was 
his first visit to our offices. We hope it is the beginning 
of an established habit. 


K. Uchida, president, Uchida Yoko Company, Ltd., 
Osaka, Japan, inscribed his name in the Guest Book 
on Wednesday, December 5. As a member of a delega- 
tion of Japanese business men visiting the United 
States, Mr. Uchida left Osaka on November 3. He 
made stops in Seattle, Minneapolis, Detroit, New York, 
Boston, Washington, D. C., Philadelphia, Pittsburgh, 
and Cleveland before coming to Chicago. Before re- 
turning to Japan by the end of December, he was 
scheduled to visit Los Angeles, San Francisco and 
Honolulu. Mr. Uchida is a member of the Osaka In- 
dustrial Association and a director of the Wholesale 
Stationers Association of Osaka. His company, which 
was founded in 1910, manufactures a wide variety of 
office equipment and supply items, including number- 
ing and stapling machines, punches, drawing instru- 
ments, slide rules, and so forth 





Purnell Named to General Fireproofing Board 

Walter Bender, president of The General Fireproof- 
ing Company, has announced that E. A. Purnell has 
been elected to the company’s board of directors, to 
fill the unexpired term of the late W. H. Foster. 

Mr. Purnell was born in Youngstown, Ohio, and at- 
tended local schools. He started with G-F in 1913 
as a mail boy, and advanced through positions as es- 


E. A. PURNELL 





timator, sales correspondent, manager of contract 
sales, assistant manager, and manager of sales. In 
1936, he was elected vice-president in charge of sales, 
his present position. 

Mr. Purnell is a trustee of the Youngstown Club, a 
member and past president of the Youngstown Country 
Club, a member of the board of advisors of St. Eliza- 
beth Hospital of Youngstown and a director of the Of- 
fice Equipment Manufacturers Institute 





Carbon Paper Service Appoints Two 

Two appointments were announced recently by the 
Carbon Service Bureau, Toronto, Canada. Victor S. 
Wellington has been named manager of the company’s 
new duplicating department and T. Szczygiel, a grad- 
uate of the Commercial College of Jarosalaw, Poland, 
has been appointed chief accountant 
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*IN SHIPMENTS OF 100 LBS. OR MORE 
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Representatives of office equipment concerns abroad, visiting in the United States, are cordially 

invited to make the offices of this journal their headquarters. The staff at the main office, 600 W. 

Jackson Blvd., Chicago, and the staff at the branch in charge of G. C. Wheeler at 1023 Pershing 

Square Bidg., Pershing Square, 42nd St. and Park Ave., New York, will be happy to be of any 

possible service. While the facilities at New York are not so many as at Chicago, there will be 
found the same desire to serve. 





NOTES AND NEWS FROM THE BRITISH ISLES 
By S. E. Rhodes 


Lancashire Press Agency, 277 Corn Exchange Buildings 
Fennel Street, Manchester 4, England 


Manchester, December 6. 


Latest figures of the Office Appliances and Business 
Equipment Trades Association indicate that a record 
of over £10,000,000 of office equipment was exported 
during the first ten months of the year. 

This included £2,411,623 of accounting machinery, 
over £1,000,000 more than during the whole of the 
twelve months of 1950; £1,806,795 of typewriters; £1,- 
040,689 of duplicators and £1,920,669 of other office 
machinery. 

Exports of safes and cabinets yielded a further £1,- 
273,664 and carbon paper nearly £500,000. 

Australia and South Africa were Britain’s best cus- 
tomers, followed by Sweden. 

During October the industry’s exports exceeded £1,- 
250,000. 

The Imperial Typewriter Company is setting a fine 
example in its house organ, “Imperial News.” In each 
issue now there is a soldier in full dress uniform on 
the front cover. I understand there is to be a whole 
series of these. 

The first was a Lifeguardsman, resplendent on his 
horse; the second, a guardsman of the Scots Guards. 
And very pleasing pictures they make, too. 

* * * 


How many readers in the U.S. A. are familiar with 
Arnold Bennett’s books about the “Five Towns” (the 
Potteries) of England, I wonder? 

Actually there are six towns closely linked, not five, 
and if you want office equipment in these towns, it 
is natural to think of Bullock & Basson, of Hanley, 
Staffs. This firm has grown rapidly in recent years 
and to-day has a staff of thirty-four. 

Explanation of the growth is given by F. W. Bosson, 
the managing director, who is also the secretary of 
the Federation of Imperial Agents: 

“There are no passengers, no slackers and no mu- 
seum pieces in the organisation. Everyone from the 
bosses downward (or upward, according to the way 
one looks at these things!) is a worker and an en- 
thusiast.” 

Messrs. Bullock and Bosson (the two partners) are 
unsatisfied and ambitious. There is, they point out, a 
big difference between being dissatisfied and unsatis- 
fied. 

In the early days, they confess, it was “a stern 
fight.” Everyone seemed to have a sufficiency of 
typewriters. The job of these two energetic distrib- 
utors was to convince users that they could do with 
more typewriters. 

One secret of success has been the fleet of repair 
and delivery vans which serve the district. Not only, 
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in the opinion of the partners, do these enable “Serv- 
ice” (with a capital “S”) to be maintained, but the 
name of “Bullock & Bosson, Ltd.,” is moving all over 
the district on every working day of the week, with 
the result it is a constant form of advertisement, far 
more effective than mere poster advertising. 

- - * 

Continuing our review this month of retailers and 
distributors, reminds me that the Burnley Typewriter 
Company, Ltd., has had some exceedingly interesting 
window displays. These have included a composite 
office interior, complete with desk, chairs, typewriter 
and so forth, and grouped around, accessories, such 
as carbons. 

In Falkirk, Lorraine Haig and Miss S. T. Lapraik 
opened Typewriter Distributors, Ltd., just four years 
ago, in High Street, Falkirk. 

It is hard to imagine that the neat, orderly, first- 
floor office showroom and workshop was, only four 
short years ago, an old disused bakehouse in a very 
dilapidated state! 

Some in the trade have, I know, complained about 
the lack of suitable accommodation in post-war Bri- 
tain. Here is an example of what may be done in a 
comparatively little while. 

The firm of Leishman and Hughes, Edinburgh, had 
special window displays to team-up with the recent 
Edinburgh International Music Festival, which at- 
tracted visitors from all over the world. Here is an 
example of how any local special event may well be 
the opportunity for displays of this nature. 

- - - 

There is little need for the writer to refer to the 
economy wave which is now sweeping Britain since 
the election of the conservative Government. Suffice 
to say that all government departments have been 
instructed to effect economies and one way in which 
there can be a saving, it is thought, is in stationery 
and the like. 

As an example, in the police courts of Great Britain, 
it is estimated that in one year there is a wastage of 
paper clips worth £60 over and above what is reason- 
able. Bearing in mind the comparatively modest price 
of cartons of these clips, the number wasted need- 
lessly, may be estimated by a comparison with Ameri- 
can values. 

It is not thought there will be any change in the 
position for a lengthy period, in view of the difficult 
economic situation facing Britain. Consequently, the 
trade is expecting an “axe” of all types of stationery, 
because of possible cuts in imports of paper pulp 
and so forth. 

One feature of the restriction on imports which will 
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Say Dealers: ‘“More customers ask to see Royal Portable than any 
th other make.’’* 


What are you doing to cash in on this decided preference for 
Royal Portable? 


What are you doing to cash in on the greatest advertising, pro- 





ne motion, and sales-help program in the portable field? 

Lt The smart dealer features Royal——-in tans and grays—in his win- 

‘h dows . . . on his counter. How about you? 

LIK 

T's ’ 

GYAL -World’s No. 1 Portable 

Made by the World’s Largest Manufacturer of Typewriters 
y g yP 





he 
ult 
he 
Ly 
*As reported by 664 out of 1034 dealers handling all four makes, according to a recent typewriter survey. 
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be noticed in the near future, is that of Continental- 
made typewriters. Imports are to be cut severely and 
it will mean a gradual disappearance of Continental- 
made typewriters from the showrooms of British office- 
equipment distributors. 

There have, of late, been even fewer of these im- 
ports, due to a curtailing of exports of typewriters from 
the “Iron Curtain” satellites of the Soviet Union. Now, 
the remainder of Continental-European-made _ type- 
writers will be seen less in Britain 

The blow will be a heavy one for the Continent and 
it is understood representations have been made al- 
ready to the British Government. No change of policy 
is anticipated, however. 

This will not mean, of course, that British-made 
typewriters will take the place of the Continental ma- 
chines, for many British retailers. The prime aim of 
the office-equipment industry will still be very largely 
one of exporting, with the result that second-hand 
typewriters are again likely to increase in value, almost 
to the extent of new machines. 

As one distributor told me: “It’s a topsy-turvy world 
these days!” 

The well-known Shannon Systems for filing, manu- 
factured by Shannon, Ltd., 398 Shannon Corner, New 
Malden, Surrey, are in great demand by traders of 
various kinds. Retailers report a good trade with the 
new “Visible” records which solve “at a glance” all 
delivery problems of the smaller trader, it is claimed 

Many small traders have the problem of “keeping 
track” of all customers and the average small shop- 
keeper in Britain finds that his business does not 
justify the use of expensive equipment or systems 
which are complicated and involve expensive clerical 
labour. Such systems, of course, for the “small man” 
defeat their own ends 

A new Shannoleaf visible record has just been 
evolved. This permits the sighting of every customer's 
needs, his address, and so on, and is sub-divided into 
various categories, including prices of goods sold, as 
well as payments made by regular weekly customers 

Entry or reference is instantaneous, an official of the 
Shannon company told me. And a few hundred or 
many thousands of such records can be housed in 
slim, streamlined, compact books 

Clerical labor is negligible—the merest junior could 
use them. Indeed, it is claimed, two-thirds of clerical 
labor can be eliminated by the unique method of the 
new product by posting three entries in the book 
at once. 


Work now proceeding on the 30-acre site on the 
outskirts of Hull, where the new Imperial factory is 
being built, is progressing satisfactorily. The top soil 
(at the time of writing) has been stripped from the 
factory area and the hardcore has been laid. The outer 
walls of the building are now beginning to appear 
above ground level and piledriving is in progress to 
form supports for the main steelwork construction. 

Plans, an official of the Company told me, include 
the main factory building, which will be a single-story, 
north-light construction; an office building of two 
stories, fronting the main road; a canteen block and 
such outbuildings as a boiler house, special stores, 
scrapsheds, and so forth. The factory will have a floor 
area of about 100,000 sq. feet 

It is hoped to have the main buildings completed 
by the end of next year 


* * * 


Proof of the growing interest in office equipment by 
various aspects of industry may be realized from a 
lecture given to the Clothing Institute of Great Britain, 
on November 27, by S. W. Fewster, who is an account- 
ant at Messrs. Joseph May and Sons, Ltd., of Leeds. 

Mr. Fewster’s subject was “Punched cards as a help 
to the clothing manufacturer.” 

Mr. Fewster was of the opinion that clothing manu- 
facturers these days, because of the increasing variety 
of their businesses, could well consider adopting the 
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most up-to-date systems of accountancy and so on, 
and of assisting in a “break-down” of various depart- 
mental records. 

Although the machines naturally added to overheads, 
his firm was of the opinion that this added cost was 
far outweighed by the infinite benefits which could 
be obtained by their use. 

At Leeds, the firm’s accounting machines were oper- 
ated by one supervisor and three junior operators who 
were, however, not wholly occupied with punch cards, 
said Mr. Fewster. 

Prior to Mr. Fewster’s address, members were shown 
a film entitled “An introduction to punch cards” which 
was supplemented by explanatory remarks by F. Pilling, 
the district manager for Powers-Samas Accounting 
Machines, Ltd. 





Open British Olivetti Showrooms 


Many American and continental visitors to London 
have been favorably impressed by the new showrooms 
recently opened by British Olivetti, Ltd. Holding a 
prominent position in Berkeley Square, in the heart 
of London’s Mayfair, the Olivetti premises command 
attention to the unconventional and individualistic 
style in which they have been decorated and furnished. 

Among several interesting features of the showroom 
is a gaily coloured fabric panel hanging along one wall. 
This is the work of Micheal O’Connell, well-known 
British artist and designer, who was recently commis- 


SHOWPLACE—A section of the modern showroom recently opened by 
British Olivetti, Ltd., in Berkeley Square, London. Displayed here are 
the various typewriters, calculators and adding machines marketed 
by this company in England. 


sioned by British Olivetti to design a series of panels 
as part of the decorative scheme. Special display tables 
and furniture for the reception lounge are the work of 
the Story Design Group, and are finished in natural 
mahogany and beech. 








Separate Import Licenses Required in Britain 

A list of commodities which will need separate im- 
port licenses due to the British Government’s decision 
to revoke open licenses, has been issued by the Brit- 
ish Board of Trade. Among the items listed are type- 
writers and parts, cash registers, wooden furniture, 
paper and leather goods, and paper and board. 





Set British Industries Fair Date 


The 1952 British Industries Fair will be held in 
London and Birmingham, England, May 5 to May 16, 
according to a recent announcement in London. 

The 1952 Fair will again occupy three exhibit halls, 

Turn to Page 182, Please) 
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Great Lakes Travelers Club to Hold 
Sales Clinic for Midwest Dealers 


“Selling—Here’s How” is the timely theme of a sales 
clinic to be held in Chicago on Wednesday evening, 
January 16, at the Hamilton Hotel. 

Sponsored by the Great Lakes Travelers Club in the 
interest of better selling at the retail level, this meet- 
ing is being enthusiastically backed by the Chicagoland 





Cc. G. CONSODINE FRANK H. BEACH 
dealers in stationery and office equipment. All dealers 
have been invited to send as many as possible of both 
their outside and store salesmen 

The GLTC chairman for the evening is John Smythe 
of Geyer Publications. He is assisted by Don Sharpe, 
Reyburn Manufacturing Company, as co-chairman and 
Folger Fellowes, Bankers Box Company; Glen Cham- 
bers, Weis Manufacturing Company, and Ray Eichen- 
laub, Service Steel Products Corporation. 

Frank H. Beach of the College of Commerce and 
Business Administration of the University of Illinois 
will be the keynote speaker. A nationally-known au- 
thority on marketing, and noted for his humorous, yet 
forceful approach to the problems of selling, Pro- 


a. 





JOHN SMYTHE DON SHARPE 
fessor Beach will combine theory with practice in a 
stimulating and inspiring fashion. The title of his 
address will be “Let’s Play 20 Questions.” He will pre- 
sent 20 of the fundamental things atout selling that 
are often neglected. 

Of equal interest will be a straight-from-the-shoulder 
talk by a man who is now an exceptionally successful 
sales executive in another field, but who for many 
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years was one of the dominant leaders in the stationery 
industry. That man is Charles G. Consodine, an hon- 
orary life member of the National Stationery & Office 
Equipment Association and the Great Lakes Travelers 
Club. He was president of GLTC in 1937 and took a 
leading role in producing a similar sales rally in 1936. 
With an intimate knowledge of the stationery industry 
and without any present ties to temper him, Mr. Con- 
sodine can talk, without pulling any punches, on how 
to improve retail selling. 

An instructive move on telephone selling will be the 
opening gun in the evening. Presented by Illinois Bell 
Telephone Company it will show the right and wrong 
way to use the phone in soliciting or taking orders. 
Inept phone technique on the part of the retail store 
employee can be corrected by this informative pres- 
entation. 

The meeting will start at 7:30 p.m. promptly. Dealers 
are cordially invited, the committee reiterates. 





Manufacturers’ Division Meets Twice 


A meeting of western manufacturers of NSOEA was 
held at the Palmer House, Chicago, November 13, under 
the leadership of Howard Gunlocke, W. H. Gunlocke 
Chair Company, vice-president in charge of the manu- 
facturers’ division. 

Various matters of interest to all were discussed 
including exhibit hours and the new plan of charging 
for exhibit attendance for those not registered for the 
convention. On a show of hands those present voted 
43 to 2 for the same exhibit hours as before, which 
included having displays open on Saturday and Sunday 
preceding the official opening of the convention. The 
system of charging for admission was approved unani- 
mously. These decisions were concurrent with the de- 
sires expressed by the eastern manufacturers’ division 
at a recent meeting in New York City 

Paul Burbank, general manager of NSOEA, reviewed 
briefly the 1951 convention and told something of plans 
for 1952. 

Those in attendance at the western meeting were: 


Harry Fellowes, Bankers Box Co.; Earle C. Opie, Weber 
Costello Co.; Russel K. Eversole, American Crayon Co.; John 
Fellowe s, Bankers Box Co George Fielding Binney, Binney 
& Smith Co.; James M. Eyman, Louis Melind Co.; M. J 
grenner, Charles Doppelt Co Ralph Maish, Dennison Mfg 
Co.; Folger Fellowes, Bankers Box Co Paul Burbank, Gen 
eral manager NSOEA;: John Smythe, Geyer'’s Publications 
Dick Runyan, Harter Corp Kirk Bassett, Hamilton Corp 
H. P. Nutley, Parker Pen (€« Walter J. Nickel, Bankers 
Box Co.; Frank W. Hughes \{utomatic Pencil Sharpener 
Co.; C. N. Ward, Ditto, Inc.; D. S. Miles, The Carter's Ink Co 
Don Sharpe, Reyburn Mfg. Co.; J. L. Mann, Sturgis Posture 
Chair Co.; C. H. Ramsey, Ever Ready Calender Mfg. Co 
E. R. Manning, National Brief Case Co.; George Alter, Invin- 
cible Metal Furniture Co.; Gordon J. Kickels, C. L. Barkley} 
Co.; Edward Hirsch, Orna Metal Products Co 

Robert Natenberg, Art Specialty Co Glenn Chambers 
Weis Mfe. Co.; Arthur Natenberg, Art Specialty Co Ray 
J. Eichenlaub, Service Steel Products Corp CC. W. Clemen, 


G. J. Aigner Co.; 4 Patelski and Robert R. Bentson 
Western Mfg. Co.; Al Spafford, Associated Stationers Supply 
Co.; J. F. Stokes, Sell Corp Ken Reister, Minnesota Mining 
& Mfe. Co.; Glen E. Davidson, W \. Sheaffer Pen Co.; Harry 
Balch, Quality Park Envelope Co Herb Walsh and Herb 


Joynston, Ace Fastener Corp.: ¢ L. Downey, ¢ Downey 
Co.; E. R. Rodriguez, LaSalle Products Co A. G. Schaefer, 
Sengbusch Self-Closing Inkstand Co.; J. A. Gilbert and R. M 


Daugherty, Orrice APPLIANCES 





William (Bill) Woods of Ontario Retires 

Western Ontario Stationers are going to miss the 
little man with the boundless energy, a familiar sight 
to them for over 59 years. For William (Bill) Woods 
of Warwick Bros. & Rutter of Windsor, Ontario, is 
to retire. 

At the November dinner meeting of the Windsor 
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FACTS ABOUT 
CELL-U-SEAL 


CELL-U-SEAL 


An exclusive method developed by Weis for treating upper portion 
of printed guides to give them additional 
strength and durability. 

CELL-U-SEAL 


Process causes penetration of cellulose right into the stock, thereby 
permanently sealing both the front and back 
surfaces and the edges. 

CELL-U-SEAL 


Protects the guide clear across the top where wear and tear is 
greatest. Keeps tabs upright. Prevents 
frayed edges and corners. 


CELL-U-SEAL 





Glasslike in appearance and wearing qualities—yet pliable as rubber. 


Will not chip off or peel. 
CELL-U-SEAL 


- Guides remain clear and sparkling for years and years. Protected 


area will not discolor. 


CELL-U-SEAL 


Advantages quickly realized by customers. Cell-U-Seal guides sell 
themselves again and again. 


CELL-U-SEAL 





Available on many types and sizes of guides. See next page. 


CELL-U-SEAL 





An Exclusive Ife Product 






WW. Deal. — 


CELL-U-SEAL 


GIVES YOU THE 


RIGHT ANSWER 


in sales, profit and 
customer satisfaction 




















CELL-U-SEAL protected index guides are made in a wide range to meet the 
varied requirements of your customers. 

STOCK - Heavy, top grade Pressboard, Bristol and Manila. 

SIZES - Letter, Cap, Invoice, Check and all standard Card sizes. 

TABS - Alphabetical A-Z from 25 up; Days 1-31; Months; States. 


See current Price List for complete details. Check your inventory today. 


CELL-U-SEAL is an exclusive f% product 


The Weis Manufacturing Company 
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Monroe, Michigan 


NEW YORK |! he We Mfg. Co., 64-56 Franklin St CHICAGO 6: Associated Stationers Supply Co. 
BosTONn 10: Adams, Cushing & Foster Incorporated 
Carpenter Paper Company 
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\\ atch your customers make a B-line to your 
Chair department . . . when you display and 


feature Jasper Chair Co. Chairs. 
Their finish, styling, craftsmanship and 
visible value are “green lights” to those look- 


ing for the BEST in Chairs. 


They re Made RIGHT . . . and priced 


for profitable operation. 


“The 


at the 


A modern plant 








Route 7, Box 415, Northaven Rd. 666 Lake Shore Dr. 
Dallas, Texas 


James S. Fowls, (Southern) R. A. Browne, (West) 

327 Sunset Drive, North 2925 Revere Ave. 

St. Petersbers, Flerids Oakland, Calif. 
iatndemmeamnaniaial Slionte eneeenemiatiiade 
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Build Up TRAFFIC IN YOUR STURE 
....With this Quality Line 


of BETTER CHATRs! 


RIGHT CHAIR 


RIGHT PRICE” 


manufacturing Quality Chairs 
of dependable WOOD. 


Sasper Chair’ 


JASPER, INDIANA 


REPRESENTATIVES: Geo. A. Litchfield, Sales Mer. 
Fred Deutech (Southwest) W. H. Brown, (Chicage-Midwest) 











385 ‘Madison Ave. 
Chicage. Ill. Space 844 f 
Jack 5. Doran, (Northwest) 





Seattle 5, Wash. 














Eighth Region Lays Plans for NSOEA Meeting in St. Louis, Mo. 





Shown in attendance at the pre-regional meeting for District No. 8 NSOEA 
held at the Chase Hotel in St. Louis, Mo., November 10 are: TOP—Roy 
Wood, Esterbrook Pen Co., president Midwest Travelers Club; Dan Mac- 
all, Stationers Loose leaf Co., secretary-treasurer Midwest Travelers 
Club; Harold Joyce, Scripto Pencil Co.; Herb Buschart, Buschart Bros. Ptg 
-; George Wilkerson, Elkins-Swyers Co., Springfield, Mo.; Jack Stitt, 
Dennison Mfg. Co.,; Low Wingert, Jr., General Pencil Co.; Fred Pfaff, Omaha 
Ptg. Co., governor Eighth Region, Omaha, Nebr.; John B. Brain, Jr., Brain's 
Staty. Co., Omaha, Nebr.; Dave Nevhaus, mfgrs. repr., Kansas City, Mo.; 
Speed Products Co.; Ray Brotherton, Graham-Pierce Co., East 

St. Louis, ul; Dick Fuller, Smead Mfg. Co.; Vic Agee, Midland Staty. & 
Supply Co., Jefferson City, Mo.; MIDDLE—W. B. Bohart, Eberhard Faber 
Pencil Co.; Fred Glarner, Rockwell-Barnes Co.; Vaughan Williams, Schooley 


Stationers Association, held at the Norton Palmer 
Hotel, Windsor, “Bill’’ was the guest of honor. His 
retirement after years of tireless work for the trade 
was marked by the presentation of a volume of English 
history, of which he is a student. “Good luck and 
happy days” was the wish expressed by Dave Brown, 
president of the Windsor Stationers 

“Bill” expects to visit England early in the new 
year. 





Taylor Chair Initiates Service Awards 


With a banquet for all personnel, The Taylor Chair 
Company, founded in 1816, inaugurated a yearly Serv- 
ice Award Plan last November in recognition of long 
service. This year 60 employees, whose length of serv- 
ice with the company varies between five and 50 years, 
were honored. 

Joseph F. Taylor, a Half Century Club member, was 
presented with a solid gold and ruby emblem. Thir- 
teen 25-year club members, whose combined service 
totals 438 years, received diamond set emblems. Two 
more employees were awarded the solid gold 20-year 
emblem and six others the 15-year emblem. Gold em- 
blems were presented to eight employees who have 10 
years or more of continuous service and 30 were given 
the gold five-year emblem 


Ptg. & Staty. Co., Kansas City, Mo., general convention chairman; Chester 
A. Kennedy, William J. Kennedy Staty. Co.; Walter Ruedy, $. G. Adams Co.; 
Jack Percival, Minnesota Mining & Mfg. Co.; Bob Gruner, Gruner Type- 
writer & Supp! y Co.; Lee Gamel, Bates Mfg. Co.; Gene Walker, Jr., Gra- 

am-Pierce Co.; B. K. Mitchell, ‘Invincible Metal Furniture Co.; Maxwell 
Anderson, Oxford Filing Supply Co.; FRONT—Bob Burkhardt, Miller Ptg. & 
Staty. Co., treasurer St. Louis Stationers Assn.; William Schmiederer, Buxton 
& Skinner Ptg. & Staty. Co.; Izzy Voda, Wallace Pencil Co.; Alex J. Bartens, 
Shallcross Ptg. & Staty. Co. president St. Louis Stationers Assn.; Bob Com- 
fort, Comfort Ptg. & Staty. Co., Kansas City, Mo.; Gene Mitchell, mfgrs. repr. 
St. ‘Louis, Mo.; Louis Blair, Blair Office Supply Co.; Edward Cobb, Cobb 
Office Supply Co.; Gene Walker, Columbia Ribbon & Carbon Co. 


Lay Plans for District No. 8 Convention 

A District No. 8, NSOEA, regional convention plan- 
ning meeting was held at the Chase Hotel, St. Louis, 
Mo., November 9 and 10 

This meeting was called by Governor Fred Pfaff, 
Omaha Printing Company, Omaha, Nebr., so that all 
of his committee chairmen could meet with the St 
Louis stationers group. 

Friday afternoon was occupied with informal gather- 
ings and Saturday morning and afternoon were given 
over to the business at hand. St. Louis stationers acted 
as hosts for the luncheon 

Dates of the District No. 8 convention are March 20- 
21 and it will be held at the Chase Hotel in St. Louis 





Great Lakes Travelers Club Notes 

The monthly business meeting of the GLTC, held in 
the Hamilton Hotel on Friday, November 30, was well 
attended. Following the usual preliminaries, President 
Ken Henderson, The Carters Ink Company, called for 
reports on the Christmas Party, scheduled for Decem- 
ber 19, and the GLTC-sponsored sales rally, listed for 
January 16. Success is indicated for both events. 

Matt Dillon, Smead Manufacturing Company, and 
Clarence Schlaver, OFFICE APPLIANCES, were accepted 
into membership. 





Chicago Office Machine Dealers Join for Dinner Dance 
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Reflected in this picture is the scene of gayety amid the palatial 
surroundings of the Edgewater Beach Hotel as the Chicago Office 
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Machine Dealers Association recently held its annual dinner dance 
This enjoyable social event was reported last month 
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ulo Flex 
CHAIN POST 
BINDERS 





hester 
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FOR MORE PROFITABLE SALES 


on The numerous advantages afforded by the (ix = - 
yuis @ Auto-Flex Chain Post Binder over the ordi- 
nary post binder, presents an opportunity for 
“service-selling” that assures greater customer 
i in satisfaction and more profitable unit sales, 


well 
lent Among these advantages are: 


for 


om @ Tight compression for a few or large number of 
for sheets. 


"aad 
ee 
»** 


® Expansion for working space at the turn of a key, 
unlimited capacity by adding post sections. 


@ When expanded, sheets lie perfectly flat and pro- 
— vide flat writing surface. 


© Permits instant addition or removal of sheets at any 
part of sheet body. 


®@ No protruding posts to mar furniture. Convenient to 
stack, saves space. 


@ Dished metal hinges allow covers to turn back 
full open position. 


For complete description, ask for Circular DI231. 





a 
: WILSON JONES Co. 


NEW YORK CAMBRIDGE, MASS. CHICAGO KANSAS CITY, MO. SAN FRANCISCO 
2 East 23rd Street 26 Blackstone Street 3300 Franklin Bivd. 816 Locust Street 246 First Street 


Main Plants at CHICAGO and ELIZABETH, N. Jd. 
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Pittsburgh Business Show Attracts 5,000 


The Pittsburgh Business Show held in the Pennsyl- 
vania city on November 7, 8 and 9 is reported to have 
been attended by more than 5,000 people. 

Visitors at the show consisted almost exclusively of 
buyers and users of business machines and office equip- 
ment. Exhibitors reported an unusually keen interest 
in the equipment and methods on display. 

The theme of the show was “Office Management 
Know-How” and it was evident that those in atten- 
dance were interested in applying the ideas of the 
office equipment industry to their management prob- 
lems. 

There were 56 exhibitors, these including most of 
the nationally known manufacturers of office equip- 
ment and many smaller concerns. The exhibits in- 
cluded all types of business machines, office furniture, 
floor coverings, air conditioners and a host of smaller 
items, all of which make the business office more ef- 
ficient and comfortable. 

Sponsorship was by the Pittsburgh Chapter of the 
National Association of Cost Accountants, the Pitts- 
burgh Chapter of the National Office Management 
Association and the Office Equipment Sales Managers 
Association of Pittsburgh 


Los Angeles branch 
is honored 


TESTIMONIAL—G. G. Ralls, 
manager of Royal Typewriter Co., 
at a testimonial dinner. Presenting him with a 
memento of the occasion is Ed Johnson, past 
president of Los Angeles Business Equipment 
Club. Seated in center is G. A. Sattem of 
Mutual Life Insurance Co. of New York, speaker 
for the occasion. Others are Glenn Leslie, 
branch manager Avtotypist; Arnold Hoppe, as- 
sistant bra manager Royal Typewriter Co.; 
Dave ine. branch onag Dictaph 

Corp Christensen, sales manager Friden 
cee Machine Co.; Fred Bowes, assistant 
branch manager Pitney-Bowes Co.; Ed Bennett, 
office manager Moore Business Forms; Eor! Hetler, 
branch manager, Pitney Bowes Co.; Ernie Freed, 
branch manager The McBee Co.; Harlow Gates, 
branch manager Ditto, Inc.; ‘Wm. Anderson, 
Elliott Addressing Machine ‘Ce., and gvests 
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Seon at Pittsburgh 


Burroughs Adding Machine Co. 
E. W. Curry Co. 

Ditto, Inc. 

The General Fireproofing Co 
National Cash Register Co. 
Olivetti Corp. of America. 
Remington Rand Inc. 

Victor Adding Machine Co. 


PNOVSON— 


The show was managed by the Pittsburgh Business 
Show Committee which is composed of three members 
of each of the sponsoring associations. 

Howard G. Elam, the general chairman, T. H. Mc- 
Donough and W. M. Walsh represent NOMA. J. E. 
Schultz, C. D. Weimer and F. A. Huhn represent NACA. 
H. J. Maloy, W. G. Judt and A. R. Huntzinger represent 
OESMA. Mr. Schultz is secretary-treasurer of the com- 
mittee and Mr. Maloy is show manager 





G. G. Ralls Honored on Retirement 


A testimonial dinner was given by the Los Angeles 
Business Equipment Club on October 25, at the Los 
Angeles Athletic Club, for G. G. Ralls, branch manager 
for the Royal Typewriter Company, who retired Novem- 
ber 1 after completing thirty-six years of service with 
the company 

The dinner speaker was G. A. Sattem, manager of 
the Los Angeles office of the Mutual Life Insurance 
Company of New York. Ed Johnson, past president 
of the Los Angeles Business Equipment Company, 
presented the guest of honor with a memento of the 
occasion. 

Prior to joining Royal in New Orleans on January 
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if you feel like hiding 


when customers come in 


-«- Stay off that hook! 


When you want “Y and E” folders to keep your 
customers happy—and we can’t send you all you 
need, there’s no need to hang! We're making 
every effort to get materials to meet your un- 
precedented demands. 

Meanwhile—show your customers these prof- 


itable “Y and E” items which are in good supply: 


* Sort-O-Mats 

* The Complete 
Shannon Line 

* Expanding Index 
System 

* Special Machine 
Accounting Card 
Forms 

* Direct Name 
Vertical Filing 
System 

* Card Guides 


* Vertical Guides 
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When you take orders for these, you know you 
can deliver . .. you know you needn't hide when 


your customers come in. 


The Franchise that means quality merchandise. 


MARK OF SUCCESS 


YAWMAN 4»? FRBE MEG. ©. 
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2, 1915, Mr. Ralls had been with the Underwood Com- 
pany in Milwaukee for five years. In June, 1916, he 
was sent to the Royal office in Atlanta: in February, 
1917, he was transferred to the St. Louis office as dis- 
trict manager and in August, 1924, was promoted to 
the managership in Los Angeles 

During Mr. Ralls’ tenure in Los Angeles the volume 
of business has shown remarkable growth, the com- 
pany having been forced to enlarge its quarters several 
times. The present quarters are at 1044 S. Broadway 

In point of service Mr. Rallis is probably one of the 
oldest branch managers on the West Coast. He planned 
to leave December 17 with his wife on a 42-day tour of 
the Orient, sailing on the President Cleveland 

W. O. Eiseman takes Mr. Ralls’ place as district 
manager in the Los Angeles area. He comes from 
Philadélphia where he held a similar position 

At this meeting also, Ed Johnson was presented with 
a lighter by the Los Angeles Business Equipment Club 
in recognition of his work for the club during his 
term as president. 





Office Furniture Group Plans Dinner 

Plans for a gala dinner dance, a ladies night event, 
were laid at the December 3 meeting of the Office 
Furniture Association of Chicago held in the Charles 
Harrison Restaurant 

It was voted on recommendation of the committee 
to hold this special event on Saturday night, March 8, 
in the Furniture Mart. Details regarding entertain- 
ment are being worked out 

The December meeting was devoted to general dis- 
cussion following the filet mignon dinner. The subject 
of classified advertising in the Red Book was the 
principal topic on the agenda 

Members of the association stood in a minute of 
silent respect to a departed member, Harry Lazar of 
General Office Furniture Company 

An invitation was extended on behalf of the Great 
Lakes Travelers Club, by John Smythe of Geyer Pub- 
blications, for the office furniture men to attend the 
salesmanship meeting January 18 





Office Machine Dealers Meet in Portland 


Despite a 70-mile an hour gale and severe rainstorm, 
more than 60 dealers from Washington and Oregon 
attended the November 10 meeting in Portland with 
Mr. and Mrs. Mel White, Typewriter Inspection Service, 
acting as hosts, according to President V. Mearl Glenn, 
Yakima, Wash. 

Members from Washington outlined the benefits of 
group power and cordially invited Oregon dealers to 
join the association. A good number were added to 
the rolls after the gathering. Joel Kahn, of the Port- 
land office of OPS, spoke briefly about the present 
price controls and urged members to comply with the 
regulations. 

Secretary Vance Gribble of Seattle, Wash., an- 
nounced that the January 12 meeting will be at 
Tacoma, Wash., with Joe Baker as the host 
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Philadelphia Stationers Enjoy Annual Banquet 


More than 330 members, their wives and guests as- 
sembled to attend the 46th annual banquet and dance 
of the Philadelphia Stationers Association on Thursday 
evening, November 8, in the grand ballroom of the 
Warwick Hotel, Philadelphia, Pa. 

Preceding the affair a reception and cocktail party 
was held in the spacious foyer adjoining the ballroom. 
This was a pleasant half hour of good fellowship 
wherein all old acquaintances were renewed and new 
ones made 

After dinner, President Irving Roth, Roth Brothers, 
Philadelphia, extended a cordial welcome to all who 








PHILADELPHIA STATIONERS ANNUAL BANQUET—Pictured at the head 
table for the Philadelphia Stationers Assn. annual banquet in Hotel 
Warwick, November 8, are: TOP ROW—Mark Kenna, American Pencil 
Co.; Mrs. and Mr. Robert Whitesel, Brooks Co., Philadelphia; Mrs. & 
Mr. Joseph A. Snitzer, Automatic Printing Co., Philadelphia; Mrs. & 
Mr. Irving A. Roth, Roth Brothers, Philadelphia; BOTTOM ROW— 
Charles A. Newcomet, The C. F. Heller Bindery, Reading, Pa.; Mrs. & 
Mr. Francis A. Massing, Yeo & Lukens Co., Philadelphia; Mrs. & Mr. 
Ernst Abe, Jr., William F. Murphy’s Sons Co., Philadelphia 


had come to participate in the association’s 46th an- 
nual banquet. After thanking Chairman Joseph 
O’Brien, William Mann Company, Philadelphia, and 
members of the banquet committee for doing a fine 
job in arranging the evening’s festivities, Mr. Roth 
went on to review the aims, principles and progress 
of the association since its inception in 1905. 

After announcing that there would be no speech 
making he proceeded to introduce the following guests 
at the head table: Mark Kenna, American Pencil 
Company; Mr. and Mrs. Robert Whitesel, Brooks Com- 
pany, Philadelphia; Mr. and Mrs. Joseph A. Snitzer, 
Automatic Printing Company, Philadelphia; Mrs. Irv- 
ing Roth, Roth Brothers, Philadelphia; Charles A. 
Newcomet, The C. F. Heller Bindery, Reading, Pa.; 
Mr. and Mrs. Francis A. Massing, Yeo & Lukens Com- 
pany, Philadelphia; and Mr. and Mrs. Ernst Ade, Jr., 
William F. Murphy’s Sons Co., Philadelphia 

He then introduced Taylor B. Kellogg, C. Howard 
Hunt Pen Company, president-elect of the Penn-Mar- 
Va Travelers Club; Samuel S. Rosendorf, Jr., Southern 
Stamp & Stationery Company, Richmond, Va.; presi- 
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WASHINGTON AND OREGON MACHINE DEALERS MEET AT PORTLAND, ORE., NOVEMBER 10, 1951 
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METAL PARTS 
ANOTHER urges WAL 


Years after a Sturgis Chair is sold, 
one hidden value point still won't 
show. That point is Bonderizing— 
a 5-dip treatment that prepares 
metal parts for a beautiful infra- 
red baked finish, and prevents rust- 
ing and P. F.—the peeling finish that 
leads to unnecessary refinishing 









POINT 


expense. 


Enamei is 
SONDERIZED ed to the metal 


Corrosion 


inishes last 
ited 


because Rust can’t : 


under the ena 
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2-HOT RINSE SOLUTION 


—— 











And it’s value points such as this 
that make it “smooth rolling” for 
Sturgis Dealers, and build repeat 
business for the complete line of 
Sturgis Chairs. 





| DEGREASING CLEANER 


— ‘ 
— 


, 4 
7 You can't see all 


the quality that's 
engineered into 





Sturgis chairs. 
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SPECIFICATIONS 


of 4%. 
EZ. ater-ct-rome units made of best 


grade furniture steel, electrically welded through- 
out for extra strength. Units are constructed with 
extra strong ribbed outside doors, complete with 
lock and keys. Yale plunger locks available for all 
drawers. 4 speed ball bearings—instant positive 
compressors—strong Z-bar rail—<onvertible to 
as en nl Available in grey or green. 


BZD ro-wiarh split card drawer for 
—_ or 4x6 wre Capacity 3000 cards. Center 
divider is removable—<can be converted for fiat 
form filing. 2 full-width letter drawers. Storage 
section has 3 compartments. 


Yr Ahm 
ITEM NO. DESCRIPTION GUTSIOS SORENSIONS SHIP. WT. | Stechnaser (20y5 full-width letter drawers and 


















































Nom a Ee) | storage section with 3 compartments. 
FIA coanewwonpenca size’ | 24 27 16 70 Ibs. LS Ey 
FIAPL Yale plunger lock 34” 27” 16” 70 Ibs . 2 full-width split card drawers 
FOR ALL DRAWERS (LETTER . for 3x5 or 4x6 cards. Capacity 6000 cards. Center 
FIC ecaticin-ONE. | 34” | 30” | 16” | 80ibs.| | dividers are removable. Can be converted for flat 
Vale plunger leck | as" : . form filing. 2 full-width letter drawers. Storage 
FICPL | ror ait oramees ceca)? | 2” | 16” | 80lbs.) | section has 3 compartments. 














Available in Grey or Green 






























































os 
F2A MMboy neve | 40” | 27” | 16” | 100 tbs. F3A poppe ng Ce ee | 
F2APL | pon cit Saree erne) 40" | 27” | 16” | 100 tbs. FSAPL) deuce onuvtes tenee| 40” | 27” | 16” | 102 tbs. | 
F2C yoy 40” | 30” | 16” | 106 Ibs. an Available in Grey or cae es ati | 
F2CPL | pon att onantes (creay 40° | 30” | 16” | 106 tbs. 
































Available in Grey or Green 


art steel sales corp. new york 63 n. y., u. 
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The perfect office, designed for every business need. 7 way 
service—card for check—correspondence—safety deposit 
boxes—secret vauvit—supply storage—completely closes 
outside additional mechanism. Finished in Futura Grey or 
Steelmaster Green. Indicate finish wanted. 


Fae" [ 30" [ 16" 
| 34” | 33” | 16” | 


GUARDALL (LEGAL) 


[AAT | GUARDALL (LETTER) 
|AA2 | 


the 


PROTECTOR 
(F2201) 


unette 








Assures ‘‘peace-of-mind” (4-way keyed protection and addi- 
tional inside vault door and combination lock protection). In- 
dividual pick-proof combination safety lock. Protects as it 
conceals. Finished in Futura Grey, Steelmaster Green. Indi- 
cate finish wanted. Literature if you wish. 


OUTSIDE DIMENSIONS SHIP. WT. 


The Supre-Perfect office Do-All-in-One with secret vault— 
combination lock protection—6 way complete business serv- 
ice——ALL-IN-ONE. Finished in Futura Grey or Steelmaster 
Green. Indicate finish wanted. 





the 
SAFO 


(F2200) 


cabinette 








Super-safety cabinette system, protects as it conceals. (4-way 
keyed protection and additional inside vavit door and com- 
bination lock protection) for ‘‘valuables" against petty pilfer- 
age. Finished in Futura Grey, Steelmaster Green. Indicate 
finish wanted. Literature if you wish. 

OUTSIDE DIMENSIONS 


DESCRIPTION - 
aitieasines |_DEPTH| F.0.8. W. Y. irene. | vescrrrrion | HEIGHT | WiDTH | DEPTH] F.0.8, mY. 
THE “PROTECTOR” [| 16"| 70 tbs. | | [F2200| te “saro” | 36” 


art steel sales corp. Lh ae A) ae ee 2 | ee 
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dent-elect of the NSOEA District No. 3; Dan Smith, 
The Smith Printing Company, Williamsport, Pa.; and 
W. H. Patterson, Johnstown Office Supply Company, 
Johnstown, Pa. 

President Roth then called upon Joseph A. Snitzer, 
past president of the Philadelphia Stationers Associa- 
tion, and in a few well chosen words presented him 
with a handsome wrist watch, suitably engraved, on 
behalf of the association in appreciation of his past 
services as an officer of the association. In acknowl- 
edgement of the gift Mr. Snitzer declared it was both 
a privilege and pleasure to have served during his 
term of office. 

The tables were then cleared and suitable space was 
provided for the excellent floor show that followed. 
Entertainment was in the form of a variety of acts 
that was both amusing and talented with Fred Gallo 
of Roth Brothers, Philadelphia, acting as master of 
ceremonies. Good music was provided by the Lou 
Longo orchestra for those who cared to dance between 
courses and for the remainder of the evening. 

Much credit goes to the banquet committee for a 
job well done in making the evening an outstanding 
success. Members of this committee were: Chairman 
Joe O’Brien, William Mann Company, Philadelphia; 
John Harte, Yeo & Lukens Co., Philadelphia; Joseph 
A. Snitzer, Automatic Printing Company, Philadelphia; 
Francis A. Massing, Yeo & Lukens Company, Philadel- 
phia; Tom Crilley, Jr., Wilson Jones Company; Fred 
Gallo, Roth Brothers, Philadelphia; Ernst Abe, Jr., 
William F. Murphy’s Sons Co., Philadelphia; Robert 
Whitesel, Brooks Company, Philadelphia; Irving A. 
Roth, Roth Brothers, Philadelphia; and William D. 
McCully, S. E. & M. Vernon, Inc. 

Officers of the association are: President, Irving A. 
Roth, Roth Brothers, Philadelphia; first vice-president, 
Charles A. Newcomet, The C. F. Heller Bindery, Read- 
ing, Pa.; second vice-president, Robert Whitesel, 
Brooks Company, Philadelphia; third vice-president, 
Mark Kenna, American Pencil Company; treasurer, 
Frank A. Massing, Yeo & Lukens Company, Philadel- 
phia; secretary, Ernest Abe, Jr., William F. Murphy’s 
Sons Company, Philadelphia 

Members of the executive committee are Chairman 
Joseph A. Snitzer, Automatic Printing Company, Phil- 
adelphia; L. B. Herr, L. B. Herr & Son, Lancaster, 
Pa.; Charles W. Lukens, Yeo & Lukens Company, 
Philadelphia.; George Wustner, William F. Murphy’s 
Sons Company, Philadelphia; Thomas Stagg, Hoskins 
Company, Philadelphia; Edward Eisenstein, Shanahan 
Company, Philadelphia, and Richard B. Yeo, Yeo & 
Lukens Company, Philadelphia. 





Victor Visible Detroit School 





l. 


Shown in attendance at the gl Visible training school in Detroit, Mich. 
held during October, are: FRONT—H. W. Barnes, educational director, Victor 
Safe & Equipment Co., Inc., New Yorn N. Y.; Richard A. Ludwig, Stanford 
lL. labedie and Edword |. Beckman, oll Gregory Mayer & Thom Co., De- 
troit, Mich.; SECOND ROW—John Amorosino, Victor Safe & Equipment Co., 
Inc.,. Galena, Ohio; Don D. Dietrich, Office Engineers, South Bend, Ind.; 
Edward i Stecy, dr., E. S$. Howard Co., Oswego, N. Y.; William R. Mc- 
pg Bs q Heer Ptg. Co., Columbus, Ohio; THIRD ROW—John H. Bobel, 
Jr., rain Stationers Lorain, Morr Donald A. Jacobs, John R. Rembert Co., 
New n.; rf Morrison, Hall-Beck Equipment Co., Marion, 
gy A Dale ner Crav Bros., McKeesport, Pa. eDURTH ROW —Henry 


ce Equi ment Co., Paducah, Ky.; John Robert 
Botch Rel yy  PRaeciiten, Ohie. 
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Horder’s 20-Year Club Celebrates 
1,339 Years of Firm Experience 

With only six members missing, Horder’s, Inc., 
20-Year Club held its annual dinner party in the Real 
Estate Board Dining Room, Chicago, on Thursday, 
October 18. 

Tony Peters, retiring president of the club, read a 
letter from F. P. Seymour expressing his regrets at 
missing the dinner and extending his good wishes to 
the members of the club who have all been his friends 





SEEN AT HORDER 20-YEAR CLUB PARTY— 


1. William Johnston; J. Arthur Philipp, new president; Tony Peters, 
retiring president; Homer Schulenburg and H. G Horder prepare 
to dine. 

2. Scene at the dinner. In the foreground are George Bacon, George 
Ansell and Mabel Turner. 

3. Lyle Allen, William Johnston, J. Arthur Philipp, Tony Peters, 
Homer Schulenburg and H. G. Horder. 

4. Tom Ingram, Frank Guber, Patricia Howard, Bill Narva, tra 
Owens, John Gustafson, Ed Rohs and Martin McGaw. 


for sO many years. There was an added note from 
Mrs. Seymour expressing her own regret at missing 
the party. Everyone present shared this feeling and 
hoped that the Seymours will be present at the next 
dinner. 

The firm’s operating committee including Harry 
Buice, the newest member, was invited to the party 
for the first time this year. This gave the members 
of the committee an opportunity to become better 
acquainted with the club that forms an important core 
of experience at Horder’s. The 46 members represent 
about 10% of the total Horder’s, Inc., employees—an 
unusually high percentage for any firm. The total of 
years of service represented by the club reaches 1,339. 

Tony Peters announced that the officers for the new 
year would be J. Arthur Philipp, president, and William 
Johnston, vice-president. Mr. Philipp was the former 
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Writemaster Ribbons 
This man demands quality. You couldn’t sell him special formula to produce clean, neat impressions of 
a cheap product. print-like beauty. WRITEMASTER gives more type- 


writing mileage, which means that it’s more economi- 


stterheads are dignifi xpensive. ; ' 
His letterheads are dignified and exp cal in the long run. It requires fewer ribbon changes. 


Do you think he’d quibble about paying a little more 


for a premium typewriter ribbon? Shoot for the quality market, Mr. Dealer. 


That’s where the money is—in assured sales and 
WRITEMASTER is made of special cloth—of bigger profits. Get it all . . . get it always with the 
fine weave and exceptional softness. It is inked by a PEERLESS IMPERIAL quality line. 


PEERLESS-IMPERIAL CO., INC. 


28 Peerless Place, Newark 5, New Jersey 





"A Great Name WM CATOONS ” wivroons, carbons, spirit and gelatin duplicating 


carbons, master units, carbon ribbons, carbon rolls for every business need. 
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vice-president and his elevation begins a new practice 
in the club of rotating the officers according to length 
of service as well as ability. 

After the announcement of new officers, Harry Short, 
manufacturers’ representative, showed movies taken at 
a Horder picnic 10 years ago. Scenes of a game of 
musical chairs showed E. Y. Horder coming close to 
winning after eliminating F. P. Seymour, Tom Ingram 
and Ira Owens early in the game. Shots of familiar 
Horder and manufacturers’ representatives’ faces were 
greeted with cries of recognition from every corner 
of the room. One of the most popular scenes of all 
featured a hula danced by Carl Carlson, Walter Snell- 
ing and Miss Ruth Rosie. 

The entire evening was one of friendship with mem- 
bers recalling such long-ago events as Car! Guthier’s 
constant stooping when he was on the low-ceilinged 
balcony at the old Lake St. store and Harry Shaffer's 
answer when Mr. Seymour presented him with a 50- 
year watch. Mr. Seymour said it was the first time 
that he had made such a presentation and he didn’t 
know what to say. Mr. Shaffer replied he was sorry not 
to be able to help Mr. Seymour, but this was his first 
time, too. 

The members present at the meeting were H. H. 
Shaffer, J. Arthur Philipp, Carl Guthier, William John- 
ston, John Lyng, Sam Siedband, Stan Ohlman, Fred 
Steadman, Edna Rathman, Tony Peters, Peggy Higgins, 
Harold Krueger, Tom Ingram, Homer Schulenburg, Ed 
Kuhlmann, Ed Rohs, George Boem, Tony Dinello, John 
Thielen, Sidney Prescott, Frank Brown, George Kuh- 
fuss, Charles Bird, Art Lovig, Grace Elphinstone, John 
Gustafson, Martin McGaw, Joe Domanski, Joe Corbino, 
Mike Shaffer, Frank Guber, Ruth Rosie, Ethel Kramer, 
Eddie Kynch, Bill Narva, Frank Jawor, Catherine Wie- 
land, Sylvio Moscardini, Mabel Turner, Ira Ownes and 
Leo Weaver. Those members missing, in addition to 
Mr. Seymour, were Fred Meyers, Otto Schaefer, Wil- 
liam Boch, Dave Benson and William Leineweber. 





Wholesale Stationers Association Plans 
36th Annual Convention in New York 


Plans are being advanced for the 36th Annual Con- 
vention and National Trade Show, to be sponsored by 
the Wholesale Stationers Association in New York, 
N. Y., March 2-7, 1952. 

The Hotel New Yorker will be the scene of the con- 
vention, where about 100 exhibit rooms will be in use. 
Space at the convention trade show is already two- 
thirds sold out. Marion Springer, The American News 
Company, Inc., has been named general chairman of 
the convention committees recently set up, and J. 
Howard Shoemaker, Eberhard Faber Pencil Company, 
is co-chairman. 

The program committee is presided over by Morti- 
mer H. Chute, Bainbridge, Kimpton & Haupt, Inc. 
Members are B. C. Deuschie, The Acme Shear Com- 
pany, and W. M. Fletcher, The Carter’s Ink Company. 

Herb Brooks, Moore Push-Pin Company, is chairman 
of the entertainment committee, members of which 
are: Fred Steinhilber, Geyer’s Topics; Joe Strauss, Au- 
tomatic Pencil Sharpener Company; Seymour Simon, 
S.N.A. Stationery Company; Charles F. Shelly, Eber- 
hard Pencil Company, and Frank May, The J. L. May 
Company. 

The banquet committee consists of the chairman, 
Gordon Steinmetz, Sanford Ink Company; Robert 
Gemmell, Binney & Smith Company; Harry Fenster- 
heim, S.E.4:M. Vernon Company, Inc.; John Kolb, C. 
Howard Hunt Pen Company, and Q. P. Graves, Ever- 
sharp, Inc. 

Chairman of the trade show committee is John 
Henn, Joseph Dixon Crucible Company. Alan Freed- 
man, Modern Retailing, and Harry Erny, C. Howard 
Hunt Pen Company, are members. 

The registration committee is under the chairman- 
ship of Henry Bowman, American Lead Pencil Com- 
pany, with Frank Deneen, The Reyburn Manufac- 
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turing Company; Henry Heffley, Schwartz Paper 
Company, and Jack Knight, Knight Bros. Paper Com- 
pany, as members. 





Art Steel Holds Thanksgiving Party 

A gala atmosphere prevailed on Wednesday after- 
noon, November 21, as the Art Steel Sales Corporation 
held its traditional Thanksgiving party. 

The offices in Plant No. 1 at 170 W. 233rd St., New 
York, N. Y., were turned into a large reception room 
for the accommodation of numerous guests. In the 





ART STEEL FUN—Two views from the Art Steel Sales Corp. Thanks- 
giving party. TOP—Being interviewed are (left to right) Joseph 
Burger, president; Irving M. Levy, vice-president; Arthur Burger, secre- 
tary; and Ed Bergman, plant manager. BOTTOM—A general view of 
the festivities. 


true Thanksgiving manner food and refreshments 
were in plentiful supply. 

On hand to act as hosts were Joseph Burger, Irving 
M. Levy, Arthur Burger, Ed. Bergman, William Beck, 
Harry Lipshutz and Sidney Cohen. They were assisted 
by their entire sales force who did a fine job of making 
each guest feel at home. 

Earlier in the day, employees of Art Steel plants No. 
1, 2 and 3 were presented with turkeys in addition to 
$10.00 gift certificates for the purchase of foodstuffs 
at the Grand Union Super Markets 





New York OEA Has Active Month 


November activities of the Office Executives Asso- 
ciation, the New York chapter of NOMA, included a 
luncheon and other meetings which were well attended. 

Mrs. Alva Menzies, of Menzies Associates, spoke be- 
fore 65 members and guests at a luncheon meeting, 
on “Let’s study the record.” After introducing her 
audience to the real meaning of records management, 
Mrs. Menzies distributed a two-page “yes or no” ques- 
tionnaire with values assigned to each question total- 

(Turn to page 141, please) 
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Executive Chair 


Wh Fominis here at last is a chair that is 
* completely adjustable without tools 
to every man’s own individual physique, his own 
work habits and his own ideas of comfort, assuring 
top working efficiency and comfort all day long. 
No other office chair has ALL SIX of the Model 
17-A Executive Chair’s convenient adjustments. 
That’s why this Cosco chair is “‘catching fire’ 
the country over... ringing up record sales and 
profits for dealers everywhere. An amazing value, 
retailing for only $48.45 ($50.95*); also available 
without arms (Model 17-T), only $43.95 ($45.95*). 


See details below. 


Also LUSCa All-Steel 


Secretarial and Side Chairs 


Series 16: includes Models 16-S and 
16-F “Finger-Lift” Secretarial Chairs, with 
up to five comfort adjustments, without 
tools, to fit the user’s own figure, work 
habits and ideas of comfort. Retail prices: 
16-S, with spring-tension back, $31.95 
($33.45*); 16-F, with fixed back, $29.95 
($31.25*). 





Dealer’s choice . . . customer's choice 
because LO5£Z is tops in Value! 


In Cosco Office Chairs—six all-steel models for every office 
seating need—-you and your customers get custom-built qual- 
ity at mass-production prices . . . more of everything: dura- 
bility, comfort, styling, VALUE! For instance: 


90000 © 


Large, all-steel, saddle-shaped seat—cushioned with foam 
rubber latex. Tufflex-padded back curves two ways for 
greatest comfort. 

Du Pont “Fabrilite” upholstery. 

Rust-proof, Bonderized, baked-on enamel finish in popular 
office colors. 

Exclusive “Finger-Lift’’ height adjustment on all adjust- 
able models (Series 16 and 17). 

Foot ring secured to legs by aircraft-type, elastic stop 
nuts—can’t come loose (Series 16 and 17). 

Steel plate and seat pan held together by louvers and 
bolted at all corners to positively prevent loosening or 
misalignment (Series 17). 


Order the complete line of Cosco Office Chairs today. Make 
nationally-advertised Cosco your line of all-steel office chairs. 


S 


ries 20: Includes Models 20-A 
and 20-L “Form-Fit” Side Chairs. 
Retail prices: Model 20-A, with arms, 
$29.95 ($31.25*); Model 20-L, with- 
out arms, $23.95 ($25.25*). 


"Prices for Florida, Texas and 11 
Western States 
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HAMILTON MANUFACTURING CORPORATION 
Columbus, Indiana 


CUSCB cae 
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New Royal Typewriter Officers Elected 


Royal Typewriter Company, Inc., directors have 
elected David B. Collins, treasurer; Robert S. Miller, 
secretary, and Henry J. Feaster, assistant treasurer. 

This action was taken in November by the newly- 
elected board following the annual meeting of stock- 
holders, who voted to increase authorized common 





D. B. COLLINS 


D. B. STARRETT 





ae 
R. S. MILLER 


H. J. FEASTER 


stock ($1 par) from 1,078,816 to 2,000,000 shares. They 
elected David B. Starrett, vice-president in charge of 
sales, a director. He succeeds Arthur E. Davis, vice- 
president and treasurer, who is retiring after 40 years’ 
service with the company. 

“There are no present plans to issue any additional 
common stock,” Allan A. Ryan, chairman of the board, 
replied when questioned about the proposal to increase 
the authorized common stock. 

“There is no thought whatsoever,” continued Chair- 
man Ryan, who presided, “of making a public offering 
of additional stock for cash, as the company is ade- 
quately financed. 

“However, the board of directors and the manage- 
ment feels that it will be advantageous for the cor- 
poration to have available for use promptly, at any 
time, a substantial block of authorized but unissued 
stock. This might become important in the acquisi- 
tion of additional business properties or for some other 
purpose. If a situation arose in which it was considered 
advisable to issue additional common stock, the present 
common stockholders would be given every considera- 
tion and, if practicable, as it would be in the case of 
a public offering, I believe the common stockholders 
should be given the first right to participate. 

“The newly authorized common stock will be exactly 
like the present common stock. Hence, neither will 
have preemptive rights.” 

Before the annual meeting Mr. Davis announced his 
intention to retire and therefore was not a candidate 
for re-election to the Royal Typewriter board, of which 
he had been a member since 1933. 

Mr. Starrett, who replaced Mr. Davis on the board, 
joined the company 36 years ago as a junior salesman 
in Chicago. After serving as a captain in World War I 
he became a salesman in the San Francisco office. 
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Subsequently he managed company offices in San 
Francisco, Oakland, and in Portland, Ore., traveled 
throughout the west and northwest, became eastern 
sales manager, manager of standard machine sales, 
and on Sept. 1, 1947, was made general sales manager. 
A year later he was elected a vice-president, with gen- 
eral supervision of sales. 

David B. Collins, the newly-elected treasurer, joined 
Royal Typewriter in 1931 as an advertising assistant. 
Subsequently he became general sales analyst; foreign 
statistician, branch sales correspondent and personnel 
manager, and in April, 1950, was elected secretary. 

Robert S. Miller, the newly-elected secretary, joined 
the company in 1947 as assistant personnel manager. 
Then he became an executive assistant in the secre- 
tary’s department, later being appointed assistant sec- 
retary. During World War II he served as an officer 
in the Coast Guard in communications and ship in- 
spector work. 

Henry J. Feaster, the new assistant treasurer, joined 
Royal Typewriter as a salesman in 1947. Aggressive 
salesmanship earned for him a national accounts post 
in February 1948. He became New York group sales 
manager in October 1949. 





Old Town Corporation Appoints Two 


Old Town Corporation has recently announced two 
appointments, those of E. C. Talbert and W. H. Ivey. 
The former has been named manager of the central 
sales division, which includes five Old Town sales dis- 
tricts. This territory includes Pittsburgh, Ohio, Michi- 
gan and West Virginia areas. Mr. Talbert will make 
his headquarters in Cincinnati, Ohio. 

Mr. Talbert has had wide and varied experience in 
the carbon and ribbon and duplicating machine fields. 
For many years he was associated with a leading 
manufacturer of carbons and ribbons and has traveled 
extensively throughout the United States representing 
both this company and other machine manufacturers. 
He is now traveling through his new territory con- 
ferring with Old Town dealers and it is expected that 
within the next few months he will have visited every 
Old Town dealer in this extensive area. 

A staff of district representatives will work under 
Mr. Talbert’s supervision and the company’s branch 
office in Pittsburgh will be under his supervision. 

Mr. Ivey becomes a special sales representative for 
spirit duplicating machines and spirit duplicating sys- 
tems. He will serve on the staff of the New York City 
sales division of the corporation. 

Mr. Ivey, .who has an extensive background in the 
engineering and mechanical field of spirit duplicating, 
was formerly associated with a company prominent 
in the manufacture of spirit duplicating machines as 
a technical advisor, designer and production manager. 
For the past several years, he has performed these 
functions for Old Town Corporation and is now ex- 
tending his activities to the sales field in the New 
York metropolitan area. 


Excuse Us, Please 


An article in the New Equipment, Devices and Sup- 
plies selection recently had a heading referring to the 
“Rotodex Selectofield.” This new product instead 
should be listed as “Rotodex Selectofile.”’ The error is 
regretted. 
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Get more volume .. get more repeat orders 
.. GET MORE PROFITS! 






ENNIS GUEST CHECKS 
37 different styles, 


















A complete line 


teorder . . 
of popular, fast- print, bond or beard 
moving items in | plein, single and J 


a wide variety of duplicate styles. 
| sizes, styles and 
quality. 








ENNIS SHIPPING TAGS 
Stock or printed-te- 


order all weights 
and colors. Single or 
gongs, with or with- 
out festeners eat- 
teched. 





LULiEE) 


TAG & SALESBOOK CO. 


Manufacturers of Paper Products 


FACTORIES AT ENNIS, TEXAS . CHATHAM, VA. 


Branches in Houston, Dallas, Birmingham, New Orleans, Albuquerque, 
Los Angeles, Denver, St. Lovis, Minneapolis, New York 
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Select “Brand Name Retailer of Year’ 
for Awards in New York City April 16 


The nation’s outstanding office machines and sta- 
tionery store retailer and top merchants in 19 other 
fields will be named “Brand Name Retailer of the 
Year” by Brand Names Foundation. This will be in 
recognition of national leadership in the presentation 
of famous manufacturers’ brands to the public in 
1951. An additional four retailers in each of 20 cate- 
gories will receive “Certificates of Distinction.” 


All awards and citations will be presented at the 
Foundation’s annual Brand Names Day conference in 
the Grand Ballroom of the Waldorf-Astoria in New 
York City on April 16, 1952, before an audience of 
more than 1,500 top executives in manufacturing, 
advertising and retailing. 

Last year’s “Brand Name Retailer of the Year” 
award in the office machines and stationery field 
brought national publicity and prestige to Latsch 
Bros., Inc., Lincoln, Nebr. Other outstanding stores 
which received “Certificates of Distinction” included: 
W. H. Kistler Stationery Company, Denver, Colo. 

R. D. Latsch, president of the Lincoln, Nebr., firm 
and the other 1950 “Brand Name Retailers of the 
Year,” will select this year’s winners. 





Old Town Corporation Appoints Ellis 


The appointment of J. B. Ellis as factory representa- 
tive covering the Georgia-Carolina territory has been 
announced by Old Town Corporation. 

Mr. Ellis has had wide experience in the ribbon and 
carbon field in both the retail and wholesale aspects 
of the business. His duties will consist in servicing the 
established Old Town dealers in his territory as well 
as developing new outlets for Old Town products in 
this region. 

He is presently traveling through his new territory, 
getting acquainted with all Old Town dealers. He has 
been thoroughly schooled in all aspects of the Old 
Town spirit duplicating machines and spirit supplies 
and will undoubtedly render effective service to all 
Old Town accounts in his territory 


Jose Leon Flores Visits Chicago Firm 


A recent visitor in Chicago was Jose Leon Flores, 
of Jose Leon Flores & Company, a leading office 
supply firm of San Salvador in Central America. While 
in Chicago he contacted the Wilson Jones Company 
offices and renewed acquaintanceship with George 





JOSE LEON FLORES (LEFT) DINES AT BARNEY’S 
IN CHICAGO WITH HIS HOST, GEORGE WOLCOTT 


Wolcott, who has been in San Salvador several times 
during the past year and found it a delightful spot. 

While in the United States, Mr. Flores also strength- 
ened trade relations with Boorum & Pease Company. 
He is introducing visible and posting machine equip- 
ment to his country. 





Burroughs Subsidiary Plans Expansion 


Burroughs Machines, Ltd., of Windsor, Ont., a sub- 
sidiary of Burroughs Adding Machine Company of 
Detroit, Mich., has announced the purchase of a 50- 
acre tract at Perth, as part of the company’s long- 
range plans for future expansion of its manufacturing 
operations in Canada. The company now has a factory 
in Windsor and another subsidiary, Acme Carbon & 
Ribbon Company, operates a plant in Toronto.—RC 
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Downs-Randolph Co. 
Adds Display Space 


Pictured are the two additional showrooms 
added to the facilities of the Downs-Randolph 
Co., Tulsa, Okla. The sales floors are located 
on Seventh St., and provide adequate space 
and display opportunities for this progressive 
firm selling office supplies and equipment. 
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Here’s all-express service to the one desti 
stationer is heading for—Profit. 


When you get aboard the Columbia “ull 
you're on the way to building ribbon ang 


sales int full-fledged department—one#il 


your supplies business it should be. 


Your franchise as a Columbia dealer gets ye . 

all the way, with no way-stations or Tay 
Columbia backs you up with a Sales Coope 
Plan that makes new customers—pushes up 
and carbon volume—with lots of extra incom j 
other business from accounts that grow an y > sh 
with you. Leading stationers* have experienced great 


success with this program. 


It costs only a postage stamp to find out what 
my CSCw ill do for you. Mail the coupon now. err 


*Names and statements on request 


Cotumsia Rippon & Carson Mec. Co., Inc. 
10 rt Hill Road, Glen Cove. | - New York 
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_ 
nd Names ti Build Business + SILK GAUZE + COMMANDER + CLASSIC + PINNACLE + MARATHON - D.H.&0D. + RAINBOW 
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FIRST IN DISPLAY—This window prepared by 
Hal Johnson, advertising manager, for J. K. 
Gill Co., Portland, Ore., was awarded first 
honors in Group B of the National Letter 
Writing Week Contest. 





MORE WINNERS—The W. H. Kistler Stationery Co., Denver, Colo. 
(top) was awarded second prize and Schwabacher-Frey Co., Los 
Angeles (bottom) was placed third in Group 8B of the National 
Letter Writing Week window display contest 


Make National Letter Writing Week Awards 


A jury of three men awarded prizes in November 
to the winners of the window display contest held in 
connection with the annual promotion of National 
Letter Writing Week, held October 14-20. The first 
prize of $100 in the stationers group went to The J. K. 
Gill Company, Portland, Ore., for a display supervised 
by Hal Johnson, advertising manager. The second and 


third prizes of $40 and $25 were won by The W. H..4 


Kistler Stationery Company, Denver, Col. (Frank 





Carey) and Schwabacher-Frey Company, Los Angeles, 
Calif. (T. F. Burke). 

The judges were Irving C. Eldredge, assistant man- 
ager of visual merchandising for the National Retail 
Dry Goods Association; Arthur P. Hibbard, advertising 
manager for “The Gift & Art Buyer,’ a trade publica- 
tion; and Frederick W. Reed, art director of Sackett 
& Wilhelms Lithographing Corporation, Long Island 
City, N. Y. They chose the winning windows from 
photographs on exhibit in the offices of the Paper Sta- 
tionery & Tablet Manufacturers Association, 527 Fifth 
Ave., New York City, which each year sponsors the 
letter writing promotion project. 

A remarkable feature of this year’s competition was 
the fact that in all the groups together six of the 
13 winners also won awards in the same contest a 
year ago. The names of entries were unknown to the 
judges until after the selections had been made 





Explosion Blasts Chattanooga, Tenn., Store 


A detonation, set off when an extension cord was 
plugged into a socket in the window of an office supply 
store, wrecked that window, damaged an adjoining one 
and caused a fire in a third store 

Scene of the explosion, which occurred in November, 
was Cooper’s Office Supply, 717 Cherry St., Chat- 
tanooga, Tenn. It happened when the owner, George 
Cooper, Jr., and two employees were arranging a dis- 
play in preparation for the company’s 20th anniversary 
celebration in December. 

A piece of the plate glass window was blown out, 
a heavy safe thrown against the wall, a desk and chair 
overturned and a filing cabinet was thrown into the 
air by the force of the blast. A desk lamp tore a hole 
in the ceiling of the window and molding around the 
window was torn off. 

The cause of explosion is believed to have been a 
leak in a feeder line from the natural gas main laid 
along Cherry St 





Minneapolis Firm Expands Factory Space 


The Neubauer Company, manufacturers of steel 
shelving, is building an addition to its factory at 2019 
Central Ave., N.E., Minneapolis, Minn., which will in- 
crease the space by approximately one-third 

The addition has been made necessary by the Neu- 
bauer Company’s need to accommodate additional 
machinery and generally to speed production for the 
rapidly growing business. The firm also has added 
a warehouse, in another part of Minneapolis, which 
at present is being used as the shipping department 
President H. Neubauer further reports that the firm 
shortly expects to expand considerably their range of 
products to include several other steel furniture items. 
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LEADERS IN THE INDUSTRY 


ew York to California - - - Canada to Texas 

re leaders in the office appliance 
OGRAPHS" to put hard- 
every equipment sale. 


nt AUTOGRAPHS are 


From N 
__, more and mo 
industry are using “AUT 
hitting advertising punch into 


Sparkling red and black 
adhesive-backed for easy. permanent application. 
fitably and conspicuously 


Mount them proudly, pro 

on all equipment you sell. “AUTOGRAPHS” will 
be your “best-sellers, the most powerful, least 
costly advertising you can do... day after day --- 
year after year --- for life. Write today for samples 


and descriptive literature! 
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Transfer 


Sell <@& “Filing a 


Pat. Pending 


wide O.fobler 


THE HANGING FOLDER WITH ADJUSTABLE METAL TAB 






FINDING 





Now is the time—at the end of the year—to remind 
your customers that overloaded folders and dog- 
eared tabs are no longer necessary. Set up pilot in- 
stallations right in their own files to show them how 
Guide-O-folders eliminate the time consuming, costly 
vexations of ordinary filing and finding. 





Guide-O-folders hang! They glide back and forth 
on steel frames, responding to the slightest pressure 
of the finger tips. Because the metal tabs are ad- 
justable to every filing position, they fit into every 
filing system. The metal strips are anchored securely 
to the folders and are always in position. 





HANG! 








Guide-O-folders increase the speed and accuracy of 
filing and finding. They make it more pleasant for 
file clerks, too. 


= 


FILING SUPPLIES 


Now, at transfer time, is the time to make a deter- 
mined sales effort on Guide-O-folders. 


Quite O.tiay 


In the GUSSCO Catalog you find a 
complete line of index cards, folders, 
guides, etc. for every standard filing 
system. Every item is a sound, qual- 
ity value designed to do a better 
job longer. You will find the line 


is priced to enable you to meet all 
competition. And remember—we sell 
through dealers only. You get co- 
operation, not competition, when 
you sell GUSSCO filing supplies. ... 
Check over your stock and order to- 
day for Transfer Time. 


GUIDE SYSTEM & SUPPLY CO. 


NEW YORK 13, N. Y. 
LOS ANGELES 13, CAL 


335 CANAL STREET 
WEST COAST REPS. — GUSSCO SALES INC., 337 WINSTON ST., 


STEEL DESK DRAWER UNIT 


Made to fit the lower deep drawer of all 
standard desks. Using this unit, the desk 
worker always has important and vital data 
at the finger tips—always in an upright posi- 
tion. Instantly available and instantly re- 
placed. The unit consists of a metal tray 
and 25 Guide-O-folders complete with adjust- 
able metal tabs and an assortment of inserts 
for tab headings 
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FILING 


shnd Finding” Supplies FINDING 


| Trademark 


| Transfile 


STEEL FRONT FIBRE BOARD TRANSFER FILES 


In this transfer season, how many of your customers 
nd | are going to wrap up their transferred correspond- 
ence and records and toss them in a storage room, 


“et to be lost, damaged or forgotten? A good percentage 
— of them will, unless you show them the low cost, 
ly safe, orderly TRANSFILE way to keep these records 
; instantly available. 2 STVLES OF 
STEEL FRONTS 
‘th TRANSFILE Files are made of fibre board rein- 93 stytes @ 13 Sizes 
ire forced by steel, so that all the weight of the files, 
.d- drawers and contents is supported on steel. No 
ry shelving cost. Stack steel] reinforced TRANSFILE 
ly FILES high and wide. No sway, sag or buckle. All 
the drawers move easily and freely. 
of The steel front styles, attractively finished in office 
for green, can be placed right along side of regular office 
files. 
er- 


Go after this profitable business now. Check your 
stock of TRANSFILE Files and order today. ECONOMY STYLE 


The original steel reinforced all fibre board file. It is 


THERE IS A TRANSFILE FOR EVERY wcetibility ta ‘storing end Gling insctive records: The 
PU RSE AND PURPOSE evens ji - Ay 1 who use them in large 





2-WAY INTERLOCK FOLLOW BLOCK SANITARY BASE 

Weld ind : nits into staunch Keeps contents of drawer in an upright To keep records away from dirt, damp, 
teries. N screws, bolts or tools position when the drawer is only par- dust and grime. It just slips into 

are t nadie j tially filled. Very simple and effective place. Exceptionally sturdy and strong. 


GUIDE SYSTEM & SUPPLY CO. 


335 CANAL STREET NEW YORK 13, N. Y 
WEST COAST REPS. — GUSSCO SALES INC., 337 WINSTON ST., LOS ANGELES 13, CAL 
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Marchant Promotes Two, Enlarges Offices 


With the enlargement of two Marchant Calculating 
Machine Company offices to district agency status, 
comes news of two promotions. At Utica, N. Y., location 
of one of the two offices, R. M. Brownell has been 
promoted to position of agency manager and at Rock- 
ford, Ill., Alan D. Curd has taken over a similar posi- 
tion. Mr. Curd was formerly a sales representative for 
Marchant in Evansville, Ind. 

A new sales and service office has been opened in 
Mount Vernon, Ill. N. C. Matlock is the local agent. 
Growth of business activity was the reason for the 
enlargements in each case 





Discusses Stationers’ Operating Costs 

The figures compiled by the National Stationery & 
Office Equipment Association have been reproduced 
and are discussed by H. C. Tuttle, president of the 
Hush-A-Phone Corporation, in a special bulletin. 

There has been a decline from year to year since 
1947 in the net profits of retailers in this line of busi- 
ness. The average for concerns large and small was 
down to 3.67% for 1950. Mr. Tuttle, who once was on 
the editorial staff of Orrice Appiiances, finds in this 
data an important clue to a means of increasing profits. 
It will be of interest to all retailers, he believes, and 
should be studied. This bulletin will be sent gratis 
upon receipt of request addressed to Hush-A-Phone 
Corporation, 65 Madison Ave., New York 16, N. Y. 


Mosler Offers Free Booklet on Rates 


Charts illustrating how some firms can reduce their 
safe burglary insurance premiums as much as 70% 
are contained in a booklet on insurance rates and 
safe classifications now being made available to man- 
agement, without cost, by the Mosler Safe Company, 
320 Fifth Ave., New York, N. Y. 

Originally prepared by the world’s largest manufac- 
turer of safes and vaults for use by insurance brokers, 
it contains information of interest to top management 
in all industries. 

The 16-page illustrated booklet is called “The Mean- 
ing of Labels” and includes a condensed version of 
the Insurance Manual of Safe Classifications. 

The booklet illustrates and explains the meaning 
of 22 labels applied to various kinds of fire-resistive 
safes, insulated record containers, vault doors, and 
burglary-resistive money chests by Underwriters Lab- 
oratories, Inc., and the Safe Manufacturers National 
Association. 

Also presented are explanatory charts showing the 
direct relationship between each kind of safe and 
the cost of safe burglary insurance. 





Royal Metal Names Purchasing Agents 


Walter Anderson and Drex Drehmel have been 
named purchasing agent and assistant purchasing 
agent respectively, for Royal Metal Manufacturing 
Company, it has been announced by H. A. Green, presi- 
dent of the firm. 





New Lights Feature Buxton & Skinner Store Refurbishing Program 


= 1S Q 





The installation of modern flvorescent lighting has highlighted the 
refurbishing of the Buxton & Skinner Ptg. & Staty. Co. store at 306- 
308 N. Fourth St., near Olive, St. Lovis, Mo. A complete redecorating 
program has been carried out for this store, which has modern show- 
cases and flooring as evidenced by the above photograph. A sub- 
stantial office furniture department is operated on the second floor. 
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Established many years ago, the Buxton & Skinner firm has long been 
a leader in commercial stationery and participated in the first con- 
vention of NSA, which was held in St. Lovis. William Schmiederer, 
manager of the stationery department and recently made an honor- 
ary member of NSOEA, was among those present at the initial meet- 
ing of the organization. 
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TODAY: Every user of ring books 
can atford a reinforced sheet / 


L 





® 





® STRENGTH 
WITHOUT BULK 


@ REINFORCED BUT 
FLEXIBLE 


® MADE ON 
HAMMERMILL EYE-EASE” 


Ask your National representative 
or write us about the window 
displays, counter cards, give- 
away samples, mailers and news- 
paper mats to help you get your 
share of this big swing to the 
new Strongleaf reinforced sheets 
that thousands of new customers 
are buying and using. 


from *1°5 per 100 sheets and up 


ogee NATIONAL BLANK BOOK Co. 
HOLYOKE, MASSACHUSETTS 
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MODEL 210 
Store Model 


Ppl Inachines ha ee idding inichines $2 Seolilieestine machines . . 
. and typewriters. 


~ Hundreds of dealers are already attracting new customers, building business and 
J scceaphe profits with R. C. Allen products. It will pay you to find out how you, too, 
» cam prot by selling the complete line of R. C. Allen Business Machines. Write today 
7. . full information will be sent by return mail. 
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The New 1952 R. C. Allen Typewriter 
Setting the Pace in Style and Performance 


R.C.Allen Business Machines, Inc. 


680 Front Ave., N. W., Grand Rapids, Michigan 

















SPEED PRODUCTS CO., INC., NEW ULTRA-MODERN PLANT IN LONG ISLAND CITY 


Speed Products Opens New Plant 


One year after ground-breaking, the new block 
square plant of Speed Products Company, Inc., makers 
of Swingline products, has been opened. The announce- 
ment was made by Jack Linsky, corporation president. 

The ultra-modern factory and sales offices, located 
in Long Island City, was built at an estimated cost of 
$2,000,000. When full production is attained it will 
employ some 1,000 workers and have double the ca- 
pacity of the old plant. 

The Swingline building encompasses 300,000 square 
feet on four levels. It is a fireproof structure made of 
concrete, brick, steel and glass. Designed in a func- 
tional modern motif, two-thirds of the structure’s ex- 
terior is devoted to glass for natural lighting and 
ventilation. 

To provide for the use of specially-designed ma- 
chinery, each floor level affords a minimum of architec- 
tural obstructions and maximum ceiling height. Ver- 
tical struts are spaced more than 26 feet apart from 
one another. Ceiling height is 15 feet without sunken 
beams or other encroachments. Other benefits from 
such design include improved ventilation, increased 
floor view and augmented storage space in a con- 
centrated area. 

The plant layout is designed for continued assembly 
line production. 

Heavy manufacturing is centered on the ground 
level of the new plant. Principal operations here are 
to convert basic raw materials into finished parts for 
the assembling of stapling machines. High speed pro- 
duction is attained with rows of power presses, drill- 
irig, milling and welding machines co-ordinated for 
assembly line operation. Located also on this floor is 
a tool and die shop, machinery maintenance depart- 
ment, raw material preparation section, plating divi- 
sion, and a Bonderizing-enamelling automatic spray 
line. 

Finished and inspected parts are conveyed auto- 
matically to the first level for distribution to eight 
assembly lines. Completed units are fed into an over- 
head belt conveyor for final inspection and packaging, 
while shipping cartons are moved to warehouse 
facilities on the same floor via overhead moving belt. 

On the first level is also found the staple forming 
department. This section comprises batteries of highly- 
specialized machines designed and developed by Speed 
Products Company for the making of staples. A com- 
plete printing department is situated on this floor. 
Related products such as Speedo index tabs, folders 
and other filing supplies are printed and die-cut here 
along with packaging and promotional! material. 

Adjacent to the finished goods warehouse on the 
street level is a sheltered and heated loading platform 
accommodating 11 large-sized truck trailers. The 
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loading platform measures more than 150 feet in 
length. Electric fork trucks and roller conveyors are 
employed in the shipping department. 

In this modern building there is a 3,000-foot cafeteria 
equipped with steam tables and seating accommoda- 
tions for 250 workers. Other employee facilities include 
a hospital room staffed with a medically-trained at- 
tendant, spacious lounge and individual lockers. 

An unusual decorative note is added to the build- 
ing lobby through the use of metallic-glazed brick 
imported from Holland. The odd-sized brick has an 
opalescence that blends harmoniously with modern 
interior appointments. In duplex fashion, the com- 
pany located its reception room off the lobby. 

Executive offices housing production, sales, pur- 
chasing, export and advertising departments are all 
air-conditioned and sound-proofed. Communication 
within the building is through an automatic telephone 
exchange. 

An electric sign 110 feet long and 50 feet high is 
mounted on the roof of the building. This depicts in 
multi-colored neon lights the opening and closing of 
the Swingline “channel load” stapling machine. It is 
estimated that the sign has a visibility of more than 
two miles. 





American Perforator Promotes Officers 


The board of directors of the American Perforator 
Company has announced several promotions and ap- 
pointments in the company. H. E. Sauntry, formerly 
vice-president and general manager, has been named 
executive vice-president and general manager. E. Mor- 
ton has been elected vice-president in charge of sales; 
R. Anderson, vice-president in charge of manufac- 
turing; S. Constantine, controller, and D. Buerger, 
secretary. 

In making the announcement, W. M. Wetzel, presi- 
dent, said that all the promotions follow years of 
service and untiring efforts. 





Old Town Appoints Representative 


Old Town Corporation has announced the appoint- 
ment of R. V. Young, Jr., as factory representative for 
the Ohio-Michigan territory. His work will comprise 
the servicing of established dealer accounts and the 
development of new dealer business. 

Mr. Young has had extensive experience in this field 
having formerly been with a prominent manufacturer 
of stationery supplies, carbons and ribbons. He will 
headquarter in Columbus, Ohio. The territory he is 
servicing comes within the jurisdiction of the central 
sales division of the Old Town Corporation under E. C. 
Talbert, division sales manager. 
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BATES QUALITY 


is an assurance of long life and customer satisfaction 


























All Bates products give lasting satisfac- 
tion and represent the highest standards. 
Backed by 60 years manufacturing experience. 
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tion at Columbus, Ga. This firm has now 
extended its operations to 28,000 square 
feet of floor space. 
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= NEW STORE—Exterior and interior views of 
F the new store of The White Co., in new loca- 

















The White Company Opens 
New Store in Columbus 


Columbus, Ga., was a small dusty 
town and the W. A. White and 
Company store a modest tobacco 
shop which dealt mostly in snuff, 
chewing tobacco and a few maga- 
zines when J. L. White arrived there 
in 1905. 

He came from Atlanta, Ga., 
equipped with only a few dollars 
all he had in the world—and a de- 
termination to get ahead. 

He decided to invest his savings 
in his brother’s store, and from that 
decision evolved The White Com- 
pany, today a stationers’ and of- won 
fice equipment store whose value py ei 
reaches the hundreds of thousands ait 
of dollars. ae 

The latest step in the evolution ey 
of that little firm into The White P 
Company as it is today was celebrated recently at the 
formal opening of the new store at 121 6-22 First Ave., 
in Columbus. Following a ceremonious ribbon-cutting, 
open house was held and hundreds of vistitors toured 
premises. 


Owners of The White Company, and responsible 
for the latest expansion, are Richard M. White and 
G. Park Brinson, son and son-in-law, respectively, 
of J. L. White. But behind the years of steady growth 
has been the business acumen of J. L. White, who 
believes firmly in “plowing profits back into invest- 
ments.” 

Today, the White Company has 28,000 square feet 
of floor space—14,000 on the first floor for sales and 
display, and 14,000 square feet on the second floor for 
storage and stockrooms. 


The interiors of the building were completely re- 
modeled, with asphalt tile floors, acoustical tile ceil- 
ings, air-conditioning, and slim-line and fluorescent 
lighting. The color schemes for the first floor, shading 
from deep brown to beige in the display department, 
and in many shades of green for the office equipment 
department, were selected by Jim Fletcher. In the 
display department, walnut showcases and fixtures 
are used. 

In the office furnishings department, The White 
Company has on display models by Shaw-Walker 
Company, the Mosler Safe Company, Acme Visible 
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Records, Inc., and The Globe-Wernicke Co. Here, 
can be found anything from a straight wood chair 
to an elaborate office, completely furnished with a 
modern desk, comfortable lounging chairs, filing cabi- 
nets, tables and lamps. 

Business machines made by the L. C. Smith & 
Corona Typewriters, Inc., Victor Adding Machine Com- 
pany, the Elliott Addressing Machine Company and 
many other manufacturers are also in the office 
furnishings department. 

The White Company displays an elaborate array 
of fountain pens, office supplies and greeting cards. 





Burroughs Occupies New Youngstown Offices 


Burroughs Adding Machine Company has moved 
into its new headquarters building at 3109 Market St., 
M. S. Stedman, manager of the Youngstown, Ohio, 
branch, announced recently. 


The new modern office building is located about two 
and one half miles from the center of the city, on a 
principal route to the south. The cement block 30 x 86- 
foot building has a face brick front, acoustic ceiling 
and modern plate glass display windows. Lighting is 
fluorescent. 

The new headquarters building has been designed 
to provide the most efficient sales and service offices 
and demonstrating rooms. 
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“The Keward 


Experience proves that there are great 
rewards for those who, having once 
won leadership, retain the standards with 


which that leadership was attained. 





That is why A°S-E is unwilling 


A-S€ Files are made in a size or 


< 
to compromise the engineering and - style for every need — all the finest 
. in their class. 
manufacturing standards which 
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are today so widely recognized. That’s why 

A:S-E dealers are willing to forego the 

frantic expediencies of the moment... why they 
have so much confidence that A*S-E products 

will continue in their position of leadership for 


years and years to come. 
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The famous A-S-E Line of Desks 
and Tables is unexcelled for con- 
vertibility and flexibility. 
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10, A-S-E Storage, Combination, and 
Wardrobe Cabinets. A variety of 

vO sizes and styles. 
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600 CLEVELAND AVENUE AURORA. ILLINOIS 
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Ivan Allen-Marshall Company 
Conducts Promotion of 
Engineering Supplies 


A confirmed believer in the “all 
out” type of sales, the Ivan Allen- 
Marshall Company, Atlanta, Ga., 
recently staged a major promotion 
of its architects’, engineers’ and 
artists’ department offerings 

This successful effort included di- 
rect mail, newspaper advertising 
and window displays. A full-page 
ad in the Atlanta Journal carried a 
unique border containing 27 indi- 
vidual items from this department, 
leaving the center of the ad for 
heavier equipment, including drawing tables. 

“Business,” the company’s monthly publication, car- 
ried more than 100 items ranging from transits and 
tracing paper to brushes and artist’s portfolios. Litho- 
graphed in two colors with a modern format, this 
issue went to more than 15,000 firms and individuals 
in the Southeast. A coupon in the four-page spread 
urged readers to send for the Keuffel & Esser catalogs 
and a surprisingly large number of requests was 
received. 

Both of the store’s windows were devoted to archi- 
tects’, engineers’ and artists’ supplies and equipment, 
principally Keuffel & Esser products. One window 
featured field equipment including range poles, tapes, 
band chains and field books. The other window 
showed all types of drafting equipment—tracing paper 
and cloth, slide rules, drawing instruments, pencils 
and drafting machines. 

The company’s blueprint and photostat department 





FEATURE DRAFTING SUPPLIES—Pictured are 
two of the window displays used by the Ivan 
Allen Marshall Co., Atlanta, Ga., to sell sup- 
plies and equipment for draftsmen, archi- 
tects and engineers 





also figured prominently in the promotion with quick 
delivery and quality work the keynote. 

This outstanding promotion was carried on not 
only in the main Atlanta retail store, but also in the 
company’s branches in Rome and Gainesville, Ga., 
and Athens, Tenn. 





Multigraph Names Two Sales Agents 


Two sales agents have been appointed by the Ad- 
dressograph-Multigraph Corporation. They are G. W. 
Bratcher, named to the corporation’s Oklahoma City, 
Okla., office, and L. C. Taylor, who joins the Portland, 
Ore., office staff. Both are members of the Hundred 
Club, the company’s sales honor organization. 

Mr. Bratcher has worked in the Des Moines, St. Paul, 
Chicago and Minneapolis areas, while Mr. Taylor has 
had selling experience in the Des Moines, St. Louis, 
Kansas City and Minneapolis districts. 
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Oxford Filing Supply 
Host to Open House 


Sixty representatives from Oxford Filing Sup- 
ply Company, inc., distributors in the New 
York City area were recently entertained by 
the company. The affair started with lunch- 
eon in the Panel Room of the Hotel New 
Yorker. Buses then transported the group to 
Garden City for an inspection of the new 
Oxford plant. After the tour refreshments 
were served and President R. A. Jonas, Jr., 
made a brief talk. 
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RIBBON & CARBON CO., Inc. 
128 Wythe Avenue * Brooklyn 11, New York 


Manufacturers of 
INKED RIBBONS © CARBON PAPERS * MASTER UNITS © CARBONIZED ROLLS © SPIRIT & HECTOGRAPH DUPLICATING CARBONS 
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my lesson... 
Have you ? 
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QUEEN young lady? 
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absolutely safeguards hands / 







and clothing from smudges 
and smears; insures sharp, 
clear copies on long runs, too! 


Ask your boss or 

purchasing agent to get some 
free samples of 

QUEEN ‘'Protect-o-Coat,"’ 
available in flat sheets or 
master unit forms—plain or 
preprinted. Write today! 











Westwood Office Supply Has Gala Opening 
REPORTED BY J. E. TUFFT 


A typical Hollywood opening with searchlights 
sweeping the sky, and all the other attractive fixings, 
featured the latest move of Westwood Office Supply 
into its greatly enlarged home at 10954 Santa Monica 
Blvd., Westwood Village, Los Angeles. Mr. and Mrs. 
Bill Hagedorn are the proprietors. 

The new home, a building 48 by 82 feet, with ample 
parking space, represents remarkable growth for a 
firm established in the family garage only four years 
ago by Mr. Hagedorn after his return from war service. 
From the garage the store was moved to the rear of a 
seed house, immediate growth after the establishment 
of the business demanding more space. From the 
warehouse the next move was to a Santa Monica Blvd. 
location. with limited space, and the present move is 
therefore the fourth chaper in the story 


SEEN AT WESTWOOD OFFICE SUPPLY OPENING 


1. Exterior view of new Westwood Office Supply store at Los 
Angeles, Calif. 

2. Mr. & Mrs. Hyman Caplain, Pen Point Shop; Bill Hagedorn, West- 
wood Office Supply; Harold Bass, Abbot Electric; Mrs. Harriet 
Hagedorn, Westwood Office Supply; Mr. & Mrs. Joe Stoddard, 
Leedley & Booz; rear—Francis Crossley. 

3. Arlene Johnson, Bill Hagedorn, Mrs. Harriet Hagedorn, Mrs. & 
Mr. W. B. “Burnsy” Burns, all of Westwood Office Supply. 

4. Bill Hagedorn, Westwood Office Supply; Charley Weede, Station- 
ers Corp.; Steve Gallaher, Metalstand Co.; Bill Satleman, Universal 
Paper Co. 
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At the grand opening the store was decorated with 
banners on the exterior, office supply dealers from a 
large area were invited, and refreshments served. 
Supply men serving the store for manufacturers and 
wholesalers were present in large number. 

Mr. Hagedorn received his training in Cooke’s Sta- 
tionery in Salem, Ore. From Cooke’s he joined the 
Western Paper Converting Company and served as 
Sales representative in Los Angeles for two years. 
When World War II came along he joined the SeaBees 
and spent four years in the South Pacific. The present 
business was established after his return to civil life. 

Bill says he has built his business on a personal serv- 
ice basis. He is reputed to know more people by their 
first names in his area than is true of most business- 
men. Each month he publishes a little gossip sheet 
known as “Speed-O-Gram”. This gives all the latest 
news about the “boss”, and so forth. The little sheet 
is well received by a large number of people on the 
constantly growing mailing list. The company man- 
agement is definitely promotion minded. Every new 
customer gets a “thank you” letter without fail. Every 
new lead is systematically followed up with direct-by- 
mail advertising matter. 

Bill believes he is particularly fortunate in his store 
personnel and is long on experienced help. W. B. 
Burns is store manager. Mr. Burns has had 37 years 
experience in this kind of work. Charles Edwards, 
salesman, has had more than 30 years experience and 
has a wide acquaintance. Arlene Johnson is in charge 
of the service department. She was formerly secretary 
to Congressman H. B. Sheppard in Washington, D. C., 
and she also worked in Los Angeles for Brown & 
Bigelow, serving as secretary to G. B. Mullen, district 
manager for this company in the Beverly Hills section. 
Bill classifies her as “diplomat at large.” 

Behind the scenes is Mrs. Hagedorn who handles the 
books and who pinch hits for her husband when he 
is selling on the outside. 

The company has free twice-a-day delivery, a fea- 
ture which has built a lot of good will, Mr. Hagedorn 
finds. This department is looked after by Mel Newlove 
of the Westwood Package Delivery. 

The store features such brand merchandise as Cole 
Steel, Remington Rand, Cramer Posture chairs, Im- 
perial desks, Gregson Posture chairs and Invincible 
Steel Equipment 





Travelers Aid Names Divisional Chairman 


Baldwin Maull, general chairman of the 1951 Travel- 
ers Aid Society campaign, has named Albert L. 
Williams, vice-president of International Business Ma- 
chines Corporation, to serve as chairman of the office 
equipment division. 

“Leaders in commerce and industry,” Mr. Maull 
said, “know that the work of Travelers Aid—as a 
privately supported non-profit agency—is especially 
important in these times. The $340,000 goal this 
year is really very modest, in the light of the increased 
demands upon Travelers Aid. 

“Because of the national emergency, great numbers 
of people are on the move, and many of them call 
on us for help. This applies particularly to servicemen 
and their families. Travelers Aid is a reminder to 
them that the civilian population is backing them up, 
by standing ready to proffer help when it is needed. 
Moreover, Travelers Aid is now assisting, to a much 
greater degree than before, people who travel by bus. 
We have opened an information booth in the new Port 
Authority Bus Terminal, and more and more travelers 
there are turning to us for help. 

“Last year Travelers Aid served more than 109,000 
people. Despite internal economies which we have 
instituted, we must raise $340,000 if we are to main- 
tain and expand our services. Otherwise, we will have 
to curtail, which would be tragic indeed in these 
turbulent times.” 
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WHY ... A SMEAD’S TWO-PLI-TOP FOLDER? 
SAVES SPACE Twigg iP SAVES MONEY 


The top edge and tab of Smead's TWO- 
PLI-TOP folders are reinforced by turning 
over and glueing an extra inch of stock — 
this gives a smooth, rolled non-cutting edge 





SAVE FIRST COST 


Smead's TWO-PLI-TOP folders, 


medium-weight 8-point 2/5 cut 
tabs [illustrated) cost $24.15 per 
thousand *—enough to fill a stand- 
ard four drawer file. Standard 
heavy-weight 11-point folders 2/5 
cut tabs cost $28.00 per thousand 


—A SAVING OF $3.85. 





Smead's TWO-PLI-TOP folder 
with its rounded corners is a bet- 
ter folder than the standard single 
top. It will wear longer, and will not 


cut or scratch fingers of the file clerk. 


THIS ILLUSTRATION BASED ON CURRENT PRICES 

















of double strength at the points of greatest 
wear. Made of rigid, close knit manila fiber. 
A medium weight TWO-PLI-TOP folder of 
8-point thickness actually provides 20 points 
of thickness at the tab — almost twice that 
of a standard single top heavy weight II- 
point folder. 





























SAVING ON FOLDERS ....... . $3.85 


SAVING ON SPACE... 


A TOTAL SAVING OF... 58-6 


You get at the same time, folders which have 
GREATER strength (at the points of greatest 
wear) than the standard single top heavy weight 


wer 


0., INC. - HASTINGS, MINNESOTA 
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2 SPACE 
7 WORTH 
\ | | $4.41 
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a SPACE \\ ~'| 
m1 One thousand 11-point standard 
- single top folders will take up 22 
0 inches of filing space. One thou- 
D, sand 8-point TWO-PLI-TOP folders 
. will take up only 16 inches of space. 
| Assuming a four drawer file to cost 
: $73.50, and to provide 100 inches of 
7 filing space, each inch is worth 73/2 ¢ 
—and the TWO-PLI-TOP folders 
PACE WORTH $4.41. 
- SEND FOR | thus SAVE S 
- SAMPLE 
11- point folders. 
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| SMEAD’S TELL-1-VISION SYSTEM 


f works eee WOlVipua; — 


Here's how 
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READS LIKE A 800K 

LEFT TO RIGHT - 
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By using Smead's Tell-I-Vision filing system, you con = 
reduce filing time. The alphabetical-color signal 
system for finding — and the numerical-color signal with 


astm for replacing —moke fling cosy, fost, ond Colorful Plastic Tabs 


accurate. 


LET US DISCUSS YOUR FILING PROBLEMS WITH YOU 


THE Smead MANUFACTURING CO., INC.-HASTINGS, MINNESOTA 



























































When You Sell STEEL AGE 
You Sell Pride too! 


77 ATCH your customers’ eyes light up the first time they sit down at a new 
Steel Age desk and you'll see why Steel Age business is good business. Take 
this Stenographer’s Desk, for example. Time and again office people have told 
us that stenographers take a new pride in their work when they sit down at this 
efficient Steel Age desk. And with good reason. Every sturdy inch was specifically 
designed for top comfort and clean functional beauty, from the adjustable gliders 
to the smooth, eye-easy corroleum top. And there's added efficiency in the handy 
convenience tray for small office supplies . . . the sloping stationery shelves . 
and the easy-gliding, ball bearing suspended drawers. It all adds up to a desk 
that guarantees satisfied customers—customers who will keep coming back with 
repeat orders. That’s why office furniture dealers everywhere say, “Sell Steel Age 
and you sell the Finest in Steel Office Furniture!” 



















CORRY-JAMESTOWN MANUFACTURING CORP. 
Corry, Penna. 
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TRUCK AS A TRAVELING SALESMAN—Besides pick-up and delivery, 
the Business Furniture Co., Philadelphia, Pa., uses its trucks to build 
prestige and sales in an entirely new way. These trucks catch the eye 
wherever they travel, add prestige to the merchandise and stimulate 
referral sales. 


Dealer Profits by Billboard on Wheels 

Noting the success of the billboard as an advertising 
medium, one alert businessman decided to use it, but 
with a new twist. Instead of a painted billboard which 
is planned to catch the eye of people traveling by, 
he determined to extend its effectiveness by taking 
a billboard traveling! 

Maurice Golden, owner of the Business Furniture 
Company, recognized that the two new trucks being 
ordered for his use would be an excellent medium 
for institutional advertising. But he wanted to go be- 
yond the usual name or trade mark type of advertising. 
He wanted to create a brilliant billboard which would 
be seen in all parts of his Philadelphia trading area. 

The Business Furniture Company provides an ex- 
cellent subject for such a new approach. Its ultra- 
modern store front, with its gleaming chrome stand- 
ards and its full-length slanted glass windows, is 
located a few paces from the Walnut St. Theatre, one 
of the country’s oldest playhouses. Passersby are al- 
ways fascinated by the contrast between the striking 
new building and the old Colonial houses of Phila- 
delphia. 

Mr. Golden knew that this was a big asset to his 
business. Here’s the way he posed the problem to the 
designer, “I want everyone to recognize us by our store 
and by the type of merchandise we sell.”” Not an easy 
job for a truck design. 

The designer, Jacob Felsenstein, put it this way, 
“The assignment was difficult, but the client was ideal. 





DESIGN FOR ATTENTION—Designer and innovator of the new truck 
decor, Jacob Felsenstein is shown at the left discussing the plans 
with Maurice Golden, head of Business Furniture Co., Philadelphia, 
Pa. Mr. Felsenstein says, “A business that is not getting this extra 
advertising value out of its trucks is not getting full value from its 
investment.” 
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He called me in, stated the problem, said that he had 
utmost confidence in my ability, and went off on his 
vacation. When he got back from Florida the design 
was done.” 

The solution? A brilliantly colored modern design 
painted on the sides of two brand new trucks. Picture 
terra cotta, gray, chartreuse, aquamarine and silver 
leaf against a black background! Imagine a stream of 
furniture pouring forth from a modern symbol of the 
store front. This is the treatment Mr. Felsenstein used 
to portray the brilliantly-lighted office interiors and 
settings, the beautiful color schemes on display at the 
Business Furniture Company. The result is a real bill- 
board on wheels combining the highest esthetic value 
with institutional appeal. A new dimension has been 
given to an established advertising medium 

This unique solution could not have been created 
without the foresight of the Business Furniture Com- 
pany’s head, nor could it have been carried out with- 
out the co-operation of Bill Uttal, head of the Uttal 
Truck Rental Company, owner of the trucks. But most 
of all, it requires the creative talents of the artist, 
Mr. Felsenstein, who solved the problem in the best 
modern manner. It is expected that this will stimulate 
a new fashion in truck body decor 





Abilene Firm Moves Into New Building 


The Abilene Printing & Stationery Company has 
moved into a new building at 218 Cedar St., Abilene, 
Tex. This 60 x 120-foot structure is equipped with 
year-round air conditioning and the large parking 
area is a convenience for customers. 

The first floor of the building is devoted to commer- 
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ABILENE PTG. & STATY. CO. IN ABILENE, TEX. 


cial stationery, office furniture, greeting cards and 
small leather items. The entire front of the building 
is of structural glass divided into three large display 
cases. 

On the mezzanine floor are exhibited office furniture 
and A. B. Dick mimeographs. The floor also contains 
partitioned rooms which may be equipped as model 
offices for sales purposes. The back of the mezzanine 
provides ample storage space. 

The Abilene Printing & Stationery Company has 
been in business in Abilene for the last 50 years. George 
S. Anderson, founder, is still active as president of the 
corporation. Associated with him are R. E. Aiken, 
vice-president in charge of the printing department; 
Charles Lacy, vice-president in charge of sales, and 
W. H. Haney, secretary and manager and buyer for the 
retail store 





Burroughs Manager Retires at Dallas 


Office manager of the Dallas branch of Burroughs 
Adding Machine Company for 21 years, Franklin J 
Morrison retired at the end of October.—JHR 
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3. Regular training schools are conducted by 
Mosler in all parts of the U. S. They are 
available to train your salesmen in every 
phase of the selling job. It's just part of 
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says MR. ZAC SMITH, former president of the N.S. 0. E.A 
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bs When a line of record safes and money chests is as 
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= far out in front as Mosler, you don’t have to scratch 
your he id long to choose. | picked Mosler. 


4. Mosler representatives call on you regularly 
ind I picked a winner—the world’s No. 1 line!” to help with sales problems. They also show 
you how to use the newspaper ad mats, 
mailing literature and window displays 


Ws Z Mosler provides at no cost. This kind of 
: % Mosler Safe@/"y SEG 
Since 1848 


HAMILTON, OHIO 


W orld’s largest builders of safes and vaults . . . Mosler built And despite today’s production obstacles, Mosler 
the U. S. Gold Storage Vaults at Ft. Knox and the famous is keeping you supplied—so you can sell from 
hank vaults that withstood the Atomic Bomb at Hiroshima current inventory with confidence . . . and im- 

ee Want more facts? Write or wire 


The Mosler Safe Company, Hamilton, Ohio. Do it 


now, while you're thinking of it! 
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Simon Stationery Buys New Building 

When H. B. (Bubba) Simon bought Carrow Station- 
ers, owned by Art Carrow, in 1937, he did not know that 
eventually he would have to buy another building to 
house his growing business. 

Mr. Simon bought the business at 1219 Prairie Ave., 
Houston, Tex., in the latter part of 1937 and retained 
the same location until recently, when he bought the 
building at 1011 McGowen St. It measures 40x90 
feet, and is of solid brick construction. It has been 
refinished and divided across its length in order that 
the office supply and equipment business may be taken 
care of in the front, and the printing plant established 
in the rear of the store. 

Along both sides of the building is shelving contain- 





H. B. SIMON’S NEW STORE AT HOUSTON—Views of the new structure 
including exterior (top), two interior sections and part of the print- 
ing plant (bottom). 
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ing working stock with display counters and furniture 
in the center of the store. 

The building is air-conditioned. Nine employees 
constitute the sales force, three of the personnel having 
been with Mr. Simon since he started in business. 

The expansion has enabled Mr. Simon to increase 
his office supply stock, including furniture, and to add 
two new presses to his printing plant. 

Located 100 feet from Main St., and with customer 
parking available, the store will have a 60-foot n 
sign on the side of the building facing: Main St. 








All-Luminum Products Expands 
Under Direction of Ex-Gl's 


The eternal pessimists who say there’s no more ops 
portunity in America for the man with ideas and am- 
bition can learn a big lesson from Bob and George 
Cohen, two ex-GI’s whose post-war company has just 
moved into a large new manufacturing plant. For 
All-Luminum Products began only a little over three 
years ago with nothing more than an idea, a little 
money, and a lot of ambition. 

The two veterans, who together own All-Luminum 
Products, manufacturer of the Fold-A-Way table, have 
mushroomed their idea into a million-dollar organi- 
zation, and today are on the threshold of even greater 
success as they open their new plant at 1919 W. Oxford 
St., Philadelphia, Pa. 

It all started when the Cohen brothers, just out of 
the army after military service that saw them in action 
on both sides of the globe, opened a small office as 
jobbers of hardware, paints and maintenance supplies. 
They were “so fresh out of the army,” they whimsi- 
cally named their company “Kilroy’s,” after the fabu- 
lous character who was always there first. Within a 
few months, their aggressive selling had started them 
on the road to profits, but both felt the going was too 
slow. So they started to look for a “big idea.” 

Like most strokes of genius, the idea came in a 
round-about and totally unsuspected manner. One of 
their customers, who sold equipment to paperhangers,| 
said he wished somebody would invent a lightweight, 
portable table that could be carried easily from job 
to job for use as a paperhanger’s paste table. That 
started the Cohens thinking and burning the mid- 
night oil. 

Long nights of planning, long days of thinking, and 
plenty of hard work, led them to a unique design for 
an aluminum table that would safely support over 
40 times its own weight, and could be folded up to 
carry like luggage. After many months of experimen- 
tation, and the investment of all their savings and 
all they could borrow, Bob and George Cohen were 
able to deliver the first Fold-A-Way table to their 
customer. 

The customer was so enthusiastic, he placed an 
order for 300 tables, and then it seemed that every- 
body who saw the Fold-A-Way table wanted one for 
himself. Gimbel Brothers and Snellenburg’s, two of 
Philadelphia’s largest department stores, heard about 
the table, and ran small ads that resulted in tre- 
mendous Sales. 

The rest is history; demand for the Fold-A-Way 
table has exceeded the supply ever since 

All over America, people began to discover uses for} 
the Fold-A-Way table. House furnishings departments 
were the first to promote it, as an auxiliary dining 
table, an extra table for small apartments and a picnic¢ 
table. Then the stationery trade latched onto it, and 
thousands upon thousands of tables were bought for) 
offices. Caterers bought the Fold-A-Way in quantity,) 
and in response to a story in a publication called} 
“Casket and Sunnyside,’ many orders came in from 
undertakers 

Still rolling along in high gear, and with plans for 
big national promotion of their table, the Cohen broth- 
ers recently reviewed their big problem—producing 
enough merchandise. To cope with this problem, and 
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CARBONS 
and RIBBONS 


ONGHOR 






















longhorn carbons and ribbons give your customers 
top service...top performance ...and they give 
you top profits! 


LONGHORN PLASTI-CARBON —takes more abuse 
than any other type carbon. Produces sharp, clean 
copies, won't slip, won't smudge or “tree.” Lies flat, 

won't curl in any weather. Corner-cut for easy removal. 


LONGHORN WAX-BACK CARBON —long- 
wearing, non-smudging. Fast and clean to handle. 
Won't curl, sharp writing—second in quality only 

to Longhorn Plasti-Carbon. 


LONGHORN RIBBON — users cal! it the “per- 

fect ribbon”—and it’s the perfect quality com- 

‘ panion to Longhorn carbon. Non-filling, 

sheer yet tough. Types clean and 

sharp to please the most meticu- 
lous person. 


Amceo Covers the Notion 
Wherever You Are 








Write for your 
; NEW AMCO CATALOG 

Factories at Ennis, Texas e Chatham, Va. ‘ata satan ine 

the complete AMCO 


Branches in Houston, Dallas, Birmingham, 
Carbon and Ribbon line. 


New Orleens, Albuquerque, Denver, 
Les Angeles, St. Lovis, Minneapolis, New’ York 


| Sa” 
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to permit them to make more of the six other prod- 
ucts which they have placed on the market, they have 
set up their new plant, and Fold-A-Way tables will 
start moving off the production line this week. 

Other products in the All-Luminum line include a 
line of plywood-top tables for home and institutional 
use that features a revolutionary new type of steel 
folding legs. 

And as if this weren’t enough, the boys have plans 
for several new products, some which they feel may 
even equal the Fold-A-Way table in appeal, which 
will be introduced as soon as production can be or- 
ganized. For Bob and George Cohen are still relying 
on their lucky combination: ideas and ambition. 





Office Equipment Plant Opens in Los Angeles 
The Dray Manufacturing Company, 4961 East 52nd 
Pl., Los Angeles 22, Calif., has announced the opening 
of its new plant. Metal office equipment and fabricated 
metal parts will be manufactured. 
The company, of which James H. Dray is general 


JAMES H. DRAY 





manager and purchasing agent, is equipped to make 
various sizes and styles of metal filing cabinets, a 
metal office desk and a blueprint storage cabinet. 

Staffed by experienced personnel, the company, said 
Mr. Dray, was in production by Noyember 1. 





Johnson Chair Names Salesman 


Robert P. Mack has recently been selected as a 
salesman for the Johnson Chair Company, after having 
completed a six weeks’ training period in the com- 
pany’s factory and another three weeks learning office 
routine and other matters pertaining to the business. 


ROBERT P. MACK 





A resident of upper New York State, he will travel 
that state outside the New York Metropolitan area, 
the New England states and part of Pennsylvania. 

Mr. Mack, who is a graduate of Hobart College, has 
had considerable experience in selling 

He served in the U. S. Marine Corps for five years 
during the last war. 
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Richmond, Ind., Firm Marks 50th Anniversary 


Fifty years ago, between Ninth and 10th Sts. on 
Main St., Richmond, Ind., William H. Bartel started 
the business which today bears the name of Bartel & 
Rohe. 

Selling office equipment, school and janitor supplies, 
this firm has,.through half a century, expanded to 
become one of Indiana’s leading stationers, with busi- 
ness encompassing distant points of that state and 
reaching into Ohio. 

Prior to entering business for himself, Mr. Bartel] 
had worked for the Elwood Morris Company. He pur- 
chased the Hathaway Notions Store and the Hasting 
Company, makers of rubber stamps, then gradually 
expanded his line to include business supplies and 
school books. Mr. Bartel built a solid foundation for 
his business by making sales in surrounding counties, 

In 1917 he was elected to the State Legislature ag 
representative for Wayne County. He was also a 
member of the Common Council of the city of Rich- 
mond. 

When George W. Rohe entered the business in 1912, 
the firm name was changed to Bartel & Rohe. John 
Rohe assumed a share in the management in 1938, 
The building at 921 Main St. housing the present 
store, was purchased in 1919. 

The golden anniversary of Bartel & Rohe marks the 
firm’s standing as the oldest business house in the 
block and is the only one there which existed 50 years 
ago. 





Corry-Jamestown Appoints Southern 


Representative 

The Corry-Jamestown Manufacturing Corporation 
has announced the appointment of George Slater of 
Decatur, Ga., as its factory representative in the states 
of Florida, Georgia and /Louisiana. 

Mr. Slater is well known and well acquainted with 
the trade in these states, having called on office equip- 





GEORGE SLATER 





ment dealers in this territory for the past 20 odd 
years. As a manufacturers’ agent he has represented, 
among other firms, The Carter’s Ink Company for 14 
years and the Eberhard-Faber Pencil Company for 
five years. 

Mr. Slater is a member of the National Stationery 
and Office Equipment Association, the National Manu- 
facturers’ Agents Association, the National Office Fur- 
niture Association, the Southern Traveler’s Club and 
the Texas Traveler’s Club. He resides at 526 E. Lake 
Dr., in Decatur. 





George Morrisons Vacation in Hawaii 


Mr. and Mrs. George B. Morrison of the Indianapolis 
Office Furniture Company, Indianapolis, Ind., left on 
November 11 for a vacation in the Hawaiian Islands. 
They sailed on the S.S. Lurline from Los Angeles, and 
plan to return by air, calling at San Francisco for a 
few days before their return to Indianapolis 
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Office of Superintendent, Pawtucket School, R. I. Equipped by Globe- 
Wernicke. Chairs by Blair Aluminum Furniture Co., Marietta, Ga. 








with 
colorful, 
comfortable 


On office furniture, Masland Duran not only 
4S: 4 I). accents efficiency and good taste, it is a 
definite asset in comfort . . . a business 
* builder in hospitality . . . and a money-saver 
WI3i] in cleanability. Ordinary soap and water 
W- Hie cleans off dirt, grime and grease. Whether 
“plas your business is buying or selling, specify 


iP Masland Duran on all types of office 
furniture. Look for the Masland Duran tag. 


THE MASLAND DURALEATHER COMPANY « Dept. 64, Philadelphia 34, Pa. *Trade Mark Reg. U.S. Pat. Off. 
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General Fireproofing Names Manager 

E. A. Purnell, vice-president in charge of sales, The 
General Fireproofing Company, has announced the ap- 
pointment of L. W. Miller as manager of the company’s 
dealer sales division, to succeed the late William Hoge. 

Mr. Miller was born in Dayton, Ohio. He attended 
Oberlin College and Lehigh University, and joined The 
General Fireproofing Company’s sales department in 





L. W. MILLER 
ty 4 e 


1937. For the past five years he has been manager of 
the company’s national account sales division. 

Mr. Miller is a member of the Youngstown Club, the 
Youngstown Country Club and the National Office 
Management Association. 





Shipman-Ward Names Kantor Manager 


Shipman-Ward Manufacturing Company has an- 
nounced the recent promotion of Steve Kantor to the 
position of manager, dealer services, where he will 
function as chief liaison between Shipman-Ward and 
its customers throughout the country. 

Mr. Kantor’s duties will include the development of 
new ideas and methods for continuing and extending 
the Shipman-Ward policy of service and personal at- 
tention to the dealer’s needs. 

He will provide dealers with information on every- 


STEVE KANTOR 





thing from sources of supply to new products, as well 
as advice and assistance when sought 

A background of more than 25 years of experience in 
the office machine field, climaxed by his position as 
purchasing agent and parts department supervisor 
previous to his present job, has given Mr. Kantor a 
thorough first-hand knowledge of parts and supplies 
which will be a great help to dealers in solving their 
technical problems. 

Mr. Kantor joined the Shipman-Ward staff in 1925 
as a typewriter assembler and soon graduated to align- 
ing. His parts and supplies experience began when he 
transferred to that department as a stock-keeper. He 
was later promoted to parts department supervisor 
and will continue to have executive charge of parts 
and supplies in addition to his new assignment 

Already acquainted with many dealers in the office 
machine field, Steve Kantor is looking forward to 
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meeting many more of the customers he will be serv- 
ing in the near future. Dealers are invited to contact 
him by letter whenever they have a question or a prob- 
lem and to drop in at Shipman-Ward and talk things 
over in person when they are in Chicago. 





H-H-M Acquires Thomas Register Assets 


The purchase of all assets and the outstanding pre- 
ferred and common stock of the Thomas Register Mfg. 
Company, of Canton, Ohio, on November 30, 1951 by 
the Herring-Hall-Marvin Safe Company, a Delaware 
corporation, was announced on December 1 by Warren 
F. Mosman, president. 

The new executive officers of the Thomas Register 
Mfg. Company are: Warren F. Mosman of Hamilton, 
Ohio, president; Harold O. Thomas of Canton, Ohio, 
vice-president, and Glen F. Rittenburg of Cleveland, 
Ohio, vice-president and treasurer. 

The Thomas Register Mfg. Company has made metal 
specialties for bank and office use since 1908. Among 
their products are included typewriter tables, filing 
equipment for record safes and bond boxes for safe 
deposit boxes. Mr. Mosman said that operations of the 
company will be continued and expanded under the 
new ownership 
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Defense-time 
or Peacetime... 


) 4 its 
B YELLOW BOX LIN 


is best! 


Time-tried... quality-proved...consumer-preferred ! 


From one source—with one order—on one 





Oakville’s complete Yellow Box Line of 
invoice you get the merchandise your 


customers want. One-stop buying-the 
Yellow Box way-builds sales and profits! 


1004 and 1504 
\"/ 


the line that’s best for you! | oexvive SGP scovin 


1852-1952 1802-1952 


paper fastening devices simplifies your 
buying, streamlines your inventory, cuts 


your handling costs, saves you money! 

















CAKVILLE COMPANY DIVISION 
> . Scovill Manufacturing Company « Waterbury 20, Connecticut 
42nd St., Lexington Ave. 1419 N. Broad Street 441 Stuart St. 4105 W. Chicago Ave. Charles R. Barry Co., 430 Brannan St. 


NEW YORK 17, N.Y. PHILADELPHIA 22, PENN. BOSTON 16, MASS. CHICAGO 51, ILL. SAN FRANCISCO 7, CALIF. 
THE BROWN BROTHERS, LTD.; TORONTO 1 
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Morris Sanford Company Serves lowa 100 Years 


“To look back over 100 years of continuous service 
is a rare privilege for an Iowa organization. The State 
of Iowa was only five years old when the forerunner 
to Morris Sanford Company opened its doors in the 
fall of 1851. That year the Sioux Indians gave up 
their hunting grounds in northern Iowa .. . the last 
Indian cession in the Hawkeye State; and Iowa 
pioneers launched a century of progress that was to 
turn an unbroken prairie into the most productive 
agricultural center in the world. From these plains 
‘alabaster cities’ were to rise to shelter men and women 
from every nation on earth .. . their busy factories 
now turn out uncounted products for world-wide dis- 
tribution.” 





MORRIS SANFORD 
CO. STORE AT 
CEDAR RAPIDS 





This opening paragraph of a booklet, published by 
the Morris Sanford Company, of Cedar Rapids, Iowa, 
to celebrate the firm’s centenary, well sums up the 
history and progress it has seen. 

The story of the company itself is told against a 
background of the state’s history, from the time that 
William Lee was brought from St. Louis to Iowa’s 
capital city to become the first bookbinder in the state, 
through the changes in location and personnel to the 
present day, when, under the name acquired in 1921, 
the store handles many items, including stationery, 
greeting cards, books, wall paper and paint—stocked 
for nearly a century—gifts, office fixtures and supplies, 
photographic equipment, radios, record players and 
records. 

The Sanford associates now look forward to the 
beginning of a second century of service to all the 
people of Iowa. 





Maunsell Company, Vermont, Incorporates 


Philip Maunsell and Raymond Colby have acquired 
the Maunsell Company business at Montpelier, Vt., 
and will incorporate as The Maunsell Company, Inc. 
They will continue the office machine business, and 
the service and repair department. Their business will 
occupy the rear of the present Maunsell Company 
premises where the service department is now located. 

Frank Keyser is acquiring the office furniture busi- 
ness, formerly carried on by The Maunsell Company, 
including desks, chairs, files and shelving; the line of 
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safes and various other lines of equipment and sup- 
plies. Keyser will do business as Vermont Business 
Equipment and will be located at 14 E. State St. in 
the Friberg building. 

The foregoing plans of operation will afford a con- 
tinuation of the business established more than 20 
years ago by the late Francis R. Maunsell who built a 
successful and unusual type of business with the lead- 
ing lines of various office equipment, all under one 
management. The many concerns in Vermont whose 
office machines are under maintenance contracts will 
be served without interruption. The changes in owner- 
ship were effective October 1, according to Harold P. 
Parker, executor of the Francis R. Maunsell estate, 
who has directed the business of The Maunsell Com- 
pany since Mr. Maunsell’s death in March of last year. 

Philip Maunsell, president of the new organization, 
has been employed by The Maunsell Company for 18 
years, in the capacity of serviceman, service manager, 
and salesman. In addition, Mr. Maunsell is thoroughly 
familiar with all phases of the office equipment field. 

Raymond E. Colby, vice-president and treasurer of 
the new Maunsell Company, Inc., has been engaged in 
the office equipment field for several years, including 
one year with the Maunsell Company as Audograph 
district manager. Mr. Colby came to the Maunsell 
Company from the Artwell Company, the New Eng- 
land home office of the Audograph, where he was 
trained and where he established a proven sales record. 
He is a graduate of Dartmouth College and Boston 
University School of Law. 

Frank Keyser, who resides in Worcester, has been in 
charge of the office furniture business of The Maunsell 
Company for some years and is well known throughout 
the state. He will be assisted by his wife, Mrs. Phyllis 
Maunsell Keyser, and by Arthur Fitch, who is presently 
employed as a salesman in. the office furniture de- 
partment. 

The Maunsell Company, Inc., in addition to Messrs. 
Maunsell and Colby will continue to employ three serv- 
icemen in their service department and their book- 
keeper will be Mrs. Margaret Booth, who until recently 
was employed by The Maunsell Company.—RC 





Berger Names Detroit Representative 


Appointment of Ralph W. Sponseller, Jr., as a sales 
representative in the Detroit branch of the Berger 
Manufacturing Division of Republic Steel Corporation, 
le i sc aaa by R. W. Helms, general manager of 
sales. 

Mr. Sponseller will handle sales of Berger shelving, 
lockers, office equipment and special products 


R. W. SPONSELLER, Jr. 


Born in Canton, Ohio, he attended Lehman high 
school there and was graduated from Kent State uni- 
versity, Kent, Ohio. 

He served with the Marine Corps for three years 
during World War II, and joined Berger’s sales division 
in 1949. 

Mrs. Sponseller and the couple’s two sons will join 
Mr. Sponseller in Detroit. The family has been resid- 
ing at 250 Montrose Ave., N. W., Canton, Ohio. 
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with these new 


Modern designs 
by 


B.L. MARBLE! 





These sn t new ultra-modern chairs 
have a refreshing “new look” to stimulate 
your selling. Their clean cut Modern lines 
and trim welted upholstery will have an 


instant appeal to discriminating Customers 


who are looking for something distinc- 
tively ‘different’. Especially recommended 
for use with the new Modern desks in 


fine executive office installations. 


[he complete B. L. Marble line includes 
other fine upholstered chairs, as well as a 


wide rang f executive and stenographic 


posture chairs and a most complete line 


of all-wood chairs for general office use. 





For f “its in selling, these chairs 
hould uped with desks and other ac- 
essor f appropriate design and “spot- 
ted’ prominently on your display floor. 


/ 7 J j , 4/ 4 4 j . 
© Dar gee ae indinale miece Of jurmndure ai Ga chair, there 4 no 14tiAfaclora tsabiddlale for. WOOD 


THE B.L. MARBLE CHAIR COMPANY 


Foremost Manufacturers of High Quality Business Chairs 


Bedford, Ohic 
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American Latex Now World’s Largest 
Independent Foam Rubber Manufacturer 


Already known to retailers as a leading supplier of 
office chair cushions, American Latex Products Cor- 
poration recently dedicated its expansive new foam 
plant to make it the exclusive manufacturer of C-Foam 
latex foam products. 

This addition establishes this firm as the largest 
independent foam rubber manufacturer in the world. 
C. M. Christie, president and general manager, says 
that with these new facilities, the production of C- 
Foam chair cushions is being greatly increased to offer 
retail outlets foam cushions with faster service than 
ever before. 

With the addition of the new million-dollar plant, 
the foam rubber producing facilities now cover more 
than 65,000 square feet and are capable of producing 
in excess of one-fourth million foam rubber units a 
year. 

The reason for this expansion, as President Christie 
points out, is the ever-increasing demand for the C- 
Foam chair cushion, and for the C-Foam cushioning 
material that is used in furniture manufacturing and 
upholstering. Foam mattress and pillows. too, are in- 
cluded in the many foam products bearing the now 
exclusive C-Foam label. Plans are underway for the 
beginning of a third shift to keep the plant in op- 
eration almost around the clock. 

In designing the new foam plant, all the latest de- 
velopments were included. Six new maturation tanks 
blend the raw liquid latex into the exacting consistency 
required for molding. 

New scientific pouring, molding and curing methods 
produce the finished foam in a lighter, fluffier state 
ever before, and by actual figures, at a rate more than 
200% faster than normal. New improvements in trim- 
ming, cutting and covering equipment round out the 
complete operation. 

In addition to the C-Foam chair cushions, mat- 
tresses, pillows and cushioning, American Latex Prod- 
ucts Corporation is also serving the aircraft industry 
with adhesives, coatings and other latex components. 

American Latex Products main plant and head- 
quarters are in Hawthorne, Calif., with branches in 
San Francisco, Portland and Seattle. 





Sigloch with Royal Typewriter 35 Years 
Charles J. Sigloch, district auditor, comptroller’s divi- 
sion, marked his 35th year with the Royal Typewriter 
Company, Inc., on December 11 
Mr. Sigloch joined Royal in 1916 as an assistant 
bookkeeper for the comptroller’s department. His 


7 


CHARLES J. SIGLOCH 





service was interrupted in 1917 for military duty, but 
he returned to the company in 1918 as a bookkeeper. 

Since that time, he has successively held the posi- 
tions of assistant to the New York office manager, 
senior bookkeeper, auditor, credit manager, assistant 
treasurer and purchasing agent. In 1948, he was ad- 
vanced to the post of district auditor, the post in which 
he celebrated his 35th anniversary with the company. 
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Commercial Office Equipment 


"For Better Business Living™ 
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y INVINCIBLE METAL FURNITURE CO., Manitowoc, Wis. 
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BAP pserven Fibre) blended with Nylon under 


ee ee Nowe 

“SAVES TIME AND MONEY. Now! 
nMe AND 

—er 


DEVELOPED BY 


O10 Town 


Here’s a revolutionary new ribbon that is really 







rugged—by far the best you've ever seen—built 
to go the distance and then some. HI-TEST 
has all of Nylon’s long wearing qualities PLUS 


a wonderful new absorbency. 








CORPORATION 


Manufacturers of duplicating machines, 
carbon papers and ribbons 


Brooklyn 17, New York 


a special formula developed by OLD TOWN engi- 
neers results in a thin, strong ribbon with miles of 
extra wear and sharper, clearer impressions. 
an 


té - 
“BE \ WISE. ORDER SOME 
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Prepaid Freight Charges a Success 


Enthusiastic reception has greeted the Wells Chair 
Company’s “Prepaid to Destination” feature, intro- 
luced recently. The company offers to prepay freight 
harges to any place, on shipments of 100 pounds or 
nore. Joseph W. Pritchard, president of the firm, be- 
lieves that the idea is so appealing that dealers are 
induced to incre their orders to take advantage 
I the arrangen { 

Since freight charges have assumed such an im- 
portant factor in the cost of doing business, it is said 
that the Wells fer removes this anxiety factor from 
the dealer’s mind. He knows exactly the cost of Wells 
chairs he orders and does not have to add freight 


of the merchandise 





John Mosler Directs Sales School 


The 27th regional sales meeting of the Mosler Safe 
Company was conducted on Friday, October 19, at the 
Hoere-Rosenthal Company, Fort Worth, Tex. The 
school was directed by John Mosler of New York, 
sales director of the company, assisted by Joseph Ashby 
f Hamilton, Ohi Frank Callaway and R. Childress, 
midwester! southwestern representatives——JHR 





Timed for 2001 A.D. 





Craig Sheaffer, president of the W. A. Shaeffer Pen Co., and Janice 
Rippenkroeger, daughter of a Sheaffer employee, seal the burial 
place of a 50-year time capsule containing the pen company’s em- 
ployees’ mass prophecy on the world of 2001 A.D. Predictions in- 
cluded peacetime use of atomic energy, person-to-person television 
replacing the telephone, cures for cancer and the common cold and 
a third world war before the 21st century 


AO ae 02020785 0;0,0205° 


f) 
Cngagements Rees 





Mr. and Mi Samuel Austrian of 295 Central Park 
West, New Y City, and of Long Beach, L. L, an- 
nounce the gement of their daughter, Rosalie, 

Harold D. Seltzer, son of Mr. and Mrs. Abraham 
Seltzer of B1 lle, N. Y. Miss Austrian, whose father 

president of e Commercial Stationery Company, 

ch operates five retail stores in New York City, 
is a graduate f the Fieldston School and attended 
Western Re University. Mr. Seltzer is a graduate 


Indiana New York Universities. A February 


Whess in g Whachines engi 





The A 0 Third Ave., New York 10. N. Y.—This firm lists 
xe ’ ' " r with pica type, 
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SWIFT 


ADDING 
MACHIN 


‘SWIFT BUSINESS MACHINES CORP. 


Great Barrington, Mass. Dept. 01 


Send information about the Swift Adding Mochine: 


NAME 
COMPANY 


ADDRESS 
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CONFIDENCE 


Builds Regular Customers 





Selling the H-H-M Line 
Wins Buyers Confidence 


Every time you sell an H-H-M product 
you gain a regular customer who has confi- 


dence in your advice on business equipment. 


You win buyers’ confidence by helping them 
with affairs at the very heart of their 
business when you sell H-H-M _ Insulated 
Record Files - Safes - Vault Doors —or 
Money Chests. You show them how to 
assure their ability to continue in business 
after a fire by adequately protecting vital 
records, secret, restricted and confidential 
documents. You are often able to reduce 
their safe burglary insurance premiums as 


much as 73%. 


Let us show you how the exclusive H-H-M 
franchise will help you build more regular 
customers . . . and protect you as you build 


your territory. 


Herring-Hall-Warvin Sale Co. 


HAMILTON, OHIO 


Craftsmen in . . . Scfes ® Insulated Record 
Files © Money Chests © Vault Doors 
Rotary Record Files ® Stee) Storage Files @ 
* AZ Bank Vault Equipment ® Drive-In Windows 
4 san* ® Depositories ©® Counter Work ®@ 





Metal Case Work for Hospitals 
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Speed Products Promotes Charles Parker 


Charles Parker, 45, has been appointed director of 
sales and promotion for Speed Products Company, 
Inc., Jack Linsky, corporation president, recently an- 
nounced. 


CHARLES PARKER 





Mr. Parker will co-ordinate the company’s sales and 
advertising activities. 

A veteran of more than 25 years in the field of 
selling and advertising, Mr. Parker set a notable sales 
record at Speed Products in the three years of his 
employment. Through his efforts, says President Lin- 
sky, Swingline stapling machines became a household 
and business byword throughout the country. 





Collister Corporation Appoints Miss Wallace 
Miss Rosemary Wallace has been appointed assistant 
to the sales manager, Norman J. Collister, president of 
the Collister Corporation, announced recently 
Miss Wallace, who began her association with the 


ROSEMARY WALLACE 





company five years ago, has held the positions of re- 
ceptionist, secretary, and director of customer person- 
nel training. She is a member of the Office Executives 
Association of New York and the Transcription Super- 
visors Association of New York 





R. K. Clark Company Appoints W. G. Ross 

W. G. Ross has been appointed sales representative 
for the R. K. Clark Company, Minneapolis, Minn., 
manufacturers of steel shelving 

Mr. Ross will represent the company in California, 
Washington, Oregon, Utah, Idaho and Montana with 
headquarters at 915-F Terminal Sales Building, Seat- 
tle, Wash 





New Rochester, N.Y., Business Opens 

A new business, Leon’s Typewriter & Supply Com- 
pany, has recently been opened at 103 Clinton Ave., 
South, Rochester 4, N. Y. The owner, Leon Brontman, 
states that a complete line of new and rebuilt type- 
writers, both standard and portable, and adding ma- 
chines is carried. Steel filing equipment is being added 
to the merchandise. 
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Genuine 
MOULDED FOAM LATEX 
PRICED FOR 
PROFITS and 
QUICK SALES! 
Cramer Posture CHAIR CO., Ine. 


1205 Charlotte Kansas City 6E, Mo. 







TWO SIZES PUT THEM ON YOUR COUNTER 


serrigen WIL THEW SELL / 










17 x 19 x 2—LIST $9.50 









Choice of brown or green. Replaceable covers. 
Non-slip. in pliofilm bag. Delivery ten days 
receipt of order. Write for discounts 
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Y ARROW FASTENER COMPANY, [NC. 


ONE JUNIUS STREET, BROOKLYN 12, N. Y. 


{ 
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“Rocky’’ Jones Announces Production of New 
Electric Typewriter Technical Bulletin 

“Rocky’s Electric Typewriter Technical Bulletin” is 
the latest production of Leroy “Rocky” Jones, well 
known to the office machine industry through his for- 
mer supervision of the Office Appliance Mechanical 
Institute at Springfield, Mo. 

This is a monthly publication of eight pages, fully 
picturing, describing and providing adjustments for 
all makes of electric typewriters including the IBM 


“ROCKY” JONES 


Electromatic, Underwood electric typewriter, Reming- 
ton Rand Electri-Conomy and Royal electric type- 
writer. 

Claiming that this is a full course in “electric-type- 
writer know-how,” Mr. Jones will mail the No. 1 issue 
in January of 1952. The address of the service will 
be Rocky’s Electric Typewriter Technical Bulletin, 1541 
S. Fairway Terrace, Springfield, Mo. A year’s subscrip- 
tion to the bulletin will cost $5.00. 

In announcing his bulletin, Mr. Jones says: 

“I guess typewriter dealers are just as skeptical 
about the electrified typewriter as were our parents 
about the electric vacuum cleaner. Most of this skep- 
ticism comes from failure to understand the nature 
of this modern electrical device lack of under- 
standing creates skeptics of most of us. I remember 
the time a mechanic claimed that the standard type- 
writer was ‘no good’ or ‘worn out’ just because he 
didn’t know how to repair or adjust it. 

“Take it from me, the electric typewriter has far 
more to offer than does its predecessor, the manually- 
operated typewriter. The most important factor is 
elimination of the human element which is the cause 
of most of the manual typewriter ills. A perfectly- 
adjusted manual typewriter will work swell for the 
typist who uses perfect touch and rhythm, but the 
same typewriter will reflect a number of ills for the 
erratic typist and, of course, the typewriter is blamed 
and the mechanic starts maladjusting the machine in 
order to overcome the erratic touch and rhythm of 
the complaining typist. 

“Try to get a person who has been using an electric 
adding machine to go back to using the old hand-pull 
manual machine. Try to get a woman who has been 
using an electric vacuum cleaner to go back to using 
the old broom on her rugs... same difference. The 
electric typewriter eliminates the human element of 
erratic typing and makes the task of typing so effort- 
less and troublefree that once a typist becomes ac- 
quainted with it there is no desire to return to the 
manual machine 

‘How about the typewriter dealer? If he understood 
the electric typewriter mechanism, what it is and how 
it operates and once he has a little experience with 

it will be just as difficult to get him enthused again 
ver the manual machine. Why? Because the electric 
typewriter does not have te be maladjusted. Once it’s 
adjusted, it works the same for all typists the 
operator touches a key and whether that touch is 
light or heavy the impression is uniform, whether 
two or 20 copies are required the touch is the same. 

“Mechanical trouble? Considerably less than on the 
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If you need complicated carbon-interleaved forms of any 
size or combination of sizes to speed up distribution of infor- 
mation, cut down clerical errors, reduce your record-keeping 
costs . . . call on Federal! We design and print forms to 
solve your every business problem. 


Federal forms are precision-printed on the fastest, most 
modern machines available. Federal service is prompt. Fed- 
eral prices ore attractive. Ask us to quote on your next job. 


Some Federal Specialties: Multiple carbon forms . . 
carbon - interleaved state- 
ments .. . voucher and pay- 
roll checks . .. forms requir- 
ing spot carbon or die-cut 
carbon...business machine 
forms! 


AEaERAL 


business Powers. we 9 GOLD ST. . NEW YORK 38 * CO 7-8850 
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uality ark 


means Quality Products, Quality Service, Quality Packaging 
with customer satisfaction and repeat business for you in ‘52 


Here are a few of the more than 400 3. DOUBLE TOP FILE JACKETS in Quality tag 

styles, sizes, weights, and stocks available or Red Fibre stock. Added reinforcing at 

. top gives added strength and wear. In 

at Quality Park . . . letter or legal size with 1% or 2 inch expan- 
1. OPEN END LEGAL ENVELOPES . . . excep- si . 

tionally strong with excellent writing sur- 4. SCHOOL WALLETS .. . one piece style 


face. One piece construction Quality tag in strong durable red fibre stock with 


stock. Three sizes .. . flat and four degrees attached tape ties. In eleven sizes from 3% 
of expansion. x 6 to 16 x 20. A favorite of students and 
| : 
2. OPEN SIDE CRUSH ENVELOPES .. . one — 


piece style with deep flaps and attached 
tape ties. Quality tag stock with good writ- 
ing surface. Three sizes with four degrees 
of expansion. 


Sold Through Dealers Only 


DANK A VREODaCON Qeliy Ra. 


G . , Mi 
eneral Office and Factory, Quality Park, St Paul 4 mnessete = 
Chicago Office and Warehouse, 564 W. Monroe St., Chicago 6, Illinois 
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manual typewriter for the above reasons. Is it com- 
plicated? No! it only looks complicated. It is more 
accessible than the standard because cover plates are 
removed exposing the mechanical parts of the ma- 
chine. An understanding of how it operates and the 
principles and parts used will erase the fears of the 
average mechanic, simplifying his job of analyzing the 
action and sell him on the many advantages the elec- 
tric typewriter has to offer. Yes, the electric typewriter 
is here today and it’s here to stay ... it’s doing a 
marvelous job. It’s doing another job, it’s encourag- 
ing the typist to be more accurate and to do it with less 
effort.” 





Joseph Dixon Names Philadelphia Manager 


M. H. Jackson has recently been appointed district 
manager of the Philadelphia sales territory by the 


Joseph Dixon Crucible Company. 
While the appointment covers all divisions of the 
business, Mr 


Jackson will continue to be active in the 


M. H. JACKSON 





pencil division, with which he has been identified as a 
Dixon representative for 30 years in the Philadelphia 
area 

This territory includes southern New Jersey, eastern 
Pennsylvania, Delaware, Maryland and eastern Vir- 
ginia, and will soon add North Carolina and South 
Carolina 





Henry Spiker Heads ‘Bill’ Goff, Inc., Sales 

Henry E. Spiker, well-known throughout Wisconsin 
for his activities in officiating in athletics, has been 
named sales manager for W. E. (Bill) Goff, Inc., Madi- 
son, Wis 

Mr. Spiker, former district manager of the Wis- 
consin-Upper Michigan canned meats division of Oscar 
Mayer & Company, attended Purdue University, and 


HENRY E. SPIKER 





has also taken courses in marketing, display, sales- 
manship and merchandising at the University of Wis- 
consin 

A veteran of nearly four years’ service with the U. S. 
Air Force, “Spike's” decorations include the Air Medal 
with clusters, the Purple Heart, a Presidential citation 
and various theatre ribbons with battle stars. 
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[ VICTOR ADDING MACHINE CO., Chicago 18, Ill. Dept. OA-152 | 

" | am interested in the new Victor Champion line of adding machines. 
Please send details to: | 
| | | 

| COC icitinctcernecccitntnntbinithiiinibiniinminn State :_.......... - 
, Territory where | am now selling :...__ ae ee ae 
ee or 





“es 





Model 6-6-0 

Full keyboard 

s 9,999.99 
Totals 99,999.99 


Model 7-6-0 
10-key keyboard 
sy, 


Totals 99,999.99 


YOUR CHOICE 


OF KEYBOARDS 
9-column total 
also available 


Add the VICTOR Champion 
Line Now, and... 


YOU ADD... the same national advertised models 
featured in Saturday Evening Post, Pathfinder, 
Country Gentleman, and other leading magazines 
and newspapers throughout the United States. 


YOU ADD .. . a popular low-priced line of pre- 
cision-built adding machines now in use by thou- 
sands of stores, offices, professional men, and other 
businesses. 

YOU ADD .. . a line of adding machines which 


offers your customers a choice of full key or 10 key 
keyboards. 


ACT NO 


VICTOR ADDING MACHINE CO. 
Chicago 18, Illinois 

World's largest exclusive manufacturers 

of adding machines. Now in our 33rd year. 


FOR MORE INFORMATION ON THIS 
PROFIT-MAKING OPPORTUNITY 
WRITE, WIRE OR CALL TODAY! 
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1 Complete Customer 
SATISFACTION 


2 Protect Business 


REPUTATION 


3 Every Guarantee of 
FUTURE PROFITS 


Remember... 


More profits! More business! More 
good will! The sale of quality 
Darnell products assure continued 
patronage. The Darnell name 
protects business prestige. Write 
for special dealer proposition. 


DARNELL CORP LTD 
LONG BEACH 4, CALIFORNIA 


60 WALKER ST. NEW YORK 13.N Y 
36 N CLINTON CHICAGO 6 ILL 
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News Notes from NSOEA District No. 4 


R. E. HILBURN, CORRESPONDENT 
644 N. HIGHLAND AVE., ATLANTA, GA. 


Chattanooga, Tenn., is busting out all over with a 
modernization program. The Commercial Stationery 
& Supply Company has completely remodeled with a 
new “front end,” new fixtures, lighting and decor and 
has wound up with a store that is as “up to the min. 
ute” and attractive as any. C.S.&S.C. has followed the 
two-tone green theme which is very pleasing to the eye 








+ * . 


Not to be outdone, Cooper’s Office Supply has com- 
pletely “done-over” its interior with new fixtures, new} 
lighting and a new balcony for furniture. A winding | 
stairway with ornamental ironwork is very fetchin’ | 
A lavender color scheme has been followed. With these | 
two additions I can think of no city which can boast 
so large a percentage of modern, attractive office 
supply stores. Congratulations boys—you'’ve done a 
swell job 

When I was in Mobile, Ala., last October 29, Bob 
Gill’s wife was scheduled for an operation the same 
day in New York. Haven't been able to get any of the 
details but sincerely hope she is now well on the road 
to recovery 

. * 

The Ed Lawler-Norman Cobb combination of Talla- 
hassee, Fla., suh, has opened a new branch store there 
Haven’t the exact address but it is operating under 
the handle of Tallahassee Office Equipment Company 
These boys opened their first store in Pensacola about 
three years ago under the firm name of Pensacola 
Office Equipment Company and the new branch in 
Tallahassee is a sure-fire sign of a job well done. Nice! 
going fellers, and the best wishes of all go with you in| 
your new venture. 


| 


* * ; 


Greetings to one of the newest members of the} 
Southern Travelers Club. Said member, Hugh O'Neill, 
is a manufacturers’ representative with several lines 
but the main one is Convoy. Hugh has been cover- 
ing the south for some time all the way from LA 
(that is Los Angeles to you local guys). Hugh has gone 
the rest of us “road runners” one better and opened 
a jobbing business too at 44'2 Marietta St. Welcome 
to the fold, Hugh, and we will be looking for you in 
the territory 





2 + 


Wonder if Hank Walden has ever found his voice?} 
The “grapevine” has it that Hank lost it in Chicago} 
and was having a heck of a time with the sign lan-| 
guage. 

. > . 

Just to show you travelers what you are missing 
when you “forget” about the regular Monday noon 
meetings of any travelers working Atlanta, the October 
14 session at the Piedmont’s Oak Room saw no less 
than fourteen (14—count ‘em) around the festive 
board. Keep this in mind boys and take one of your 
customers along if you want to 


os « > 


Roy Martin, Carithers-Wallace-Courteney, Atlanta 
is back in Lawson General Hospital and from what ! 
hear it looks as though Roy will be there for about 4 
year. That is going to be a long and tough year boys 
so put Roy down in your “remember” book and send 
him a card, book, or anything else you can think of 
that will help make it as short a year as possible. And 
while you are at it don’t forget Jim Waugh, Jr. al 
Lantana Sanatorium in Florida 


oa > > 


Congratulations to (Oh Gee) Penegar, Gastonia 
N. C., on making the underwood 1951 All Star Club 
for the fifth straight year. Making this club is no 
“cinch.” so “O.G.” shows concrete evidence of what 
‘staying on the ball” will do. Nice going O.G. Should 


: 
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cols When your customers complain that the handsome green- 
sted board files you sold them have faded to a pale and sickly 
u it lavender — you are victim of FUGITIVE GREEN! 

the Be safe! Tests show that files made from beater-colored 
Neill, board will fade just from exposure to normal office lighting, 
lines whereas Oxford PRINTED-ON green will not fade even 
tw after many months in direct sunlight! The pigment used to 
one color Oxford Files is absolutely fade-proof. 
ened 
a Yes, appearance is one of the main reasons for buying green- 
7 board files. Better be sure that your customers will love their 
files in May as they did in December! 
1ce 
toa The one way to be sure is to sell the fast-color file, the 
Oxford STEEL-CLAD. 
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Desh Hardwae 
National Lock 


will help your products sell better 





If you manufacture office appliances, fine quality office appliance hardware. Call 
NATIONAL LOCK hasa message ofinterest on us to work closely with you in solving 
to you. From this one dependable supplier your hardware problems... with an eye to 


you Can get virtually everything you need in more profitable sales of your merchandise. 















Deth Pall tecscvey | 


a few of a wide selection of attractive | 
NATIONAL LOCK desk pulls. Pulls 
are stamped, die cast or molded plastic. 


Smartly designed, they will lend them- 





selves graciously to your products. 
Choice of several handsome finishes. 






— 


LT eT NE 8 1 en 


Deak Lochs For more than 40 years 


NATIONAL LOCK COMPANY has made a broad line 
of locks for most every purpose. Included are plate, 
lever and pin tumbler types engineered especially for use 
on wood or metal office furniture. Ease of installation and 


positive locking security are two of their proven assets. 


Distinctive Hardwae... 


ALL FROM 7 SOURCE Pe Wale) 7. Re Rela 4 
PULLS, LOCKS, LABEL HOLDERS, 


CASTERS, LOCKER HOOKS, COMPANY 


HINGES, LIFT HANDLES... ROCKFORD . ILLINOIS 
EVERYTHING FOR OFFICE APPLIANCES 
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you need any outside help on spending the returns 
just say the word 


ju 
- 7 * 


Harper Bros., Greenville, S. C., has just completed a 
new furniture display room in the basement of the 
Ss Main St. store. It is done in natural pine and 
nakes one of the most attractive display rooms any- 
where. Don’t stop up front looking for Ed Der either. 
He is back in a brand new “private” office done in the 
same natural pine. The Harper boys have a “new deal” 
) their typewriter and business machines department 
too. They have the very first, so far as I know, “drive- 
repair and service station. They bought the service 
station next di and converted it to their needs. Sho 
is convenient. Their old store on W. McBee St., has 
neen closed 
> Saal a 

Ralph Peethoff, Ellies Book Shop, Sarasota, Fla., now 
has his brother from Kansas City with him. 

> . ” 

Tommy Charlton, former “head man” at Office Sup- 
ly Company, Tampa, Fla., is now at the Office Equip- 
ment Company as store manager. 

o . al 

I hear that “Sonny” Powell, Powell Office Supply 
Company, Sanford, Fla., has been in the hospital for 
yer five weeks. It was supposed to have been a stay 
ff one week for an operation upon a chipped bone in 
his knee. Sonny must have liked the fare, or could 
t have been a “honey”? 

* * ” 

Understand that Charlie Bedgood, Carolina Office 

Equipment Company, Wilson, N. C., is just out of Duke 


Hospital after an operation, but have no other details. 
* > - 
Major Hines McWaters, firm of Hines McWaters, Co- 
umbia, S. C., is now with the forces in Korea. 
> * . 
Bill Dupree, formerly with the Ray boys at Raleigh 
Office Supply, has gone on the “road” for an ink and 


arbon outfit but don’t know which one. 

That must be quite a “to do” those office equipment 
dealers in Miami, Fla., are cooking up for January 11-12 
and 13. This is a new departure in this area for the 
dealers to get together and form an outfit to sponsor 
an annual office equipment show. “Red” Long is presi- 
ient, Paul Barnett, secretary, R. L. Lamkin, vice-presi- 
ient and M. J. Haisten, treasurer. This is a big under- 
taking but shows every indication of going over with a 
bang.” 

* i * 

Heard several weeks ago that Bill Beekan, former 
B. K. & H. representative, was at the Veteran’s Hospital 
in W. Palm Beach for a checkup. Anybody down that 
way please “check up” on Bill. 

” > 


. 
Got three new members for the “expected soon club” 
and one graduate. The graduate is Vickie Stuart, Or- 
lando Stuart me fren’, coming up with the third 


boy. Nine pounds of man and that is all the informa- 
tion I could get at this writing. Incidentally, what are 
you two trying to do—raise a Stuart football team? 

The three w members are the Pettits, Calhoun 
Office Supply Company, Spartanburg, S. C.; the George 
Whitmans, Whitman Office Supply Co., Columbus, Ga., 
and the Jim Browns, Brown Office Supply Co., Char- 
lotte, N. C 


- * - 


I don’t think it is generally known in our industry 


that we have a gal in our midst who excels in a sport 
isually regarded as a man’s game. She not only excels 
in it but is lad-burn good that there ain’t nobody 
around this section of the country who will even chal- 
lenge her to a duel. I am referring to Ellen Fisher, of 
Fisher-Harrison Printing Company, Greensboro, N. C. 
Ellen is one of the top rifle shots in the country and 
undisputed champion in and around Greensboro. Year 
before last she won the Southeastern championship, 
women’s division, in the annual tournament. At the 
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the trend is to 


ALUMINUM 
FURNITURE 


Outstanding for 
beauty, comfort 
and durability 


MAIL COUPON 















SCULPTURED 
MASTERWORKS 


For SCHOOLS e OFFICES 
HOTELS e RESTAURANTS 
AUDITORIUMS e HOSPITALS 
CHURCHES e BOARD ROOMS 





Leader in Aluminum Office Furniture, Emeco Corp., Hanover, Pa. 
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STORMS 


QUALITY PRODUCTS 


CARBON PAPER 
INKED RIBBONS 
CARBONIZED ROLLS 


“The Complete Line” 
DEALERS... 


INCREASE your sales. Compete with confi- 
dence. 


Sell highest grade merchandise produced and 
guaranteed by a reputable manufacturer with a 
thorough knowledge of DEALER requirements. 


H. M. STORMS COMPANY serving the DEALER 
TRADE EXCLUSIVELY for more than HALF 
CENTURY is exceptionally well equipped to 
provide everything required in CARBON PAPER, 
INKED RIBBONS AND CARBONIZED ROLLS. 


We have complete modern facilities for pack- 
aging and imprinting under dealers private 


brands. 


Investigate our PERSONALIZED service. Carbon 
paper permanently identified with your brand 
name printed directly on each sheet of carbon. 
A sure way to build repeat sales. 


Write NOW to Dept. H for details. 





ab 
*tcoRDs evens” 


vaaes mane 


H. M. STORMS COMPANY 


Storms Building, Brooklyn 16, N. Y. 
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present time she is the top rung in the ladder of a 
“ladder” tournament now going on in Greensboro. She 
has shot three consecutive 200x200 scores which, to 
you guys and gals not “hep” to rifle shootin’, is a per- 
fect score—NO misses. This is shot on the regular 1,000 
inch, or 75-foot range. Don’t let that distance fool you 
either—that bulls eye sho do look little through that 
peep sight. Congratulations Ellen—we are lookin’ for 
even bigger game to fall your way. 


* * - 


By the time this “hits the streets” we will be in a 
new year and everybody will be even more confused 

including Truman, if possible—but even so, I'd like to 
take one lil’ ole advantage of this job of “reportin’” 
and wish ,each and every one of you trusting souls 
who has waded this far through this stuff hoping to 
find something of slight interest, a Happy, Healthful 
and Fruitful New Year. AND—as a parting shotto 
remind each and every one of you to not wait for me 
to knock you down for a news item. SEND IT IN! 


“HUNCAN DINES AGAIN” 


Ole Huncan is going to drop off in his home town 
this time and give you a “Po’ boy’s” restaurant that is 
more or less an institution in Atlanta. This place 
doesn’t go so much for fancy stuff or “atmosphere,” 
although it is air-conditioned for your summer com- 
fort, but for a “man’s” meal it will be hard to beat. 
For a good steak or a healthy slab of prime rib of beef, 
Shorty’s Steak House on Pryor St., between Decatur 
St. and Edgewood Ave., is the place to go. Shorty’s is 
right down town so no car trip is necessary. It is 
especially hard these days to get a decent steak 
under two bucks but Shorty has ’em. Should you be 
one of those guys who goes for a heavy lunch, Shorty 
again has no equal. Brother, when you leave there 
you are really “loaded.” Most of the traveling gender 
already know all about Shorty’s but this lil’ piece is 
for those two—or perhaps three—stragglers not in the 
fold. 





New Production Manager Named by Stempel 
J. Hugh Stempel has joined the Stempel Manufac- 
turing Company, Dallas, Tex., as production manager, 
according to an announcement by W. A. Stempel, 
president of the firm. 
A graduate of Georgia Tech in industrial engineer- 
ing, Hugh Stempel was formerly associated with Me- 


37 
| {” J. HUGH STEMPEL 


chanical Handling Systems, Detroit, Mich., as a sales 
engineer in the materials handling field. During the 
recent war he was at the Kings Point Academy of the 
Merchant Marine. Mr. Stempel is a member of the 
Engineering Society of Detroit; the American Institute 
of Industrial Engineers and Tau Beta Pi, honorary 
engineering fraternity. 

“The addition of a man with the engineering and 
materials handling experience of Mr. Stempel will 
play an important role in the expansion of the pro- 
duction facilities of the Stempel Manufacturing Com- 
pany,” said W. A. Stempel. 
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The Time to 


Stop Selling s.. NEVER! 


Let’s face it—it’s been a long time Here at Lyon, we’re still producing 
since any of us have had a so-called “‘nor- 1500 standard items of steel equipment. 
mal’’ year in which to produce and sell. We aren’t producing as much as we'd like. 
Quite likely it’s going to be some time Deliveries aren’t as fast as we'd like them, 








before we see such a year. either. Whose are? But a lot of steel equip- 
: It’s easy, in times like these, to let a ment will roll out of our two plants during 
4 ‘‘what’s the use” philosophy take over— 1952—and it will be sold, at a good profit, 
to pull our selling punches and coast. It’s by dealers who know that the time to stop 
° easy —but it’s wrong. selling is—NEVER. 


2 STRATEGIC PLANT LOCATIONS... AURORA, ILL., AND YORK, PA, 
: LYON METAL PRODUCTS, INCORPORATED 


e General Offices: 128 Monroe Avenue, Aurora, Illinois 
> Sold Nationally through Factory Branches and Dealers 

z- 

y 
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‘WON 


STEEL EQUIPMENT 




















PRODUCTS STILL SERVING INDUSTRY + BUSINESS + INSTITUTIONS + HOMES 


® Kitchen Cot To e f 
@ Cabinet B 


> 
© Storage | ? Box . 
. 


® Drawing Tot 
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--.and a combination like this, 
makes buying easy, too. 


It’s the comfort that does the selling! JOHNSON 
CHAIRS look comfortable... feel comfortable 

... and they are comfortable . . . through and through. 
That’s why they’re so easy to sell. They sell themselves! 
Your customers buy comfort above anything else. 
They buy the soft billowy feeling of a foam rubber 
cushion. They buy the touch of smooth rich real leather 
that gives an air of personality to the chair. Yes, 

they buy the thrill . . . the delightful experience that 
goes with solid relaxation as they tilt back in a 

chair that’s adjusted to their own size. 

A JOHNSON CHAIR gives them everything they ask 
for. That’s why selling’s always easy . . . especially 
when you can show them a JOHNSON CHAIR. 

A superb example is this new No. 1742F Executive 
Chair with its deep foam rubber cushions and a 
combination of gros point and genuine leather . 

and the matching No. 1801 Side Chair... It’s a 
beautiful pair that will easily catch the eye of 

any prospect. 


Selling is always easy... 
--sespecially when it’s a 





No. 1742F 


No. 1801 


Learn the full story of JOHNSON CHAIRS. Write for a catalog, today. 


4401 West North Avenue 
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JOHNSON CHAIR COMPANY 


Chicago 39, Illinois 
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News Notes from NSOEA District No. 5 


FLOYD E. ZINKHON, CORRESPONDENT 
6740 ELWYNNE DR., CINCINNATI 36, OHIO 


The industrial heart of America that serves the world. 
. > > 

Governor Pat O’Conner attended the funeral of Miles 
Fox of Detroit on November 21 along with Ken Boyer 
and Earl Kochheiser from District No. 5. 

> > * 

The first regional convention of the new year will 
get underway in Louisville, Ky., March 17 and 18. Let’s 
make it a big show and give the other regionals some- 
thing to shoot at 

The Louisville stationers have already had their 
initial planning meeting and will assure all who 
attend a real southern treatment. 

Eddie LeBlanc of Uncle Bill Kelly’s Office Equipment 
Company was named chairman of the convention 
committee. Save your confederate money, boys, and 
come along and revel with the rebels. 

* 7 : 

Dixon Crucible in the news: Gus Nelson has been 
retired from the road and will sell from his easy chair 
in Jersey City. B. Bateman, formerly of American 
Pencil Company, has joined the Dixon staff. We all 
wish him the best for he’s a great guy. 

. » * 

V. G. S. Seott of the Rose City Press, Charleston, 
W. Va., is the new president of the West Virginia 
Dealers Association 


* . 7 
Did Bill Gove of 3M ever get out of the West Virginia 
hills? 
* * ” 
Egg. Howard of The Globe Wernicke Co. is back on 
the job afte! rief illness. 
> * ” 


Central Ohio Paper Company branch of Cleveland, 

Ohio, had a bad fire, the loss around $35,000. 
” * * 

Al Garrigan of Springfield is recovering from a siege 
in the hospital and wants to thank all his peddler 
friends for thinking of him. Says Al, “You can’t keep 
1 good Irishman down.” 

> * 7 

Ken Sweeney of Redecker & Dick was called up by 
Uncle Sam. Kenny will be missed in Cincinnati as he 
always greeted you with his Irish smile and wisecracks. 
Take care of yourself, Kenny, and hurry back. 

7. * x 

Earnie Earnshaw of Roth’s, Dayton, is still confined 
at home. Drop him a card, fellows, at 232 Oakview 
Dr., Dayton 9, Ohio 

> ” ” 
Mrs. Myron George of Seitz and George, Dayton, 
presented Pop with a little daughter 
> 7 - 
Mrs. Gene Hall, daughter of the late Harry May 
Beckley, W. Va., is the mother of Kay Melinda. 


» > * 
A short note to the travelers: Let me hear from 
you as to what’s new in your territory. I'll get it in 


print for yo 





Arrow Fastener Moves to New Building 


Arrow Fastener Company, Inc., has moved to new 
and larger quarters at One Junius St., Brooklyn 12, 
N.Y 

The new building is constructed of concrete and 
steel, is seven stories high and offers 140,000 square 
feet of space. It has many facilities for housing huge 
and modern machinery. The management states that 
the new structure will enable Arrow to manufacture 
Stapling products in unprecedented numbers. 

Among the new building’s outstanding features is the 
exclusive railroad siding to expedite shipping 
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... the biggest, fullest, 
easiest-to-read catalog of 
QUALITY PLASTIC DIS- 
PLAYERS ever published! 
Color-filled, profit-packed 
with dozens of exciting 
new V.P.D. Plastic Display 
Albums, Holders, Cases 
and Covers! 


CHECK NOW. If you don’t 
have V.P.D. CATALOG 
#52, attach this ad to your 
letterhead and mail to us 
at once! 


JOSHUA MEIER CO., 


153 West 23rd Street -New York 11 
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There’s only ONE 


LISTO 


THE MARKING PENCIL THAT 


White on Everjching 











White on 
Glass/ 








Q 
EVERYBODY wants LISTO 


That's why a small investment means BIG PROFITS! 


*‘Nobody wants anything but LISTO!,” dealers report, “That's 
why we feature LISTO exclusively.’ That's the story everywhere 
—for there's only one LISTO... the best advertised, the biggest 
selling marking pencil in the world. National magazines, as well 
as leading trade publications tell the LISTO story millions of times 
a year. Cash in... feature LISTO! 

Only LISTO has the patented 
“Grip Type Sleeve” that grips the 
entire length of the lead. Prevents 
breakage, the leads do not fall out. 


EXTRA HEAVY LEADS 
THAT DON'T BREAK in 
6 cotors Vl) Sogoccs 


Black Blue 
Red Yellow 
Green Brown 


SOLID COLORS 
TO THE BOX 





n Extra Sleeve in Every Box of Leads 


LISTO PENCIL CORP., Alameda, Calif 
nada LISTO PRODUCTS, LID., Vancouver, 8.¢ 
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Golden Nuggets from the Rockies 


EDWARD |. ROBINSON, CORRESPONDENT 
2759 W. 34TH ST., DENVER, COLO. 


Dan Koss is busy telling one and all about that new 

daughter, Diana Marie, who arrived on October 8. 
. ae ” 

Ed Cooper is working to get his feet wet on the new 
S. E. & M. Vernon line that he is representing for the 
western states, plus some of Canada along with the 
Pacific Islands and Alaska if he wants to go there. 

* ~ ~ 

Hal O. Wilkins and Miss Dorothy Lowman were 
married on September 30 in a quiet home ceremony in 
Park Ridge, Ill., the home of the bride. Hal is sales- 
manager for Kistler’s and now has his own manager. 
Our heartiest good wishes to the couple. 

” ” * 

Word has been received by the wrtier that both 
Frank (Esterbrook) Lipp and his Mrs. have been ill 
down New Mexico way. Nothing very serious, but 
enough to keep them in bed for a few days. 

“ . * 

Ben Gormet, Parker Pen Company, is a new member 
of our travelers’ club, taken in at the last meeting. 
Others present were Ed L. Robinson, Sanford Ink Com- 
pany; Ernie Sawyer, Eagle Pencil Company; George 
Feeley and Earl Zuhlke, Dennison Manufacturing Com- 
pany; Keith Gordon, Boorum & Pease Company; 
Herb Johnson, Kendrick & Bellamy; Ed Hunt, Water- 
man Pen Company, and Carvell (Gold) McWilliams, 
The Globe-Wernicke Co. 


- * © 


Elmer Kelly of the Kelly Company, Salt Lake City, 
has been spending his vacation in the warm clime of 
Honolulu. 

” ” ” 

A face-lifting operation has been going on at the 

Nord Stationery Company, Raton, New Mexico. 
. oo + 

Oscar Sorenson, Kelly Company, Salt Lake City, is 
back on the job and apparently recovered from the 
operation which kept him off the job for a long time 
last year 

7 a” * 

Elmer (Unlucky) Pearce, Rocky Mountain Banknote 
Company, Pueblo, had a new matching coin but it 
failed him, accounting for the groans that could be 
heard all the way to Denver as he had to pay for the 
writer’s coffee. So, someone else has the new coin now. 

* ” . 

H. E. Feld of Las Vegas Stationery is a one-step 
man now. He missed a step at the store and wound 
up with a broken leg. Says it will take about nine 
months of hobbling to get back to normal. 

> - * 

Pete (Acco) Masterson was telling me about his 
feats as a horseman. But as he walked away limping 
and moaning I believe the horse got the best of the 
deal. Cowboy Masterson he is now known as. 

- * + 

Dick Healy, Santa Fe Book & Stationery Company, 

has been on a deer hunting trip with several friends. 


* . * 


holiday—doing nothing but enjoying himself. 
” . > 

Harold Richardson of Richardson Office Supply Com- 
pany, Grand Junction, had just finished telling me 
about receiving the NSOEA Certificate of Merit in the 
governors’ contest when the phone rang. He answered 
same and for a few moments was almost speechless. 
Hanging up, he turned to me and was finally able to 
talk. He had just been informed that the KCCH, one 
of the highest honorary degrees in Masonry, had been 
conferred upon him. Congratulations, Harold. 


> *. * 


Some 46 members, friends and guests of the Rocky 
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HIGH EFFICIENCY IN 


YUP MUCH’ LESS FLOOR SPACE 
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|GLOBE-WERNICKE y 
TECHNIPLAN’ 


‘the original modular OFFICE 
Techniplan, the original fully-developed modular 
system of office equipment, accomplishes two 


highly desirable results: 


1. Reduces floor space per worker without 
reducing work surface areas. 


2. Provides for greater ease and speed in 


worker output. 
TECHNIPLAN uss nterlocking, interchangeable 
units, offering hundreds of variations in arrange- 
ent—— space t tion. Any desired combina- 
tion of work fa th Wasted out-of-reach areas 
voice d. 
TECHNIPLAN equipment is simple and tasteful in 
lesign for dist shed appearance. It can be 
stalled a few ts at a time, or the complete 
tice. Rearrangement of the equipment is always 
easily and quickh ide, to suit changing needs. 
Write for detailed information. 





Office Equipment, Systems, 
and Visible Records 


a 
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*Space savings range 
from 18% to 43% 
depending on pre- 
vious arrangement, 
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“L" Unit with horizontal section 
under auxiliary top. Various ar- 
rangements possible for letter files, 
map ond drawing files and card 
index files. 











Basic “L"’ unit—desk with ped- 
estal and center drawer — auxiliary 
top with end supports. 





Partitions for privacy—noise bar- 

ad riers — in full (66") or medium 

} (48") height —in all-wood or 
combination wood and glass. 


— Work station for two per- 
sons by the addition of desk unit 
gives economy of space and in- 
creased work efficiency. 


oe ake) 


’ 
| 





arly ae a ee 

Two Techniplan bays give semi-private 
work stations for two persons. Ideal for 
executive offices. Full height, all-wood 


Cincinnati 12, Ohio partitions. 
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FINDIT FILING 
SYSTEM 
ATO2 

















Patent N 2248355-D 128118 
EVERY TIME you sell the FINDIT Filing System, you 
do more than make a sale. You make a real contribution 
to the filing efficiency of another business office. The 
FINDIT Filing System provides packaged filing efficiency 
ready to make “filing and finding” effortless. The erystal 
clear plastic tab angled for greater visibility is an out- 
standing feature. Send for illustrated 
literature. ZA 


f 
Established 1921 {(nyqapiLil 


L. L. BABBLEY & CO. 


snufacturers of Filine Supplies 


1220 W. Van Buren St. Chicago 7, III 
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Mountain Travelers Club gathered around the festive 
board on Friday evening, November 23, at the Aviation 
Club in Denver to attend their first dinner dance. A 
good band, fine food and fellowship made it an en- 
joyable occasion. 

The western division of the Sanford Ink Company 
will hold an annual sales meeting in the Park Lane 
Hotel, Denver, on January 3-6 





Janovsky, Hurtig Join in New Venture 
Rudy Janovsky and Saul Hurtig have organized the 





Jantig Products Company, 4212 W. Madison St., Chi- 
cago, to offer dealers a new kind of bookkeeping sys 
tem for the small business. 

Both are experienced in the industry. Mr. Janovsk 
for the past 30 years was employed by the Wilson 
Jones Company. In early 1949, he was elected vice 
president and general sales manager. In this capacit 


RUDY JANOVSKY 
(LEFT) AND 
SAUL HURTIG 





he had supervision over sales, merchandising and ad 
vertising of Wilson-Jones Company and Standaré 
Diary Company. He resigned December 31, 1950 ang 
after completing a much-needed rest is again busy if 
the field he knows so well. 

Mr. Hurtig entered the stationery industry whil 
working for Hillman’s Department Store, where he 
ultimately became the assistant buyer in the statione 
department. He left Hillman’s to go into the printing 
business. In 1929 he and Morris Rosenthal purchase¢ 
Wicker Park Stationers. In 1940, he sold out to Morr 
and purchased the Acme Stationery Company. 





Art Steel Adds to Sales Staff 


Three additions to the sales force, and one to thag 
of an associated organization, have been announced 
by Art Steel Sales Corporation. Merrill D. Hasty will 
cover the Midwestern territory for the company, while 
Wes MontPas becomes assistant to William J. Boyd in 
Chicago, Ill. E. M. Stewart, Jr., has been appointed té 
assist O. D. Mann in the Southwest area. 

Frank Mock has been added to the force of thé 
Charles E. Hess organization 





Smith & Corona Names Yaffa Manager 


L. C. Smith & Corona Typewriters, Inc., has an- 
nounced the appointment of Al Yaffa as manager of 
the Smith-Corona Boston branch office, succeeding 
George B. Samuel, who has retired. 

Mr. Yaffa entered the employ of this company as a 
junior salesman at the Boston branch in September 
1926. He became a senior salesman in the early part 
of 1928, and in 1944 was appointed sales supervisor at 
the Boston branch. He has continued in that position 
until the present time. 

Mr. Samuel has served with the company in various 
capacities for a number of years, having worked for 
both L. C. Smith & Bros. Typewriter Company and the 
Corona Typewriter Company before the two companies 
were merged. He has been manager of the Smith 
Corona Boston branch since September of 1938 
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COLE’S new INVENTION 


Dial Locks aH 
f ch FUWOTIS automatically 


Used in 
Government 
Offices 


Used for 
Top Secret Work 
in Many Plants 


Your records are as safe in Cole's “DOUBLE SAFEGUARD" 
cabinet as in a bank vault. Only YOU know the combina- 
tion. A heavy duty Grade ‘'A"’ Cabinet with a progressive 
ball-bearing suspension cradle within a suspension cradle. 
An outstanding achievement in engineering skill and de- 
sign. Equipped with safety latches and positive side lock 
compressors. Because of the structural strength of the case 
work and the ease of drawer operation, Cole cabinets will 
last a lifetime. 


No. ott T 06 


FOUR DRAWER FILES 
No. Wide High Deep pee =o 


F : 1004Y .. Letter Size..14%" 51%” 28%" $106.90 








8004Y .. Legal Size..17%" 51%" 28%" 118.75 


oa 4 } 30 ahs iu rs Greined Walnet, Maheguny or Rnatty Mine Salih, (ERD rae 

1 ry» pore 
c v Green 
or Gray 


1002Y .. Letter Size..14%" 30%" 28%" $ 79.50 
8002Y .. Legal Size..17%" 30%" 28% 84.75 
Grained Walnut, Mahogany or Knotty Pine finish, $10.50 additional 


Prices slightly higher in Texas, Colorado, and West of the Rockies. 


STEEL EQUIPMENT COMPANY 
7 COLE Oh toMe aleleltielaMe Wacialel> New York 17. N. Y 
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PRONTO STORAGE FILES 


— for less active 


OTHER SIZES AND PRICES 
~ FIBREBOARD | STEEL 
DRAWER FRONT | DRAWER FRONT 


SUGGESTED USES ‘4 oe . 
Width Height Length! File vanes reg ae 


Inside Dimensions 


Single Corton No Single Carton 


wn 


at wi Bw Ww 
w 


a> win 


hu 


$3.45 I210L. . $4.45 .. 
3.35 1210S... oe 
4.25 ISi0L.. 
3.10 109L.. 
3.40 108L.. 
3.35 108M . 


S| EEE 12% ..10%,.. 15 
Legal or Cap. 56% .. 10%... 24 
Invoices ‘ . 10% . 8% .. 24 
*2 Rows 8x5 Forms 10% . 8%. . 24 
*Invoices or 2. Rows 8x5 ‘(+ Cee 


{sie Size 12% ..10%,.. 24 
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104L.. 
1941L.. 
1941M . 
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is4iL.. 


Freight Bills __ Ss free 

Checks . “3 Yo .. 4%... 24 

Drafts or Checks se 

Drafts or Checks — ee Oe 

5x8 Forms _. : i aa eee ae S , 
Deposit Slips (2 Rows) <a al oe Eass 
Deposit Slips _.._.__.  <« Moon E84 
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73IL.. 
1645L.. 
1245L.. 
1O3L.. 
1$92L 

tZL . « 
1212M . 


Tabulating Cards __ - 2 ee E73 
*3x5 Cards (3 Rows) _. TT ee E64 
"4x6 Cards (2 Rows)_ ; es _ E24 
*3x5 Cards (2 Rows) _ cw) ese E103 .. 
Vouchers (Upright) _ os ie «e E592 .. 
Ledger Sheets ae 24) E91 
Ledger Sheets -. 12%... 18 E12 


ViUwnw hn 
KLRAZSRS 
ViVFinowo 


Form 1160E rs es Slightly gher ta Texas 


PRONTO FILE CORPORATION E 


records 


Letter Size $355 
Legal Size $435 
Check Size $2 


STURDY CONSTRUCTION — Prontos are built 
275-lb. test corrugated fibre board and nr 
forced with steel on the shell and the four corn 
of the drawers. ; 
SAVE FLOOR SPACE — Constructed so that 
interlock into solid units and stack as high 
the ceiling, saving valuable floor space. 


LOCATE YOUR RECORDS EASILY — No more 
of fussing and fuming. With Pronto files youd 
get at all records just as easily as in your reg 
active files. 

BEAUTIFUL APPEARANCE — Pronto files are ber 
tiful in appearance, finished in an attractive ¢ 
green. The steel drawer front matches your f 
lar active office files. 





285 Madison Avenue New York 17, N. Y. 










Jasper Desk Company 


Offers ) 
America's = = 


Cghin 


OFFICE _ 
FURNITURE “= 


LINE 


: | 





A truly well-designed 
George II! reproduction 
in warm, glowing Gen- 
vine Walnut. Desks and 
matching accessories. 











Gci¢ 














Traditionally fine of- 
fice furniture in oa 
true Chippendale styl- 
ing. Desks and match- 
ing accessories. 































A design for the 
world executive. A 
first in the modern 
trend. Desks and 
matching accessories. 
































The subtle decorative 
features, trim lines and 
fine Puritan styling of 
the Eighteenth Century. 
Desks and matching 
accessories. 














All the features neces- 
sary to provide business 
with space saving and 
time saving conveniences. 
Desks and matching ac- 
cessories. 














uilt | 
1 re 
orn 


ig” Commercial \ 











Smart, functional design 
for maximum versatility 
and usefulness in busi- 
ness. Desks and match- 
ing accessories. 


SEVENTY-FIVE YEARS OF PROGRESS IN OFFICE DESKS 


The JASPER DESK Company 


JASPER, INDIANA 
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KEYSTONE STEEL EQUIPMENT CoO., IN 


STEEL FILE 


CABINETS 
Made of High Grade Furniture Steel 





Ci 


NON-SUSPENSION FULL-SUSPENSION 


type type 





if ° 
i * Featuring * 
x Gealuring x 
© CROSS RAIL CONSTRUCTION 


e REINFORCED DRAWERS e 10 ROLLERS TO EACH DRAWER 


e@ FINGER-TIP CONTROL (compressor type) e 16 GAUGE STEEL TRACKS & CHANNELS 


| 4 ROLLERS TO EACH DRAWER e FINGER-TIP CONTROL (compressor type) 


ALL CABINETS FINISHED IN 
OLIVE GREEN OR MODERN GRAY 
BAKED ENAMEL e REINFORCED DRAWERS 


CROSS RAIL CONSTRUCTION 





INDIVIDUALLY PACKED IN STURDY 
CUSHIONED CARTONS SET UP 


| CATALOG & PRICE LIST 
| ON REQUEST 


KEYSTONE STEEL EQUIPMENT COMPANY, INC. 

















15 LOMBARD STREET e PHILADELPHIA 47, PA. 
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Meetings, Conventions, Dinners 





ing 100 point All pertained to filing and indexing 
Each person v invited to complete the form as rep- 
esentative mpany’s practice 
Following ncheon, a group of the guests vis- 
ted the Uni D ns Secretariat building to observe 
the layout of fices and to learn about the UN or- 
gan ion fro} iblic relations point of view. They 
ilso Saw severa f the large conference rooms nearing 
mpletion iz ( ew Conference Area building. 
rhe guest speaker at the November 14 meeting was 
ye Hay founder and publisher of “Modern 
istry” an lent of the National Management 
! Hi The stake of American manage- 
busine nd industry abroad” was given be- 
e 75 per Mr. Haynes presented first-hand in- 
formation 01 vork of the National Management 
| Council’s work in Europe, in co-operation with the 
S. Government and ECA. In 1951, under the com- 
bined auspice f the Council, the National Association 
f Manufactur: ind ECA, Mr. Haynes organized the 
First Internat Conference of Manufacturers. 
Highlig periodic meetings of the Methods 
| and Procedurs ip of the Research committee of 
| OEA, was on November 8, when 90 persons heard Frank 
| M. Knox of Cleveland speak on “Design and Control of 
Business Forn Mr. Knox is the author of a forth- 
oming book forms control and design, which will 
be published under NOMA sponsorship 
Plans ar‘ inder way for intensified work in 
personnel an ministrative planning under the guid- 
if the rese h and study committee 





New York Office Equipment Dealers Meet, 
Hear Alexander D. Hollenbeck on Marketing 


The regul thly meeting of the Office Equip- 
nent Deale1 f New York was held on Monday 
evening, November 12, in the Baroque room of the 

; 8 s Ra New York, N. Y., with president 
Ben Itkin, Itkin Brothers, Inc., New York, presiding. 
President It} introduced the following guests: 





NOFA Bulletin; Myron Fields and 
th of Smo-King Products; Sy Hart- 
Banov-B« ley & Company, and Mrs. Alexander 
D. Hollenbe« He then, on behalf of members of the 
iatio their condolences to George B 
Wray, manufacturers’ representative, on the recent 
f hi rs. Susan Wray Barnes 
Guest speak f the evening was Alexander D 
Holle k, ] beck Marketing Consultants of New 
York and chai! n of the wholesale and retail division 
f the Ame! Marketing Association, whose topic 
How ti t more out of your marketing dollar.” 
Is it possil for us to keep any substantial amount 
rewal ir efforts, after Government, mate- 
ab ervice have had their share?’ the 
r ask then replied: 
The al ( that the business man must first 
ly his tax iation. If his is a corporation, there 
limit be which the tax will not affect him 
rat partnership or individual business, 
I tax applies to both, and becomes 
ressivel rger, he should study the effect of any 
ires hi take on the bracket in which he 
robabl He should certainly aim to get into 
f bracket, rather than remain at the 
1 Sil x rate is constant 
the ext that it will increase retainable income 
eforé ing upon his form of organization 
houl ll of the available devices to in- 
e sal cut operating costs 
Mr. Holle pointed out, “it takes a greater in- 
! ever before to increase the net 
ter taxes. Therefore, the forward- 
ipment dealer will study the possi- 
the sales producing tools, and plan 


OFFICE APPLIANCES, January, 1952 





FROM COAST TO COAST - 


The Finest 


FAST—FEATHER TOUCH OPERATION 


ADDO-X offers more value per dollar, more lasting 
customer satisfaction. Simple keyboard, easy opera- 
tion means greater office efficiency. The symmetrical 
keyboard makes fingers literally dance—live “single- 
purpose” function keys add speed, increase accuracy. 
ADDO-X is fast becoming the most wanted adding 
machine in the country. You'll want to show it to 
your customers. 


® MODERN DESIGN FOR THE 
MODERN OFFICE 


@ ALL-AUTOMATIC TIMESAVING 
FEATURES 


@ LASTING SATISFACTION— 
GUARANTEED 


Telephone: Circle 5-6940 
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STACOR 


DRAFTING 
EQUIPMENT 
* 


LIFETIME 


STEEL 


CONSTRUCTION 


—~ 


ON 







a. et 
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Stee! Base Adjustable 
Drafting Tables with 
Selected Soft Wood 
Tops made in 4 stand 
ard sizes 


Sectional Planmaster 
Filing Cabinet in Sta- 
cors exclusive All 
Purpose’’ design made 
in 5 and 3 drawer units 
—in 3 standard sizes 


The most durable steel construction, the most prac- 
tical modern design, the most economical in cost. . . 
that's STACOR, the drafting room equipment which 
dealers find the easiest and most profitable to sell. 


You'll get the BEST sales results when you feature draft- 
ing equipment in STEEL by STACOR! 


Write today for illustrated catalog sheets. 


STACOR 


EQUIPMENT COMPANY 
770 East New York Ave., Brooklyn 3, N.Y. 
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for their adoption and development during a period 7 


of one year, and schedule expected progress and goals.” 

Considerable interest was shown in Mr. Hollenbeck’s 
talk and at its conclusion a question and answer period 
was held. 

In view of the timeliness and importance of the 
subject, Seymour L. Nathan, Charles S. Nathan, Inc., 
New York, N. Y., proposed that mimeograph copies of 
the speech be sent to members for their consideration 
and guidance and a copy also sent to NOFA head- 
quarters 





Canadian OMDA Holds Fifth Convention 


The fifth annual convention of the Canadian Office 
Machine Dealers Association was held on October 19 
and 20 at the Chateau Frontenac, Quebec. 

Some 175 delegates and their wives from ali sec- 
tions of Canada were in attendance and found this a 
successful convention from the viewpoint of business 
sessions and opportunities for social activities. 

The second day of the convention was featured by 
an excursion to the famous holiday resort at Lac 





— 4 ° 
CANADIAN OMDA FIGURES—Pictured after the election of executive 
officers and directors of the Canadian Office Machine Dealers Assn. 
are: Clovis Martineau, Montreal, director; Edouard Lacouline, Quebec, 
second vice-president; Alvin Hall, Montreal, national treasurer; Miss 
Lacouline; Ernest L. Maag, Montreal, national president, and William 
T. Corney, Toronto, chairman of the board 


Beauport and to the historic shrine at Ste. Anne de 
Beaupre, followed by an old-fashioned barn dance in 
French-Canadian style in the spacious ballroom of 
the Chateau Frontenac. 

New officers and directors were elected by the asso- 
ciation, these headed by Ernest L. Maag, national 
president. 





Square Club Holds Thanksgiving Frolic 

It was a jolly group who assembled at the Hotel 
Roosevelt on November 17 for the annual dinner, dance 
and Thanksgiving party of the Stationers Square Club 
of Greater New York. And it was the largest party 
ever conducted by this hard-working organization. 

The usual cocktail hour where old friends renewed 
friendships and new friends were made preceded the 
dinner which was provided with care and a sense of 
fitness 

Between courses, the dance floor was exceedingly 
popular as the couples satisfied their urge for rhythm 
And there were some accomplished dancers in the 
group, too 

After coffee was served “Chic” Shelly, Eberhard Faber 
Pencil Company, as chairman of the affair, introduced 
the president of the Square Club, J. Howard Shoe- 
maker, Eberhard Faber Pencil Company. He thanked 
the group sincerely for their cooperation and expressed 
the hope they would continue to enjoy themselves. To 
the committee, whose sincerity and devotion to the 
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Why You Make More 
GUNLOCKE ¢ 


From the president’s office through the typist nal a re 4 
Gunlocke chair for every customer you serve. Whatever 
be, you can always be ready to meet those needs if you sell | 
broad Gunlocke line thus enables you to sell more chairs ; 
Write for the free Gunlocke catalog today. 






A 
fi 
i, 





riety Years OF 
PROGRESS 1M MAKING 
Orrice CHAIRS 
= es 


H. GUNLOCKE CHAIR COMPANY 


WAYLAND, NEW YORK 











Master-Craft Franchise 
Is Worth Asking For 


Master-Craft’s emblem of loose-leaf quality on every pack- 





age, on dealers’ store windows and counters represents a 
combination of — (1) The highest quality staple merchan- 
dise, (2) Profitable fast-selling loose-leaf specialties, (3) Ex- 
clusive rights with 100% protection on repeat business, and 
(4) A merchandise plan that prevents over or under buying. 


During this period of restricted civilian production our 


first responsibility is to our present established dealers. We 





iit help repay their loyalty to us by serving them first. The ac- 
ceptance of new dealers depends upon our ability to increase 
production beyond the needs of present dealers. Ask about 
the Master-Craft Seven-Point Extra-Profit Franchise. It may 
now be available in your city. Jt’s worth asking for. 












Sold Only By 
Exclusive 
Master-Craft 
Dealers 





— 
Ek 


REPEAT BusiINess is assured when 
) you sell Sight Saver columnar and 
accounting pads. Customers con 
tinually reorder because (1) Paper 
has a superior writing surface; 
(2) Sight Saver color harmony 
reduces eyestrain and fatigue; 
(3) Master-Craft's line is so broad 
you can readily fill every need. 





~~ MASTER-CRAFT CORPORATION 


LOOSE-LEAF DIVISION OF SHAW-WALKER KALAMAZOO, MICHIGAN 
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club were responsible for the fine party, he tendered 
his personal thanks which was seconded by a hearty 
round of applause by the diners. 

The president introduced Mortimer Libien, Libien 
Press, New York, N. Y., who presented the junior past 
president, Arthur Berger, Art Steel Company, Inc., 
with a beautiful wrist watch as a token of apprecia- 
tion of his successful administration. The watch was 
beautifully inscribed. Mr. Libien made a very able 
presentation 

Mr. Berger replied with well chosen words expressing 
his delight in the splendid gift and said he would 
cherish it always for the fond memories and fellowship 
it would always recall 

The diners then expressed their approval of a very 


fine group of acts presented for their entertainment 
by Jerry Toman, professional master of ceremonies. 
That this party was a success from beginning to 


end was due to President Shoemaker’s wise choice of 
‘committee members who were as follows: Charles 
Shelly, chairman, Eberhard Faber Pencil Company; Sid 
Diamond, Diamond Stationery Company; Murray 
Weinkrantz, Universal Pad & Tablet Company; William 
Lowenthal, A. W. Faber-Castell Pencil Company; 
George Wertheimer, Leo Wertheimer Company; Sig 
Engelberg, Eagle Pencil Company; Jack Silber, Ad- 
vanco Products; Mort Libien, Libien Press, New York, 
N. Y.; Arthur Friedland, Advanco Products, and 
Charles Wansker, Wansco Paper Company. 





New York Stationers 12:30 Club Meets 

More than 60 members and guests assembled to 
attend the regular monthly meeting of the Stationers 
12:30 Club of New York, N. Y., on Monday evening, 


November 26, at Rosoff’s restaurant, New York City. 
President Philip G. Tagley, Consolidated Loose Leaf 
Inc., presided 

After dinner President Tagley opened the meeting 
with a hearty welcome and expressed his pleasure at 
seeing such a good attendance, despite the fact that 
several members were unable to attend because of ill- 
ness, while others were out of town 

In announcing that progress is being made in com- 
piling information for the club’s new roster, he urged 
those members who have not sent in the necessary in- 
formation to « sO as soon as possible, so that the 
roster can be published early next year. 

The next order of business was a discussion of plans 
for the clul annual Christmas party. After con- 
siderable discussion it was decided to hold a beefsteak 
dinner on the evening of Monday, December 17, at 


Rosoftf’s restaurant 
In introducing the next subject for discussion Presi- 


dent Tagley reminded his listeners that at the last 
meeting it was decided to give a Christmas party to 
a non-sectarian group of about 150 orphan children. 
In this connection he called upon Mortimer Libien, 
Libien Press, In New York, N. Y., who announced 
that the board of governors, at a recent meeting, dis- 
‘ussed the matter at some length. Their decision was 
that instead of playing host to only a limited number 
of children, it would be better to donate a sum of 
money. This sum would be divided between orphan- 
ages of three different faiths so that, combined with 
their own funds, more bountiful parties could be held 
by each group. Needless to say the plan was heartily 
approved by all present and so ordered. 

Pointing out that the club’s annual outing is always 

successful event, Mr. Tagley declared it was not too 
early to start preparing for next year’s event. A suit- 
able place had to be located, one with ample facilities 
for baseball lf, horseshoe pitching and other outdoor 
recreations. Available dates had to be obtained and 
reservations for accommodations for an attendance of 
ver 200 made 

He then appointed the following outing committee: 
David T. Pomerantz, A. I. Goldberg, New York, N. Y.; 
Herbert Gray Ace Fastener Corporation; Edward J 
Healy, Wilson Jones Company, and Harry Sills, Com- 
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RAISE THE OFFICE STANDARD 
OF LIVING BY SELLING 
BETTER OFFICE TOOLS 


FREE: To all stationery employees 
—Handy 4 oz. bottle of amaz- 
ing new paper cement. Just send 
this ad, your name, and business 
address, and 10c to cover post- 
age and handling to Sanford! 
REGULAR RETAIL $.50 





Sticks flat and forever 


Grippit Paper Cement is the permanent adhesive 
... It’s perfect for any office use: scrap books, 
portfolios, riders on contracts or policies. Fac- 
tories often find uses for great quantities. 


NEVER DISCOLORS 


Many of your customers have old records that 
have become discolored by use of improper 
adhesives for the jobs. Grippit never stains pure 
white material. Even the most delicately tinted 
papers or materials don’t discolor. Grippit 
simplifies every kind of pasting and mounting 
problem. 





. o 
Amazing results in permanence 
Yes, Grippit is permanent. . . yet, here’s the amaz- 
ing advantage about it! Though it is permanent, 
mounted items can be pulled up or shifted until 
they’re permanently set. Excess rubs off clean— 
Yes, it’s the cleanest of all adhesives to work with, 







ORDER GRIPPIT NOW 
Write for prices, sizes, and shipping 
weights. You do a real service to your cus- 
tomers when you replace the wrong adhe- 
sive with the right one—Grippit! 


Fits right in desk drawer 


Every one of these desk-size bottles of 
Sanford’s PENit Ink is a fresh, clean 
inkwell, and it writes 100,000 words! It 
is the simplest, cleanest way to supply 
desk workers with ink in a bottle that fits 
the center drawer. It contains all the ink 
the average person can keep fresh. Sug- 
gest refills from Sanford’s easy-to-handle 
“Fifth” bottle of PENit! 


9 


4. 


SANFORD INK COMPANY 
BELLWOOD, ILLINOIS 
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Lh aiand Ys a eto ase 


TYPEWRITER @ TABULATING 
ADDRESSOGRAPH @ TIME STAMP 
BOOKKEEPING MACH. @ ADDING MACH. 


CARBON PAPERS 


TYPEWRITER e@ BILLING 
FAN-FOLD @ PENCIL 
CARBON JACKETS e@ REGISTER ROLLS 


HECTOGRAPH SUPPLIES 


CARBONS e@ MASTER UNITS 
RIBBONS e@ DUPLICATING FLUID 
HAND-CLEAN CREAM @ CORRECTION PENCILS 


GQ lm You 
INCREASED SALES 
AND VALUE 


(odo~ | MFG. corP. 


564 W. Monroe St. 
Chicago 6, Ill. 


401 Wood St. 
Pittsburgh 22, Pa. 


270 Lafayette St. 
New York 12, N.Y. 








mercial Stationery Company, New York, N. Y. The 
committee will report progress at future meetings. 





Office Equipment Managers Name President 


Clate Malleson, district manager of the Baltimore 
office of Moore Business Forms, Inc., has been elected 
president of the Baltimore Office Equipment Managers 
Association, it was announced in November by Robert 
A. Hamlin, manager of Diebold, Inc., election chair- 
man. He succeeds Howard B. Verbit, manager of 
Pitney-Bowes, Inc 

The new president served as vice-president during 
the past year, and was one of the founders and charter 
members of the association. A graduate of New York 


CLATE MALLESON 





University, he has been manager of the Moore office 
here since 1948. Prior to that he served as manager 
of Moore’s offices in Indianapolis, Milwaukee and 
Philadelphia. He is chairman of the college salesman- 
ship committee of the Sales Executives Council of the 
Baltimore Association of Commerce. He resides with 
his wife, Esther, and two daughters at Ilchester, Md. 

Other officers elected were: vice-president, C. Michael 
Davis, manager of National Cash Register Company; 
secretary, Paul M. Harrod, manager of A. B. Dick 
Company and treasurer, Carl H. Thorell, manager of 
the A. P. T. S. division of Remington Rand Inc 

Organized a little more than three years ago, the 
association instituted an Outstanding Salesmen Award 
program this year to honor top salesmen in various 
fields. The project will be an annual affair. Meetings 
are held on the third Monday of the month at the 
Marling House 





Washington Stationers Aid Civic Work 


Washington Stationers met on November 8 for the 
first meeting of the fall season with Wade Land pre- 
siding. The group was saddened by the death of one 
of its members, Norman Stockett of the Stockett-Fiske 
Company, on the preceding day and President Land 
asked for a silent moment of prayer in his memory 
before opening the meeting. 

As a contribution to community affairs, the stationers 
voted an expenditure not to exceed $75.00 for the 
purchase of a folding wheel chair to be presented to 
an honorary Girl Scout member of Troop 409 whose 
leader is Shirley Saul. This troop of 12-year-old Scouts 
has been active in making regular visits to hospitals 
for the purpose of reading to crippled children, ad- 
dressing post cards and performing similar helpful 
duties and the honorary member is herself a victim of 
polio. The folding chair will be used in transporting 
her to and from Scout meetings and visits to hospitals. 

Many favorable comments were made by individual 
stationers on the educational course sponsored by the 
association. Under the auspices of the board of adult 
education and treating with the subject, “How to Sell 
Loose Leaf,” this course is being taught by NSOEA’s 
Homer Smith, with 30 stationery salesmen enrolled. 
On November 19, Paul Steever of Office Equipment 
Company, Harrisburg, Pa., one of the country’s fore- 
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THIS ADVERTISEMENT APPEARING IN BUSINESS WEEK, NEWSWEEK, TIME AND U. S. NEWS 





hough the building had gone down 
in flames, heavily insulated Shaw- 
Walker Fire-Files saved the heart of 


their business—their records. 


Records of sales, contrac ts, orders, 
accounts receivable, essential corre- 
spondence...all in Fire-Files, survived 
the blaze to keep their business alive. 

Both building 


insured but t 


ind business were 
loss would have 
meant disaster...for in business today, 
time is the critical factor. 

Equip your office with this practi- 
cal point-of-use protection now. It 
will pay its way in peace of mind and 
in steps and minutes saved every day. 
Shaw-Walker has ‘‘time-engineered”’ 
:4 types of fireproof cabinets to keep 


records safe, ready to use in seconds, 


before and after fire. 
And there are Shaw-Walker desks, 
chairs, filing cabinets, loose-leaf and 


Burk Like a 
Skyscraper” 


payroll equipment—everything for 
the office except machines—each com- 
pletely ‘“‘time-engineered” for the 
needs of every job and worker. 

If you are setting up a new business 


Time-rated, point-of-use 
protection saves steps ~~. 
~—steps up production 


Each drawer an 
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|! individual safe, insulated 
on all six sides. “el 
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\ vasy -operating 

1 drawers reduce fatigue 
Free-coasting, 
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floater-bearing slides. —_——"" 





The booklet, “ 


time 


ment 









Time and Office Work,” 
Organize now for greater sales effort and lower operating cost! 
A wealth ot information on “time-engineered ‘office systems and equip- 
36 pages! Many color illustrations 
day. on business letterhead to: Shaw-Walker, Muskegon 4, Michigan. 








GHAW-WALKER 
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or merely wish to modernize worn, 
out-dated offices, make sure you use 
Shaw-Walker equipment throughout. 
It will help you make the most of 
every minute, every working day ! 


All Fire-Files equipped 
with locks — signal plunger 
or new manipulation-proof 
combination. 


each drawer. 


All around good looks — 
cast bronze hardware 
well-proportioned, 


! 
! 
! 
! 
! 
1 
1 
! 
! 
! 
' 
Foolproof latch on 1 
' 
! 
! 
| 
! 
1 
attractive colors. 
! 

! 

1 


is packed with ideas for stretching office 


! Just off the press! Write to- 


Largest Exclusive Makers of Office Furniture 
and Filing Equipment in the World 


Executive Offices at Muskegon, Michigan 
Branches and Exclusive Dealers in All Principal Cities 
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“The remazing New Low Cost 


PRINT-O-oTAMP 


SELF-INKING, MIMEO PROCESS HAND STAMP 


Lee ORE EK OUND ROOREeTeeeoweeouewewnunnets 
Makes Any Hand Stamp in 
> 2 MINUTES!!! 


— Zz, e@ labels, addresses, marks, endorses, etc. 


@ Thousands of sharp, clean copies. 


@ Patented reservoir controls ink flow. 
@ Fast dry ink — won't smear — 
waterproof. 


@ Prints on anything! 
@ Handsome, handy, easy to use. 


b> 











‘ A colorful, self-selling counter display with complete PRINT-O-STAMP kit 
Goectal INTRODUCTORY OFFER! | inked and ready to use is yours FREE with your first order for 12 PRINT-O- 


STAMPS. Once they try it, they buy it! Call your jobber or write direct today! 








Another Proven Profit-Maker! 
THE ORIGINAL 


Automatic Card-Size Duplicator 


Improved model A-2 has many extra features that can’t 
be matched. It prints perfectly on thinnest paper or tough 
cardboard, on any size from 3” x 5” index cards, U.S. Government 
postcards up to 4” x 6’. It prints more than 2,000 clear, professional- 
looking copies per hour for less than 8 cents per thousand. Constant 
spring pressure guarantees one-at-a-time feed and insures hairline 
register for easy multicolor printing. As many as 4 colors may be 
printed on a single card by using replaceable, easy-to-clean drums. 
Every one of your customers is a potential user because every office, 
store, school, library, restaurant, club, hotel and factory can use 
unconditionally guaranteed PRINT-O-MATIC. And accessory sales give 
you extra dollars. Attractive, self-selling merchandising aids are FREE 
with your initial order for 12 inexpensive machines. Get your share 
of mounting PRINT-O-MATIC profits! Write or wire your order today! 
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salesme f visible equipment, was guest in- 


Due to the ish of business during the holiday sea- 
son, no meetilr as scheduled in December 





Vice-President of Royal Metal Retires 
Henry Fitterer, vice-president in charge of produc- 
tion, Royal Metal Manufacturing Company, was given 


qa testimonial dinner on Tuesday, November 6, upon 
the occasio1 f his retirement from the firm after 
32 years of Friends, relatives and officers of 
the company met at a restaurant in Michigan City, 
Ind., where R main plant is located. 

Mr. Fitterer, who resides in Chicago, joined Royal 
Metal in 1919 when the company’s only factory was 


His first position was foreman of 
lepartment and later he was placed 


located in Chi 


the productio1 


charge of I departments as Royal Metal built 

bought plar in New York, California, Indiana, 
Pennsylvania i Canada, and maintained headquar- 
ters in Chicago. Since 1948 Mr. Fitterer has been a 
vice-president of the firm 


testimonial dinner was Col. Irving 
Salomon, chai n of the board of Royal Metal, who 
presented Mr. Fitterer with a copy of his recent book 
Retire and Be Happy.” Mr. Fitterer also received a 
luxurious clu hair and a large humidor filled with 


his favorite 


Presiding 


st 





Tigers Lead Chicago Stationers’ Bowling 
Off to a fast start the Tigers, captained by Harry 
Hoffman, Industrial Tape Corporation, were leading 
the Chicago Stationers Bowling League as competition 
continued December. The Tigers had won 26 and 
lost 13 game p to December 4 but on that evening 
were jolted three times by the on-rushing Cardinals, 
aptained by Bill Silberstorf, G. J. Aigner Company 
The tripl ep gave the Cardinals an opportunity 
to challenge the Indians and Phillies, but two games 
ff the Tige act 
Johnny St ke, Rogers Loose Leaf Company, with 
] verage off his mixing, fast ball, is the 
leader. In second place is Roy 
be-Wernicke Co., who had a 173 aver- 
December 
the league’s leadership, the Tigers 


1 Dlistering 

leagues indivi 

Hansen, The G 
re going 


Besides 


have high t eries, 3156, pressed by the Indians 
vith 3105 

Team hig! e, 1107, is owned by the Giants while 
the Yankees irned in 1086 for second honors 


series was rolled by Bill Miller, 
Supply, 703. One pin behind with 702, 
OFFICE APPLIANCES 
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Buffalo NACA Holds Successful Show 
ranging from $.05 pencils to $10,- 
-ulating machines was displayed and 
demonstrate the 21st biennial business show spon 
sored by the Buffalo chapter of the National Associa- 
tion of Cost A intants at Memorial Auditorium in 
Buffalo, N. Y 
Joseph P. Healey, a past president of the Buffalo 
general manager of the show, said 
$1,000,000 worth of office supplies and 
on display. The show was the largest 
his year bi New York and Chicago, he added 
About 30 « nies reserved space for exhibits 
Richard C. Abbott of Niagara Falls, chapter president 


Office « 


000 electroni 


rganizati 
that more 
mechanisn 


Lnis veal 


general chairman, said the show was held as a 
service to ] ESS 
There eed for sponsoring a show this year 
sell equipment,” Mr. Abbott said. “This is because 
most manu turers have orders for more office equip- 
ment than they can produce as a result of the trend 
ward mec! ical office equipment and governmental 
restrictior ritical metals.’ 
Committe hairmen for the show included: Donald 
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PROFITS MAKE A VERTICAL CLIMB 
WHEN YOU SELL 
ATLAS VERTICAL FILES 


JUMBO MODEL 1400 


The two drawer upright Jumbo 
has an outer case constructed of 
cxtra heavy gauge steel. The two 
drawers are equipped with ball- 
bearing suspensions and a sepa- 
rate frame of heavy gauge steel 
with smooth runners on which the 
hangers glide. Capacity — 1400 
stencils, 700 to 1400 offset plates 


or masters. 


ATLAS HANGERS 


Four series of Atlas hangers fill 
every vertical filing need: 


DSH Hangers for stencils 

SH Hangers for offset plates 
PSC Hangers for x-ray films, 
blueprints, stencils in file fold- 
ers, etc. 

GRIPDEX Hangers for group 
and specialty filing. 

















ATLAS 
TWIN-DELUXE 
For 600 x-ray films, blueprints, 
offset plates or 1000 stencils the 
Twin-DeLuxe is one of the many 
vertical filing cabinets manufac- 
tured by Atlas. Constructed of 
heavy gauge steel with ball-bear- 
ing casters, locking stop arms 
and piano hinge. May be 
equipped with DSH, 
SHA, PSC or GRIPDEX 


hangers. 


ATLAS 
MODELS 


Portable 

DeLuxe 

Efficiency Storage 
Efficiency Combination 
Efficiency Stencil File 
Twin-DeLuxe 

Jumbo (upright) 

Wall Frame 

File-All 


Write for illustrated literature on the complete line 


Immediate Delivery on all Models. 


7. i FP 


STENCIL FILES COMPANY 


at 


eS ee ee ee ° Ownt oO 





1662 E. 118TH ST. 
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now! in metal too 


sets the pace 


for style, quality and value 
























METAL-LUX clerical posture chairs 


2K fabulous seating comfort 


ok super-value posture chair 





é 
MILWAUKEE METAL-LUX has proved a solid selling 
success. Warmly accepted by the trade upon its 
introduction, METAL-LUX has shown no let-up in 
sales potential. The reasons are obvious. Functional 
design with high styling unprecedented in a metal 
posture chair, out-of-this-world seating comfort, 
dreadnaught construction, surprisingly low cost 
these add up to incomparable value. METAL-LUX on 
your sales floor is certain to move briskly and profit- 
ably. If you haven't yet shared in METAL-LUX profits, 
get the full details now. 


SEND FOR COMPLETE DESCRIPTIVE LITERATURE 


MILWAUKEE METAL FURNITURE CO. 


120 S. LASALLE ST. «© CHICAGO 3, ILLINOIS 





2k new trend in metal styling 








H. Murphy, finance; Ralph W. Seiler, exhibitors’ serv- 
ice; Edward P. Klingenmier, registration, and Ray- 
mond C. Halliday, promotion GET 





Van Dorn Named By American Tariff League 


At the recent annual meeting of the American Tariff 
League, Inc., held at the Hotel Waldorf Astoria, New 
York, N. Y., Horace B. Van Dorn, vice-president, 
Joseph Dixon Crucible Company, was elected to the 
executive committee of the board of managers. 

The Joseph Dixon Crucible Company was a charter 
member of the organization when it was founded 66 
years ago and has been active in it ever since. 

Mr. Van Dorn indicated at the meeting that he 
would be glad to hear from any manufacturers in the 
stationery and office equipment field who are inter- 
ested in safeguards against foreign competition. 


Paul L. Foster of M. & V. Retires 


Paul L. Foster, assistant to the general manager of 
Mittag & Volger, Inc., retired last October 1 after 22 
years of continuous service with the company. As 
assistant to the general manager, he assisted in the 
recent reorganization of M. & V. 

Mr. Foster held various positions during his time 
with the company, including the posts of assistant 





PAUL L. FOSTER 





sales manager, and general sales manager. In this 
latter capacity, he was in charge of all sales activities. 
Under his supervision were home office operations and 
a nationwide sales organization with branch offices 
in major cities throughout the United States. 

Before coming to Mittag & Volger, Mr. Foster was 
proprietor of The Foster Sales Service, a New York 
City merchandising consultant firm. 

Mr. Foster has stated that he expects to maintain 
his residence in Park Ridge, N. J. 





Standard Gets Injunction Against Block 


As this issue was being prepared for printing, word 
came by telephone from Morris Pancoe that the suit 
brought by his firm, Standard Stationery Supply Com- 
pany, Chicago, against Block & Company, Inc., Chi- 
cago, had resulted in an injunction restraining Block 
& Company from continuing to use a catalog in which 
portions are identical with portions of Standard’s 
catalog No. 54. The suit was instituted early in Novem- 
ber in the Superior Court of Cook County. 





Franklin Metal Products Expands Facilities 


Leon Franklin of Franklin Metal Products Company, 
1500 S. Wabash Ave., Chicago, manufacturers of Frank- 
lin self-cleaning sand urns, has announced that he 
recently signed contracts and completed arrangements 
for expansion. 

Mr. Franklin is taking over an additional plant 
which will provide him with 22,000 feet of additional 
manufacturing capacity. The plant is located within 
52 miles of Chicago and will enable the company to 
continue and amplify its line of office and institu- 
tional steel equipment. 
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-| A NEW PRODUCT ORIGINATED 


if FOR SALE THROUGH 
. OFFICE SUPPLY DEALERS 


er 

A 
. de 1948, the Master Addresser Co. originated 
1€ the spirit type addresser. One of the few genuinely NEW 
_ inventions to be offered for sale through office supply 
dealers in recent years, it has brought approximately 
$3,000,000.00, yes, THREE MILLION DOLLARS, in 


sales to dealers tills. In January Master Addressers will 


- be nationally advertised in SATURDAY EVE- 
s | NING POST, NATION’S' BUSINESS, KI- 
. WANIS, POPULAR MECHANICS, and DUN’S 


e REVIEW. 


STOCK — ADVERTISE — SELL mye te 
MASTER ADDRESSER Products in $4450 
YOUR STORE FOR PROFIT pes Ok, ton abies 


and NOW ANOTHER NEW PRODUCT 
Today, the Master Portable Spirit Duplicator 
EW 


is another product for sale through office supply 
dealers. A truly INEXPENSIVE SPIRIT DUPLICA- 
TOR which gives the same HIGH QUALITY PRINTS 
as do higher priced liquid process machines. Impression 
paper is ROLLER MOISTENED. Bronze bearings on 
rollers. Weighs only 12 pounds, and can be carried 
about like a portable typewriter. 

NATIONALLY ADVERTISED FOR THE FIRST TIME 
IN FEBRUARY to over 4,900,000 readers. Ads will ap- 
pear in February in SATURDAY EVENING 
POST, NATION’S BUSINESS, THE INSTRUC- 
TOR, and the SCHOOL EXECUTIVE—SCHOOL 


EQUIPMENT NEWS. 


STOCK — ADVERTISE — SELL 
The MASTER Portable SPIRIT DUPLICATOR 























Complete with supplies in YOUR STORE FOR PROFIT 
WRITE TODAY fedlér reéedecuce C2 
FOR DETAILS AND 

6500-D WEST LAKE STREET 
DEALER DISCOUNTS MINNEAPOLIS 16, MINNESOTA 
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Increasing your sales volume is our definite goal for 1952. 
But, we're not just talking about it... we're doing 
something about it. 


@ Our increased production facilities will enable us to make fast 
LIBERTY STORAGE BOX deliveries. 

@ Our 1952 advertising and merchandising plan will tell 

more executives more about Liberty products. There will be 
more inquiries passed on to you... . more leads to produce 


more business for you. 


STIMULATE SALES WITH THESE DEALER HELPS IN 1952! 








Your Best Buy... 


Five Reasons Why... 


First—A triple thickness of board on the bottom... 
strength where needed. 


Second — overlapping top for dust prool protec tion 
and added strength. 


Third —simple but secure closure, easy to open: will 
hold even if box is overloaded or dropped... impor- 
tant spill-proof protection when records are moved. 


Fourth — lowest cost quality storage box on the mar- 
ket. This means more sales for you 


Fifth—consumer acceptance means easier sales for 
you. Now over 90.000 satisfied users. 


Write for catalog on all Liberty 
Record Storage Products, prices 
and discounts. Plan Now to get on the 
“band-wagon” with Liberty in 1952. 


152 


Every month over 1,000,000 key business executives who 
influence buying will see LIBERTY ads in such magazines as 
l et Ve ws and H orld Report, Business H ‘eek, Dun’ s Re lew, 
The Office. Office Executive, Burroughs Clearing House, 
Banking and The Rotarian. 


Free to You... new two-« olor circulars on each LIBERTY 
product for countet pre k-ups or your own mailings lo 


prospects and customers. 
Free Catalogs on the complete LIBERTY LINE. 


Free Consumer Booklet — “Manual of Record Storage 
Practice.” Tells how long to keep specifi records and the best 
methods of storing them. Booklet is available in limited 
quantities to give to your prospects and customers. 


Free Newspaper Mats. 


Free Prepared Ads or electros for your catalogs or 
direct mail pieces. 


Field Service experienced men will help you close sales 
and answer special record storage problems. 


REG. U.S. PAT. OFF. 






BANKERS BOX COMPANY 


Record Retention — Our Business Since 1918 
720 South Dearborn Street + Chicago 5, illinois 
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Texas Travelers News Notes 


ART CARROW, CORRESPONDENT 
4423 N. ROSENEATH DR., HOUSTON 21, TEX. 


The Mr. and Mrs. Travelers were invited to a Christ- 
mas Dinner party held by the Dallas Wives Club at 
the Melrose Hotel on December 15. 

2 * . 


Jack Fleming at this writing is at home and waiting 
for his physician’s advice as to when to return to the 
hospital for a major operation. Those who have his 
interests at heart will be cheered to know that he has 


shown wonderful improvement 


7 a * 

O. D. Mann is chairman of the committee in charge 
of the Past Presidents’ party which is to celebrate the 
25th anniversary of the Texas Travelers Club on the 
evening of March 26 at the Baker Hotel in Dallas. 


Assisting Chairman Mann are Art Pfister, Ben Garling- 
house, Dick Lowe, Art Carrow and Dan MacDougall. 


* ad ~ 
Jim Turner, after a short period of absence, has re- 
turned to West Texas Office Supply, Midland, Tex., as 
an outside salesman 
> * . 


Buelle (Buddy) Hill has purchased one-half interest 


in the J. E. Little Office Supply, Wharton, Tex. 

Eddie Bigbie and Ray Singleton have purchased 
George’s Office Supply in Enid, Okla., and changed 
the name to National Office & Bank Supply. Mr. Big- 


bie was formerly a country salesman for Southwestern 
Stationery & Bank Supply out of Lawton, Okla., and 
Mr. Singleton v a salesman for Oklahoma Office & 
Bank Supply in Shawnee, Okla. 

. . = 


Eldon Cloud has left Southwestern Stationery & 
Bank Supply in Amarillo to become store manager for 
Albuquerque Stationery Company, Albuquerque, N. M. 
Russell Martin, salesman for Southwestern’s Ponca 
City branch insferring to the Amarillo store. 


* 7 o 


Goodwin Powell has taken a position as city sales- 





man for Th Brothers Company, Lubbock, Tex., 
leaving a like position with Office Equipment Company 
in McAllen, Tex Ray Ellison has transferred from 
Thomas Brothe Company to the position of inside 
alesman with Southwestern Stationery, Amarillo, Tex. 
= . + 
| The Colen ( nty Chronicle, Coleman, Tex., has 
purchased the Democrat Voice newspaper and con- 
solidated the publication of both papers in the Demo- 
rat building, moving the office supply and job print- 
ng also. R. A. Autry, Milton Autry, Dick Reavis and 
Roy Autry, Jr., are in charge. 
. * + 


G. & S. Office Supply, Laredo, Tex., has moved into 
new locatio1 1216 Lincoln St., where double the 
former space provided. Alfred and Joe Salinas are 


ne manage! 


aT 

The Midlar Tex., division of Panther City Office 
Supply, Fort Worth, has moved into a new home at 
312 N. Colora Midland, Tex. The McWilliams Sta- 
tionery Con Texarkana, Tex., has also moved 
into new 


* * * 


Tom Ketchings of the Tom L. Ketchings Company, 


Natchez, Mi in Boston, Mass., recently attend- 
ing the ani nvention of the Printing Industry 
Associatio 

Texas Travele! will be surprised to hear that 
N. Voelcker Moreland, who has been connected with 
Clarke & Cou f Galveston and Houston most of his 
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the finest tradition in 
wood office chairs 


























For prestige, for distinguished elegance, 
for the very best in luxuriously 
comfortable seating and enduring service, 
American business everywhere looks 
to MILWAUKEE for its office chairs... 


the smart CHIPPENDALE group 


Exclusively for MILWAUKEE Deal- 
ers—traditional Chippendale in all 
its rich simplicity and tasteful de- 
tail. Authentic lines and features 

plus MILWAUKEE'S traditional 
built-in comfort, featuring form- 
fitting back and hand-tailored seat 
with the tapered contour. This 
luxurious period chair group in- 
cludes Executive Swivel Armchair 
and Side Armchair (matching Side 
Armchair and Side Chair available 
(see illustration above) .. . 





A limited number of MILWAUKEE Wood Chair 
franchises are open at present. Write for details. 


makers of fine chairs for over half a century @ 


THE MILWAUKEE CHAIR COMPANY 
MILWAUKEE, WISCONSIN 
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Volume Sales & Profits 


with 


Casters 


for office 
furniture 





e Attractively packaged, with new black satin 
“Dulite” or bright cadmium finish, Colson casters 
for office furniture offer you profitable extra sales. 
Millions are needed every year for typewriter stands, 
executive and posture chairs—all kinds of portable 
equipment. Colson’s new merchandising plan can 
help you get your share of this sales volume. 


In 1-5/8" and 2” sizes with adapters for wood and 
metal chairs—plate type adapters for portable equip- 
ment. Cushion rubber tread for use on linoleum, 
wood, tile or composition floors; hard tread wheels 
for use on deep pile carpets or rugs. 


1 
THE COLSON CORPORATION | 
ELYRIA, OHIO | 
Please send data on Colson Casters for office furniture — also | 
information on Colson’s new profit-producing merchan- | 
dising plan. 
Nome | 
Company | 
Address | 
City Zone State | 

| 


_— eee 









ELYRIA, 





life, is leaving to go with the furniture department 
of W. H. Kistler Stationery Company, Denver, Colo, 
A. C. Barnhill will have charge of the stationery de- 
partment and J. E. Harris will be the furniture buyer 
at Clarke & Courts in Houston 


* a“ ” 


Lee Munson is now managing the public contract 
department of Don Abel’s Abel Stationery Company, 
Austin, Tex. 


* - x 


Jack Kern of the Jack Kern Company, Dallas, is 

back on his territory after a recent illness. 
» a x 

A son, John Charles Rowe, has been presented to 
C. B. Rowe, buyer for The Bonner Company, Corpus 
Christi, Tex. 

* ” * 

If your correspondent did not have such loyal news- 
hounds as George Tarrant and his hard-working sales- 
men, this column would be a flop. I can depend on 
them to furnish me with plenty of news items. 

. * * 

Many travelers who have made Amarillo will be sorry 
to hear of the death of Ercel J. Dunn and his wife, 
Mary Agnes Dunn, in a recent automobile accident. 
Mr. Dunn had been manager of Southwestern Station- 
ery & Bank Supply up to the first of last year. At the 
time of his death he was with the Roberts Paper Com- 
pany. 

. ~ a 

H. A. Pender of the Pender Company, Abilene, Tex., 
is expecting his daughter, Martha, home for a two 
months’ visit, after studying voice in Rome. She plans 
to return there for further study 


* * * 


Ben H. Dane, Jr., with several years in the industry, 
has taken a position with Standard Office Supply Com- 
pany in Fort Worth, handling store sales. 


a - * 


Information has been received from Hubbard’s Office 
Supplies, Craig, Colo., for Texas dealers to be wary of 
a man who makes a specialty of working the type- 
writer and office supply dealers by selling portables 
and getting cash while turning in deferred payment 
forms. He goes by the name of Thomas D. Davenport, 
alias Thomas D. Danford, alias Tommie West. 


” a 
W. M. “Bill” Fletcher, sales manager for The Car- 
ter’s Ink Company, was in Dallas, Tex., recently, at- 
tending a meeting with his southwestern salesforce. 
Roy L. Wood, assistant sales manager for the Ester- 
brook Pen Company, was also in Dallas for a meeting 
with Roy Howard, Esterbrook’s representative 





Kyser Company Changes Ownership 


News of the change in ownership, as of January 1, 
1952, of the M. W. Kyser Sales Company, Warren, Ohio, 
comes in an announcement from the founder of the 
30-year-old business, W. M. Kyser 

The company’s stock of merchandise, furniture, fix- 
tures and trucks have been sold to Robert Lewis and 
Warren Siddal, who will continue the business under 
the original name. 

In the announcement Mr. Kyser states that both he 
and his wife, Mrs. Anna Kyser, who was associated 
with her husband in the business, wish to take more 
time for relaxation from the burden of conducting 
the company’s affairs. However, Mr. Kyser will remain 
for some time with the new management in an ad- 
visory capacity and to assist in special selling and pro- 
motion. 

Both Mr. Lewis and Mr. Siddal were formerly con- 
nected with the Thomas Steel Company of Warren, 
Ohio 
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{gain Security takes pleasure in present- tion value to attract and to pre-sell your best 
ing another one of its famous CRESTLINE prospects . . . those prospects whose interest 
Office Scenes. This office will do a wonderful lies in having the finest possible office furniture 
job for you as it is used in Security’s adver- and equipment in the field today . . . Security’s 
tising. You will find it of tremendous atten- CRESTLINE. 


SECURITY STEEL EQUIPMENT CORPORATION, AVENEL, NEW JERSEY 
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OUR FAVORITE LANGUAGE IS DEALER-EASE ‘ thei 
In every possible way, r 
| We expect you to like us because our carbon paper, we meet dealers more than te 
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| typewriter ribbons, Typ-Rol type cleaner... half-way. WRITE never a ro 
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| We do not coast on our name. 
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OTLATCHING witht” 
REGON ERAILERAVELERS 


KEN DICKENSHEET, CORRESPONDENT 
1020 Y STREET, VANCOUVER, WASH. 


This column enters the New Year with a new skipper 
at the helm. Our good friend, Joe Dwyer, having been 
given additional territory to cover by the Automatic 
Pencil Sharpener Company, feels that he can no longer 


give adequate coverage to the Pacific Northwest. 
It will be a tough job, filling your shoes, Joe, but we 
will do our very best 


4 * 


The happiest news of the month is that S. C. “Pill” 
Pillsbury is definitely on the mend and will soon be 
back at his desk at the Seattle Office Supply Company. 

Troubles never come singly—as “Pill” can testify. 


Shortly after his accident, Mrs. Clarice Pillsbury was 
hospitalized by illness. The travelers send best wishes 
to you both for a speedy recovery. 

The pinochle games following the Monday luncheons 


at the Stewart Hotel, Seattle, continue hot and heavy. 
Most consistent winner (lucky?) to date seems to be 
Swede (Dennison) Carlson, while Clint (R. L. Smith 
Company) Martin, George (Eberhard Faber) Simmons 
and Norm (Eaton Paper) Lincoln are paying for their 
lessons. Gerry (American Pencil) Whitcomb is head 


Mr. and Mrs. Lowell Jones of Kubi-Howell Company, 


Portland, recently “Cadillaced” to Southern California 
yn a combined business and pleasure tour. 

All went we intil, returning through Marysville, 
Cal., they encountered a flash flood and Lowell dis- 
‘overed his was not equipped for amphibious 
yperations 

It turned ou ve a pleasant delay, however, as the 
Jones spent an evening with an old friend and ex- 


employee, Ed Harbord. Ed now operates his own store 
in Marysville 


Our Portlan roup of Oregon Trail Travelers held 
their first annual Christmas dinner dance on Decem- 
ber 15, in the Gold Room of the University Club. We 
had a fine gathering of travelers and their wives 
and/or girl friends, the gals looking very charming in 


their new dress¢ 


Thelma Ericksen and Bess Zeisler did an excellent 


ob of decorati the room and they had everyone’s 
thanks for all the work they put in to make the party 
} rousing icce 

Thanks art lue to Les Hunters of Pacific Sta- 
tionery & Printil Company for making it possible 
to hold the party at University Club. 

We had an abundance of bartenders, headed by Bob 


(Oxford-Invincible) Davis, Dick (Boorum & Pease) 
Zeisler and Francis (Pacific) Fowlks. 


Take this a n early invitation, all you travelers, 
Oo make arra ents to attend in ’52. Believe me, 
the rhumba, as performed by Erling and Thelma Erick- 
sen, would ber th traveling miles to watch. 

Ruggles, In eattle, held their annual football stag 
party Novembe! the employees (plus a guest—your 
orrespondent ttending the Washington-Oregon 
State football é 

We afterwari i.djourned to the home of Lou Hilton 
where we to a wonderful turkey dinner 


prepared by Mrs. Hilton. Poker was the main course 
for t the evening, although there was a 
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“I'd be a slave to my work, too 
—if they gave me a Barcalo 
Executive Reclining Chair !”’ 


. 
Cee 
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© Saag week, more men discover an amazing fact 
it's fun to be a slave to your work if you slave 
away in a Barcalo Executive Reclining Chair! 


This means profit for you. Easy profit, because the 
Barcalo Executive Reclining Chair practically sells sself. 


All you do is ask your prospect to sit down. If he tells 
you he never felt such firm, buoyant support, you can 
tell him it’s Barcalo’s patented “Floating Comfort”. If 
he’s amazed at how he can lean back to any position his 
body desires, with no knobs or gadgets to adjust 

you can tell him that’s Barcalo’s exclusive Scientific 
Reclining Action. And here's a clincher, if you need one: 
tell him that many doctors recommend this wonderful 
chair because it helps take the strain off the heart, eases 
tired muscles and refreshes the nerves! 


You don't have to worry about the appearance of the 
Barcalo Executive Reclining Chair. It looks like a chair 
. handsome enough for any board room. 


You've got a rich market to exploit, wherever you are! 





tf 
THE ONLY RECLINING \\ Ps «2 ) 4 = 
\\ ~ ¢ _ | + 
CHAIR MADE WITH 2S SS, Vows 
PATENTED \ ‘  *\¥ ff 
FLOATING COMFORT’ . Tie — ;~ ——} 
FEATURES READ REST RELAX 


Executive Chair Division 


BARCALO MANUFACTURING CO. 


166 Chandler St., Buffalo 7, New York 
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THE 


MOST 
IMPORTANT 
THING! 


when storing inactive records, is to be 
able to locate papers with a minimum 
of effort and time. 


For improving customer relations . 
. . . recommend the best. 





DOLIN 
Steel TRANSFER FILES 


MAKE THE DIFFERENCE! 
When Storing Inactive Records 





Constructed of heavy gauge furniture steel, electrically 
welded throughout. Finished in handsome office green 
baked enamel, with brass handle and card holder. Four 
rollers for smoother drawer action. 


A SIZE FOR EVERY NEED 


WRITE FOR DESCRIPTIVE LITERATURE ON ALL SIZES 


DOLIN METAL PRODUCTS, INC. 


317 LEXINGTON AVE., BROOKLYN 16, N.Y. 
Gur 

















short bout with a pair of the largest, as well as coldest, 
dice ever seen. 

It was some party and all who were present are now 
waiting for their next gathering which will be a fishing 
trip in the spring. 

* - - 

Quite a number of California travelers working the 
Pacific Northwest recently. Harry (Modular) Ford, 
Ray (Western Tablet) Faye, Gil (Weiss Mfg.) Weiss, 
Franklin (Bankers Box) Rising, Garvin (Blaisdell) 
Holman and Pete (Acco Products) Masterson. Luckily 
for the rest of the citizens, they were not together. 


* ~ * 


The many friends of the Charley Helwigs, in Port- 
land, will be happy to know that Mrs. Helwig is home 
after a lengthy stay in hospital and is recovering as 
fast as can be expected. Charley was not too well 
a short time back but Marshall (General Pencil) Wiley 
arrived in Portland with a supply of some new wonder 
drug and in a few days Charley had made a complete 
recovery. You'll have to get the details from Helwig. 


“Out Where The Handclasp’s a Little Stronger” 





Bandoli Asks Release From Clary Multiplier 


Marvin S. Bandoli, nationally-known sales and man- 
agement executive, has asked President Hugh L. Clary 
and the directors of Clary Multiplier Corporation to 
relieve him of his duties as vice-president of distribu- 
tion and member of the management committee, at 
their earliest convenience. 

Mr. Bandoli, who joined the Clary organization two 
years ago and now leaves with the company’s sales 


MARVIN S. BANDOLI 


and profits at the highest point in history, has plans 
which he is not yet ready to announce but which call 
for his leaving the organization very early in 1952. 

He joined the Clary organization in the fall of 1949. 
For a number of years, he was associated with the 
Victor Adding Machine Company as vice-president 
and member of the board of directors. During the 
war, he was placed in full charge of production of the 
famous Norden bombsight. 

Previous to joining Clary, he was also general sales 
manager for Kelvinator refrigerators and vice-presi- 
dent of Tracy Manufacturing Company. 

During his administration at Clary, many important 
steps that attracted national attention were taken. 
Training servicemen to sell adding machines as well 
as supplies; a plan for selling cash registers in which 
payment is made by dropping two quarters a day in 
a meter; budget performance charts for branches; 
the regional plan of operation and a junior executive 
training program, were some of these. 

Sales during the past two years of his administration 
have climbed steadily, and if the fourth quarter fin- 
ishes as expected, 1951 will go down as one of the 
best years in Clary’s history. 
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Standard TODAY AND EVERYDAY 


... the outstanding manufacturer of Wood Desks and Office Fur- 


- 
wh ee ad 
> 





niture, with a plant unexcelled in technical skill and material 
utilization . .. with a productive capacity unequalled in this field 

_ offers you the most complete range of products available-today! 
Including the great new Metal-Interior Desk, there are more than 
125 different models from which to choose! Space-economy, styl- 
ized planning and a return on your office-equipment investment 


are easy factors to achieve, when you call on Standard... 


WE ARE PROUD TO BE REPRESENTED BY THE BEST OFFICE 
EQUIPMENT PEOPLE ... IN ALL PRINCIPAL CITIES AND 
SMALLER COMMUNITIES THROUGHOUT THE COUNTRY! CALL 
ON YOUR NEAREST STANDARD REPRESENTATIVE OR WRITE 
rO US FOR YOUR REQUIREMENTS 





ae 


OFFICE/@URD 
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THE 2400 GROUP THE 5100 GROUP THE 4900 GROUP THE 4500 GROUP 





903 net standard untess ct'a Manufactured by the Standard Furniture Company, Herkimer, N. Y. 
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...and some more 
of those swell 


STENCILS! 





That’s a request being heard more and more by 
dealers throughout the country .. . and it tells a 
story of success. Success for the dealer who knows 
he is building repeat business when he sells Victor 
Stencils. Success for the customer, too, because 
every Victor Stencil he buys means trouble-free 
typing and flawless reproduction. 

Be one of the many dealers who know Victor 
Stencils mean satisfied customers who return again 
and again. Send today for complete information 
on Victor Stencils and duplicating supplies. Sell 
your customers quality, then listen to them say... 
“and some more of those swell Victor Stencils.” 


For related sales with maximum profit, 
sell the complete line of Victor 
Blue and White Stencils, Duplicating 
Inks, and Correction Fluid. All prod- 
ucts available for immediate delivery. 


ty aw 





Ss, The VICTOR SAFE AND EQUIPMENT CO., Inc. 


Siro NORTH TONAWANDA NEW YORK 
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Pacific Northwest Notes 


Cc. M. LITTELJOHN, CORRESPONDENT 
918 12TH AVE. N., SEATTLE 2, WASH. 


Recently rewarded for his constructive help and 
understanding f Alaskans’ problems, Thomas M. 
Pelly, head of Lowman & Hanford Company, Seattle, 
Wash., was presented by the business men of Fair- 
banks, Alaska, with a pair of gold cuff links. These 


are inlaid with gold nuggets taken from the Tanana 
River in Alaska. The gift signalized the recognition 
of the statione: efforts and contributions towards 


betterment of Seattle and Territorial] co-operation. 


a o - 

In order to out and fulfill its current slogan, 
Christmas Card Headquarters,” the J. K. Gill Com- 
pany, S.W. 5th Ave. and Stark St., Portland, Ore., 
featured the “largest display of Christmas wrappings 
and Christmas cards on the Pacific Coast’”—not ex- 
epting the larger cities of the western slope. 


* 2 - 
For its distinctive community service in Portland, 
Ore., the Natio! Cash Register Company there has 


been mentioned deserving an “Oscar” for its con- 
tributions to the Community Chest Fund, just closed 
> 7 


John L. Bird, president of the stationery company 
f that name, handling office supplies and equipment 
at 1112 4th Ave., Seattle, Wash., has recently been 
elected to membership in the Seattle Chamber of 
Commerce 


* 


rchids to the ladies—and the orchids 
This was a timely goodwill 
n to 1000 ladies to come to Turn- 
ers’ Stationery store at 8526 Greenwood Ave., in the 
Greenwood district of Seattle, Wash., for their Christ- 
mas needs. Moreover it was the fifth birthday anni- 
versary of the store. At the celebration the opportunity 
was taken to show complete lines of gift wares to the 
h as pens and pencils, greeting 


One thousand 
were in vase holders 


gesture and it 


orchid wearer as well 
“ards and gift wrappings, these well demonstrated so 
that the ladies would be able to wrap their own pack- 
ional] look. 


+ * 


izes with a profe 


H. W. Saari, owner of the Bostwich-Northwest Com- 
pany, dealing i tapling machines at 703 5th Ave., 
North, Seattle, Wash., has been elected to the Seattle 
Chamber of Commerce 
liversified stock, the office equip- 
ment and supply department of Pioneer, Inc., sta- 
tionery and print organization of Tacoma, Wash. 
has recently been sold to The Stationers, Inc., at 
826 Pacific Ave., and 927 Commerce St., Tacoma, where 
stocks have been boosted by the purchase. The Sta- 
tioners firm conducted a large sales and promotional 
advertising campaign in the wake of the acquisition, 
for rapid turnove juring the holiday season. 


Well-laden witl 


. ” * 


In its now widely-known ruling for the student 
bookstore of Wa ngton State College, at Pullman, 
Wash., the Ninth Circuit Court of Appeals recently 
ipheld a decision in Seattle that the store should 
recover $71,933 taxes. Actually, however, the full 
amount at issu $156,847.63, plus interest that may 
reach close $30,000. The difference above the 


recovery cited $84,914.48 of Federal corporation 
income taxes by the store in 1948, 1949 and 1950. 

Decision of the U. S. Court of Appeals, may be ap- 
pealed to the Supreme Court by the Treasury De- 
partment 

The money 
improvements 
Everett, Wash 


if the state collegs 


lready earmarked for use in making 
a expansion. David Nordquist, of 
president of the associated students 
who are the owners of the sta- 
ipply outlet, commented that any 


tionery and school 
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The Pen That Sells 
The Year ‘Round 


TO SELECT OR REPLACE 
.. HERE'S ALL YOU DO 


If you carry Esterbrook 
Fountain Pens, you know 
they are year ’round best 
sellers. The reason? Be- 
cause more people buy 
Esterbrooks than any other 
pen for their own use. 


And the reason for that? 
Because the world’s larg- 
est variety of point styles 
gives the user the right 
point for the way he writes. 


For year ’round sales and 
volume profits, feature / 
Esterbrook. 





q 


Gsterbrook 


FOUNTAIN PENS 


BY THE MAKERS OF ESTERBROOK DESK PENS 
ESTERBROOK STEEL PEN POINTS * ESTERBROOK PUSH-PENCILS 


The Esterbrook Pen Company, Camden, New Jersey 
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RED BORDERED | 
GUMMED LABELS 


30 POPULAR SIZES 


%& BEST QUALITY WHITE PAPER 
& FINE, SMOOTH WRITING SURFACE 
%& STICK QUICKLY AND PERMANENTLY 


* BOXES * BULK * BOOKS 














THE REYBURN MANUFACTURING CO., INC. 
PHILADELPHIA 32, PA. 


4048 W. POLK ST., CHICAGO 24, ILL, 
— _ 612 E. SECOND ST., FT. WORTH, TEXAS 
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tax returns would help complete the Wilson Compton 
Union Building and enlargement for the overcrowded 
bookstore. 

- . 

Continuing to expand its hobby and craft depart- 
ment on the third floor of its stationery business at 
S.W. 5th Ave. and Stark St., Portland, Ore., is the 
J. K. Gill Company. 

” + - 

Contracted for with the National Cash Register 
Company, a new cash register costing $3,105 has been 
ordered by the city treasurer’s office in Yakima, Wash. 
Owen Carpenter, finance commissioner there, pointed 
out that the machine will be specially designed and 
built for the busy office, and is to be delivered in 1952. 

” “ - 

A host of office appliance and stationery companies 
in Seattle, Wash., tied-in with the opening of the fine 
new building of the Rainier National and Northwestern 
Life Insurance Companies in that city recently. Com- 
bined congratulations took the form of “Our Hats are 
Off to Austin Case” and the life insurance companies 
mentioned. Equipment on parade during the gala 
festivities came from these companies: Trick & Murray, 
The Ediphone Company, Royal Typewriter Company, 
Inc., Griffin Envelope Co., Reault’s Bindery, Friden Cal- 
culating Machine Company and the Addressograph- 
Multigraph Corporation. 

- > * 

Recently chosen for membership in the Seattle 
Chamber of Commerce is J. E. Kelly, Seattle agency 
manager of the Marchant Calculating Machine Com- 
pany, at 172 Denny Way, Seattle, Wash. 

~ * 7 


The Northern School Supply Company was one of 
the purveyors for the new church of the Queen of 
Angeles Parish, one of the oldest seats of Catholicism 
in the state of Washington, recently dedicated at Port 
Angeles. 





SoundScriber Names Cincinnati Distributor 


R. W. Davidson, vice-president of the SoundScriber 
Corporation, announces the appointment of George 
W. Vetter, Jr., as distributor of that company’s prod- 
ucts in the Cincinnati area. 

Mr. Vetter has been in the office equipment business 


GEORGE VETTER, JR. 


since 1934, when he joined International Business Ma- 
chines Corporation, except during World War II, when 
he served with Pan American World Airways in South 
Africa, and Beech Aircraft Corporation in Wichita, 
Kans. 

He studied mechanical engineering at the University 
of Wisconsin, where he was a member of Delta Kappa 
Epsilon fraternity 





San Antonio Store Appoints Manager 

Robert L. Vallance, of San Antonio, Tex., has been 
appointed store manager for the J. Andrew Smith 
office furniture company at 504 N. Main Ave., San 
Antonio.—_JHR 
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You, too, will find Rose “Sta-Clean” Spirit Carbons and Master Units* turn out better 


work on any duplicating machine. You get clean, sharp impressions, longer runs, complete 


freedom from staining, bleeding and offset. No soiling of hands or clothing, thanks to 
our protective metallic coating and Gold Sealed edges. 

Remember, Rose specializes exclusively in Duplicating Carbons and Master Units. Rose 
research means dependable /aboratory-tested products which have repeatedly established 
new performance standards in the field of spirit duplication. 








You follow the leader—when you specify “ROSE” 
“Available in Black, Blue, Purple, Red and Green 


CARBON 


R4 3SE RIBBON 6& 
2 MANUFACTURING CO., INC. 


GENERAL OFFICES AND FACTORY 
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THE WARSHAW MANUFACTURING CO., INC. 


1 MAIN STREET BROOKLYN 1 
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SEEN AND HEARD IN 


SOUTHERN CALIFORNIA “Lifetime Chair 


by J. Edward Tufft 
2012 Huntington Dr., South Pasadena, Calif. 


A new type of event, to be conducted on a large for the General Office 


scale, is the 5-Star Sales Rally, sponsored by the 
Golden State Travelers Club. Invited to the rally, 
planned for January 14, will be dealers and members 
of all groups or associations interested in office sup- 
plies 

It is anticipated that no fewer than 800 people will 
be present. The general purpose will be to discuss 
sales plans f ie year 1952 and four speakers, each 
considered an authority in his own line, will be heard 
The addresses will be given following dinner. If the 
event proves as successful as is anticipated, the plan is 





EXTRA STRENGTH 







to establish it as an annual affair. The new president 
elected in December will preside 
> > . 


Reg. C. Holliday, president of the Golden State Trav- 
elers Club, representative for Scripto, Inc., in Cali- 


FOR EXTRA 


fornia, Arizona, New Mexico and El Paso, Tex., left 
November 29 for Atlanta, Ga., to attend a general 
sales meeting of his company. On the way east he 
planned to call on dealers in a few cities and on those SER] r my 
SERVICE 


in other cities on the return journey 


David T. Ligon, proprietor of the Glendale Type- 
writer Exchange, 159 S. Central Ave., Glendale, has 
purchased the Snyder Typewriter Company, 430 N. San 
Fernando Rd., Burbank, from Harley Townsend. The 
company was first established by Fred Snyder who now 


operates stores in Fairbanks and Anchorage, Alaska 
The name of the business has been changed to Bur- 
bank Typewriter Company. The formal opening was 


held on November 30 and December 1 

Alterations and improvements in the building have 
been completed and a full line of stationery, as well 
as a full line of office machines, is stocked. 

Mr. Ligon opened his Glendale store 10 years ago 





L. J. Burt, 1 ger of Calculators, Ltd., 332 S. La 
Brea Ave., Los Angeles, announces three important 
changes within his organization which he feels are 
of interest to the trade as well as to the public. Cal- 
culators, Ltd., has recently completed an expansion 
move to nev ind floor quarters at 332 S. La Brea 
Ave.: the distributorship franchise held by Calculators, 
Ltd., for plus computing machines, has been renewed 
and extended to include the entire state of California 
and, in connection with the extension of the plus 6620" 





franchise, the firm announces the appointment of the 


Arch K. Ansty Company, 171 Second St., San Francisco, 


as the plus mputing machine agency for the Bay 
area 
Mr. Ansty has for many years been associated with la lor 
the office equipment industry and is extremely well 
known to nortl California businessmen, according 
) Mr. Burt , patented multiple tongue and groove 
Lighthouse Stationers, formerly located at 53422 assures exceptional value. Finest 
Crenshaw Bl Los Angeles, has moved to larger and 
newly remodeled quarters at 5344 Crenshaw Blvd. A Bank of England ever built 
ore extensive line of stationery is now carried and a 
if art materials has been added. R. O. Light, the 1952 Catalog now 
rietor, hi: ecently become a member of the Sta- 
ers Association of Southern California available 


Otis L. Johnson, Pasadena representative for the 
National Cash Register Company for the past three | (| . 2G 
ete aeth ieunterred the Gente Am omeess | Le laylor Chair Company 
head of the a inting machine division. Mr. Johnson 


k the place of Dick Rippey who has been transferred Bedford, Ohio, U.S. A. 
Tacoma. B. D. Peterson, salesman in the accounting 
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Recommended 


You will sell two staplers en 


for every one you sold ? 5 
before by stocking the 7 ?- 
Universal Office Stapler 
because—its simplified Sold Through 
design gives top notch Dealers Only 


performance at lowest 
possible cost. 


Check These Features 
: All steel excepting cap 
‘ Smooth, unfailing operation 
* Holds up to 100 staples 
Penetrates up to 30 sheets of paper 


Write for Complete Details & Discounts 


Weight 4% oz 
Length 5% 
Reach 3% 

~y 


Telephone Black Finish 
~ iy 


ote fee 


a TEL 


PRECISION STAPLE CORP. 


3 WAVERLY PLACE, NEW YORK 3, N. Y. 


aes) 


166 











machine division in the Los Angeles office, has taken 
Mr. Johnson’s place in Pasadena. 

On December 14 last, L. G. Meikenhouf, office man 
for the National Cash Register Company in Pasadena, 
celebrated his forty-second anniversary with the 
company. He started work in Dayton, Ohio, December 
14, 1908, and, with the exception of one year, has been 
in continuous service with National 

” - ” 

Rod Nern, proprietor of Nern Office Furniture Com- 
pany, 514 N. Brand Blvd., Glendale, reports that his 
business for 1951 has been very satisfactory and he 
hopes this has been generally true in the industry 
throughout the area. 


E. C. Roberts, E. H. Hunting, and Russell Bassett of 
the Hunting-Roberts Company, 2223 E. 37th St., Los 


Angeles, attended the Steel Case regional dealers’ sales 
meeting held in Portland, Ore., on November 8, 9, 
10. Mr. Roberts and Mr. Hunting also attended the 
recent business show sponsored by the Nelson-Thomas 
Company in San Diego. This show was held in the 
company’s place of business. 

> . ” 

Blancarte Stationers, 1331 E. Compton Blvd., Compton, 
has completed a remodeling program. New fixtures 
and furnishings have been added and both business 
and social stationery are carried. Joe Blancarte is 
the proprietor 

a *” - 

The Southern California Office Furniture Associa- 
tion, at its regular meeting held on November 6 at 
the Rodger Young Auditorium, elected the following 
officers for the ensuing year: president, Herman Klein, 
Miller Desk and Safe Company; vice president, D. E. 
O’Hern, Hollywood Office Furniture Company, and sec- 
retary-treasurer, Stella Kay, Gilmore Desk and Safe 
Company. 

The new board of directors includes Morris Piltzer, 
Piltzer Qualiton Products; Art Willis, Atlas Desk and 
Safe Company; Mike McMahan, McMahan Brothers; 
Abe Segal, General Office Furniture Company, and 
Floyd Fenn, California Desk Company. 

* oa * 

Otto Christensen, sales manager for the Friden Cal- 
culating Machine agency, 836 Wilshire Blvd., Los An- 
geles, reports that the Los Angeles office leads the 
United States for sales based on percentage of quota, 
during the month of October. 

+ * ” 

The Webber Typewriter Company, 215 N. Central 
Ave., Glendale, has acquired the San Fernando Valley 
agency for the Hermes typewriters, which are made 
in Switzerland. 

All these Hermes machines are precision made and 
comparable to the famous Swiss watches in workman- 
ship, according to Richard Webber who is associated 
with his father, C. C. Webber in the business 

Although the Webbers, less than a year ago, moved 
into a new building they have found it necessary to 
erect an addition, 15 x 50 feet, for extra storage space. 

> * - 

Gilmore Desk and Safe Company, 729 S. Spring St., 
Los Angeles, celebrated its first anniversary in busi- 
ness on November 10 with an employees’ dinner, held 
at Perino’s Restaurant, 4101 Wilshire Blvd 

Gilmore Desk and Safe Company is a corporation 
with W. E. Gilmore, president; Leo C. Hawkins, vice- 
president, and Stella Kay, secretary-treasurer. All 
were formerly associated with the Security Desk Com- 
pany, at one time located at 410 S. Spring St., the 
proprietors of which retired and closed out. 





James H. Smith Called to Service 


James H. Smith, who has been associated with his 
father, J. Andrew Smith, in the J. Andrew Smith Com- 
pany, San Antonio, Tex., has been called into active 
service as a captain in the U. S. Air Force —JHR 
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ROCKY 
JONES 


qnnounces... 





ROCKY'S 


Electric Typewriter 
Technical Bulletin 





4 MONTHLY PUBLICATION OF 8 PAGES, FULLY PICTURING, DESCRIBING 
AND PROVIDIN \DJUSTMENTS FOR ALL MAKES OF ELECTRIC TYPE 
WRITERS 


IBM ELECTROMATIC, STD. AND MODEL 11 

UNDERWOOD ELECTRIC TYPEWRITER 

REMINGTON-RAND ELECTRI-CONOMY 

ROYAL ELECTRIC TYPEWRITER 

Rocky’ S freepan Typewriter Technical Bulletin 
»lete information and drawings showing 

WHAT THE MECHANISM IS 

HOW IT OPERATES, pictured and explained. 

MECHANICAL TROUBLES AND HOW 

rO ADJUST THEM. 


sues of th al Bulletin will provide you with a complete ELECTRIC 
[TYPEWRITER ADJUSTMENT AND REPAIR MANUAL 


YOU SAVE * 750 


When publish me form, this Electric Typewriter Manual will sell for $12.50. 
Subscribers to R Technical Bulletin will have it all for only $5.00 a 


s a Full 


Seda Electric Typewriter Know-How 


Every issue W c ll detail and drawings of active and inactive positions of 


hanisi nched for Ring Binder so all copies can be preserved 


IT’S YOUR OPPORTUNITY TO GET ON THE 
ELECTRIC TYPEWRITER BAND WAGON. 


NUMBER ONE issue will be mailed in January, 1952 


SEND $ 5.00 TODAY ee TO: 
Rocky‘s Electric Typewriter Technical Bulletin 


1541 S. Fairway Terrace, Springfield, Missouri 
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Wo 
ve aoe 


MEILINK . . . Wagle? 





Are you left high-and-dry with 

seasonal items that show a profit only now 
and then? Take a good look at the 

sales advantages of MEILINK Safes, Security 
Chests and Business Machine Stands. 
MEILINK and the companion HERCULES 
line are ideal for profits the year 

around! Larger unit sales and full dealer 
discounts fatten your dollar volume with 


bigger profits every day in the year! If you are 


minus MEILINK, write for the 


complete story today! 





my 
iting, 
rt 


a® 


Maximum protection 

for commercial in- 
stallations. Certified by 
Underwriters’ A Label, 
T-20 Burglar Label and 
SM NA 4-hour Label. Also 
available in 2-hour B 
Label classification. 








MEILINK STEEL SAFE COMPANY - Toledo 6, Ohio 


BOSTON 


WAREHOUSES and DISTRIBUTORS in: NEW YORK—Export Dept 


WASHINGTON, D.C. @ CHICAGO e@ DETROIT @ FORT WORTH e@ SEATTLE 


A COMPLETE LINE OF INSULATED PRODUCTS, INCLUDING: 


PHILADELPHIA 


@ LOS ANGELES e ‘sane FRANCISCO 


A, B, C-LABEL SAFES, 


HOME VAULTS, 


CARD AND LETTER FILES, 


BUSINESS MACHINE AND TYPEWRITER STANDS 
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News Notes from Maritime Provinces 
w. J. McNULTY, CORRESPONDENT 
116 PRINCE EDWARD ST., ST. JOHN, N. B., CANADA 

A Halifax, N.S Baldwin-Beckwith, Ltd., whose 
t h: ludes office appliances of all kinds, is 
now specializing in steel lockers and stationery cup- 


f. 
J 


including demonstrations in of- 
fi being given its Sunstrand add- 
ing-figuring machines by Underwood, Ltd., at the 
Halifax, N. S., branch 

Pat Bermingham of the Adding Machine Service, 
Montreal, Que has been delivering typewriters to 


homes, offices, warehouses and so on, for immediate 
ise and with rge, while purchases are being 
nade of new Ri 


typewriters. 
: 7 > 
We supplied great grandfather and he is still 
ir friend” is the slogan of the Typewriter & Appli- 
ance Company, Montreal, Que. E. D. Twite is the man- 


Covey & Col in Fredericton, N. B., has added 
ffice furniture, including desks, chairs, filing and 
torage cabinets, to its line of appliances and supplies. 
A] e for imn te delivery. 

: “- 
Webster-Chica vire recorders are being delivered 


nywhere in the Maritime Provinces with charges pre- 
paid from the Halifax, N. S., firm of Beckwith-Bald- 


* 


ce Spr lty Manufacturing Company, Ltd., 
erred L. J. Buckley from the managership 
f the Halifax, N. S., branch to a branch at London, 


Ont., which h ye recently opened. The new man- 
ager of the Halifax branch is J. A. Thompson. Direct- 
ng the changes v G. L. Manning, vice-president and 
nanaging director of the company, which has its base 
Newmarke O 
The method of ling for tenders for office needs 
for a new police station in Halifax was given some 
iticism by pr! ive bidders. At a meeting of the 
alety commiuitter f the city council, there was an 
animated discussion on whether the tenders should 
ve. been call for en bloc or for one type of item 
exclusively. The call had been for office furniture, type- 
writers, filing ibinets, and so forth, in one group. 
Manuel Zive h« he should not be penalized be- 
ause he deals in one of the types of items. Howard 


E. Soulis contended that the tenders had been asked 
for all the sup] needed for the offices of the new 
station and th n this basis he had submitted his 
tender. Moreove! stated that time is precious and 
that delay in ha ing the bids would defer the occu- 

lice base, possibly until January. 
Decision was 1 le to defer action on the bids for a 
| prices 


* * 


Moncton, N. B., is distributing 
in the eastern provinces. This old 
irticipates in the office supplies 
les of appliances of all kinds, furni- 
fe ries and printing 
& Store Company, Montreal, Que., 
ng stems, stationery cabinets, single 

ible desks, filing cabinets, chairs, tables, sec- 
ional bookcas« eel clothes lockers, wall and floor 
safes and vau In the office appliances, Remington 
nd U riters are being concentrated on 

._ «--<« 

Ke Ellan )ffice Appliance, Ltd., is now located 
t ville S in the heart of the office district 
Halifax, N. S. Currently featured are steel filing 
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In these chairs too... 


JASPER SEATING CO. 


shows unmistakable evidence 


of outstanding chair craftsmanship 





No. 400 


Pictured here are two num- 
bers from our No. 400 line 
—No. 400 and No. 401. 
Your customers can always 
bank on these chairs . . . 
they're always right where 
sturdy, rugged seating 
needs must be filled. 
They’re really built to “take 
it’. Fair price. Comfort. 
Quality Construction and 
Finish (quartered oak, wai- 
nut and mahogany finish 
on Northern Birch). There's 
always an ample measure 
of these qualities in Jasper 
Seating chairs. Jasper 
Seating Co. builds a chair 
for every commercial use. 
Dealer inquiries invited. 





No. 401 


Send {or information. . 





JASPER SEATING COMPANY 
JASPER « INDIANA 





Te Rc Ce een. 





\ 
4 
From the beginning of 
trade between men, 
The Heaping Measure 
has marked the desire 
of the seller to give 
his customer some- 


thing of value beyond 
the contract. 





MYRTLE DESK COMPANY 


HIGH POINT, 
NORTH CAROLINA 





Cn Heaping Measure 


A SYMBOL OF 
VALUE 


For more than 50 years, The Heap- 
ing Measure has been a Guiding 
principle of Myrtle Desk Company 
management —the giving of value 
over and above that which is 


expected. 


Myrtle workmanship, materials, 
methods and service are involved in 
a constant program of improvement, 
resulting in a product we believe to 
be—dollar for dollar, the best buy 


in America. 


BETTER DESKS ARE MADE OF WOOD 





HIGH POINT, N.C. 


MYRTLE PACEMAKER No. 6068-86-F 


A desk of su 


rpassing beauty and usefulness 
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cabinets in letter or legal size, and colors, grey or green, 
These are offered in unlimited quantity despite a pre- 
vailing steel shortage. 


- * ” 


Since being established 47 years ago, the Soulis 
Typewriter Company, Ltd., with base at Halifax, and 
branches at St. John and Moncton, N. B., has been 
gradually widening its coverage of office needs. From 
concentrating on typewriters, this firm is now selling 
and servicing Smith-Corona adders and cash registers, 
R. C. Allen business machines, Todd Protectograph, 
Dictaphones, Elliott addressors, Marchant calculators, 
Todd payroll systems, Dictograph intercommunicating 
visible systems, safes, office furniture, and office acces- 
sories. Smith-Corona typewriters are concentrated on, 
Distribution is through the provinces of Nova Scotia, 
New Brunswick, Prince Edward Island, Newfoundland, 


7 a * 


Office supplies of all types, including appliances, 
furniture, safes and vaults, accessories, have been 
shipped to Labrador, Greenland, Iceland by air from 
such eastern Canadian centers as Halifax, Sydney, 
Moncton, Quebec City, Montreal. These are for use 
not only in defense operations but in construction 
work amid the frozen wastes of the north country. 
The transportation is by air, although sea navigation 
is available during the summer season. 

% aw £ 

Few Canadian families await the advent of snow 
with such impatience as that of E. S. Bergh at Rothe- 
say, N. B. All members of the family are active in 
skiing 





New Underwood Agent Tells of Success 


Tom Pearson, who was recently appointed an agent 
for Underwood Corporation, started his business by 
working at his home, and then in a rented three-car 
garage. In December, 1950, he moved to his present 
location, 91 E. 154th St., in Harvey, Ill., which he pur- 
chased. Mr. Pearson employs two men, John Holwell, 
the sales and service manager for typewriters and 





3 a o ‘ 
fat ic Sh oe ea essa 


HOME OF CALUMET BUSINESS SUPPLY, HARVEY, ILL. 


adding machines, and Don Bamford, shop foreman and 
floor salesman. Both have had wide experience as 
servicemen and salesmen with Royal, Underwood, 
L. C. Smith & Corona and Remington Rand machines. 

Mr. Pearson himself has a background of seven 
years’ experience with the National Cash Register 
Company sales and service department; the Ohmer 
Corporation and Royal Typewriter Company. He counts 
the success of his business due to hard work, long 
hours and some worries. 
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UPRIGHT FILES 


— 2 3. 4 and 5 drau er 
COUNTER HEIGHT 


SINCE 1887 FILES—continuous lino- 


leum tops and finished 
counter fronts, stock and 


special. 


HORIZONTAL FILING 

EQUIPMENT—for floor- 
cases, omnibuses, safe in- 
teriors, vaults and book- 


cases. 


TABULATING FILES 

—22 drawer units, built 
to definite specifications 
fo give maximum capa- 
city and protection to tab- 


ulating machine cards. 


HIGH LINE FILES 
—stock units for roller 
shelf and document files 


in three standard heights. 
ROL-DEX instaliation in the office of a large eastern railroad. 


SAVE up to 45% WORK—for banks hos 


pitals, court houses, mu- 


on Active Record Costs seums and public build. 
with ROL-DEX* by Watson! ies 


established 1887 CUSTOM BUILT INSECT 
SCREENS—steel, bronze 


Here’s How You Benefit: 


Less operating cost per filing inch! 


and aluminum framed 


screens for windows, 
Fewer clerks needed! Units made to handle 5,000 to half a million 


doors and porches. 
records each 


No noise! Increases office efficiency. ROL-DEX by Watson needs no ROL-DEX AND TRANS.- 
motor; runs smoothly, quietly. 


No maintenance cost! ROL-DEX has ROL-DEX cross file 


sealed lifetime ball bearings. 


DEX—active record filing 
equipment “that rolls rec- 


No Walking, Stooping, Squatting. < 78 ords to a seated operator. 


Records roll to seated operator. IN - ; i CONTRACT SPECIAL- 
] Easy Rolling ISTS—custom design 


Write for 2 Ball Bearings 


ROL-DEX 
Catalog 


and fabrication of: prod- 
uct cases, control cabi- 
nets, electronic equip- 


to: Pats. pending ~ ment, and special built 


R as L_=-{)> EX Divi SION to order items. 
WATSON MANUFACTURING COMPANY, Inc., Jamestown 3, New York 
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FIT FOR A 
PRESIDENT! 









THE .HARTER PRESIDENT SWIVEL ARMCHAIR 
MODEL 700 





Fit for your most exacting customer, that’s the Harter President chair. 
He'll like the graceful, modern design and the rich upholsteries 
in deeptones or soft pastels. And when he sits in this chair 
hell say, “Man, what comfort!” The four-inch deep-formed seat, back 

and armrests, all of U.S. Koylon foam rubber, combine with Harter’s 
design to give comfort that’s hard to believe until you experience it. And, no 
matter how closely your customer examines this chair, he'll find quality in 

every detail. As an experienced judge of office equipment, you know that this 

kind of quality makes a pleased and grateful customer for years to come. 


Material shortages may temporarily reduce the number of chairs available 





but you can be sure that Harter will never compromise with quality. 


O HARTER reo 


oye 88 4s wie ee AH 
STEEL CHAIRS © POSTURE CHAIRS 


HARTER CORPORATION, 1001 PRAIRIE AVENUE, STURGIS, MICHIGAN 
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Dealers Devise Promotions 
For New Year Sales 


ESPITE THE TROUBLED international situation, 
D ffice appliance dealers, in every part of this 
United States of ours, are busily engaged in planning 
new promotions to keep step with the bright and 
encouraging New Year. 

Here are some of the novel ideas that enterprising 
office appliance merchants are employing in their 
efforts to make 1952 a banner year indeed. 

One of these ideas is that of issuing a yearly cal- 
endar—not all at once, however, but in monthly in- 
stallments 

Around the first day of each month, every cus- 
tomer, or any one who requests it, receives a one- 
month desk calendar. One side of it shows a picture 
of a local Main St. merchant or executive, with friendly 
information about his hobbies, sporting pursuits, busi- 
ness interests, family and so forth, while the reverse 
of the calendar shows the days of the month, with 
Saturdays and local bank holidays circled in red—a 
good memory-jogging device. 

Members of the Junior and Senior Chambers of 
Commerce are urged, by letter, to submit a photograph 
for possible calendar use, and many who do so enjoy 
seeing their picture on this excellent, albeit indirect, 
form of advertising 

Another equally-enterprising merchant is inviting 
every Main St. business man to write a one-paragraph 
prediction of events for the New Year, which might be 
if interest to business folk. 

Six of these predictions are selected, the writers 
each receiving a $3.00 voucher for office merchandise. 
The predictions are capsuled and published in a special 
February 1 newspaper column, together with a para- 
graph on the dealer’s ideas about what type of office 
furniture may prove scarce in the following months. 

This kind of promotion makes friends and arouses 
widespread interest among members of the business 
community as a whole 

Still another novel approach to the New Year’s pro- 
motions, is that of the office appliance dealer who 
writes to each Main St. merchant asking him to name 
frankly any items he would like to see carried during 
the year which have not been in stock recently. 

Suggestions for improving office appliance dealer 
service, for display and merchandising, are sought. 
A postage-paid envelope is included with the letter. 

The firm submitting the best set or best single sug- 
gestion, will receive a $10.00 award and 25 vouchers 


worth $1.50 each go to the senders of the next best 
Suggestions 

This idea, in effect, makes every customer, or poten- 
tial customer, a ruest critic,” an opportunity wel- 


omed DV man’ 

One of the important and most discussed 
topics today is that of taxes and one firm compiles a 
list of exemptions which may be claimed by a business. 

This is not ended to take the place of advice 
from the tax expert, but this mimeographed list does 
serve as a useful reminder to recipients. The list is 

patched during the first week in January and has 
been well received on at least one previous occasion. 

The same firm is also scheduling an unusual event, 
a New Year’s Clearing House, held during the entire 
f week of January 

Items which have been held over from the previous 
year and whi ist have not sold, are grouped to- 
gether and sold at prices which are not advertised via 
newspaper, direct mail or any other method. 

Thus, individuals who are interested, must come in 

the store to see merchandise and prices. Windows 
show only new equipment and all the “Old Timer” 
material is placed at the rear of the store. This means 
that on his way see sale merchandise, the customer 
must pass the store’s regular, new stock. 

At least one office equipment dealer is not overlook- 
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You would find this or- 
ganization operating at 
top efficiency with a 
limited supply of raw ma- 
terials to meet customer 
demands for high quality, 
dependable office supplies 


and equipment. 


Since 1906 


Tnpertal Methods fo 
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S 


PA 


R « 





N O 














) 














PARKER line of VALUES! 


STEEL OFFICE EQUIPMENT 


STEEL 
BOOKCASE 


The Bookcase is of 
standard size with disap- 
pearing glass front panel 
for clear visibility. Avail- 
able in three different 
sectional sizes: 


H WwW D 


12" x 359%" x 12" 
15" x 35%" x 12" 
18" x 353%," x 12" 





STEEL 
TRANSFER FILES 
FOR YOUR FILING NEEDS 





LEGAL AND LETTER SIZE 
SPECIAL SIZES MADE 
ON REQUEST 


DOUBLE DOOR 
COUNTER HIGH CABINETS 





THESE STURDY 
‘ STEEL 
TRANSFER 
FILES 
CAN BE 
STACKED 
TO ANY 
DESIRABLE 
HEIGHT 





SIZE 42''x36"'xi8" 


ALSO STORAGE e WARDROBE and COMBINATION 
CABINETS e COUNTER HIGH and DESK HIGH 
CABINETS e SECTIONAL BOOKCASES 


Made of heavy Gauge Stee! .. . Electrically welded 
construction and completely reinforced throughout . . 
Baked-on enamel finish in Green or Grey. 


Write for catalog and Dealer price list. 


PARKER STEEL PRODUCTS INC. 


Manufacturers of Stee! Office Equipment 
56 COLUMBIA STREET . BROOKLYN 2, NEW YORK 
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ing the farmer as a potential customer. He is nomi- 
nating January as “Greet the Rural Front” month. 

Each week, a different organization such as the 4H 
Clubs, Grange, Farm Bureau and others of the agri- 
cultural ilk, is the theme of a window display of 
photographs and projects of its members. 

All rural groups are invited to submit material for 
these windows, which sometimes ‘“double-up” and 
feature interesting items concerning two or three 
rural organizations. 

During this month each farm owner ‘is written a 
personal letter by the office dealer mentioning ad- 
vantages of possessing a combination farm office group 
including an office file, recipe file for the farm house- 
wife, portable typewriter, adding machine and desk. 

In addition to this, interior displays of office furni- 
ture which can be placed in a farm house, are shown 
for good measure. 

A newspaper advertisement or two, mentions the 
many forms which have to be filled out by farmers 
and the supplies the dealer carries which can help the 
farmer with his “paper-work.” These include ledgers, 
stationery and larger office equipment. 

Every community, according to this dealer has a 
number of farms or semi-farming areas adjacent to 
it and this great potential market should not be 
overlooked in the New Year’s scheme of things. 

A “Thank you for past patronage” check for $1.00 
is the idea of another dealer. During the first week 
of the year he mails a check to each customer, to- 
gether with a mimeographed list of equipment the 
dealer has to offer. 

Due to general conditions, items may remain in 
stock only a few short weeks, and a letter suggests 
that it would be wise to invest the check and a few 
extra dollars in the purchase of office material before 
it becomes a “collector’s item” or increases in price. 

This is not war-scarcity psychology but sound advice 
in these days of uncertainty in virtually every form of 
business endeavor. 

This then, is a preview of what office appliance 
merchants are doing to make the New Year more 
pleasurable and more profitable without an undue 
stretching of a modest advertising and promotional 
budget.—_RCH 





Nathan’s Observes 75th Anniversary 


Nathan’s, also known as Chas. S. Nathan, Inc., 
retailers of new and reconditioned office furniture 
in New York City, observed the 75th anniversary of 
its founding during the week of November 12. Nathan’s 
has two retail locations, one at 546 Broadway, New 
York City, and the other at 150-01 Hillside Ave., 
Jamaica, L.I. 

This business was started in 1876 by Grandfather 
Charles S. Nathan in a store in Jersey City, NJ., 
with a mere 160 feet of floor space. When the 
founder’s sons, Myron and the late Jerome Nathan, 
became of age, they stepped into the picture and 
successfully carried on the business, making it one 
of the outstanding concerns of their day in the field. 

About 15 years ago, Seymour, son of the late 
J. Jerome Nathan and Charles, son of Myron Nathan, 
took over the management of the business which is 
now nation-wide in scope with sales running into the 
millions annually. Nathan’s has supplied office furni- 
ture and equipment to about 500 banks, 120,000 busi- 
ness concerns and 44,000 professional men. 

Time did not stand still; neither did Nathan’s. 
Up to a few years ago, ordinary desks, chairs, files, 
and so forth, occupied the average office. Little 
thought was given to interior design, style of office 
furniture and equipment, or the economic use of floor 
space which is now so important. Today, office fur- 
nishings are in the same category as home furnish- 
ings because executives realize that offices that are 
attractively and practically furnished and equipped 
are conducive to efficiency and more business. 
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Model 1-45-2 $214.50 
Other units including electric 
models with Underwriters 
Approval up to $424.50 
all plus tax, F.O.B Chicago. 
Prices subject to O.P.S, 
Approval). 


Check these new improvements designed to boost your 


Copy-rite sales and profits: 


NEW STYLING... 


Modern, streamlined appearance greatly enhances the already 
big sales appeal of Copy-rite Liquid Duplicators. 


NEW AUTOMATIC MASTER LOCK. 
By merely turning handle in reverse you can open drum lock te 
receive master copy. Turning handle in operating direction auto- 
matically closes lock and secures master ready for operation. 


NEW RECEIVING TRAY DESIGN... 


Improved design and position of receiving tray provides better 


poper stacking. 


NEW IMPROVED PAPER GUIDES... 


Simplified method of positioning to accommodate various widths of 
paper stock. Better gripping of copy paper achieves more efficient 


paper feeding. 










Now—important new features make it easier 
than ever to sell Copy-rite Liquid Duplicators. 
Just tell your customers about these time-sav- 
ing, money-saving improvements—plus all the 
outstanding regular features that have mode 
Copy-rite so populor—and you've made a sale! 


Rite-Copy supplies are easy to sell, too, since 
they insure the finest duplicating work always, 


with any type liquid or spirit duplicator. 


WOLBER DUPLICATOR & SUPPLY C @ a? 


1203 Cortland Street 
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AS REST SRE I al 


ROR It 













Dignity 
that 


inspires 
confidence 


_ Mirrored 
| in 
wiltshire 


modern 


Superintendent's Office, In- 
formation Office and Rec- 
erd Room of Our Lady of 
Peace Hospital, Lovisville, 
Ky.—furnished in Wiltshire 
Modern office furniture. In- 
stallation by Office Equip- 
ment Co., Inc., Louisville, 
Ky. 


Don’t overlook institutions when listing your prime markets for 
WILTSHIRE MODERN. For to such discriminating buyers of office 
furniture—like this fine Kentucky hospital—WILTSHIRE MODERN offers 
three distinct qualities that quickly close sales: (1) Highly appropriate 
dignity of design. (2) Comfort and flexibility that promote work effi- 
ciency. (3) The extra economy of extra-durable construction. Make your 


strongest bid for this big-profit business—with WILTSHIRE MODERN. 





Capitalize to the fullest on full-time Imperial 
advertising in national magazines like these. 


Identify yourself as headquarters for the high- i Zan oe Py ty anil 
quality Imperial lines by consistent local ad- 
vertising. 

desk company 
Member Wood Office Furniture Institute = mw A Meee itis «6° oem © Sea 
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How to Cut 

Delivery Costs 

Continued from page 33 

livering through a commercial service is its often 
slower delivery schedule. Since it has to handle 


many packages at a time in order to make a profit, 
the commercial delivery service takes hours—and 
sometimes even a day or two—longer to process the 
packages 

If you feel that your customers will wait a few 
hours longer, then the commercial service may be 
for you, provided it really does save you money. But 
if speed is a factor (and it usually is with the office 
equipment store), then it is a good idea to find out 
the delivery schedules. Sometimes, a parcel delivery 
service will custom tailor special schedules to the 
needs of its clients 
2. If I'm operating the delivery service myself, instead 
of farming it out, will I do better by purchasing the 
equipment, or by renting it? 

When an office equipment dealer makes up his mind 
to operate a delivery service, he thinks immediately 
of purchasing trucks or other equipment needed to 
make it tick. Few realize that it is possible in most 
cities—and often highly profitable—to rent, rather 
than own the rolling stock 


Saves in Upkeep 

An important advantage to renting the truck or 
trucks you need is that you are spared the upkeep 
and maintenance of the equipment (since the com- 
panies renting trucks usually handle this in their own 
garages) as well as the bookkeeping expense of figur- 
ng truck depreciation and operating overhead. 

There are endless variations to the rent-a-truck 
plan, but the usual contract entered into between an 
office equipment dealer and a truck rental company 
provides for something like this: 

The truck is painted to suit the company using it, 
and carries its name and whatever advertising posters 
the boss chooses to put on it 

The driver is furnished by either the user or the 
truck rental company 

The truck is checked regularly at the rental com- 
pany’s garage, where all repairs and maintenance 
work are done Usually, the rental price includes 
any servicing charges. Gasoline is often furnished 
by the truck rental firm 

The user signs a one or two-year contract, in order 
to make it worth the renter’s while to paint his name 
on the truck 

Who handles truck rentals? In almost every com- 
munity there 1 drive-it-yourself automobile service 
Most of these firms keep fleets of trucks for renting 
to business men who find it cheaper to rent than 


. tr 
to own a truck 


Investigate Rentals 


Before deciding upon the answer to question No. 2, 
you must find out what the rental charges will be, 
and compare them with the cost of running your 


own equipment. Again, the invisible as well as the 
obvious costs must be compared 
3. What sort of equipment do I need? 
rhe answer here is dependent upon many factors 
rhe area you cover with your delivery; the size of 
the average package, both dollar-wise and in the 
physical space the package occupies; and the fre- 
quency of deliveries you need to make. 
it is wise to use different equipment 
Even large department stores find 


In most cases 


for different Ds 
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SOLID BACK 
SWIVEL 
No. 900 







STENOGRAPHIC 
No. 585 











EXECUTIVE 
SWIVEL No. 1100 


Limited 







CLERICAL 
No. M-700 





ALUMINUM Posture Chairs 


T He OHIO CHAIR Company is 
ready for the day when relaxed material 
restrictions take the fetters off production— 
ready with chair designs and structural 
refinements that will merit the same top 
consideration tomorrow as today .. . ready 
to move at a moment's notice on expansion 
of plant and facilities, to multiply production 
volume ready to capitalize, with its 
dealers, on the preference for Rest-All 
Chairs that is growing steadily, even under 
today’s limited supply. 

ALL REST-ALL MODELS 
ARE PRODUCED IN A FIVE- 
COLOR RANGE OF U. 5. 
NAUGAHYDE AND A 
BROAD SELECTION OF 


LUXURIOUS GOODALL 
FABRICS. 


~~’ HIO 







HAIR CO 4. 


a ——ee«—~ 28 W. MADISON AVE., YOUNGSTOWN, OHIO ee 
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OAK La 


pee Tanna eat 


JASPER TABLES 


etcn’ 5 most nsnoasbil 


TABLE LINE 
for the 


OFFICE 
CAFETERIA 


CLASSROOM 
LIBRARY 


STUDY HALL 


_. _ Tops: |'' thick, 5-ply veneered 
30" x 72" banded with '/,'' oak or wal- 


With or without 2 drawers nut veneer. Rail and leg 
corners well rounded Legs 


square, tapered. 





No. T1060 
dm Tops UA thick, 5-ply ve- 
42" x %" neered, edges have heavy 


lumber rim of oak or gum 
well rounded. Legs, rails and 
drawer fronts selected oak 
on oak tables and selected 
gum on walnut tables. 


With or without 2 drawers 


Here are office tables designed to boost your table sales and 
satisfy your customers. Every unit uses Quality Materials and re- 
flects Superior Cabinet Work. 


Standard K.D. construction with heavy corner braces. Legs are 2!/,"' 
tquare at largest point with ample rounding on edge. Bases are 
finished in sateen sheen, with two finish coats after sealing. Tops 
receive three coats lacquer rubbed dul! 


FINISHES AVAILABLE: Blond, Natural, Light Oak, School 
Brown, Walnut and Mahogany. 


WRITE FOR COMPLETE LITERATURE 


JASPER TABLE 


ques «6COMPANY, INCORPORATED GEE 
JASPER INDIANA 
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it profitable to use the inexpensive bicycle or motor- 
bike for short, fast deliveries. 
4. Is my territory over-extended? 
(See agenda to this article) 

Am I scheduling deliveries efficiently? 
You can introduce efficiency into your delivery 
system by making your schedules more rigid. Office 
equipment dealers who once delivered haphazardly 
whenever the mood struck them, or whenever it 
appeared that a truck load of merchandise had 
accumulated, have discovered that making the 
deliveries at regular intervals—once an hour, twice a 
day, once a day, every other day, or at whatever 
intervals proved profitable—makes the costs go down, 
and keeps them steady. Then, it is possible to know 
from day to day and week to week just how much it 
costs to deliver each parcel. 
6. Are my routes right? 

Again, it pays to have fairly rigid routes. Once you 
know what territory you can serve profitably, it is a 
good idea to divide it into regular routes. 


vu 


Use a System 


It doesn’t matter whether each route is covered 
hourly, or whether one is covered one afternoon, 
another the next morning. It cuts costs when you 
introduce system into the planning of delivery routes. 
7. What about repairs to the equipment? Will it pay 
me to have a mechanic on the payroll—perhaps 
doubling in uniform as a driver—or will it be more 
profitable to farm out the maintenance work to a 
regular automotive service shop? 

Here, too, you must see what your records have to 
say. If you have been doing your own repairs—and 
few office equipment dealers do this—then you can 
tell accurately how much it costs you. If you want 
to make a comparison, call in the sales manager of 
a reputable garage 


Farm Out Repairs 


As a general rule, most office equipment dealers, 
unless they operate a really sizeable truck fleet, find 
it the wisest procedure to farm out their repairs 
and servicing work. 

8. How about the deliveryman or deliverymen? 

As one who represents you to a great number of 
people who are your customers, the deliveryman must 
be trained in smart public relations. He must under- 
stand that when people see him break a traffic rule, 
they blame you as his employer. When he edges 
another vehicle into the curb, it is you the other driver 
instantly hates. When he is short or snippy with a 
customer, it is you whom the customer blames. 

The deliveryman’s attitude toward his job, and the 
way in which he performs the public relations func- 
tions of it, is a factor in whether your delivery pays 
you, or costs you good will and dollars 





F. J. Heer Printing Company Expanding 


The F. J. Heer Printing Company, 386 S. Fourth St., 
Columbus, Ohio, will soon complete a long-range ex- 
pansion program now in its last phase, that of adding 
15,000 square feet of floor space to the second floor of 
its building on the Mound St., side. This will increase 
the total floor area of the firm to 112,000 square feet. 

The extra floor space will permit combining all the 
offset printing along with plate making into one air- 
conditioned area, and the consolidation of all bindery 
operations on one floor. This will in turn create more 
space on the first floor for both office and display rooms 
for the company’s office furniture department.—AK 
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Wh Said You Can’t Please Ever 


» You bet you can...when you deliver style, 
comfort and quality ...at the right price. 


Announcing the NEW 
\ ee 99 ° * ee fl 
Shepherd “900° Series 


NO OTHER CHAIR can match the new 














Shepherd “900” series—for beauty, quality, 


comfort or value. Quality is the Keynote of 






this new line... quality that sets a new standard 






of comparison for office furniture! 





WRITE FOR CATALOG : Men 


OFFICE AND FACTORY: 1912 MAIN STREET, MELROSE PARK, ILLINOIS | 
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For the most 









efficient, 
economical 


and 


attractive 




















office in town, 





see 
the dealer 


who features 


Maximum efficiency and economy in the use of floor space is assured 
when you select Steelcase office furniture because of its exclusive space- 
saving design. Steelcase furniture is engineered with standardized, inter- 
changeable parts to permit utmost convenience and flexibility to job 
requirements. Smart, modern colors and beautiful, new metallic finishes 
with matching upholstery and tops, make Steelcase the most attractive 
metal furniture you can buy. A trained specialist in office layout, your 
local Steelcase dealer, will gladly help you select the equipment best 
suited to your own requirements. 


Voy Look for your Steelcase dealer 


in the classified section of 
your telephone directory. 


— ee = = & ey. yi = 


For new ideas in office planning, write for ‘Tooling Up Your Office’’ Business Equipment 


METAL OFFICE FURNITURE COMPANY, Grand Rapids, Michigan 
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The Ad-Viser 


Continued from page 39 
become run down or fail to bring them up to date. 
This is a “penny-wise, pound-foolish” attitude which 


‘an be dangerous. Remember that a “book is often 
idged by its cover’—and certainly a store sign will 
accomplish a great deal in bringing customers to make 
a purchase 

Other types signs may effectively advertise your 
merchandise. Usually counter displays, window dis- 
plays, etc., are supplied by the manufacturer. Here 
too, they become “point of sale” advertising, attempt- 
ing to influence the purchase of a particular item by 
the customer. Careful placement of these “free” signs 
can certainly produce additional sales. A colorful store 

instrumental maintaining high volume in the 
present day marke 





Using an unusual layout technique, Itkin Bros., New 
York City, has achieved both effectiveness and dis- 


mail advertising. Intelligent use of 
is an interesting copy approach helps 
to sell office appliances. 

itkin’s system has been to institutionalize the copy 
and still sell one item of merchandise. As illustrated, 
the block of copy informs the readers that Itkin Bros. 
offers an office planning service. However, a single 


tinction in aire 


white space 








— 





TWO EXAMPLES OF COPY USED BY ITKIN 
TO INSTITUTIONALIZE A SELLING APPROACH 


e sells a letter file in an unpretentious manner. The 
econd ad tells about Itkins’ large assortment and 
ells a stes 

The type istrations used make these ads strik- 

g and attractive. Simple black and white cartoon 
rawings and merchandise pictures provide additional 
effectivene 

It is hope that Itkin Bros. direct mail advertising 
ill serve as a guide to other advertisers in the office 
ppliance b s for its freshness of approach cer- 
iinly help timulate sales 
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No. 317 
Office Green 
or Gray 





Maso’s NEW All Steel 
Adjustable STOOL 


With Genuine MASONITE SEAT! 


Rolled Under Edges 
Snagproof throughout 


All Electro Welded 

Two Popular Sizes 

17" to 25" and 24” to 32" 
14" Diameter Seat 


Safe for Hosiery 
Vf," Steel Tube Legs 


Has Every Selling Feature! 


verything your customer wants is built into these 
beautiful, efficient, adjustable, extension stools. The 
metal edges are completely rolled under. There are 
no sharp edges, no nuts, no bolts to cause hosiery 
runs, clothing damage, finger cuts 


4 1” Ad justments 


Tele scopic leg adjust 
ments are made quickly, 
easily, with machine 
screws and special wash 
ers at 1” intervals. Model 
317 adjusts 17” 


= 


7” to 25” in 
seat height Model 324, 
from 24” to 32”. Foot 
rings are of sturdy tubu 
lar construction, extra 
strong. Choice of 2 beau 
tiful baked enamel fin 
ishes, office green or gray. 
No. 300 FILING STOOL Jacked S.U. one to car 
Snagproof throughout with rolled ton. Ship. wgt. approx. 
Masonite seat 14” high "Top 10 Ibs. Write for litera- 
ture, price list. 


quality from every angle 


ORDER YOUR SAMPLES TODAY! 
MASO STEEL PRODUCTS 


Dept. A 81 W. Von Buren St 





Chicago 5, III 
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In Other Lands 


(Continued from page 64 


Earl’s Court and Olympia in London, and Castle Brom- 
wich in Birmingham. Every square foot of exhibit 
space in the three buildings was utilized last year by 
nearly 3,000 Brtish manufacturer exhibitors, with a 
large outdoor area in Birmingham being allocated to 
road construction and other heavy machinery. 

The schedule of exhibits includes Group 11 for office 
machinery and equipment and metal office furniture. 
Group 18 will be comprised of stationery, paper, print- 
ing and publishing paper, and stationers’ sundries 
including artists’ supplies. 

These exhibits will occupy space in Earl’s Court and 
Olympia buildings in London. 








Danish Firm Joins in Exhibition 

The firm of Zeuthen & Aagaard A/S of Copenhagen 
was among those who participated in the “Danish 
Products—All Over the World” exhibition in the large 
Forum hall in Copenhagen from October 11 to October 


e . 
in every office and lounge 21. The Copenhagen firm which is declared to be the 


largest exporter of office machines in Denmark had 





Two aluminum accessories that 


are functional as well as beautiful 


PROMPT DELIVERY ASSURED 


No. 17-C All-Aluminum 


Costumer 

Durable 14” diameter base, heavily 
weighted. 112” diameter upright. 
4 double hangers with finished pro- 
tective knobs. 


~tt ter 


No. 56-S All-Aluminum 
Sand Urn 


Height 20”. Top tray: 14” diameter, 
3” deep. Removable to permit stor- 
age of extra sand in bottom of urn. 
Heavily weighted base — 12” in 
diameter. 





ZEUTHEN & AAGAARD DISPLAY IN COPENHAGEN 


one of the biggest individual stands at the exhibition, 
there featuring the Rex-Rotary duplicators, the Con- 
tex adding machines and the Rex-Recorder dictating 
machines. 

The aim of the exhibition was to stress the im- 
portance of the foreign market. 

Zeuthen & Aagaard amazed the visitors with a cal- 
culation of how much could be imported for its ex- 
ports, e.g., 1 million kilos of coffee, 47,000 tons of 
coal, 8,000 tons of steel, 800 private cars, and so forth 





G-F Equips TransAtlantic Liner 

The General Fireproofing Company supplied alumi- 
SEND FOR INFORMATION TODAY num furniture for the new transAtlantic liner United 
States, launched recently. Holding a contract to build 


all the stateroom and public space furniture for the 
new liner, GF installed more than 4,000 individual 
items of equipment 

General Fireproofing started building metal ship fur- 
niture in the middle 1930’s and has provided furniture 


for such outstanding deluxe ships as the America, 
Panama, Ancon and Christobal. The new United States 


1311-15 ANN AVE., ST. LOUIS 4, MO. is 990 feet long, has a speed of more than 30 knots 


and can accommodate 2,000 passengers or 12,000 troops. MANU! 
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“what a big difference this Browne-Morse chair makes” 





“Here it is the end of the day and I still feel grand. Since the boss gave us these Browne- 
Morse Posture Chairs, I've felt more like working and I’m not so tired anymore. Have you 
noticed how everyone spends more time at their desks now? The boss says 
we're all making fewer mistakes yet are turning out more work.” 
hat’s right, Sally, you can’t produce at top capacity if you’re not physically comfortable. 
Poor posture creates a strain on the heart, the circulation and digestive systems. The 
Browne-Morse Posture Chair encourages a proper sitting position to 
relieve these tensions, lessen fatigue, and reduce the chance for errors. It gives practical 
working comfort. The five manual adjustments make it possible to adapt this chair to your 
individual posture needs. You can adjust both seat and back for height. You can set the angle 
of the back and can control the amount of support it provides for the arch of your 
back. No wonder users are finding the Browne-Morse Posture Chair an investment 
in increased employee efficiency. 


Architects of Efficiency for America’s Offices 


Browne-Mrse 


MUSKEGON MICHIGAN 


MANUFACTURERS OF STEEL OFFICE FURNITURE — FILES, DESKS — ALUMINUM CHAIRS AND FILING SUPPLIES FOR OVER 45 YEARS 
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1100 
ECONOMIZER 
SERIES 


Today all business craftsmanship, versatile, hard-work- 








” move is searching for ing designs and styles to please any 
Wise Economy. That’s why Alma is the taste, and all at prices that today’s 
biggest sales-getter today! With tighter buyers want! 
and tighter budgets, big as well as small Sales are always the most impor- 
buyers of office furnishings are looking tant thing in any business and Alma 
for quality at budget prices. Wise Economy will produce more 

Alma Office Furniture offers the most sales and more profits for you in 1952! 
for the least...the finest of experienced Stock and sell Alma Desks today! 





BETTER DESKS ARE MADE OF WOOD 


aN l ay uma vesk company W 


HIGH POINT, N. C. 
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News Notes from Australia 


w. BEECHAM, CORRESPONDENT 
BOX E265, G.P.O., PERTH, W.A. 


The Minister for Trade and Customs has referred to 
the Tariff Board the following queries: (a) Whether 
leads for use in the manufacture of wooden pencils 
should be removed from the provisions of entry under 
Tariff Item 449 (a) (1) and (b) What rates of duty 
should be imposed on leads for use in the manufacture 
of wooden pencils if such be removed from such pro- 
vision of entry? The Columbia Pencil & Crayon Com- 
pany Pty., Ltd., New South Wales, asks that the goods 
under reference should be made dutiable at a rate of 
3314% when imported from foreign sources, and at a 
correspondingly lower rate when imported from the 
United Kingdom. However, the Venus Pencil Com- 
pany, Ltd., Sydney; the Eagle Pencil Company of Aus- 
tralia Pty., Ltd., Sydney; the Royal Sovereign Pencil 
Company (Australia) Pty., Ltd.; the Australian Asso- 
ciation of British Manufacturers (on behalf of the 
Royal Sovereign Pencil Company, Ltd., London) and 
Greenwich Pty., Ltd., N.S.W., all request that the leads 
should not be removed from provisions of current 
entry 


> * + 


The first public accounts of Stott and Underwood 
Ltd., Sydney, distributors of office appliances, show a 
net profit of £22,813 for the financial year June 1, 1950, 
to May 31, 1951, after a tax allowance of £17,000 and a 
depreciation allowance of £3,717. (Adjusted profit for 
the previous year was £15,198). An ordinary dividend 
of 10% will be paid from tax-free reserve, which is now 
reduced to £1,578. Carry-forward is raised from £4,761 
to £26,637 and directors report that both turnover and 
profit were at record levels. 


* * . 


First accounts of W. C. Penfold Holdings, Ltd., Syd- 
ney office stationery manufacturers, shows a net profit 
of £49,746 for the financial year to June 30, after tax 
allowance of £37,000 and depreciation of £13,676. Or- 
dinary dividend is at the rate of 10%, of which 244% 
is tax free 


> * al 
Edwards, Dunlop & Company, Ltd., Sydney office 
stationers, is to issue 50,000 ordinary shares of £1 each 
at a premium of £1 in the ratio of one for 11.02 held. 


(Directors had unsuccessfully sought permission from 
the Capital Issues Board to issue 100,000 shares at an 
undisclosed premium). In announcing the terms, di- 
rectors state that they will make a further issue “if 
and when they are empowered to do so.” Issue raises 
paid capital to £601,158 


+ . 


W. Neville & Company, office stationers, reports a 
net profit of £41,439 for the financial year to June 30, 
1951, an increase of £15,664, or 61%. Ordinary dividend 
is raised from 15 to 174%% by a 2%% bonus. Carry- 
forward is increased to £79,395. (Profit was reached 
after allowing £19,401 more for taxation at £30,901, and 
£688 less for depreciation at £8,862). 


~ * . 


In a most interesting editorial in “Ideas” (Mel- 
bourne) the editor, now holidaying in England, says 
that he had been looking forward to spending some 
time in Kingsway, London, “because it has more office 
equipment shops to the chain than any other I know 

I went there with notebook burning in my pocket, 
expecting to find a host of ideas to pass on to my 
readers. I was sadly disappointed . . There were 
plenty of machines in the windows, but nothing to tell 
me, or anyone else, how they worked or how well they 
did their job 

That seems to be a serious fault among many office 
appliance firms today. Recently “The Retail Review” 
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A Good Seat 


FOR HIGHER LEARNING 





Made in solid oak, finished 
in light, softone and 
school brown; and maple, 
finished in notural, honey 
and school brown. 


A GOOD education requires a good foundation .. . 
under the pupil . . . and Gregson school chairs and 
desks are built to absord all the abuse that active scholars 
can hammer into them. 

Yes, Gregson school chairs are rugged . . . built to seat 
many generations of hard working boys and girls. And 
they're handsome too. They make the three ‘R’s a little 
more palatable to both teacher and pupils. 

And if you'll compare the dollar for dollar value of 
Gregson school chairs and desks, you'll find them economical 
too . . . So, it will pay you to investigate Gregson school 
chairs and desks before you buy. 


FOR FULL INFORMATION, WRITE 





GREGSON MANUFACTURING COMPANY 
Manufacturers of Office and School Chairs 
LIBERTY, NORTH CAROLINA 
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@ You'll sell more chairs, 
better chairs, if you feature pos- 
ture-fitting styles with Seng Syncro- 
Tilt Action Control. Office Chairs 
which are Seng Equipped promise dol- 
lars-and-cents benefits in improved 
working comfort and efficiency. 

Progress in seating comfort starts with SENG Precision Built 
Syncro - Tilt Controls — designed for the right combination of 
smooth-operating swivel-tilt-reclining, and body-fitting chair ac- 
tion. That's why SENG is an important sales-builder in executive 
chairs. USE this advantage on every sale. 

SPECIFY SENG CHAIR ACTION CONTROLS on the new 
executive chairs you buy — for easier selling, higher unit sale, 


greater customer satisfaction. 


The SEM Comaany 


1450 NORTH DAYTON ST - CHICAGO - 22- ILL. 
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(Perth) carried a feature dealing in detail with the 
necessity of storekeepers investing in modern office 
equipment, the first article of this kind we have seen 
in the non-office trade press for many a long day, 
Publicity such as this is surely of great importance tg 
the industry and should be sought wherever possible. 
Unfortunately, far too little of this type of materia] 
appears. 





Canadian News Notes 
S. J. LUDDINGTON, CORRESPONDENT 


BOX 421, POSTAL TERMINAL A, 
BAY & FRONT STS., TORONTO, ONT. 


Canadian members of the stationery trade who had 
the good fortune to attend the NSOEA convention in 
the Stevens Hotel in Chicago returned home highly 
pleased. The 40 or 50 Canadians present were delighted 
at the displays of the products of hundreds of manu- 
facturers which filled the exhibit hall and overflowed 
into the lobby of the hall, also the whole 5th floor and 
part of the 3rd floor. 

J. S. Luckett, of the Luckett Loose Leaf, Ltd., 11-17 
Charlotte St., Toronto, reports that he and the other 
Canadians present appreciated very much the fact that 
the meetings were not only on time, but well conducted 
and extremely interesting, with many outstanding 
speakers. The hearty welcome given to Canadians, 
even though not all were members of the NSOEA, will 
not be soon forgotten. Mr. Luckett, who has attended 
many of these conventions over the last 25 or 30 years, 
felt that although some of the subjects discussed were 
of greatest interest to United States business people 
there was something in all of the talks that was well 
worth hearing. 

This year, President Lawrence Beattie of the Sta- 
tioners’ Guild of Canada and Fred Smart, secretary- 
manager, were given a place of honor at the head table 
on the opening day. 

The W. A. Sheaffer Pen Company, Ltd., Malton, Ont., 
has had a plating room constructed in its factory on 
Airport Rd., 1 mile from the Malton airport. 

The tournament held by Toronto Stationers Associa- 
tion recently at Cedar Brae Country Club, Toronto, 
brought out 69 golfers and over 80 members at the 
dinner session. The Preston trophy was won by Frank 
Kent, W. J. Gage & Company; the Luckett Loose 
Leaf trophy was won by Jack McLaren, Eberhard Faber 
Pencil Company, Ltd., and the Walker Shield by Ed 
Shannon, Newsome & Gilbert Ltd. 

* . 7 

Roger Desaultels, Ltd., Montreal, recently opened 
a new stationery store located at 643 Craig St. W., in 
that city. 

Lily Cups Ltd., Toronto, recently placed on the 
market a new plastic dispenser for water cups. Made 
of white plastic, it is fastened to the wall by a bracket 
and holds about 50 No. 450 cups. It can be quickly 
reloaded or cleaned. 

- - 7 

Northern Products Ltd., Montreal, is now producing 
a Canadian-made ball pencil in four transparent colors, 
clear, amber, ruby and emerald. It is stated to make 
several carbon copies. 

McFarlane Son & Hodgson, Ltd., Montreal, has 
placed on the market a new filing system called the 
“Div-I-Dex,” for use in standard-type filing drawers, 
with or without rods. Coming in six units to a set it 
is said to allow extra space to be added to the average 
drawer, eliminating transferring of contents. The 
overflow from one compartment also can be easily 
slipped into the next one or it can be used on a table 
as a sorter or magazine rack. 


* - x 


Robert G. Fitzpatrick, formerly director of adver- 
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This new tape display 
makes large-roll tape sales zoom! 


EYE-POPPING RESULTS in test stores indicate this 
new mass display for “‘Scotch’”’ cellophane tape will be 
your most effective selling tool yet! It shows your cus- 
tomers the whole “‘Scotch” Brand line in one glance... 
sells them in a wink on buying big, economical rolls of 
tape and refillable dispensers. That means bigger unit 
sales for you, plus plenty of refill sales in the future! 


A GOOD “DEAi” for your customers! 12 rolls of 1296” tape 
in 4" width plus two Desk Dispensers . . . with the second dis- 
penser included at no extra cost. That’s Deal “S’’...an offer 
with plenty of appeal for office managers. This deal is being 
advertised in Office Management and Office magazines. . . be 
sure to mention it to your customers for extra profits! 

1952 
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Get your order in today for the new “‘ST”’’ Cabinet— 
set up a complete tape department in only 20” by 30” of 
counter space. Cabinet holds Heavy Duty Dispensers, 
Plastic Hand Dispensers, Desk Dispensers, 2592” rolls, 
1296” rolls and utility rolls. And this attractive, per- 
manent cabinet is yours for only $2.95 with an order of 
utility-size rolls! 


yt cH 
BRAND 


Cellop ane 


The term “Scotch” and the plaid design are registered trade marks for the 
more than 100 pressure-sensitive adhesive tapes made in U.S.A. by Minnesota 
Mining & Mfg. Co., St. Paul 6, Minn.—also makers of “Scotch” Sound Re- 
cording Tape, “Underseal” Rubberized Coating, “Scotchlite” Reflective 
Sheeting, “Gafety-Walk”™ Non-slip Surfacing, ““3M"’ Adhesives, “3M” Abra- 
sives. General Export: Minn. Mining & Mfg. Co., International Division, 270 
Park Avenue, New York 17, N. Y. In Canada: Minnesota Mining & Mfg. of 
Canada, Ltd., London, Canada. 
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Business! — 


Smart Styling, Lasting Dura- 4 
bility and outstanding Com- 
fort combine to make Boling 
Chairs a Better Buy . . . a fact 
quickly recognized by buyers 
everywhere! if you want to | 
sell more chairs, sell Boling! "4 





No. 4910 


7 ee Z ins 
HIGH POINT BENDING & CHAIR COMPAN 


SILER CITY NORTH CAROLINA 
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tising and public relations activities for Underwood 
Ltd., 135 Victoria St., Toronto, has joined the R. C. 
Smith & Son, Ltd., advertising agency, Toronto. 

> > os 


J. Hou, president of Okanagan Stationers, Ltd., 
Kelowna, B. C., a firm, which in a little over two years, 
has become one of the most influential wholesale and 
retail stationery and office supplies firms in that 
province, favors the Canadian stationery trade being 
placed on an apprenticeship footing. Mr. Hou, who 
spent 21 years as purchasing agent for Willson Sta- 
tionery Company, Vancouver branch, started his 30- 
year connection with the trade by serving a four-year 
apprenticeship in Denmark. He feels that the Sta- 
tioners Guild of Canada could operate an apprentice- 
ship system to suit Canadian conditions and the times. 

> > > 

Thomas Oakes, a popular and valued employee of 
Remington Rand Ltd., Hamilton, Ont., had 50 years 
of continuous service to that company recognized 
recently when he was presented with a watch from 
the company in honor of his half century with it. Mr. 
Oakes who is 65, started with the old Remington 
Typewriter Company in Syracuse, N. Y., in 1901 when 
he was 15. He went to Toronto in 1923 and when the 
company moved to Hamilton in 1935 he followed. He 
had been a foreman but gave up the position because 
he felt he was getting too old for that work. He is now 
gn assembler of portable typewriters, a job he came 
to Canada to do in 1923. He has a son studying 
medicine at the University of Texas. 

* * : 

Underwood, Ltd., 77 Market St., Chatham, Ont., had 
a most interesting exhibit at the recent industrial 
fair held in that city by the Jaycees. It featured the 
new Underwood all-electric typewriter. 

> * . 

Wilfred G. Webster, wholesale and retail office supply 
stationer and equipment dealer, 378 Dundas St., Wood- 
stock, Ont., was chairman of the publicity committee 
in conection with the highly successful frolic held 
recently by the Woodstock Rotary club. 


* ” * 


Alvin J. Leonard has taken over the Christian Litera- 
ture House, 274 8th St. E.. Owen Sound, Ont., and has 
changed the name to Leonard’s Christian Books store. 
The store has been greatly enlarged and school supplies 
are also being sold 

> * . 

Sixty representatives attended the recent meeting 
of the Hamilton Stationers Association held at the 
Club Hacienda, Waterloo, Ont. The meeting was 
sponsored by Bruce Wright of the Ontario Office Out- 
fitters, Ltd., of Kitchener. Guest speaker was Jeffrey 
Preston, general manager, Preston-Noelting, Ltd., of 
Stratford who spoke on “Sales Helps For Wood Office 
Furniture.” The speaker stressed the fact that the 
success of a dealer handling wood office furniture 
can be attributed to his ability to serve and the char- 
acter of his policies. The Wood Office Furniture Insti- 
tute’s film depicting a practical demonstration of sell- 
ing points and so forth, was shown as a sequel to Mr. 
Preston’s remarks 

. > - 

Walter Dickinson, 69, head of Walter Dickinson 
& Company, Ltd., stationery manufacturers agents, 
184 Bay St., Toronto, died in that city recently. Mr. 
Dickinson had been in the stationery business for about 
50 years and at the head of his own business for the 
last 25 years. He was very active in various organiza- 
tions and was on the original committee at the forma- 
tion of the Stationers’ Guild of Canada. 

He is survived by Mrs. Dickinson and family. 

> > : 

Clyde C. Livesay, former highly esteemed salesman 
for the Luckett Loose Leaf, Ltd., Toronto, passed away 
recently in Kansas City, where he had been in the real 
estate business until the time of his retirement a few 
years ago. Mr. Livesay came to Toronto from Chicago, 
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FOR LIMITED TIME ONLY 


45-DAY DELIVERY: 





i 
POINTS THE WAY FOR ‘52 
with this 


ALL-STEEL ALL-PURPOSE 
OFFICE TABLE 











ONE SIZE ONLY 
60”x 34” 


(other sizes—90-day delivery) 









~ 


Haskell gives you the green-light for ‘52 sales! Knowing your 
problem in the present desk shortage, Haskell suggests these 
fine quality tables as your solution. They're really all-purpose! 
They're tops for turn-over! For quick, profitable sales volume! 


re As 
High strength steel a wir 
Height adjustment oy ; yl 


7 
+ 
29” to 301," Ideal Interviewing 
* Colors: light grey, dark Table 
green > 
* Non-glare linoleum tops ” a) 
* Baked enamel finish Fit 
* G-160—with drawer 


Convenient Writing 
Desk or Reception 
Room Table 


® G-660—without drawer 


Best of all, Haskell prices ore 
constant. Our Price List of De- 
cember 1950 still effective. 


MALL 7ODA y/ 7: esaiind for aie 


Papers, Etc. 











Haskell Manufacturing Co., Inc. 
303 E. Carson Street, Pittsburgh 19, Pa. 


[] Rush complete details on Haskell Steel Tables 


Attention of 


| Company 
Address 
ve (Pin to your Letterhead and mail today) 
. De ML hens nS a 
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their 
similarity 
is only skin 
deep! 













We don’t suggest a “Bite Test’ .. . 
but we do urge the BUY TEST! 















Pat. No. 2,526,950 
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SEL-File Guides are 
| Better Because... 


e The SEL-Tab is formed of *TENITE PLASTIC in 
one piece. A superior guide for less cost. 

@ The SEL-Tab’s 45 degree angle allows perfect 
reading at any eye-level without distortion. 

e The SEi-Tab’s smooth finish and contour elim- 
inates cuts, scratches and broken finger nails. 

e The SEL-Tab’s plastic material is not subject 
to flash burn as are celluloid materials—also 
no offensive odor. 

e All the ruggedness of metal without weight 
and bulk. 

e@ The SEL-Tab’s extended back allows lower 
anchoring thus eliminating annoying break- 
offs. 

e The SEL-Tab’s construction makes possible 
any special length of tab at very little addi- 
tional cost over standard sizes. 

e The SEL-Tab inserts are easier to remove and 
replace, yet due to spring action, will never 
fall out while in use. 





Inserts Available in 5 Colors and White 
Sel-Tab Jr. for Card Guides 


Tennessee Eastman Corp. Trade name 


CCM CORPORATION 





0 SOUTH CLINTON STREET Chicago 7. iit 
t wABAS I 2 = a 
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in May 1916. He had previously been associated with 
the Irving Pitt Company in Kansas City and latterly 
with Wilson-Jones Company, both early loose leaf 
manufacturers. 

He is survived by his widow and family. 


* + + 


F, A. Nye, 67, of 11133 64 St., Edmonton, Alta., presi- 
dent of P. F. A. Nye-Miller Co. Ltd., stationery store, 
passed away after a brief illness in an Edmonton 
hospital recently. Born in Grand Rapids, Mich., Mr. 
Nye graduated from St. James School and Grand 
Rapids Business college. He located in Edmonton 39 
years ago to become manager of E. N. Kennedy Com- 
pany, book and stationery dealers. Ten years later, 
he formed the F. A. Nye Company which later became 
F. A. Nye-Miller Company, Ltd. 

Surviving are his widow, Harriet Louise; two daugh- 
ters, Mrs. Barbara J. Mills, Grand Rapids, and Mrs, 
Marjorie L. Cawston, Calgary, Alta.; five grandchildren 
and four sisters, Mrs. P. C. Cooper, Mrs. W. Dockery, 
Mrs. Geo. Pike and Mrs. H. Abbott, all of Michigan. 


+ * * 


Martin Rubin was recently appointed assistant gen- 
eral manager of National Typewriter, Inc., Montreal, 
Que. Douglas Waters, newly appointed sales manager, 
takes the position formerly held by the late Leo J. Roy. 

* ca * 

B. Shore, proprietor of the B. Shore Company, 
Toronto, Ont., law and general office stationers, now 
occupies half of the floor space at his present address 
and is planning for further expansion of the business 
he opened in 1945. Upon leaving school in 1920 he 
started with the firm of Dye & Durham, law station- 
ers, Yonge St. Arcade, Toronto, leaving it six years ago 
to start his own business, after 25 years of continuous 
service to his employers. There are only six law sta- 
tioners in Ontario, five of them being in Toronto, and 
one in Hamilton. 

- oa € 

National Stationers, Ltd., Toronto, recently removed 
from 115 York St., that city, a place the firm has oc- 
cupied for 25 years. The new address is 7 Soho St, 
where the entire second floor of a new building is 
occupied. 

* * a 

Murdock Duplicator & Stationery Company, Toronto, 
recently moved to new quarters at 259 Spadina Ave, 
Toronto. The former floor space has been doubled. 

* - * 

Grand & Toy, Ltd., Toronto, is now operating on 
a five-day week. Factory, offices and warehouse are 
closed every Saturday throughout the year. The three 
retail stores in Toronto close Saturday noon during 
the winter months, and all day Saturday in the 
summer. 

. * * 

Lorne Colpitts, Moncton, N. B., supplied the office 
furniture and other stationery necessities in connec- 
tion with the Royal Visit program in that city. 

. © “ 

A. E. Marshall, bookseller and stationer, Medicine 

Hat, Alta., is modernizing his premises. 
x . * 

Fancy Papers, Ltd., and Gravure Crafts, Ltd., two 
firms under the management of E. R. McCaffrey, re- 
cently moved from 215 Victoria St., Toronto, after 10 
years at that address, to 296 Jane St., in west Toronto 


* * * 


Jack R. Chapman, Brown Brothers, Ltd.; L. G. Doner, 
Index Card Co., Ltd., and Al. Feheley, Townsend & 
Kent, Ltd., have been appointed members of the golf 
tournament committee of the Toronto Stationers’ as- 
sociation. They will arrange for the 1952 activities. 


* * * 


S. E. Beare, general manager, Globe Envelopes, Ltd. 
Toronto, was guest speaker at the recent meeting of 
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ry © QHERE’S WHERE IT HAPPENED —at Calumet 
‘ Business Supply, an office equipment store in 
a Harvey, Illinois. People in Harvey are close to 
al Chicago — but they like to buy locally. This 
we could be your trading area... your town... 
Y: your store — where people buy locally, too. 
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IW 
»SS 
SS 
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n- 
Z0 
w COME ON, STEP UP TO THE WINDOW. > 
14 It’s a typical window of a typical store on 
a typical street in a typical town. It shows 
J what the store has to offer . . . it contains 
7 the latest display material for the prod- 
t uct that sold like hot cakes the first day 
us it hit Harvey. It could be your window. 
0 
, 
= ' 
OE EO lO lk ———— EEE ° snail 
a FOUR SALES TO FOUR CUSTOMERS. Calu- 
g met’s Tom Pearson (right) demonstrates the 
ie extra values of TOPflight to his first prospect. 
He made four demonstrations in three days 
a —and sold four Remington Rand TOPflight 
:. Cash Registers. This could be you. 
The new low cost Remington Rand 
e TOPflight Cash Register can make money 
for you because it has terrific acceptance 
; everywhere. 
! = Peon, Siedinnacsia: 2 y) ee 
: 1 nme 
. Dealer Sales Division 
y | 315 Fourth Avenue, New York 10, N. Y. 
if | Rush me complete information on the new low cost 
- . Remington Rand Cash Register. 
| Me NS 
| Address 
' | ny Zone__State 
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Wood Furniture 


Patents Pending 


For the modern office setting a new concept of attrac- 
tive appearance plus maximum utility and flexibility 
is made possible by Rock-a-File Modular Wood Furni- 
ture. Smart design in the modern tempo, combined 
with unitized construction, allows the Rock-a-File 
Modular components—desk, storage cabinet, waste- 
basket, telephone section, file cabinet, drawer sec- 
tion, typewriter shelf and bookcase—to be set up in 
various combinations as a complete and harmonious 
furniture layout. Combinations designed to suit the 
needs and tastes of every individual whether 
executive, stenographer or clerk, are readily 


For complete details, write today for catalog and price list. 


‘Ww Pea 


arranged with Rock-a-File Modular Wood Furniture. 


Rock-a-File Modular Wood Furniture consists of 
desk, corner cabinet and two basic units—desk base 
unit and alternate unit with choice of components. 
Solid core, quarter sawed, genuine walnut veneer on 
hardwood base is used throughout with tongue-and- 
groove construction. All exposed edges are banded. 
Solid walnut handles on doors and drawers. Desk 
drawers fitted with lock having two keys. File cabinet 
is popular Rock-a-File, side-opening compartment 
type, all-steel. interior construction. 
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Club of Montreal. Mr. Beare gave a 
interesting account of the history of envelope 
making and described the various types of machinery 
now being used in envelope manufacture. 
* > > 

Mitchell-Houghton, Ltd., Toronto, office furniture 
suppliers, is now located in new and larger quarters as 
the result of purchase by the firm of a four-storey 
building at 76 Richmond St. E., that city. Offices and 
showroom are combined on the one floor and half of 
the basement is used as a stockroom 


> . + 


the Statione! 


» ; 
? 
mos 


General Printers, Ltd., Oshawa, Ont., is now stocking 
over 3,000 individual items in its new premises, from 
which it operates a complete modern office equipment 
business. The firm devotes its entire efforts to office 
supplies, typewriters, desks, filing cabinets, and so 
forth. D. Cheesebrough is general sales manager of the 
firm; Edgar C. Hughes, sales manager, office supply 
section; William R. Wright, store manager and D. M. 
Alloway, managing director of the company. 


. » * 


William G. Jewill, connected with the stationery 
trade for the greater proportion of his life, passed 
away on November 6. Partner in the firm of Jewill 
Bros., Hamilton, Ont., he was a past president of the 
Stationers Association there. Born in Port Hope, Ont., 
he moved to Hamilton in 1910 





Office Machines Save Taxpayers Dollars 


Modern office machines and equipment are saving 
the taxpayers of Plattsburgh, N. Y., thousands of 
dollars each year, and city hall employees thousands 
of work-hours. This is because part time clerical help 
can be dispensed with now that the machines have 
taken over 

The work-horse of the city clerk’s office and of the 
finance department is the addressograph, in use there 
since 1948. Among its many uses is the preparation 
of the city’s tax roll. It makes the assessment roll 
which includes the name of the taxpayer, address, 
description of property and its assessed valuation. The 
second step ill done on a typewriter and calculator, 
rtion of taxes, water and sewer charges 


consists of inse 


and so forth 


Time-Saver 


Where forme! this complete operation took from 
four to six months, it is now accomplished in about 


seven weeks and 
one pe rson Ol! 
graph machin¢ 

Since the city tax roll is, in effect, a duplicate opera- 
tion, one for y taxes, the other for school taxes, the 
second part of the complete job now takes about 16 
1ours, whereas before it was part of the four to six 
month effort 


where additional help was called for, 
is now required to run the addresso- 


Another us‘ the machine is the preparation of 
the payroll for the city’s salaried employees. One hour 
f clerical work plus 30 minutes of work with the 
addressograph does what one and one half days of 


work did before Plattsburgh’s machine age. 
The addres graph is also used in billing for about 
600 water meters each month, a job which takes about 


eight hours of work 
Another machine which “earns its keep” is a billing 
ind posting machine which is used in connection with 
preparation of the tax roll and water charges and, 
course, in the bookkeeping department 


While Platt 
yle, moder! 


es of the 


irgh is not yet being run pushbutton 
ffice machinery is making large sav- 
taxpayers’ money 





Keith Vogan Recovering After Treatments 
Following special treatments in the hospital at Banff, 

Keith Vogan, Willson Stationery Company, is reported 
s back in Winnepeg and feeling much better. 
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DEALERS EVERYWHERE are saying: 
"WE LIKE TO SELL MARKWELL 
Fasten-ating PRODUCTS!" 








PLEASE WRITE FOR DEALER DISCOUNTS AND CATALOGUE 


\ baabenal 


200 HUDSON STREET 
NEW YORK 13, N. Y. 
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Simply show it to sell it. Ander- 
son-Hickey offers the ‘'1900 
Line’’ filing cabinet to users 
demanding high-styling, rugged 
construction, effortless operation, 
and moderate cost. 


The Anderson-Hickey 1900 
Line’’ rounds out a complete 
selection of custom engineered 
filing cabinets for every busi- 


ness requirement. 





O.FFICES 
SCHOOLS 
FACTORIES 
BANKS 
STUDIOS 


Available in all 





drawer combinations 


Modern functional hardware with 
thumb latch for one-hand operation. 
Positive side-locking compressor. 


With free-floating cradle suspension. 


WRITE FOR PRICE LIST 


Cardina | Sates, Ne. 
aa 


“Ww SOLE DISTRIBUTOR 
5631 W. MADISON ST. CHICAGO 44, ILL. 
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An American in Europe: Milo Harding 
Reports on Business Conditions 


“Doing business in European countries presents 
many problems for the American manufacturer,” re- 
ports Milo M. Harding, president of the Milo Harding 
Company of Los Angeles and Pittsburgh, manufac- 
turers of Tempo stencil duplicating equipment and 
supplies. Mr. Harding has just returned from a three 
months’ tour of the continent where he talked with 
scores of business firms. Among them were many con- 
cerns to whom his company sold Tempo supplies as 
long as import restrictions permitted them to buy. 

“The chief problem for America duplicating equip- 
ment manufacturers is the import restrictions in effect 
in the British Isles and nearly all continental coun- 
tries,” said Mr. Harding. “This makes it virtually im- 
possible to sell to the European market, even though our 
products are generally recognized as of higher quality 
and greater efficiency. 

“On the other hand, the fact that wages for both 
skilled and unskilled labor average only about 20% to 
25% of the prevailing high scale in the United States 
enables like European manufacturers to produce at 
much lower cost and, because of our present lack of 
import restrictions and low tariff rates, they are able 
to undersell American manufacturers on the American 
market.” 

Mr. Harding visited 14 countries, traveling mostly 
by plane. While the reconstruction program seemed 
to be going on full blast in most countries, there were 
still many evidences of bomb destruction, with whole 
city blocks in ruin. Travel in European countries is 
heavy, with trains jammed to capacity and hotel ac- 
commodations difficult to secure, particularly in Paris 
and other major cities. This was not all due to Ameri- 
can tourists as there seemed to be a brisk movement 
of people of all nationalities traveling around Europe, 
even though each country limits the amount of money 
that can be taken from it. 

Plane travel, in general, is deluxe, with most airlines 
using the latest type American aircraft. The private 
lines are operating efficiently and showing a profit, 
while the government-operated lines show a huge 
deficit. This, Mr. Harding feels, is another argument 
in favor of the free enterprise system. 

Meals prices are high and in no way can the food 
be compared with that served in America’s better 
restaurants for the same prices. Traveling, on the 
whole, he found to be just as expensive as traveling 
in the United States. 

Mr. Harding’s enjoyment of his trip was augmented 
by the very friendly and courteous treatment he 
received from everyone. “But’’ he adds, “it’s sure good 
to be home again.” 





Missourian Printing & Stationery 
Opens Showroom 


A new showroom for office equipment was opened 
in October by the Missourian Printing & Stationery 
Company, Cape Girardeau, Mo. Housed in a building 
adjoining the original Missourian store, it is notable 
for the lack of an off-the-street entrance. This is 
because its chief function is as a showroom and visitors 
are invited to enter through the store 

The additional building, which shows one of the best 
collections of merchandise south of St. Louis, was re- 
modeled after purchase, made fireproof and equipped 
with a sprinkler system, to make it uniform with the 
original store. 

The Missourian establishment, well known as the 
home of the daily Southeast Missourian, operates a 
commercial printing and lithographing plant, a retail 
office supply department and a special department 
dealing in A. B. Dick mimeograph products. 
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ULE! BRIEF COVERS 


A COMPLETE LINE— 
133 ITEMS 


For Every Use — 





Business, Profession, School 


Nothing finer for quotations, specifications, pro- 
posals, reports, laboratory tests and findings—any 
kind of presentations made by salesmen, research- 
ers, students and executives. 


Amfile Brief Covers take 11x81” sheets and come 
in a very attractive selection of colors. 


WITH 3 AMFILE ATTACHED, DOUBLE-PRONG 
FASTENERS ON 414” CENTERS. 


TOPHIDE. Extra heavy, leather-like material, levant 
grain. Panel or Window style. 


PACIFIC. Heavy two-tone finish material. Panel or 

Window style. 
WITH PLAIN PUNCHED HOLES, for LOOSE MARINER. Made for hard wear, this stock is .014” 
FASTENERS. FOLDED GUSSETS. thick, a crush grained pattern. Panel style. 


Embossed border and panel styles. Both STANDARD. 


Strong, colorful leatherette. For all ordinary 
very reasonably priced. 


uses. Panel or Window style with embossed 


STANDARD. A good wearing leatherette that comes in 11 edges. Also comes with plain front suitable 
popular colors. for imprinting. 
LEADER. Comes in fawn or cream. This grade also available in legal size. 


SHEET PROTECTORS For 2 and 3 Ring Binders 
with METAL Eyelets 





Acetate protectors glamorize presentation material, No. 1780 have 
keep it clean, hold it flat. They’re easy to clean by metal eyelets 
wiping with a cloth. Each one comes with a black No. 1781 
mount, all punched to fit binders. A one-inch ring without 


binder accommodates up to 25 protectors. motel eyslete 


Packed 25 to a box, 125 to shipping carton. 


Write for catalog describing entire Amfile line; also dealer discounts. 


AMBERG FILE & INDEX CO. 


Filing Speciolists since 1868 











1608 DUANE BLVD. KANKAKEE, ILL. 
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PEERLESS STEEL EQUIPMENT CO. 


UNRUH AND HASBROOK AVES., PHILADELPHIA 11, PA. 
LOS ANGELES DALLAS, TEXAS CHICAGO NEW YORK 











No. 1200 Sofa (matching club chair 
available) is a typical example of 
BRIGHT fine craftsmanship 





The wealth of charm, distinction and good taste of all BRIGHT creations enables 
the executive to express his own individuality in his daily surroundings. Rich, 
luxurious, comfortable, durable and practicable BRIGHT craftsmanship is within 
the reach of every buyer’s purse. Customed of leathers of your customer's 
choice. Write for the BRIGHT catalog showing the complete line. 


No. 667 Judges Chair, a truly distinctive number. Arms and 
Backs of foam rubber. Seat, foam rubber over a spring unit 
base. Customed in the finest leathers, this chair is the last word 
in comfort and durability. 








133 BLEECKER ST. 
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Passed Away 


Norman J. Stockett, 


955, secretary-treasurer of The Stockett-Fiske Com- 
pany, Inc., Washington, D. C., died November 7 of 
heart disease, at Georgetown University Hospital. He 
had been ill for a month. 


A native of Washington, Mr. Stockett graduated from 
Eastern High School and attended George Washington 
University. He was a member of the National Station- 


THE LATE 
NORMAN STOCKETT 





ery and Office Equipment Association, the Stationers 
Guild of America, Kenwood Golf and Country Club 
and the Cleveland Park Club. 

Mr. Stockett started as a salesman on January 24, 
1927, in the stationery company his father founded 
in 1886 and worked his way up to secretary-treasurer, 


which duties he took over when his brother, William 
E. Stockett, Jr., passed away four years previous. Re- 
spected by his fellow stationers he became president 
of the Washington Stationers Association and he was 


elected to the board of directors of the Stationers Guild 
of America 

He is survived by his widow, Mrs. Elizabeth Mac- 
kenzie Stockett; his son, Clyde, and a daughter, Peggy: 
his mother, Mrs. Annie Hodgson Stockett; a sister, 
Miss Louise Stockett, and a brother, Monroe Hodgson 
Stockett 

tok + 


Roy W. Gifford, 


68, chairman of the board of directors of Robotyper 


Corporation, died at his home in Hendersonville, N. C., 
n November 1. He had suffered a heart attack about 


five months ag 

A well-known industrialist, Mr. Gifford went to 
Hendersonville from Detroit when the Robotyper Cor- 
poration moved there early this year. 

He was a former treasurer and general manager of 
Deyco-Macey Engine Company; director in charge of 


nanufacturi! for Massey Harris Ltd., Toronto, 
Canada; president and board chairman for Borg- 
Warner International and assistant general manager 


f Norge and the Detroit gear division of Borg-Warner 
4s a Norge official in September 1943, he sold 300 
refrigerators to Iceland. 

He is survived by his widow, a son and daughter 


ol< el< ol~ 
4 4 s 


Stanley Rand, Sr., 


66, manage! f the insurance department of Rem- 
ington Rand In died in Greenwich, Conn., in No- 
vember 

Mr. Rand was a native of Tonawanda, N. Y., and 
had been with Remington Rand for 25 years. 

He leaves a widow, Mrs. Winifred Vandervoort Rand; 
two sons, Stanley Rand, Jr., and Vandervoort Rand; 
two brothers, Benjamin G. and Charles F. Rand, and 
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a] ELECTRIC PRINTING CALCULATOR 
CAPACITY 9,999,999.99 


my ayy “aaa, 


GRAYTONE 


A REAL DEAL 
for the Retail Dealer 


Because of certain important and exclu- 
sive features, Barrett Printing Calculators 
require a minimum of sales effort, and 
under the BARRETT EXCLUSIVE SALES 
AGENCY PLAN the business you build is 
YOURS. 

Some territories now open for exclu- 
sive assignment. If interested in securing 
our exclusive and profitable agency, 
write for full information. 


BARRETT ADDING MACHINE DIVISION 


LANSTON MONOTYPE MACHINE COMPANY 
Twenty-fourth at Locust Street Philedelphie 3, Pa. 














B19? HAND OPERATED PRINTING CALCULATOR 
CAPACITY 9,999,999.99 
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aluminum 
chairs 


If your chairs look like new, year after year, with- 
out expensive maintenance—if your office employees 
work in comfort day after day with maximum effi- 
ciency, you have indeed made a good buy. 


FINE-REST chairs do all these things and do them 
better. It costs less to buy the best so why not buy 
the best. Why not buy FINE-REST? 


ALUMINUM SEATING 


I7 S$. CHERRY STREET ® AKRON 8,OHIO 


Dishibuler AETNA SAFE CO., 46-50 W. 29th St., N. Y. 
METROPOLITAN WN. Y. & EXPORT DISTRIBUTOR 
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three sisters, Mrs. Marcus Millspaugh, Miss Josephine 
Rand and Mrs. Elbert Stevens. 


- - +; 
A. Miles Fox, 


president of Miles Fox Company, Detroit, Mich., died 
on October 17, after an illness lasting several months. 
A native of London, Ontario, he was born in 1899. 
While still a boy, he began his merchandising career 
as a stock clerk with Hayes Stationery in London. In 
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1922 he came to Detroit and started as floor salesman 
with Gregory, Mayer & Thom Company. Later, he was 
promoted to buyer. 

Prior to beginning his own business in 1938, he 
worked as outside salesman for W. B. Gregory Com- 
pany, where his vibrant personality and initiative 
made him one of the most successful and dynamic 
men in his field. 

The founding of the Miles Fox Company was as in- 
conspicuous as its success has been outstanding. In 
October of 1938, Miles Fox opened a small stationery 
store, only 20 by 50 feet, with a payroll of one man 
and himself. Within three years he moved to the 
present location which boasts an attractive retail 
store and a large two-story warehouse, both located 
within a block of Detroit’s beautiful art center. 

Not only did he bring to this business the benefits 
of long experience in the stationery and office equip- 
ment field, but he also gave it a leadership that in- 
spired his associates to step out and do things as en- 
thusiastically, as sincerely, as Miles Fox himself. 

He is survived by his widow, Alice; two sons, George 
and Paul; a daughter, Julie; his mother Mrs. Anna 
Phillips, and a sister, Mrs. Pearl Sear. 


+ - + 
W. T. Rife, 


49, associated with the Baptist Book Store, Dallas, 
Tex., died on Tuesday, October 30, following a heart 
attack suffered while at the store. He was formerly 
owner and manager of the Rife Stationery Company 
in Fort Worth, Tex.—_JHR 


+; + + 
H. W. Smith, 


president and chairman of the board of L. C. Smith & 
Corona Typewriters, Inc., died on December 16, it 
was learned as this issue went to press. He had long 
been prominent in the industry. 


+; + + 
Alex R. Goldie, 


78, office appliance manufacturer who represented 
Canadian manufacturers at several international labor 
conferences at Geneva, died November 10, at Galt, 
Ont., Canada. 

He was manager of the Goldie, McCullough Com- 
pany, manufacturers of safes and office equipment; 
chairman of the board of Babcock Wilcox Steam Power 
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é <= QUALITY SHOWS UP RIGHT 
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\e/) That's why it pays fo sell 


‘\_ * _—_B. F. GOODRICH PLATENS 


— . . . and be sure of extra quality for your customers 
=| ¢ quality tor y 
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. . . EXTRA PROFITS IN YOUR CASH REGISTER! 
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Sell the brand that sells itself! 
Order your supply today! 









Quality Guaranteed 
Factory Tested 
Nationally Advertised 
Profit-Proved 








World Wide Distributors 


oe SHIPMAN-WARD Mera. Co. 
AND Sn, 325 N. WELLS STREET - CHICAGO 10, ILLINOIS 


ee. Phone DElaware 7-1090 « Cable ‘“SHIPWARD” 








JEM PO DOES /T AGAIN ( 
THE NEW 


) olled”’ 
“Perfectly Self-Contr 
ts D> 


Ye TEMPO "'700” INK 
BE / The First High-Speed, Quick-drying ink recommended for 


both open and closed-cylinder stencil duplicators. 





+ 
°F 2: 


x 


Holds its place in the cylinder even at 
highest speeds. Costs no more than 
ordinary inks. Try it in your Duplicator. 





See your Tempo Dealer or Write us Direct 


OTHER FAMOUS TEMPO PRODUCTS 





Tempo Film Stencils . . . for the kind of copy you want. 

‘ ovevicaTee 
Tempo “500” Ink . . . for that press-printed finish. Black i 
Tempo Electric Duplicator . . . Today's most 





progressive advancement in office printing. 








Milo Harding Company « 434 West Pico Boulevard « Los Angeles 15, Calif. 


ESTABLISHED 1904 
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“A: modern Satind/; Imperial 


Introducing new, modern sectionals 
that combine functional beauty and 
super comfort. Available in top 
grain leather and the new — — 
ELASTIC NAUGAHYDE. 


Also available in settees and arm chairs, 
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CRAFT C 





Height - 32’’ 
Width - 23’? 
Depth overall - 26 1/2’’ 





WRITE FOR OUR CATALOG OF FINE LEATHER FURNITURE. 


Sy IMPERIUM este Fevwtie 


315 WEST 47th STREET © NEW YORK 
A COMPLETE LINE OF UPHOLSTERED LEATHER FURNITURE 





OUR NEW MODERN FACTORY 


Increased Space and Manufacturing Facilities make possible Better and 
Faster Service in 1952 to all buyers of 


| CLARK LINE SHELVING | 


e Immediate Delivery 








@ Complete Size Range 
@ Superior Quality 

@ Stronger 

@ More Attractive 

@ Heavy Gauge Steel 


@ Colors: Olive Green—Harbour Grey 
Write for Our Catalog 





She Clark Line 


R. K. CLARK CO., INC. + 2840 4TH AVE. SO. + MINNEAPOLIS 8, MINN. 
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DATING STAMPS 


MAKE FOR MORE EFFICIENT BUSI- 
NESS OPERATION 


SUPPLY THE DEMAND 


HAVE A GOOD ASSORTMENT ON 
HAND FOR IMMEDIATE DELIVERY 
WHEN WANTED. 


SALES — PROFITS 
ORDER YOUR SUPPLY TODAY! 


Handsomely 
Illustrated 


CATALOG No. 96 


and 


‘Price List 


ASTSWART 


EGO AeA Ale 


80 DUANE ST.NEW YORK7,N.Y 
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WHY 


aren't more 
INDIANA CHAIRS 
being rushed out 


e Why? Because to further 


step-up our current peak 

production would mean “pushing 

through” jobs—skimping on small but im- 
portant details which make the difference 
in Indiana Chairs. And that we won't do! 


The present record demand for Indiana 
Chairs has been built up by building them 
right. No “short-changing” on construction 
standards to “shove ‘em out.” Never! 


That’s why every Indiana Chair you sell 
means a completely satisfied customer; 
not to mention the new business he 
sends your way—by his praise of 
Indiana comfort and durability. 

We'll do our best to help you 

take care of those new customers! 


Ww 2 ite eteltehite: 
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BANKERS & MERCHANTS, INC., 3227-39 N. SHEF. 
FIELD AVE., CHICAGO 13, ILL.—Two new mailing pieces 
are now being offered by this firm to the stationery and office 
supply trade. Both advertise rubber stamps, one being an 
eight-page condensed catalog of marking devices, the other, 
an attractively printed black and yellow folder, featuring a 
new display unit, specially designed for the chromium mounted 
rubber stamps produced by the firm. 











CUSHMAN & DENISON MFG. COMPANY, 153 W. 
23RD ST., NEW YORK 11, N. Y.—A new compact, eye catch. 
ing display rack for the Punchless Binder has been announced. 
The display, with a colorful sign “Look no Holes!”, provides 





space for six Punchless Binders of each color—red, black and 
gray. Customers can see and examine this unique binder. The 
rack, of wire construction, measures only 10 x 10 inches. 
With the unit comes a binder to display the “punchless” clip, a 
window card, and sample envelope stuffers for imprinting. 
For the “Punchless Binder” display rack, retailers may write 
to the manufacturer. It is free on minimum order of six dozen 


binders. 


DIEBOLD, INC., CANTON 2, OHIO—A “1952 Open Sea- 
son” promotion program for Diebold dealers is designed for 
direct mail with four hard-hitting messages every month of the 
year. These are mailed to each of the dealer’s prospects with 
imprints of the dealer’s name and address on the literature. The 
program is designed at a portion of the actual cost, the manu- 
facturer announced. 


JOSEPH DIXON CRUCIBLE COMPANY, JERSEY CITY 
3, N. J.—Stationers are sure to welcome the new eye-catching 
display rack for Eldorado leads and lead holders that has now 
been made available by this company. This new display rack 
has a metal background that pleasantly harmonizes with the 
lead and lead holders, and its vertical appearance gives the 
products excellent visibility though the rack is compact and 
takes littke counter space. The complete unit, in addition to 
the display rack, consists of a half dozen 163 single end lead 
holders, a half dozen 164 double end lead holders, and a dozen 
boxes of Dixon’s “Typhonite” Eldorado refill leads in assorted 
degrees of hardness. Inquiries should be directed to the Pencil 
Products Division. 


EZYINDEX PRODUCTS COMPANY, 153-13 NORTH- 
ERN BLVD., FLUSHING 54, N. Y.—A colorful 16-page 
catalog showing the full Ezyindex line of cellulose acetate index 
tabs and indexing systems is now available from Ezyindex Prod- 
ucts Co., formerly known as a division of the Associated Cel- 
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A Chair Designed to Make History "2 






NEW 


TABLET ARM CHAIR 
that FOLDS 


Will make its mark as one of the most 
i useful adjuncts to portable seating ever 

devised. 

This FOLDING TABLET ARM CHAIR 


is just the thing for... 
No. 2317-WTA 





Dovbly | Reinforced TAKING DICTATION, MINUTES, NOTES, ETC. The Arm is an integral part 
coaedl Goan ant ae STAFF MEETINGS of the chair—NOT AN AT- 
Wood Arm. Available Folds GROUP DISCUSSIONS TACHMENT. It may be ad- 
ie ee B®. to 3” thin TEMPORARY SEATING AND WRITING justed to several positions— 
stered FACILITIES 1) Raised upright to permit 
Rubber Feet Prevent EDUCATIONAL PROGRAMS. free ingress and egress. 
Neise end Merring 2) os lowered to 
° 4 the side, 
The Oaly Feldien Chair of Write for Folder, Prices and > Salen tit soak 
its Kind anywhere Delivery seat for compact storage. 








CLARIN MFG. COMPANY 
4640 W. Harrison St., Dept. 33, CHICAGO 44, 
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m Greetings Of the Season 
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Prosperity and happiness 


312 Sengbusch Seis. 


Closj 
< Sengbusch ® 


Building 


8 Inkstand Company 


Milwaukee 2 Wisconsin 
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LINCOLN, 
*> DESKS 





manufactured by COMMERCIAL FURNITURE COMPANY 
2739 WEST CHICAGO AVENUE CHICAGO, ILLINOIS 


Another idea in the line.... 


THAT PRODUCES REPEAT SALES! 


80 TAKES ADJUSTS 

WATTS J MINIMUM J ALL J 

LIGHT e SPACE «¢ OVER « 
t Ideas produce repeat sales and here's a 
f honey! It’s the “Correspondent,” a small 


scale adjustable desk lamp giving an un- 
usual amount of light (80 watts) and 
priced for volume. 
Made so it will also hang on the wall 
easily and quickly. Has a 3-color sales 
stimulating tag. For the home AND office 
For the executive AND student—Even 
doubles as a T.V. lamp. Finished in Gen- 
eral’s new all-climate, satin smooth “Plati- 
num Mist” (gray with the rich silver cast) 
with contrasting base and shade trim 


No. 858 Platinum Mist with Brass Fin. Trim $12.96 Ret.” 
No. 859 Platinum Mist with Red Trim $12.96 Ret. 


RETAILS WITH § 96* 
EXTRA PROFIT AT 
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_ MIG. CORP., ELWOOD, INDIANA 


The “Correspondent” 








OVER 50 YEARS OF LIGHTING SERVICE SINCE 1896 
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lulose Products Corp. Characterized by an on-the-cover index 
and a smart green and black modern design cover, the new 
Ezyindex catalog features plastic strip tabs, shield tabs and cut- 
to-size tabs. Plastic tabbed indexes for ring books and post 
binders are also shown, as well as a special group of student 





indexes and tabs. Of special interest is the description and 
illustration of Ezyindex’s unique patented Dura-Test Hole Rein- 
forcement Process that is claimed to outlast and outwear all 
other types of reinforcements. Copies of this new catalog may 
be obtained by writing to the company. 


HERRING-HALL-MARVIN SAFE COMPANY, HAMIL- 
TON, OHIO.—The new auto banking folder just published 
by the Herring-Hall-Marvin Safe Company, of Hamilton, 
Ohio, is a fast-reading picture story of how this banking 
service has been streamlined by H-H-M windows. Seventeen 
pictures of nine installations are used to show how windows 
have been located effectively under widely different building 
conditions, and how H-H-M’s built-in facilities speed service. 


IDEAL STENCIL MACHINE COMPANY, 102 IOWA 
AVE., BELLEVILLE, ILL.—A number of new items of sales 
literature have been produced in the promotion of the com- 
pany’s product. These include a 32-page export and domestic 
shipping guide, an ink chart indicating proper method of 
application for addressing and stencilling addresses, a brochure 
describing the gummed tape dispenser, a 32-page catalog show- 
ing the complete line produced by Ideal Stencil Machine Com- 
pany, and a leaflet on a new type of stencil brush. 


I.D.L. MFG. & SALES CORPORATION, 132-138 LAFAY- 
ETTE ST., NEW YORK 13, N. Y.—Just off the press is a 
new catalog from this company. Designed especially for the 
stationer, each item is illustrated, with the pertinent informa- 
tion easily readable alongside. The 14-page publication is 


indexed for simple reference. 


MASTER ADDRESSER COMPANY, 6500 WEST LAKE 
ST.. MINNEAPOLIS 16, MINN.—A brilliant new window 
display is now available to Master Addresser dealers. It is 








for your mailing list 
Mace 

- WO PLATES - NO STENCILS - ND RIBBONS - NO INK 

{UT YOUR COST Low COST 


ADORESSING 


USE MAIL 10 SEL yom pane 









printed in purple and yellow, features a red plastic panel illu- 
minated by a 50-watt bulb and flasher and provides a lighted 


| silver background for the machine displayed. Low-cost address- 


| 


ng is illustrated by a series of addressed envelopes, post cards, 
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ADVERTISING 
in “THE OFFICE” 


helps you sell more 
duplicating tuke _ 

@ Bulletins ehoes-ore forms 

@ Memos @ Price Lists 


3 Mailing Pieces 


and scores more 


WRITE FOR DETAILS AND PRICES 


INK SPECIALTIES CO., INC. 
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JUSTRITE PACKING LIST 
ENVELOPES 


30-30-30 ASPHALT LAMINATED 


WEATHER PROOF—WATER RESISTANT 
« 


PROTECTION AGAINST 
CHEMICALS & GREASE 


PROTECTS IMPORTANT SHIPPING PAPERS 
FROM RAIN, SNOW OR SLEET 


Assures the safe arrival of ship- 
ping papers in first class condi- 
tion. Can be furnished with 
eyelets in each corner for tack- 
ing to shipping cases. For wiring 
to bundles or machine parts, 
you can order them with one 
eyelet in bottom flap. Available 
from stock in nine sizes. Other 
sizes made to order. 


Samples and prices on request. 


NO 
En vy 2 lop 4 
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naxaetua ~** 


$f. PAUL 
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statements and so forth, depicted as issuing from the machine, 
The display stands 22 inches high, 27'2 inches wide. It is 
available from the company. 


MINNESOTA MINING & MANUFACTURING COM. 
PANY, 900 FAUQUIER ST., ST. PAUL 6, MINN.—Twenty 
ways that tape recording is saving money, materials and man. 
power for business and industry are listed in a new 16-page 
illustrated booklet available on request from this company, 
Entitled “Sound Ideas for Business and Industry,” it tells how 
tape recording has solved a variety of problems in record keep. 
ing, sales training, time and motion studies, communications, 
sales promotion, employee relations and educational programs, 
It also shows how tape recording works and how tape can be 
edited, erased and re-used, making high quality recording pos. 
sible without expensive equipment or technical experience. 


NORTHWESTERN STAMP WORKS, 321 CEDAR ST, 
ST. PAUL 1, MINN.—This company is issuing a publication, 
“Northwestern Markings” which is of particular interest to 
the marking industry as well as printers and stationers. A 
recent issue told how new coin tokens were made for the 
Philippines, described a simple way of cleaning ink pads and 
suggested why homemakers demand more marking aids. 


POLAR MANUFACTURING COMPANY, 323-327 N, 
13TH ST., PHILADELPHIA, PA.—tThe latest catalog pub. 
lished by this company is comprehensive, well illustrated, and 
especially prepared for dealers’ outside salesmen. Easy to use 
for quick reference, the catalog contains 20 pages in addition 
to a separate price listing, and is printed with a crimson, black 
and white cover. 


SAFEGUARD CORPORATION, LANSDALE, PA.—The 
hrm is now shipping the D-R-T typewriter cleaners in a new 
convenient display carton. Upon receipt of the cartons, office 
equipment dealers can quickly unfold them into a display that 
will add sales appeal to this new type cleaner. Cartons contain 
12 single size D-R-T (all typewriters less Royal) or 10 double 
size D-R-T (Royal size). Dealers can secure split shipments of 
combination singles and doubles upon request. Interested par- 
ties can secure D-R-T information by writing Main Plant 
Office, Lansdale, Pa. 


W. A. SHEAFFER PEN COMPANY, FORT MADISON, 
IOWA.—A display lamp that doubles as a spot merchandiser 
and window display piece is now being offered to dealers by 
this company. When used on top of the counter, the lamp 
provides spot-light illumination at point of sale to keep mer- 
chandise from “dying out” under general overhead lighting 
when it is removed from showcases. The lamp can be used 
effectively also for window display with merchandise sus- 
pended on detachable brackets beneath the fluorescent light. 
Lighting is provided by two fluorescent tubes in an aluminum 
reflector, for AC or DC current. 


STAR OFFICE ACCESSORIES COMPANY, 555 EAST 
FREMONT AVE., BRONX 57, N. Y.—The first fully-illus- 
trated catalog of all types of office accessories has just been 
published by this firm. Attractively printed in brown and 
cream, this 12-page catalog is available on request to the 
company. 


“VISUAL” PLANNING EQUIPMENT COMPANY, INC, 
PENNSYLVANIA AVE., AT RIVER, OAKMONT, ALLE- 
GHENY COUNTY, PA.—Everything that goes to make success- 
ful visual planning and layout, is explained and illustrated in 
a handsome catalog published by this firm. The reasons for the 
advantages of this type of visual planning, what is needed for 
it, how to go about it and many questions connected with these 
phases, are dealt with clearly and concisely. A listing of 6,000 
models of standard machines and equipment which are stocked 
by the firm, is included in the catalog, together with systems 
of pricing, shipping information and notes for special in- 
dustries, 


THE TAPEMARK COMPANY, 321 CEDAR ST., ST. 
PAUL, MINN.—An unusual sales kit, specially designed for 
the use of dealers’ own salesmen soliciting out-of-store business, 
has been compiled by this company. The kit consists of a blue 
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‘|The World’s NUMBER ONE Platen| 
| Ames FUTURISTIC 5-Star Platen 
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“|| MUST BE GOOD 


To be bought by More Dealers than All Other Platens Combined! 


~ || BUT DON’T BE SWAYED BY POPULAR OPINION ALONE 





r Universal Acceptance of Ames Futuristic 5-Star Platens is based on Quality and Achievement with Your Clients’ Satisfaction our 
he Guarantee—A Sound Foundation For Your Business. 
nd 


BE SURE ALL YOUR PLATENS ARE THE WORLD’S BEST PLATENS 
Manufactured and Distributed to Office Machine Dealers By 
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$s- STANLEY SOFA NO. 1960 
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: »STANLEY 
. eptionally fine sofa... the utmost in ~~ 
io Comfort Appearance. . . Sturdiness. MANUFACTURING COMPANY 
wearing quality of top grain leather. 2310 N. MAIN STREET @ FORT WORTH, TEXAS 
T. Prompt delivery. Write for prices. 


@ Coast to Coast 
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Modern business demands 
form-simplification. We main- 
tain two highly efficient 
plants for the designing and 
printing of every conceiv- 
able Carbon Interleaved 
form. Write us regarding 
your form needs in Invoices, 
Sales Slips, Shipping Records, 
Production and Accounting 
forms. 





DEALERS: — Send us your customers’ 
forms for prompt quotation, faithful 
delivery and liberal. trade discounts. 


Many Lucrative Territories Still Open 








Redifixt Standard 


Invoices + Bills of Lading 
W-2 Withholding Tax Forms 


Save money and shop-around time 
by making us your headquarters 
for stock forms, ready for prompt 
delivery. 


Redifixt Tailor Made 


1-time Carbon Interleaved 
forms for any and all purposes 





Tailor-made to your individual re- 
quirements. 


Continuous Tabulating Forms 


In stock; also tailored to your own 
needs. We keep our promise on 
deliveries. 


Bonselideted 30 Vesey Street, Dept. 27 


ASusiness Systems er New York 7. N. Y. 
































INDEXES 


SPECIAL * STOCK 


The G. J. Aigner Company, the world’s 
leading manufacturer of index tabbing, 
manufactures a complete line of: 
Stock Indexes 
Special Catalog Indexes 
Index Tabs 
Cellulose Card Holders 
Protective Holders 
Cellulose Specialties 


Bookbinders’ Supplies 


Two Plants to Serve You 


AIGNER INDEXES 


426 So. Clinton Street, Chicago, Ill. 
97 Reade Street, New York, N. Y. 
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CULM AL CARBUN COMPANY 


Pele Gl i4 ise) a) Steet §=Telephone Skokie 7070-707) 
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NEW 
FLUORESCENT 


TECHNYSCOPE 








The Lighting Unit 
is entirely enclosed 
no loss of light, and 
all parts are fully 
protected within a 


steel case 


. The entire writing 
area of the stencil ts 
amply and_ evenly 
illuminated. 

The glass of the 
scope and the stencil 
remain cool. 








MODEL F-2 
$35.00 
COMPLETE 


TECHNYGRAPH CO TECHNY, ILLINOIS 
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The Most Complete Line 


PINS 


| PAPER CLIPS : . 
|| PAPER FASTENERS of High Quality Desk and 


STAPLES 


THUMB TACKS Industrial Staples on Earth! 
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PICTURE OF THE ENLARGED VAIL PLANT 


LARGEST 
The popularity of MONARCH BRAND Paper Fastening Devices is predicated on 
onal - mane anh of successful performance in the world of business. In these difficult days 
spas demand exceeds productive capacity but the trade we have consistently served in 
sities the past is assured that the unequalled facilities of the great, modern Vail plant 


pictured above are functioning at top speed to serve their needs. 


AIL MANUFACTURING COMPANY 


CHICAGO 19, ILLINOIS 











900 EAST 9STH STREET 
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tHis aD SHOUTS “sates ror you” 





The Kil-Klatter advertisement reproduced 
below is currently appearing in national 
Office and Business magazines. It tells how 
“quiet offices are more efficient” —and by so 
doing shouts “‘sales for you.” 






eo — | . ~ 


sei | 
ADS | 
e KIL-KLATTER > 
ue ~—~ ee ee ee | 
FOR A QUIETER 
MORE EFFICIENT OFFICE! 
A quiet office Means a more eihcient omer | 
Yes, stenographers and typists, as well as 
those who work around 
neater work and make tewer « | 
You can step-up the efhcie: 
ofhce, and make 1 a more pleasant f | 
to work by placing Kil-Klacter pa 
all typewriters they cushion ad r an | 
deaden the norse of typing ! 





@ Made of genuine long-life OZITE felt 
@ Dent-proof and skid- proof 


@ Fits many other office machines, too 


$ et your stationer or 
1.25 office supply deoler and these 


sales aids 


follow 


1 L-h LATT a through 


~~~". ero 


cmreere te rewettia Fao | 


Te ce ann | 
r Kil-Klatter magazine advertising is backed-up with the 
following powerful sales helps that make your follow-up 
| selling more effective: 
@ Catalog cuts 
| @ Newspaper mats 
l @ Two-color envelope enclosures 








@ Counter cards 
Place your order for Kil-Klatter typewriter pads and 
| free sales aids today. 








AMERICAN HAIR and FELT CO. 


Dept. B-21, Merchandise Mart 
Chicago 54, Ill. 
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folder with pockets, one containing small brochures giving in. 
formation about this pressure sensitive printed tape and q 
booklet giving suggested sales approaches for different types 
of customers; the other pocket containing numerous samples 
of the tape displayed on a dozen cards. Each card shows ex. 
amples for one type of business only, and on the reverse side 
there is a note “A few in your line using TapeMark profit. 
ably,” followed by a list of businesses in the same field. The 
whole folder is well printed in many bright clear colors, is 
illustrated and gives detailed information about the tape and 
suggested uses for it. 


WILLSON STATIONERY COMPANY, LTD., WINNE. 
PEG, MAN., CANADA.—A new 350-page catalog has just 
been issued by this firm, a large distributor of office equipment 
and supplies, operating 13 stores in 10 Canadian cities. Meas- 
uring 9'4x11, the new catalog has sections for business ma- 
chines, loose leaf equipment and supplies, office furniture, sta- 
tionery supplies and special printing. Full color inserts from 
a number of United States manufacturers heighten the im- 
pressiveness of the book. The following are among the U. §, 
firms represented in its pages: Smead Manufacturing Company, 
Eagle Pencil Company, W. A. Sheaffer Pen Company, L. E. 
Waterman Company, Esterbrook Pen Company, Sengbusch 
Self-Closing Inkstand Company, and Acme Visible Records, 
Inc. The preparation and production of the new catalog was 
under the direction of William Barron. 


ye Flihes | 


Burroughs Adding Machine Company, Detroit, Mich 


195 Bu ighs Adding Machine { y and - 
: 3 in the ted States earned net profit f $6,279.28 r $1.26 
e k, compared with $4.409.705 or $.88 hae 
the same period 50. These figure ide dividends 1 from 
st e perating abroad. Third quarter profits tota i $2 3 646 
$.42 share ured with $1,992,311 or $.40 share reported for the 
‘ jarter snd $2. 183.328 or $.44 De re for the ¢ ; suarter 
the first three auarte F 0OR8. wee " +} 
parable pe j the mpany history, totalling $78,245 329 
higher tha the same period of last year. Profits during the period 
ngly affe r ased p era taxes 
Ww totalied $8,562.78 240 n ’ ame 950 
Taxes ave . 3 * nt 
Althoug! th mpar ; the 
? } stage 4¢ now Cc 3 ma $s and 
€ vine t w . 3 be expect wit 
xt few A present ~ 3 
nis A r 
Marchant Calculating Machine Company, Oakland, Calif.—! npany 
re ted sle and perating revenue f $5 348 23 fae the + 4 e 
30 mpared to $5,305,102 reported f the 
tu srter of “14 T ta Vv ume + os the + + rm nth« ; *is . w 
amounted t¢ pf rd $18,056.124. which reg ents a pproximate 
se 3% v 50's mark of $13,304,180 f 
B. Jessup, Marchant president. a 
3 9 3 ano that i¥5i total revenue ) expected f } Those 
’) a é c a6 
“ | int t vita 
Wilson Jones Company, 3300 Franklin Bivd., Chicago 24, IIl.—Net income 
f the mpany and bsidiaries for the fisca r jed August 3 1951, 
harges a taxes, was $793,482, as against $374.094 the pre- 
} year ) } } rne mpanys an ] porr issuec Dy Senjamin 
Kult hairman, and M. W. Borders, president. These ear } e equa 
$2.70 a 200 sha f with 
f 297 8 shares in - 
sagreaat $ 36 844 $ii 2 9 e 
3 yea 45 N x 
$905 A $ snar x , ¢ 
. tave in be 
9go Da New 


Of tine Stork 


Todd Roy Berk, born on November 19, is the first 
child of Mr. and Mrs. Alfred Berk. Proud papa is 
export manager for the Aetna Safe Company, New 
York, N. Y 





OFFICE APPLIANCES, January, 1952 














eA 
e Ty 
@ 10 
@ No 
@ Re; 
@8C 


ALY 





OFF 





i- 


—. 
: | Prints on Postcards - Cuicaco SADDLERY Co 


le 


at Shipping Tags . Labels sincerely thanks its many dealer 





, friends from coast to coast for their 
Boxes « Cartons e Packages loyal patronage this past year. 
ALSO FORMS, BULLETINS, MENUS, LETTERS May 1952 bring you even greater 


prosperity and happiness. 


MULTISTAMPD 
[__ STENCIL DUPLICATOR _# ® 


THE ORIGINAL HAND STAMP STENCIL DUPLICATOR 


S gt ad! 
SS y 
Q 

+= x 
8 e 


mee 
a ad 





) over 30) vears 

) 

| e A “rubberless” stamp in one minute for 2c 

| Type. write, draw, trace on low-cost stencil - Send 

ws. f for 

@ 1000 or more copies from 1 stencil ...one inking Muy) AMD Catalog 
@ Non-mechanical made of non-corrosive metal and 
@ Replaceable ink pad Prices 
° $9.50 to $99.50 







No. 1—RUBBER STAMP AND SHIPPING TAG SIZE 


$950 


fob factory 
COMPLETE 


CHICAGO 
SADDLERY CO. 


105 SO. JEFFERSON ST. 
CHICAGO 6, ILL. 





At Your Office or Shipping Room Supply Dealer 











TYPEWRITERS 
ALL MAKES 


REGAL’S NEW YORK warehouse 
and 80 stock depots carry a re- 
volving stock of 10,000 machines. 


THE UTMOST IN QUALITY 


ir) J! 78- Wes) 
eT ee 
= 


ae 





—THE LOWEST IN PRICES 


* A quality line of stands and pads featuring all unite on 
sI tyl d sizes. All stand d f 

REGALRITE BRAND eter tal cael Scie tar gama 
endar are lit ra —on hi rade 

RIBBONS AND CARBONS biatt paper vith the date in a and the monthly complete 


calendar in black. 
Fast, 2-color lithograph printing enable us to details 
give you the best in quality and prompt service 


GTARK CALENDARS “cotporaied 


PROVEN-BEST BY TEST-—BEST FOR LESS 


REGAL TYPEWRITER COMPANY, INC. 


200 HUDSON ST. . NEW YORK 13, N. Y 





100-112 BISSELL ST. - PHONE 755/ - JOLIET, ILL 
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FOR EVERY 
BusINess, 


HOME, FAR 


=the year round. 


Write today for catalog and select the books best suited to your trade. 
RETAIL PRICE 75¢ $1.50 $2.50 $3.85 $5.85 $8.50 


Liberal Discounts + Free Delivery 


Immediate delivery from LOS ANGELES or NEW YORK 
and wholesale stationers in many cities. 


Th IDEAL SYSTEM (ompany 


of Notion-Wide Service 


LOS ANGELES 17, CALIF 6 CHURCH ST. NEW YORK 6.N Y 








THE most complete LINE 


OF SIMPLIFIED BOOKKEEPING 
SYSTEMS AND TAX RECORDS 


The more complete the line the more sales for 
you. For over a quarter of a century Ideal Sys- 
tems, by reason of their many exclusive fea- 
SsiON, tures, have been the largest sellers on the 

market. Today, with its enlarged up-to-date 
line, its self - selling displays and attractive 
OR RANCH packaging, Ideal is certain to boost your sales 








Joslin Eclipse 


PRECISION TIME STAMP 


FOUR STAR 
SUPERIORITY 


* 40 Hour Precision 
Clock Movement 


* Jeweled Clock 
Movement 


* Patented Universal 
Joint Absorbs Shock 


* One year guarantee 


GIVES YOU SALES AD- 
VANTAGES THAT BOOST 
VOLUME AND PROFITS 


A.D. JOSLIN wre. company 


MANISTEE MICHIGAN 














Fiberok Fibre Baskets 


AND RECEPTACLES 
Are Shipped Promptly 


— >—_ 


The Market 
For Fibre 
Baskets Grows 


— ——<G——— 


Offices, Schools, Deferse 
Plants, Institutions, Hos- 
pitais Are Live Prospects 
For Fiberok. 


a 





Sturdily Built of Case-Hardened Fibre With Metal Rim, 
Side-Seam and Bottom, Fiberok Baskets and Recep- 
tacles are Long-Wearing, Attractively Designed and 
Economical. 


A SIZE AND STYLE FOR EVERY USE 


Write for Full information 


BAINBRIDGE, KIMPTON & HAUPT, INC. 


Office Equipment Distributors + Wholesale Stationers 
218 GREENWICH ST. 











NEW YORK &, N. Y. 
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@ SELL THE Best -SELL MOORE 
~ (Map Companies do- EXCLUSIVELY) 
—-MOORE METLHEDS ARE 
~ Nationally Advertised 


\ 
Makers of famous MOORE Picture Hangers & Push-Pins 


MOORE PUSH-PIN CO. Since /900 


113-25 BERKLEY PHILADELPHIA 44, PA 
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Grante 
2,5, 5 


2,574, 


“2, 6745 
writers. 

2,574.6 

2,574.8 
Re 3t 


2574.8 





2574.28 
2,575, 0 
| 2,575.2 
; i na 
| 2,575,; 
: 
| Ore 


Grante 


2,575,4 
2,575,! 




















atents 


Copies of patents can be obtained from the Commis- 
Washington, D. C., for 25 cents each. 
Stamps and personal checks are not accepted.) 


sioner of Patents 


Granted November 6, !|95! 


2.573.469 Writing Instrument r Chesler. Oceans ., “ecu assign 
; , * Delaware 

2,573,760. Mechanica ompass Pencil Lioyd herne, Minneap 

2,573,810. Liquid Process Duplicating Machine. George Rundblad, Elm 
R k r Chicag Illustration. 

2.574.175. Tape-Dispensing Machine Oscar P. Erhardt, Derby, Conr 

} Illustration 

2,574,340. Pen Holder A. Mart Tupelo, Mis 

2,574,386. Multiple Filing Jacket or Holder for Paper. Raymond Art} 
Granted November !3. !|95! 

2,574,523. Filing Appliance se H. Bock snd srence E. Ericks 

} f anton, Ob Illustration. 
2,574,561 Writing Instrument Herbert H. Hace Saeneh ti ie fy 
f ‘ lew York N. Y 

2,574,575. Paper Storage and Page End Indicating Attachment for Type- 
writers tua M Milwaukee. Wis 

2,574,697. Stapling Machine. Abraham Goldenberg, Brooklyn, N. Y 

2,574,870. Filing Device 1 A. Gunn, Kenmore, N. Y., assignor ¢ 

2,574,885. Holder for Checks, Record Slips, and the Like Willis Ear 

2.574.899. Memorandum Calendar an H. Wa 1 B kly N. Y 

2,575,096. Multicolor Refillable Pencil Willy Chate Lancaster, Pa 

2,575,280. Removable Protector for Handles of Telephone Handsets. Leo 8 

2,575,306. Holder for Telephone Instruments. Lyle H. V yke, Portland 


Granted November 20 1951 
2,575 482 
2,575,505 


Illustration, 
rting Device Frank V Ze ivia snd Henry 


Binder Berger, Newark, N 


Selecto 
Card Re 














e. 
/& BI 4 ( 4 2,577,078 
sPirrtssssrstt (5 3) 
%#— ee | : 
O - “\8 2—jres 
. “A(9 "¢| | 
y a. mM 10 j 
® os i Sree F, * 


2,575,866 





\, 2,577,070 











2,577,395 
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Swiss never mss / 





©@ Gewiss nicht! From Wilhelm Tell to 
Zurich belle, every Swiss will spot a good bet yards away! 
Best eraser bet—Weldon Roberts. Jahwohl! They correct 
mistakes in any language! You have plenty of eraser-smart 
customers like the never-miss Swiss. So you can’t miss either, 
when you feature this world’s foremost eraser line. 


(Certainly not!) 


121 ELLIPTIC. Soft gray eraser in 
handy elliptical shape fos pencil or 
ink erasures on all types of work. 
Feature it for volume sales to 
office workers, typists, draftsmen, 
artists 










340 CORAL PINK. A soft, 
smooth pink pencil eraser 
in immensely popular 
“stubby” double-beveled 
shape. A big selling num- 
ber for general office, 
drafting, art and school 
use. 


Capitalize on smart ecraser-selling NOW! 


Write for Ulestrated Price List 


WELDON ROBERTS RUBBER CO. 
6th Ave. & No. 13th St. @ Newark 7, N. J. 


World's Foremost Eraser Specialists 





SESat 














en ee 


ee nnn ei 
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PURPOSE FLUORESCENT 


LAMP THAT corsa | 
EVERYWHERE / > 
SI 
$] 515 1 light J 


Prices Higher 
Denver West 


THE NEW Phar \s HERE NOW! 


The lamp of a thousand uses. 













oe 
be 
Y 








Only has the patented — 
double-spring device for giv- 

ing finger tip flexibility. eee ae 
U.L. approved materials . . . or — 


bronze, grey and green oven- sd — a 
fired enamel finishes. 


DESK MODEL ¥ 
Puts light where you want it, |2 em on, 


home, industry or institution. 





— 15 watt fluorescent tubes packed MOOR MODE 


in lamps, available extra. en 

















Standard Dealer Discount ac onty 
FLEXO INTERNATIONAL CORPORATION 
3255 W. LAKE ST. CHICAGO 24, ILL. 





Introducing the NEW 


CHAIR 
CUSHION 





INE 








Made in eight Sizes to fit 
different styles every need 


Made by Expert Craftsmen in All 
New quality materials — correctly 
wrapped and cartoned. 


A Guaranteed Product 


Write for New Catalog and Price List giving complete 
information on our liberal discount schedule. 


ie. 





2,574,175 











(te/ 





2,574,523 2,575,482 














2,575,745 











2.575, 866. Caleuiating Machine. Har j A. de Valle 








THE CHICAGO DESK PAD CO., INC. 


9 NORTH JEFFERSON STREET CHICAGO 6, ILLINOIS 
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2,575,583. Loose-Leaf Binder. Alick Clarke and Holland 

+ Me ’ 

2,575,591. Pencil Holder. Max Klaar, San Mate Calif. 

2,575, 745. Rotary File. Walter Oscar Car smestown, N. Y ySSiQr 
n-Dex, Ir j Ht. Wncivetion 


Portales, Mex City, Me illustration 
2,575,913. Address s Card ‘Holder for siipping ¢ Containers 
hicag | to Comp Corp., C 
2,575,919. Built up er Tray. Harry L. Kautzmar Ozone Par 


A. Berardi. Brook Y. as aod 4 Ponts f 
2,575,929. Perpetual Calendar. Elizabeth R I Bronx 


Granted November 27, 1951 
2,576,091. Postage Stamp Container. y 
2,576,404. Adhesive Tape Dispenser. Tt jore H. K 

assigr to Better Packages, Ir 
2,576,596. Plate Sem Handling Means for oe Machines. W 
witzer Eu b 3 3nor ¢ A yraph-Multiarapl 
veland, OF ‘Ilustration. 
2,576,783. Pamphlet Identifying Device tt Dew snandaig 


Granted December 4, 195! 
BATT ON. —. Register Sign “eons N t Milwaukee 
3° ‘ yesha Steir 5 C Milwaukee Ww 
2.877, 070 Mechanica Record Seasien Device E 
N ternational Busine M aan - New Yark 
N.Y litustration. 
2,577,078. Penholder Cap With Ink Container 


2,577,083. a Unit For a Holes Lake 
ly Pia# End ++ N.Y ynors + ‘ ‘ ; 
New k, N 
2, 71, 089 Adjustable Back Rest for Chairs. Pet M 
r to Burroug Adding Machine C etroit, M 
2577 259. Pencil Calendar. John Millinat Valparais Net 
2,577 3% Sotngragene pe ag Louis E. Zurbuct Z t wit 
f T Nat Register ¢ syt h Ilustration 
2577, a Autographic Register Maxel L. B Berkeley lif., as 
M re Bu Eme 
2,577,467. Back Spacing Mechantem Operating ateans for Typewriting or 
Like Machines Klosk Hartford “i H. Kupper, West 
Hartford, C } rs ? Roya Senencil New York N. Ve 


Illustration 
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woopD 
CLIP 
BOARDS 


THE TRADEMARK OF QUALITY ° 
OUR 
NO. 99 
ASSORTMENT 
DISPLAY 
WILL 
INCREASE 
YOUR SALES 


DISPLAY 
WITH 
ONE DOZEN 
EACH SIZE 


MEMO 
NOTE 
LETTER 
LEGAL 


IN 
BEAUTIFUL, 
DURABLE 
LAMINATED 
woop 


Write for catalog 
and price list. 


STEMPEL wanuracturine company 


2830 Roberta Street 





Dallas 16, Texas 











There's 


EYE APPEAL 


nd 


PRICE APPEAL 


IN MIDWEST‘’S NEW 
CABINET NO. 3018-C 
ow 
Built sturdy with fine 
lines and of heavy 
gauge steel. A good 
profit item in any kind 
of times. Size 30’’ wide 
18’’ deep and 72” high 
with four removable 
and adjustable shelves. 
Has a two-way lock and 
all set up ready to go. 
Available in baked 
enamel of olive green, office gray or brown and 

weighs 100 Ibs. 

Truly merchandise of great quality and priced to 


meet market trends. Write 


MIDWEST METAL MANUFACTURING CO. 


1818 N. 18th ST.- ST. LOUIS 6, MISSOURI 
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LITEMASTER 
Executor 2 pian 






LITEMASTER 
EXECUTOR 





Ne. 60 


TELECHRON ELECTRIC CLOCK 
FINEST LIGHTING ACCESSORY . OFFICE . HOME 


a distinguished new lamp 


No. 60—Handsome desk lighting accessory for the finest office, 
home or institution. 

Genuine Telechron 3'/,"' diameter electric clock, 

Smart die-cast base 6'/,"" x 9/44". Height 1444". 

Beautiful oven-fired durable finishes—Hi-lighted statuary bronze or 
warm gray for modern, with brass trim. Reflector—washable porce- 
lain white enamel. 


U. L. approved construction and electrical materials Automatic 
on and off switch. 


¢ Rubber bumpers for surface protection. 
Shipping weight I! Ibs. 
¢ For standard 15 watt T8 fluorescent tubes. A. C. only. 


Retails for $19.95 


Slightly Higher Denver West 


FLEXO INTERNATIONAL CORPORATION 
3245 West Lake Street Chicago 24, Illinois 




















your CLEARTYPE MAP 


DEPARTMENT IS READY TO MOVE 











ith the 
broken all precedent with 
he ae production of a dealer file 


manufactur a complete line of 


and display unit to handle 


TYPE MAPS. 
a for details about how we install this 


ynit, help you to advertise and bring 
to YOU. 





Reply Dept. A-1 


AMERICAN MAP COMPANY, INC. 
16 East 42 St. NY. 17, NY. 
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Erase 3 CARBON PAPER 


KEY TO SALES INCREASE 
IS SECRETARY 
IN SMALL OFFICE 






She is the girl who 
does the office supply 
buying. Alert NEV 
R-KURL carbon paper 
dealers have _ slanted 
their appeals to this 
secretary or office man- 
ger to increase their 


business. 


They sell NEV-R-KURL’s features that have a special 
appeal to the buyer who is going to use the carbon 
features such as its plastic back, and the fact that it 
won't smudge, curl, tree or wrinkle 


Customers say NEV-R-KURL saves them money by mak- 
ing up to 50% more permanent legible copies per sheet. 
If you don’t carry NEV-R-KURL, write today to 








CLEAR PRINT 
WOOD STamP PADS 





CARBON PAPER 








ONE SHIPMENT+ ONE INVOICE 


typewriter papers 
mimeograph 
duplicator 

onion skin 

manifold 

monuscript cover 
copy papers 

packets 

tablets 

drawing popers 
fillers 

file folders 

index cards 
construction papers 
tracing popers 
stenographer’s note books 
adding machine rolls 
scratch pads 

@ complete variety of envelopes 
business cabinets 
blotting popers 


SAXON Zager PRODUCTS, INC. 


240 WEST 18th STREET, NEW YORK 11, N.Y 
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IN THE DAYS OF SAIL 
A SHIP IN DISTRESS FLEW : 
ITS FLAG UPSIDE-DOWN ASA --~ 
\ SIGNAL CALLFORHELP...  ~ 


Ss 


.. . THE MOST MODERN SIGNAL 
FOR VISIBLE RECORD SYSTEMS 
IS GRAFFCO'S CELLUGRAF 

TO COMMUNICATE INFORMATION 
INSTANTLY . .. CALL FOR ACTION! 


SIGNALS 
and MAPTACKS 


GEORGE B. GRAFF CO., CAMBRIDGE 40, MASS. 

























OFFICE SUPPLIES 
BY 


k Tha OC as 





MUSCATINE, IOWA 





IMPROVED 
FEATURES 
AND 
CONSTRUCTION 





Our design department has 
been busy with changes and im- 
provements on the H-O-N line of 
combination cabinets. The produc- 
tion run now coming through will 
incorporate these improvements. 
Eight models are available. Model 
38D shown above. Delivery sched- 
ules appear favorable. If you need 
our new descriptive folder and 
price list, write today. 





3x5 and 4x6 card files 


MUSCATINE, IOWA 
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CONVENTION 
ADDRESSES 


Texts of several of the addresses not available at the 
time of going to press with the story of the National Sta- 
tionery & Office Equipment Association convention are 
presented herewith. 





The “3” Golden Keys 


By Millard Bennett, President 
Business Economists, New York 


ye AIL ECWA be or ; f + c face - n mar ng 
trek vilizat salesme have played a most in 


e eption of “ 

she “ absolutely accord 
‘ 

2 an art and @& science 

e e ay Id k 

w 3 saies Kxnowile 
“ t 3, but 3 
a] & at rn te 
eptivene a he 
emora - 


tor ontained the 

that cost the fe 

embraced the aw ‘ 
nated the Jark foract and the t 

wt hy r ances? s and mine took refuge. held 

son +o the persistent 


wledge which skes possible the light by 


ealed these secret of 


Ww n the wa reac 


study of American 


wit? 9enera rant and the one word that 
ng haracter and held the key ft 
bred, a high scl r even a public schoo! 
e of persister perseverance—or stick 
Every succes very accomplishment 


me one individua 


keeping at 


beaches of all the oceans 
1 time and tkeot ever sstingly at it. 
We wv sht hanae that early m tto to read 
definite between calls and sale 
T catch pneumonia y 
stomers y must expose 
sreater the volume 
snager of National Cash Register, said— 
a day and make the last cal! with the 
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ANS 
POSTAL SCALES 


lete line of office mailing 
3 ~~ on the market today. 


Four models — Capacities 2 ae — 


Model 1546 


A handy desk scale, case 
made of durable, heavy 
Lustron plastic. Capacity 
2 Ibs. by 1 ounce. - 
putes postage for air and 
first class mail, and for 
merchandise up to 2 Ibs. 
Large dial. Platform 2” x 3”. 
Dimensions overall 52" x 
2%" x 62". Packed one 

to a carton. Shipping 

weight, 1% Ibs. 
















Model 1509 


The postal scale for 
average office use. Ca- 
pacity 5 Ibs. by 
ounce. Computes 
postage for airmail, 
first class and mer- 
chandise up to 4 Ibs. 
Dial 62", glass covered. 
Platform 52" square. 
Dimensions overall 62" x 
6" x 92". Packed one 
to o carton. Shipping 
weight, 5 Ibs. 








Model 1530 S\eay > 1546 


Parcel Post Scale. Capac- 
ity 25 Ibs. by 1 ounce. 


Computes postage for 
merchandise up to 25 Ibs. 


for all postal zones. 
Dial 62", gloss covered. 
Platform 51/2" square. 
Dimensions overall 62° 
x 612" x 9Ve". Packed 
one to a carton. Shipping 
weight, 5 Ibs. 





Model 1515 


Parcel Post Scale. 
Capacity 50 Ibs. by 
2 ounces. Computes 
postage for merchan- 
dise up to 50 Ibs. 


for all postal zones. 
Dial 8, glass covered. 
Platform 7" square. 
Dimensions overall 

8” x 7¥2" x 10”. Model 
Packed one to a carton. 

Shipping weight, 8/2 Ibs. 1515 





Order from your supply house 


HANSON SCALE COMPANY 


525 North Ada Street, Chicago 22, Illinois 
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FOR PRESSES, DATERS, 
AND MARKING MACHINES 





SET YOUR OWN TYPE 
.-- IT LOCKS TIGHT! 


Simply press type in base with finger tips. 
Special cast rubber prints on any surface. 


Write for catalog D fa 


1. FORCE 


THREE QUARTERS OF A CENTURY’S SERVICE 


WM. 


& COMPANY, INCORPORATED Ud 
64 WHITE STREET, NEW YORK CITY 13, Wn Y 





CUT COSTS — PRINT WITH 


RUBBER PLATES 


MAKE THEM IN THE 
EASY-TO-OPERATE 


EVA-PRESS 


MATERIALS 
COST LESS THAN 
$1.25 FOR 
10°x10” PLATE 


BRIEF DIRECTIONS 


1. Insert type form. and 
plastic sheet into hot Eva- 
Press, apply pressure, let 
cure for 10 minutes. 

2. Release pressure, extract 
all from Eva-Press and have 
finished matrix 

3. Place (1) sheet of rub- 
ber on (2) matrix and in- 
sert both into hot Eva- 
Press, apply pressure, let 
vulcanize for 10 minutes 







4. Release pressure, extract 
¢ PLATENS 11x13” all from Eva-Press and 


e INSIDE CHASE 10x12” have finished Rubber Plate. 
More detailed directions 
supplied with Eva-Press. 


FOR MORE INFORMATION WRITE TO 


AMERICAN EVATYPE CORPORATION 
751 OSTERMAN AVE. DEERFIELD, ILLINOIS 
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‘"THE MACHINE TO COUNT ON" 


AS k 





DEALERSHIPS 


AVAILABLE 
ADDS e SUBTRACTS e MULTIPLIES 
Dual purpose operating keys—Non-add and electric correction 


keys—No idle strokes—Rubber cushioned mechanism and fast 
inidirectional main shaft for long life, speedy and quiet opera- 
tion—Quick and easy repairs through simplified assembly in 
sections—Rubber roller feet permit moving without lifting. 


Compare Prices and Performance! 


e 
Odhner Sales ine. 
IVAN SORVALL, PRES. 
210 FIFTH AVE., NEW YORK 10, N. Y. 


SOLE DISTRIBUTORS FOR U.S.A. 








“TOPS” for Sales! 











“TOPS” for Profits! 








Write for catalog. 


“TOPS”: 


107 N. Wacker Drive Chicago 6, Ill. 


Manufacturers of STOCK BUSINESS FORMS 
SOLD THRU OFFICE SUPPLY DEALERS EXCLUSIVELY 








GUIDES AND FOLDERS 


: : T = Sara 
rN 
» tS <a me = 
emenes = 














MANIFOLD BOOKS 
AND PRINTED STOCK FORMS 


For more than 25 years, ne hav. 


our wares through the dealer « 


W rite for our Illustrate 
Manufacturers 


SUSPEND-O-FOLDERS * FILING SUPPLIES 
PV lise) Gel tele) Ou Bad i1, be 2:me Beeles Ga Jel” bh 


ADVANCo 
ADVANCO PRODUCTS. 


Division of Ad) 


148 West 24th Street, New York 11, N. Y 
Telephone CHelsea 3-1276 
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SAFES | 


bearing the 


C-T 20 


UNDERWRITERS (sd 
LABEL 
Send for details 


on many other styles and sizes available 


a complete line for Dealers... 


e SAFES e SAFETY DEPOSIT BOXES 
e VAULT DOORS e MONEY CHESTS 
e DRIVERS “after hours’ DEPOSITORY 


EXCLUSIVE FRANCHISES AVAILABLE 


WRITE FOR CATALOG NO. 17 


UARDSMAN SAFE COMPANY 
Jolin Robertson 


La Porte, Indiana 
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atVBAUE, Gywe 


“TWIN-POST” 


BASKET RACK 


Rigid Corner Posts— 
Safer Recessed Hasps 


The Neubauer ‘““TWIN- 
POST"’ corners are actually 
2 posts with 3 strong cor- 
mers (see inset circle). They 
keep the whole basket rack 
rigid and in line. 





Pat. Pending 


















Note below how dividers ' 

guide and separate baskets : th, 
and how hasp and padlock 
are meatly recessed inside 
shelf edge. Eliminates dan- . 
ger of cuts and bruises. 











INCORPORATED - CHICAGO 
a” 


Manufacturers of Fine Upholstered Furniture 


luxury - on 
















— 


FREE ESTIMATES — Neubauer 
gym Basket Racks are made in 







We also make Neubauer ‘“T win-Post’’ Capacity desired for any size bas- 
shelving in range of sizes. Write for ket and can be equipped with 
Ber Reeser vary lyase i casters. Olive green or airline 
Marion V. Follin James H. Davison iterature grey. Special colors available 
—— a _—_ Inquiries invited from school supply dealers. 
330 E. Ohio St. Chicago, Ill. _ 2017 Central Ave. 
NEUBAUER MFC. CO. Minneapolis 18, Minnesota 


NIEMANN—A Century of Fine Furniture 











Sentry Safes _ See 


CHOICE 
OF MORE HOMES 


of 
Grand Rapids 








No. 204 Chair 


overall height . .35 inches 
overall width 33 inches 
overall depth 39 inches 


All over the country more and 
more people are becoming aware 
of the need for protection of 
records in their homes, on farms, 
in offices—against fire and 





burglary. 





That’s why there are so many 
prospects for Sentry Safes. Have you tried 
selling Sentry Safes to homes? Home own- 
ers quickly recognize it as the most effective 
and economical way of safeguarding valu- 





ables. 


Why not capitalize on this tremendous sales 
potential by including Sentry Safes in your 
line? An inquiry will tell you why it can 


B) 


jacana naan, 


Top grain snuffed leather—quality construction. 


Manufacturers for 29 years—Upbolstered Chairs, 


Davenports and Related Furniture. F 


GRAND RAPIDS | 
LEATHER FURNITURE CO. 


201-207 Front Avenue, NW. Grand Rapids 4, Mich. 


Zz 


mean increased profits for you. 











OF SAFES 
FOR OVER 


BRUSH-PUNNETT COS 


‘Sares. 545 WEST AVE. - ROCHESTER 11, N.Y. 


SAFES 
/ 


a NE 


CRRA EAR in sot in 
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what you are going to tell the customer OF OUTSTANDING BEAUTY No. 540 
snd as fy } + hav better results 
‘ i —— Write for illustrated catalog, decler prices 
; . and discounts. 
] w k w 3 where, wr w 
tig M 30 out eve ; 
f sn's impress 
w “ take five 
The future seer ; ng 225 Belleville Avenue 
w the DIGBY 4-3245 
“ dis-ease ( 
yse t f 
w ; ea na 
x 5 ff 3 Lan 
w 3¢ your produ 
sor wledge effective 
f tools of a sa 
" coe § Y AFFORD COMFORT UNDERFOOT 
... retard fatigue for those working at 
ste at ties My yccess ha 
minted ‘fedinahmicnti danas files or office machines. 
When a man begins to sharpen one faculty and keeps on SILENCE ANNOYING FOOTSTEPS 
sharpening t with tireless perseverance, he can always ae increase efficiency. 
achieve wonde Everybody knows it. It is a commonplace 
and yet, how rarely do you find anyone doing it." 
the taeelty of polellen © aldtes , STOP DIRT AT ENTRANCE 
..» protect carpets, reduce cleaning and 
a‘ « r o Ww r 
eg ir redecorating costs. 
w 3 > TF 7 ow 
AIR-TRED SPONGE RUBBER MATTING 
i study with resilient long-wearing top 
aware that ha Softer than carpet runners. Costs much less. Does not mat down. Vermin- 
t Art Brisbane, the great urna proof. Easily handled. Easily cleaned with vacuum or damp mop. Black 
aii ns And % o makes us remember or moroon. 4" thick — 36" or 48° wide — any length up to 60 feet. 
.] ; at + t + 
EZY-RUG RUBBER LINK MATTING 
pany and his fellow ma Then, arme Traps the dirt at the door. Prevents tracking throughout offices. Corrugated 
be success ridges scrape the dirt from the feet, trap it in the openings, out of sight. 
Rolls up for easy cleaning. Non-trip beveled edges. Any width up to 
8 feet — any length. 
, DO-ALL, ALL-PURPOSE RUBBER & CORD MATTING 
Main Street U.S.A. Hugs the floor. Beveled edges. Affords effective carpet protection at 
drinking fountains. Comes in rolls 35° wide by 20'5” long. Four mottled 
4 : lors: Veneti , Eri > ft Bi dM ic. 
By Paul B. Buckwalter, Vice-President colors: Venetian Red, Erin Green, De ve an osaic 
; Use coupon now to obtain literature and prices. 
National Blank Book Company eee a, oon an ticait aten a otal ae 
‘ b thie ty . F an AMERICAN MAT CORPORATION | 
. i Aa St i le | “America’s Largest Matting Specialists” | 
a ee Sin ie se se Pages pach | 1722 ADAMS STREET TOLEDO 2, OHIO j 
j-keeping and record-housing items | Please send literature and prices on floor matting for offices. | 
W . ned me § eg ’ | Name . ° : | 
. with + 
| Firm : . | 
’ effe Street | 
re 5 <i tha | City & State ‘ F | 
“i iL In Canada: American Mat Corp., Ltd., Canada Trust Bidg., Windsor, Ontarice | 
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La Salle COSTUMERS 


SMOKERS—ASH TRAYS STEEL OR wooD 
(a) Open type with glass liners. 
SMOKERS (b) All metal snuffer type. 


TWO TO FOUR WEEKS DELIVERY 


= eee 















No. 155 No. 150 
Heavy Heavy 
gauge Gauge 

steel Steel 
costumer. Smoker 


Unbreakable 
Hooks Patented 


Sturdy con- keeps top rigid at 
struction, de- all times Substan 
signed for per- tiol, 11 heavily 
fect balance un- weighted base. 8 
der heavy loads. amber glass liner 
Height 68" — Top 9'/2'' diameter 
Post 12". 16- Height to ¢ f 
gauge Steel “ti ' = oat 
Base ane 21°’ giass iner - is 
spread. Hooks Three plated fin 
made from sol- ishes Statuary 
id rod, with Bronze, Bright 
ball - turned Chrome and Satin 
ends. Chrome Shipping 
Finish: : weight 13 Ibs., as 
aeer I gam sembled ready for 
Treen 

chrome hooks 
also satin chrome 
throughout. Pack- 
ed in units of six. 
supe weight 
60 Ibs. 





















use 


Write for Catalog. 


LA SALLE PRODUCTS CO. 


2216 N. Clybourn Avenue Chicago 14, Ill. 











VISIBLE FILING 
EQUIPMENT 


KARDEX-ACME-POST INDEX 
Etc. All types of panel equipment 
Thoroughly Rebuilt 
and Guaranteed 













Surplus Equipment 
BOUGHT 


One of the oldest established 
dealers of visible filing equip- 
ment in the country. 


COMMERCIAL 
CARD SYSTEM CO. 





135 GRAND STREET 
NEW YORK 13, N.Y. 
CA nal 6-5728 
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Research also shows that your market 
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Sit-Well 
CUSHIONS 
Handsome Covering Material 
REVERSIBLE Brown & Green 


2” FILLER 


Foam Rubber 
Bonded 


van No. 402 


$7.50 $6.50 $5.50 
17x18” 15x17” 14x15” 







Regular Dealer Discount 


GEO. E. FOX & CO. 


1051 NORTH THROOP STREET 
CHICAGO 22, ILLINOIS 





CUSHIONS 
Since 1911 

















will 
serve 
as 


active 
files 









OUTSTANDING 
FEATURES 

1. Brass finish cardholder and handle. 

2. Four rollers for ease of operation. 

3. Index guide rod with brass knob. 

4. Positive and simple stacking provisions. 
>. Self lo« king follower available. 

Available ix » beautiful Hammerloid Gray or 


Base with Toe 


Clearance at Front 


Office Gree baked finish 
LETTER ond LEGAL SIZES 


Exginenng & Manupaclivung Company 


WEST JACKSON & 
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SAND URNS 







ELIMINATE 
TROUBLESOME 
MAINTENANCE 
PROBLEMS 


Foremost “Lobbyists” 
for the American Public 





* Pressed steel construction for 
greater strength. 


* Rolled inside top head for mex - 


imum rigidity. 
* 20 inches high, 10 inches in 
diameter. 
MODEL + Washable beked enamel fin- 
209 ishes. 


Shipping weight approximate- 
ly 7 Ibs. 

No obligation: Write for 
Prices and Complete Data 
on other Compco Equipment 


CO 


Dept. |. 2251 W. St. Poul Ave. CHICAGO 47, ILL. 





tilte liviyistiy 


Ct ea 
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CLAR:O-Type 


Means Business! 


eet neat letters cre 
age Sales. CLar.o.ry > 
ink-clogged type— ' 
IMPressions. Quick 





ate goodwill 


E cleans dull, 
Makes Sharp re 






adable 





flammable, The ~ thorough -Non-in 
fundies Sturdy dauber elim; ; 
ng and Spattering nates 






lasts long because it 








THE CLAROTYPE CO., INC 
261 Broadway, New York 7 








Here’s a Machine That’s 


Easy lo Sell! 












Wright “Copymaker” Model C 


No ink, No stencils, No type, No gelatin. A fluid dupli- 
cator second to none in simplicity. Perfect copies up 
to 5 colors in one operation. 

4] LIST $69.50 plus tax 


HARI 








Line up with 


HART'S 


complete line! 


ES NS 


| Precision-built , 
Beautifully designed mimeographs 
| PROFITABLE! and supplies 


HART MANUFACTURING CO 


Write for information! 


ST. PAUL 4, MINN 
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Fritz-Cross 











Built 
especially 
for the 
Junior 
Executive. 
It’s man- 
sized, 
brute-strong 
and designed 
for masculine 
comfort and 
pride. 





No. 350XL 


THE FRITZ-CROSS CO. 


300 East Fourth Street 
ST. PAUL 1, MINN. 











Rebuilt MONROE Machines 








MONROE 


CALCULATING and ADDING 
MACHINES 


Write to C.E.C. for information 


about models available and prices 


CALCULATOR 
EQUIPMENT CORP. 


Orange, New Jersey, U.S. A. 
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ANNOUNCING 
“p & p” 


(Press and Peel) 


A New Specialty Item 
Offering Volume Sales 


Another tested and demand-proven item from “U. S.” 
—'P & P” (press and peel) Carbon Paper designed for 
hand and machine accounting. 


Accounting Departments by the thousands have a 
fundamental need for this carbon paper specialty .. . 
it can replace carbon binders, offering perfect align- 
ment and superior legibility . . . an item with un- 
limited sales possibilities! 


Alert dealers will quickly make “P & P” Carbon 
Paper a rousing profitmaker! Your letter of inquiry 
will bring all the appealing facts and figures! 


For Domestic & Export Trade 


re gn gn gn gr ag yg gg ggg gg yy gy gg 









(CSeneral Offices “A Plant 


U. 5. TYPEWRITER RIBBON MFG. CO. 
621-623 CHERRY ST. - PHILADELPHIA 6, PENNA 


tablished 1895 


Southworth 
The Typewriter Paper — 
SPECIALISTS r. 





The Southworth Line is 
your guarantee of complete 
customer satisfaction be- 
cause Southworth makes only quality papers—a grade 


and weight for every typing need 


Remember, too, the Southworth policy of selling only 
through stationers is another profit-producing advan 
tage for you 







Keep your customers satisfied 
with the best typewriter papers 
and the dest is Southworth. 


Inquiries invited on 
Southworth franchises. 








WEST SPRINGFIELD, MASS. 
Chicago Office and Warehouse 
527 South Wells Street, Chicago 7, ilinois 
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THREE QUARTERS OF A CENTURY’S SERVICE 
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FORCE 
improved 


MODEL 


150 
AUTOMATIC 
NUMBERING 

MACHINE 


Send for 
catalog “’E’’ 


WM. A. FORCE 
& COMPANY, INCORPORATED . 
64 WHITE STREET, NEW YORK 13 NY WO 


Don’t miss this 


Opportunity for Profit... 
PEC. — 


POSTING TRAYS 
AND STANDS 


with 
3 BUTTON MAGIC 
















@ Investigate the 
many EXTRA sell- 
ing features of 
P. E. C. Posting 
Trays and Stands. 
Learn how 3 But- 
ton Magic Control 
will add speed 
and efficiency to 
your customer's 
machine book- 
keeping department. 











POSTING EQUIPMENT 
CORPORATION 


777 HERTEL AVENUE 
BUFFALO 7, N. Y. 
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» $380.0 AK eta business 


+ rect 


Today, no industry has more opportunity 


The importance of service, | believe, 


way 
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NEW 2 


Dolougé AN SINE 


SPEEDS PROFITS YOUR WAY WITH BIGGEST POSTAL 
SCALE IMPROVEMENTS IN 35 YEARS! 


Dealers claim these scales 
hit the jackpot for salgs! 


* RED POINTER BEHIND DIAL 
—Instantly shows all postal 









ond airmail rates. 


* WEIGHING TIME CUT IN 
HALF—Parcel Post Rates ar- 
rangedin easy-to-read table. 


* NON-SWAYING PLAT- 
FORM— Eliminates 
costly errors; 
3-inch wide post 
holds platform 


$195 








steady. 

——— 
Se eel = 
== PROMPT SHIPMENTS ON YOUR CHOICE OF FOUR MODELS: =s= 
— A-5—Capacity 5 Ibs. by % OxS. .... 2... cece eevee $12.95 oa 
—. A-10—Capacity 10 Ibs. by ozs. .. 12.95 —_— 
— A-25—-Capacity 25 Ibs. by ozs. (Parcel Post Only) 12.95 a 
—— A-50—Capacity 50 Ibs. by 2 oz. (Parcel Post Only) .. 49 95 — 

Remember Pelouze time-tested NATIONAL and RAPID, as well as 


STANDARD BEAM (2 and 4 Ib.) Scales for added profits. 
For further details, send for colorful catalog sheet No. A-51 


PELOUZE MANUFACTURING CO. 


iie}-men iter clome Wad, Ben EVANSTON, ILLINOIS 


PITTSBURGH CUT WIRE CO. 
1112-20 Galveston Ave., Pittsburgh 12, Pa. 
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Weavy GAUGE STEEL 


CASH, BOND 













* HAMMERED SILVER FINISH 
UTILITY BOXES 








© 
© ) Popular Styles 


No. 10 SERIES—4 Styles 

Ne. 910—Key Lock, No. Tray 

No. 1910—Key Lock, 6 comp. steel 
tray 

No. 910CL—Comb. lock, no tray 


No. 1910CL—Comb. tock, 6 comp. 
steel tray 


No. 23 SERIES—4 Styles 

No. 923—Key lock, no tray 

™. 1923-——Key lock, 6 comp. steel 
ray 





No. 923CL-—Comb. lock, no tray 
Ne. 1923CL—Comb. lock, 6 comp. 
steel tray 


All boxes are individually 
boxed. 


i | hl 
ENTRAL 


a een. Oe a. me, 














Export Representatives 





FRAZAR & CO., 50 CHURCH STREET, 








23 SERIES Size: 11% x 6 x 4%" NEW YORK 7, WN. Y. 


Coble Address ‘FRAZAR’ New York 




















Easy to Sell— Profitable to Handle 















A ready seller 
with 10” eye 
guide at 


of | 77 


TAX EXTRA 


... aa 


There is a real demand for the RITE-LINE Copyholder because 
typists like it. Saves eyestrain and promotes accuracy and speed 
especially in copying columns of figures. Self-contained, all- 
metal, compact, attractive. Requires no installation or service. 

















Attachments for copying from wider sheets 


15” extension eye guide $1.25 
20” extension eye guide $1.50 


For full particulars, discount, etc., write to 
RITE-LINE CORPORATION - 10725 [5th St., N. W., Washington 5, D. C. 


—- 











— 
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For The Rec epuon erie litem @islac 


Beautiful Duran tailoring 
. « genuine Formica in 
a wide variety of colors 
. and quality chrome 
plating combine to make 
Ard’s products practical, 
yet beautiful, and there- 
fore doubly pleasing to 
your customers. 


No. 22C tLounge Chair. 
Deep, wide, heavily pad- 
ded no-sag spring seat 
assures the utmost in com- 
fort. List Price $59.50 


No. 327 End Table. Plastic 
Duran or Formica top 
available in most any 
color. Standard height 25’’. 

List Price $24.50 


No. 14CB 8-hook Revolv- 
ing Pedestal Costumer with 
gleaming chrome column 
and 12” diameter wheel. 
Tall and graceful, but 
won't topple over with its 
heavy cast iron base. 
List Price $28.90 


No. 44C Double Lounge 
features generous seat 
width for two persons. 
Expertly upholstered and 
luxuriously padded. 

List Price $91.90 


Sold through Dealers only 


ARD “% 19 VINE ST., BOX ange EVANSVILLE 8, INDIANA 























Fhow Available 


1952 
SERVICE and FULTON 


DATERS and NUMBERERS 


Carry a full line of these deluxe items 


Prompt Shipment of 
DeLuxe and Special Business Outfits 
Sign Making Kits 
New, Improved Dri-Kwik Stamp Pad and Ink 
Fulton Stamp Pads and Ink 
Special Rubber Stamp Inks 
Complete Line of Crown Self-Inkers, 
Daters and Numberers 


New Porous Price Marking Kits Now Available 








Write for Catalog 


Fulton Marhing 


EQUIPMENT CO. 
82 Fulton Street Elizabeth |, N. J. 






















TEMPERED 


HARDBOARD CHAIR MATS 


ALL STYLES 
FIVE COLORS 


BROWN 
GREEN 
MAROON 
BLACK 
GREY 


PROMPT 
SHIPMENTS 











CLIPBOARDS 
FIVE SIZES 
No. 120—6''x9" 
No. 12I—6!/p""xI1"" 
No. 122—9"'x12!/."" 
No. 123—9''x15!/."" 
No. 124—9''x17" 


CIRCULAR—PRICES 
UPON REQUEST 








QUAL ARO 


Hanson 
HARDBOARD FABRICATORS, INC. 


59 BRANCH ST. » ST. LOUIS 7, MO 











Thi \:nmame 


Your Customers Know 


CCO 





You don’t have to sell many cus- 
tomers on Acco products. Business 
men know them as the original and 
still the world’s finest system of 
safeguarding papers. And that 
makes it good business to feature 
Acco — fasteners, binders, folders, 


punches. 


ACCO PRODUCTS, Ine. 


Ogdensburg, N. Y. 


In Canada: Acco Canadian Co., Ltd., Toronto 
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“Are You Scared?” 


By R. F. Patterson, 
Dean of the School of Business, 
University of South Dakota 
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National Office 
Management Association 


announces the 


“All-Purpose” Business Show 
for 1952 


held in conjunction with our 


San Francisco § 33rd International Conference 


California 

Civic Auditorium 

May cooperating groups: 

19, 20, 21, 22 Office Equipment Mfgrs. Institute 


Metal Business Equipment Industry 
1952 Wood Office Furniture Institute 


For Complete Information Regarding 
Available Space, Write: 


NOMA 


132 W. Chelten Avenue, Phila. 44, Penna. 





A good resolution 
for the 


NEW YEAR 


Promote the sale 
of Protectall Safes 
—for use in the 
home—the office. 
Wherever there 
ore records that 
need. protection 
from the ravages 
of fire—or the 
risk of burglary. 





Every Protectall Sofe carries the Under- 
writers “‘C’’ Label—assurance for the cus- 
tomer—-protection for the seller. 





Generous profit on mini- 
mum inventory investment, 


Get the Protectall Story 


PROTECTALL SAFE CORP. 


926 S. Salina St. 
Syracuse, N. Y. 
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STORAGE FILES 


MAKE THE COST AND WEIGHT 
OF STEEL UNNECESSARY 


Convoy Chem-board Storage 
Files weigh little over half as 
much as steel files . . . are priced 
in the corrugated paper boara 
range—with serviceability in the 
steel range take less than 
10% more space than steel files 
. can be stacked to the ceiling 
without supports mate to- 
gether top-to-bottom and lock 
together side-to-side . . . have 
wax-like texture that makes 
drawers slide easily . . . are ship- 
ped assembled for easy installa- 
of the load these wonder tion without tools ... are water 
files will carry and permit : . . 
free operation of the resistant — moisture will not 
drawers! weaken them. 





540 pounds is only a part 


(*) Chem-board is the product of Convoy’s exclusive chemical 
impregnation process that hardens the raw corrugated paper 
beard and thoroughly binds the fibers. It is widely used to 
replace steel and wood industrial tote boxes. 


You'll like Convoy quality and 
economy. Write today for de- 
scriptive folder and prices on 
14 standard sizes; and details —- 


about our dealer franchise. STORAGE FILES 
CONVOY, INC. ® P. 0. Station 8, Box 216-6, Canton 6, Ohio 


DAV-SON 


The Standard of 
Bulletin Board 
Quality 


Dav-Son Cork Back Bulletin Boards 
For Pinning Up Announcements, 
Photographs, Letters, etc. 

e Indoor and Outdoor Styles 

e Hardwood or Metal Frames 

e@ With or Without Locking Glass Doors 
e Many Sizes in Stock 


CONVOY 





Dav-Son Changeable Letter Direc- 

tories For Lobby, Office or Outdoor 

Use. 

e Wide Variety of Styles and Sizes 

eGlass Enclosed Front 

e Hardwood or Metal Frames 

e Highest Quality Felt Background in 
Choice of Several Colors. 

e Many Letter Styles and Sizes 





Dav-Son Name Plates For 
Desk, Door or Wall Mounting 

e Choice of Matching Wood Bases 
cuiiaened aes vances e Names May Be Changed at Low Cost 


AG. DAVIN PORY & SOM UwNC. 











CONVOY chew -foatd/" 














5 ESTABLISHED 1932 
311 N. DESPLAINES ST., CHICAGO 6G, ILL. 


MANUFACTURERS or BULLETIN 80488 OS FOR tveer NEEO 
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Immediate Delivery; Jy D;%e _ 


on quality steel 
Transfer Cases BALL POINT PEN 


Letter and Legal Sizes THE reliable 
Writing Instrument, 


Outstanding for 
Excellent Performance. 












individually Car- 
toned 300-ib. test 
furniture box 


Jy 


@ NON-SKIP 
@ LONG LIFE 
@ NO SMUDGE 
@ FULLY GUARANTEED 






Retails for 






only © WRITES 50,000 WORDS 
@ TRANSPARENT PLASTIC 
29: @ PRECISION ENGINEERED 
@ 4 BEAUTIFUL COLORS 
including tax 


7 @ IMMEDIATE STARTING 
/  @ INSTANT DRYING PERMANENT INK 






© Dust-proof cases. 
Solid back & solid 
























y se a bottom, 24” deep. i) 

— Tee pumensiouat O1ereAY, Soe (et 
° e up c or wall. c 
Write for Catalog of Complete Line visible, altewing the beauty of the pens to speak 

Card Files Letter Trays Stationery Racks 

Cash Boxe Personal Files Stee! Box Files 

Desk Dr. Insert Post Binders Transfer Cases = 

ag oe Ve my og Write for illustrated literature and dealer prices 

Lamps, Desk Sorting Trays Waste Baskets 
THE MAYFAIR CO. ~122-FR24TE PEN /NC. 
Mfrs. of famous JET-50 Desk Lamps 

315 N. DESPLAINES ST. CHICAGO 6, ILL. RIDGEFIELD PARK, N. J. 





A NEW SERVICE CHAIR MAT SIZE 
CREATED FOR THE MODERN DESK 


34” Lip y if / 


Greater 








Foot Space 


5 Colors 







EXECUTIVE MAT 
No. 1502—48"'x54” 


Protects carpets. Covers worn spots. Made of durable 
Tempered fibre. Also available—Standard size 36" x 48". 
Colors: Brown, Green, Black, Maroon and Silver Gray. 


3 SHIPPING POINTS 
Long Island, N. Y. ©* Chicago, Ill. «¢ Lourel, Miss. 


_.. the dealers’ 4 
SAFE LINE 


WOODALL [NDUSTRIES [NC. 





3500 OAKTON ST. chicago Telephone co 7-2600 SKOKIE, ILL. 
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No. 40 
FEATURES 


Outy one Offices @ Homes @ Hotels @ 14OOK AT THESE FEATURES! 
i oe Railroads @ Restaurants @ Double-beaded channel 
loons Oe. Theatres @ Showrooms @ Stores steel frame 

pacity. @ Institutions Correct posture seat, 


Prevents 
Odors. 


now ... WRITE for the new Steel gliders or white 
ae i 1951 Catalog .. . with prices ——, — genging 
Tray 10" and discount. Sfleatures 


Member: 
NOFA 








MR. 
DEALER 


These are your customers 
for Smo-King 
SMOKERS @ SAND URNS 

ASH TRAYS 


There's a Smo-King product for 
every purse and purpose. . 
all quality guaranteed. Right 


SMO-KING PRODUCTS 


Designers and Manufacturers of 


Quality Smokers 


602 Wythe Avenue 








Visit us at Booth 96 
at the NOFA Show in 
Atlantic City. 


Haddon Hall, April 23-25 





STEEL LOCKERS 


With MODERN SOLID BASES 


Shipped Set-Up ready to use 
Individually cartoned 

Spot Welded Throughout 

No Nuts and Bolts to get loose 
Modern - Streamlined. A real ad 
dition to any Locker Installation 
Easy to Fasten in Banks 

Lift Type Handle with 

Padlock Attachment 


“OUR SEATING MUST 
LAST FOR YEARS 


... that’s why we chose 
Krueger over all others!” 













backrest 
Positive acting seat guide 
Rigid leg stretchers, 
Rolled seat edges 
Extra strong seat brace 





Brooklyn 1 : NM. Y. sa ce Krueger features include: 1—Positive acting seat 
insure against collapsing or frame spreading Write f 
— sturdy rigid heavy gauge channe ames : 
z mentee, d heavy h 1 fr ‘> 


descriptive catalog 


3—Tramevetse V-brace folding pivot within channel for of complete line. 


devia: Grape: — prevents binding or sticking. 





METAL PRODUCTS + GREEN BAY - WISCONSIN 











JOIN THE 
OPPORTUNITY 
ORIVE 








TOP FLIGHT 
TRANSFER CASES 


Letter and Legal Size Available 





@ Drawer rolls on 4 steel roller 
bearings 

Reinforced with continuous 
band-iron rim front 

Positive interlocking device 
easily stacked 

Drawers reinforced with channel 
formed “‘RIBS”’ for additional 
strength 

Card holder and drower pull 
finished to match transfer case 
Baked on enamel finish 


GRAY or GREEN 





Invest in 


U. S. 


SAVINGS 
BONDS 








No. SL 1872 





write 








today 








No. 14 


Top FLIGHT products company 
6224 S. OAKLEY AVE., CHICAGO 36, ILL. 
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PIONEER IN REBUILT 
ELECTRIC TYPEWRITERS 
TO THE DEALER 








All Guaranteed Rebuilt 
accessing to the rigid 
specifications of 4 Federal 
Irade Commissior Fin- 
hed in Bla _ Greytone or Brown. 





in all electric typewriter at the price of a standard 
+ 


3000 TYPEWRITERS @ ALL MAKES and MODELS 
(Select Roughs and Rebuilts) 
Our huge stock of typewriters has enabled us to 
rve alers, even in times of scarcity, with 
rough and “rebuilt typewriters. 








We specialize in: 
SPECIAL TYPE @ ELECTRIC and WIDE CARRIAGE TYPEWRITERS 


Write for Dealer Prices on Rough and Rebuilt Typewriters 
Cable Address: TYPEDIS 





TYPEWRITER aes SIBUTORS, 


326 Broadway, New York 7, N.Y. * HA 2 
1. R. Ritchie, Sales Mo 








Your Sales Problems Are Over 


New National 
Sales Agency 


Can Increase Your Present Business 


1. Under the direction of one of the outstanding sales and 
merchandising executives in the stationery field. He 
built sales to $20,000,000 net annually in his last asso- 
ciation selling to and through the commercial stationery 


department store and syndicate store fields. 
2. Top contact with leading chains and buying offices. 
3. Nation-wide sales coverage: 
One organization 
One ponsible head 
One sell ng and merchandising policy 
4. Free consultative services available to all clients. 
5. Assistance in planning for new products. 
6. Assistance in creating packaging and point of sale 
displays 
7. Assistance in planning advertising and sales promotion 
8. Fifth Avenue showrooms. 


WRITE WIRE PHONE 
Kathman Associates 


Suite 7920 Empire State Building 
New York 1, N. Y. Bryant 9-2200 
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Look} vrs 


That Gives You 








FLOATING 
ete Ua 
Promise! ACTION 
SUPREME 
PERFORMANCE DOUBLE 


BALL 


— 


QUALITY 


CONSTRUCTION — BEARING 
APPROVED 
Guaranteed By Leading 
Satisfaction Chair 
Manufacturers 
sey re ENGINEERED 
ry a , for Service 
Specifications 


by Craftsmen. 
Write for Catalog No. 10 


Master Manufacturing Company 
1676 East 28th Street Lorain, Ohio 











Upholstered Furniture 
Yalowd to the Moots of the 


OFFICE EQUIPMENT DEALER 


Building upholstered lounge chairs and davenports for 
business use requires specialized knowledge. We know 
what these special wants are and we have designed a 
line that fills the bill for office equipment dealers. There's 
a Stationer’s unit for any commercial application you run 
into. So ... . boost your furniture sales the easy way 
by dealing with the “Upholsterers to American Business”. 


Write for complete information on our line. 








FORT WORTH, TEXAS 


STATIONERS == 


MANUFACTURING CO 

















| 
lf 
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a 
ee 
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ary 
Buckeve 


CARBON PAPER 


NYLON Ribbons by 
BUCKEYE! 


The Last Word in 
Quality, Cleanliness 
and Durability 


Ask Us About Them 


THE BUCKEYE RIBBON & CARBON CO. 


CLEVELAND, OHIO 
MANUFACTURERS 








Gold Lacquered Metal 


LABEL & CARD HOLDERS 


Complete range of 
sizes and styles 


Always in demand. Low cost. Profit- 
able to handle. Identify contents of 
shelves, bins, boxes and drawers. 


IMMEDIATE DELIVERY 
Send for Samples 


Write for Illustrated Price List 


CHICAGO CARD HOLDER CO. 


— manufacturers — 
P. O. BOX 217 — OR 
732 N. MORGAN STREET 
CHICAGO 26, ILL. 




















ATTENTION DEALER SALESMEN 


Calling on Banks @ Building & Loans Ass‘ns. @ Furniture 
© Radio @ Appliance Stores 





Make Those Extra PTT ESS CLES 


4h 


OVERS 
PERSONALIZED cHECK © 


sneeTs - 
STAT eee post InG passsoo 
mac _ 


I» 2vitliam KLINE Que 


1270 Ontario Street Cleveland 13, Ohio 














_—_.s 





NEW! ROunp _rupser Banos 


EASIER 


TO PICK UP 


QUICKER 
TO USE 


STRONGER 
ALL AROUND 


COST NO MORE 


ORDER NEW 
OPEN-RING 
BANDS FROM 
ALLIANCE 
RUBBER CO. 


ALLIANCE 2, OHIO—OR—SLIDELL, LOUISIANA 













Ait BAD 2 SP Te > ——aee 





ACCURACY 
means QUALITY 


. Wiggins Blank Scored 
Card Stock and Lever Bin- 
der Cases are made for En- 
gravers, Stationers and 
Printers who have reputa- 
tions to maintain. 
As to quality, neither can 
be excelled at any price. 
Samples on request. 
@ Carried by the following paper merchants: 
New York City Cineinnati Grand Rapids 
Allan & Gray The Chatfield Paper Co Carpenter Paper Co 


Pittsburgh Detroit Housten 
Chatfield & Woods Co. Seaman-Patrick Paper Co. L. S. Bosworth Co., Ine 


THE JOHN B. WIGGINS COMPANY 
634 S. FEDERAL ST. ° CHICAGO 5, ILL. 


ORIGINATORS 
SCORED CARDS 
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DAYTON STENCIL 
WORKS CO. *oiic™ 
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FOLDING CHAIRS 
SIDE CHAIRS 
iJeltell emer) | >) 








CHAIRS 


TABLET ARM CHAIRS 
METAL CHAIRS 


AUDITORIUM UNITS Write us when you 


have inquiries 
from churches, 
schools, clubs, etc. 





All types of wood and steel folding, 
non-folding chairs and folding tables 
in stock. Save time! State type and 
quantity under consideration. 


ACCC 


ADIRONDACK CHAIR CO. 


; Dept. 1, 1140 Broadway (Nr. 26th St.) N. Y. 1, N. Y¥. 
Seen ean h anna nanny 





















aa ¢ 1951 1890 > 
a Different? —Yes— but 
exactly alike in their 
dependence upon 
BEACH’S 
“COMMON SENSE” 
EXPENSE BOOKS 


to keep track of their 
traveling expenses. 


Beach Publishing Co. E 







7338 Woodward Ave. 
Detroit 2, Mich. 


quality 
performance 


THE BENTSON 
Gop-Flite 


3200 Series FILE 


Guaranteed long-lasting perform- 
ance is the only proof of master 
craftsmanship. Bentson Top-Flite 
filing cabinets have a reputation 
for highest quality performance 
through the years . . . effortless 
operation, enduring beauty, rigid 
stability. This high standard of 
dependability means satisfied cus- 
tomers and more business for you. 











“The Line of Most Assistance” 


‘6ohe BENTSON MFG. CO. 


MANUFACTURERS OF STEEL OFFICE EQUIPMENT 
AURORA . ILLINOIS 

















MASTER SPEED KEYS 


SPRING PLASTIC 
CUSHIONED TOPPED 

Speed Key Attractive 
spring cushions finger formed 


plastic tops are 
always legible, 
will not wear 
down on the 
edges or be- 
come dirty, 
sticky or gum- 


protect fingers 
and nails, in 
crease typing 
speed and pro 
duce clearer 
sharper, more 
uniform type 
impressions my. 


SELL THE BEST SELL SPEED KEYS 


Write for sample key, prices and dealers proposition. 


SPEED KEY CORPORATIQN, 268N Chauncey St., Brooklyn 33, N. Y. 











Faster Turnover... Bigger Profits 


PLAS-T-CAP 


“NEED-L-POINT” 


THUMB TACKS 


WO MORE SEOEEN FINGER WAlLS 
© SAFE pin wit wot peess trey wea 









@ TACK LIFTER in every 
CELLOPHANE WRAPPED PACKAGE @ rutiy visieie 

© 2) DECORATOR COLORS ONE DOZEN PACKAGE 

eo THREE FAST SELLING STYLES © FOUR DOZEN DISPLAY UNIT 


ROUND — ROSETTE — STAR © NATIONALLY ADVERTISED 






America's Fastest 
Selling Thumb Tack Line 





WRITE FOR 


} SHELTON CO 
CATALOG SHEET waTeeeur va , N 








QUALITY WOOD 


COSTUMERS 


72 Inches High 
22 Inch Heavy Base 
4 Metal Hooks 
Oak and Walnut Finish 


‘4 


Packed 6 per Carton K-D 


— Immediate Delivery — 


N L7S50-—13%% in. Square Post $7.90 List 
N 2250—21% in. Square Post $11.90 List 


DALE OFFICE FURNITURE 
MANUFACTURERS 
61 West Hubbard Street 
CHICAGO 10, ILL 


~ 2250 No. 1750 
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KING 
POSTURE CHAIRS 
The KING of All Posture Chairs 


King chairs are scientifically 
designed and engineered for 
true posture seating .. . all 
chairs feature instant 3-way 
finger-tip adjustment. New im- 
proved glossy-smooth infra-red 
baked enamel! finish. Modern 
massive molded aluminum 
base, wide caster spread and 
optional backrest supports 
make them America's Best Buy! 
Tubular bases and several 
other models available. 


WRITE TODAY FOR OUR NEW 
(LLUSTRATED LITERATURE 


KING POSTURE CHAIR CO. 


953 So. Raymond Ave. © Pasadena 2, Calif. 
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MaMa hahaa haa aa as *,*,".° 5 00 ori ginals . e 
500 duplicates ge Receipt Books 
3 for the trade 


PREFERRED PRICES 


Net a neat profit with 
this sure resale item 








—~ Receipt and duplicate on Bond paper. 
Sturdily bound, with strong cover. 


Write for prices and catalogue 





PHONOMATIC holds the Receiver for you, leaving 


both hands Free for your work. 


Duplicate Receipt Book Co. 
Box 842, Birmingham 1, Alabama 


It is not attached to your phone. There is no_ installation. 
Just set the phone on the specially designed base 


write PHONOMATIC ror exciusive acency. 


159 New Montgomery St. San Francisco 5, Calif. 
SPEER EE REREERE RR RE EEE SEO 


Your phone is connected by pulling Your phone is disconnected just by 
SELF-ADJUSTING Receiver to you. | pushing the Receiver away 
“ 


Jobbers, Brokers Wanted est tk 











ERE. , = All Styles of Ring and Post 


BINDERS 











The Original 
SINGLE - FLUID 
Ink Eradicator 


@ INK-OUT contains no free acid, 
leaves no brown stains. 

@ INK-OUT makes permanent eradica- 
tions quickly with one application. 

@ INK-OUT removes ink, iodine, fruit 





A complete line of Binders for College and 
Commercial use 
Southern territories open. 


Write for Catalog 
aa A G9 NEIMAN LOOSE LEAF & BINDERY CO. 


1717-19 S$. HALSTED ST. * CHICAGO &, ILLINOIS 


CARDINELL CORPORATION MONTCLAIR NEW JERSEY 





MR. DEALER... 
ROLLING STORE LADDERS |DON’T LOSE THOSE ORDERS 
“A" Type Ladders . Library Ladders NEEDLESSLY! 


For use with Filing Cabi- IT COSTS YOU LESS TO DRAW | 

on Gear Gene FROM OUR LARGE STOCK OF | 

secu. WOOD AND STEEL 

aie ot eaeaa DESKS - CHAIRS - FILING CABINETS 
LEATHER FURNITURE and ACCESSORIES 

IMMEDIATE SHIPMENTS 








| 


and styles, with wheels 
and Automatic Safety 
Brakes. 

















Send for Folder Write or call for complete information, 














and prices. a i | prices and dealer discounts 
Straight Side Style Manufactured by Library Styte OFFICE FURNITURE WHOLESALE DISTRIBUTORS 
TT 4535 N.R ood Ave. 74 Broad St., New York 4, N. Y. BOling Green 9-8231 | 
I. D. co ERMA CHICAGO 40 sy | WAREHOUSES—MIAMI, FLORIDA—NEW YORK, N. Y.—LOS ANGELES, CALIF. | 



















Typists and business 


CASH REGISTER IPE ULEANING MADE yee 


with the amazing 
,, >) yi 
as TT 
, —- 
: *Norta Plastic Type Cleaner 
WIDE ERVICE—HIGHEST QUALITY PRODUCTS —it’s easy to use—no mess é Addvecding Plates 
; 


CLEANS 
“WRITE FOR OUR LATEST CATALOG ne Sane 1 * Marking Devices, etc 
*NORTA THE ORIGINAL PLASTIC TYPE CLEANER 


| INTERNATIONAL CASH REGISTER PARTS COMPANY Free tomple tent upon vequest..write t 
sn Register Parts NORTA DISTRIBUTING COMPANY 


2810 W ADDISON ST CHICAGO 18, ILL 
1123 Broadway, New York 10, N.Y 


4 @ Typewriters 
“@ Billing Machines 
e Adding Machines 
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FOR 
EVERY 
PURPOSE 








No. 17-33 












- NOTCHING 
«<— PUNCH 





TICKET PUNCHES 









THE HOGGSON & PETTIS MFG. CO., 141T Brewery St, New Haven, Conn. 





TALLY PUNCH 






Nos. 17, 33—Notches cards, sheets, ete. No. 
17 dies not over 4” wide, 4” deep; No, 33, 
not over %” deep. 

No, 2—For %-%” round holes; 1%” reach. 
No. 3, 1%” reach & No. 12, 2” reach, same 
style as No. 2. All will take special dies, 

lalley Punch—Registers number of punchings to 
99,999. Punches ‘s”, *&” or %” round holes—also 
special designs. Same counter available in our Nos. 
2, 3, 10, 11, 21. Write for circulars, 








ARK/LO 
CELLULOID PRODUCTS 


Loose-leaf envelopes, punched; card-cases, any 
size; menu covers; factory record protectors; teg 
holders; bill-fold envelopes; stamp containers, etc 
Made of acetate (flame resistant) transparent 
cellulose. We build to fit your particular need 
Write us for details. 









Markile Company, Mfrs. 


3688 8. Racine Ave. Chieage 9. U. 8. A. 


THE MIDWEST PEDESTAL LINE 


FOLDING TABLES 














> the 
ed “a 
DUHONEY-20 

AUTOMATIC LOCK 

End seating sivina 

more leg roon iouble 

brace; steel channel 
apron plast 

only some of the many 
advantages f the 
Midwest F , P 
Folding Tak 
"DUHONEY-: 

fold for easy st 

lock automatically in 

place can’t 1pse 
CHOICE OF PLYWOOD 
MIDTEX, FORMICA & 

LINOLEUM TOP: 
FREE HAND BINDER! 
? A quick selling loose leaf 


holder. When inserting 
and removing forms, in- 
voices, loose papers, 
etc., one hand is always 
free. It locks positively 
and secures contents 
against loss and spoil- 
age. Thousands in use 
daily. 

Here's a profitable item 
for every dealer. Write 
for descriptive price list 
today. 


FREE HAND 
BINDER CO. 
43 Fulton Street, New York, N. Y. 
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otodex’s NEW 


Salesman’s Prospect File— 
The MODERN Key 


to Vital Prospect Data 
500 “hot” prospects at the salesman’s 
fingertips—with all the facts to “close 


thet sale! 

One of 15 NEW SELECTOFILE rotating file systems for the desk— 
the most modern examples of desk-top convenience. Dota always 
at fingertips at a spin of the ROTODEX wheel. Forms to accommo- 
date almost every business use—to fit right in with your customer's 
ncgte~ae tae a RB or profession may bel 

omple -¢ system lists f b - 
able with blank cards at $5.75 list. oP ee 


ROTODEX COMPANY paicss 1, texas 


“1h Potut MECHANICAL 
PENCIL LEAD POINTER 


FOR DRAFTSMEN, ENGINEERS, 
ARTISTS, ACCOUNTANTS 


Leads are pointed in a fraction of the time 
required by messy, old-fashioned methods; 
and, the TRU-POINT is fool proof — 
will not break leads even when an ex- 
tremely fine point is required! 

Puts perfect points on leads of mechanical 
pencils (draftsman type) and on wood 
pencils, after wood has been cut back 
with knife. Clean, easy to use. Guaran- 
teed mechanism. For literature and dealer 
prices, write today to 


Ripe. om ELWARD MANUFACTURING CO. 
9 ——— 557 Paw Paw Avenve, Benton Horbor, Michigan 


——— 








3005 ELM STREET 




















The Holder designed .. . 
with the Dealer in mind. 


The NEW 


(line-by-line)} 
COPYHOLDER 
It's “repair-proof’’ and in 
wide demand by active firms 
that turn out considerable tyEe- 


written materiai—also big 
PLACEMENT market. 


Write for details 
COPY RIGHT MFG. CORP. 


53 Park Place, Dept. D-13 
New York 7, N. Y. 


Canadian Agents 
UNDERWOOD Ltd. Toronto |. 
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Every office needs smart Exocutives like tho! 





New executive chairs by E> 


metal furniture since '97 


More beautiful than ever in hand-finished Royal Satin Chrome or 
Plastelle Enamel...More dutiful than ever in sturdy square tubing 


We believe our new Executive series sets a oven-baked enamel gives a rich, enduring fin- 
standard for quality never before achieved in ish in a wide choice of decorator colors. And, 
office furniture styling. Royal Satin Chrome, a as with all Royal chairs, these are made to 
new triumph of the polisher’s art, accents the combine proper posture with wonderful com- 
trim strength of the square tube design with fort. Side and arm chairs to match every execu- 
the subtle tone of sleek, heavy satin. Plastelle tive chair design. Write today for free catalog! 





ROYAL METAL MANUFACTURING COMPANY 





1753 NORTH MICHIGAN AVENUE + CHICAGO 1 { & 
New York « Los Angeles « Michigan City, Indiana « Warren, Pa. « Galt, Ontario : 
pe 

———— co i \ 

+. FACTUR ; 

Royal—your only single source ROYAL METAL og CHICAGO 1 
for every need in business | 175) N. MICHIG A 
° . free COPY XQ 

and professional furniture | Please send pon furniture catalog- 





of your new © : 





: Firm Name 
: 
{ Address 
. | Zone ——Stote 
& City | 
| — 
sd ———oEo 
— 
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e@ Easier to Handle 
e Easier to Stock 


e Easier to SELL! 


Mr. Dealer—no matter how well 
you stand in with the office 
manager and the purchasing agent, 
the people you really have to 
please are the gals behind 

the typewriters. 


Here’s one sure way to please those 
all-important gals — make sure 
they’re using O-SO-KLEEN, 

the new Heyer Spirit Carbon that 
keeps their hands clean, 

produces longer runs—and that’s 
so much easier to work with! 


f 
LA THE MEYER CORPORATION, 





















O-SO-KLEEN will please you, 
too — because it has longer shelf 
life, and does not require special 
storage precautions. 


Unlike ordinary wax-coated 

spirit carbons, O-SO-KLEEN has 

a metallic coating that separates 

carbon from master paper. Masters 

last longer because the metallic 

coating prevents carbon bleeding 
.and there are fewer smudges. 


O-SO-KLEEN is moisture-proof. 
Surface and edges are sealed. 
It’s as safe, as easy, as clean to 
handle as bond paper. 
O-SO-KLEEN is easier to handle, 
easier to stock, easier to sell! 
Send for samples and prices. 





Bke d 1? /. / Urge your Customers to 
We /(47 * — Change to UNDERWOOD CORPORATION 
gin Hecto Sets and Hecto Carbons... 


they're Overcoted and Finger-proof 


You can’t blame girls for complaining when 
hands and clothes get stained from hectograph 
carbon. .. especially when they know it’s 

so needless now. _ 
Underwood Corporation has put an end to In addition: 

this nuisance of stains and smudges. Underwood Corporation Hecto Master Sets 
The new Overcoted Master Sets are finger-proof and Hectograph Carbon Papers give sharper 
and stainless. They eliminate stained hands masters, more and better reproductions. 


and clothing, avoid need for special stain- There are no typewriter feed roll smudges. .. 
removing soaps and cleaners. always uniform intensity of type characters. 
Sell Underwood Corporation Masters! “Summerized,”’ too! Even on the hottest, most 
That's the easy way to overcome employee humid days, reproductions are sharp, crisp — 
reluctance to use hectograph carbon. and, of course, free from stains! 


Prove it FREE. Just ask on your letterhead for free samples. The Key 
Please specify purple, black, or blue. to Better Impressions 








